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... because MultiKopy is a brand 


with public acceptance 


Every year Webster aims a consistent and powerful advertis— 
ing campaign right at the heart of your market — to secre— 
taries, businessmen, office managers, purchasing agents — 
the people in a position to buy and to influence the buy- 
ing of carbon papers and ribbons. By pointing up the exclu- 
Sive features and high caliber of Webster products, these 
ads sell the customer the idea that there is no substitute 
for quality and Webster is quality. 


By creating this brand preference, Webster advertising 
helps make your job of selling that much easier. It is their 
objective to make Webster a name your customers know. And 
it is also their objective to see that you get faster turn-— 
over and continued profits from the Webster line. 


Sell the profit line 


...Se11 WEBSTER’S 
CARBONS and INKED RIBBONS 


F. S. Webster Co., 13 Amherst St., Cambridge 42, Mass. 


Webster warehouses in New York « Chicago « Philadelphia + Pittsburgh « San Francisco « Cambridge 








Office Appliances 


Random Notes 


Getting the lead article of this issue 
Automation Comes to the Office 
Supply Dealer”’ was a long, difficult, 
ind rewarding task. First steps were 
taken nearly two and a half years ago. 
It was immediately apparent that Harold 
Speicher had come to grips with a tre- 
mendous idea in relation to inventory 
control and the movements of merchan- 
dise from manufacturers to users. Solving 
the many technical problems involved 
was a time consuming process. Finally 
the system was put into full function 
and circumstances were right for getting 
the story. Practically every OA staff mem- 
ber got into the act. Interviews, pictures 
(32 of them), sample forms and several 
conferences eventually jelled the material 
into the 12-page presentation beginning 
on page 20. 

The words “full function” are used 
somewhat inaccurately in the preceding 
paragraph. Almost every day Mr. Speicher 
and his associates are finding new values 
in the system, new results and by-prod- 
ucts of genuine significance. 

An interesting anecdote concerns a 
statement by the Gregory & Leonard stock 
clerk that a certain item was out of stock. 
The machine record disagreed. The clerk 
was asked to make another check. He 
found the stock, which had been stored 
in two places. No wonder Mr. Speicher 
says, “This kind of experience helps to 
build confidence in the operation.” 

e 

The current National Stay-in-School 
campaign deserves active support for 
selfish reasons, if no other. More formal 
education, more special training before 
a young man or young woman enters the 
world of commerce and industry makes 
more certain that he or she will be an 
effective employee. From the standpoint 
of the young person there should be no 


question about the advisability of con- 
tinuing school education as long as 
possibl« 


I 
Current emphasis on the stay-in-school 


idea brings to mind the address Scotty 
Robertson, Globe Office Equipment & 
Supplies, Inc., Cincinnati, Ohio, has been 
presenting to high school graduating 
classes for many years. Under the title, 
Locked Doors,’’ Mr. Robertson tells the 
young people that many of the doors to 
opportunity are locked today because of 
the applicants’ lack of formal education. 
The key is a diploma or a degree. 
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In This issue 


..- don't miss 


Harold B. ‘Spike’ Speicher, 
president of Gregory & Leon- 
ard Office Equipment Co., De 
troit, has broken through the 
automation barrier for station- 
ers. In the introduction of his 
Speicher System of Customer 
Inventory Control by Punched 
Cards he has provided an idea 
which will do much to raise the 
stature of the stationery and office equipment industry 
in the eyes of its customers. Here is a story which needed 
telling and OFFICE APPLIANCES beginning on page 20 
of this issue devotes 12 pages to complete coverage of 
the idea which appears to be as effective and far-reach- 
ing as it is amazing. Here is step-by-step and graphic 
reporting—pictures, charts and text—easy to compre- 
hend. 


Once again, the National Sta- 
tionery & Office Equipment A 
sociation is at the eve of an 
important convention. Within 
the confines of the Conrad Hi 
ton, providing the largest un 
der-one-roof facilities for ex 
hibits and business sessions of 
any hostelry in the world 

the opportunity of stationers to 
learn more about the products they sell and the profit- 


- 


11 ee - sh: ° ; - 
able Operation of their businesses. Or a concise tour- 





page section containing the program, pictures of 
speakers, NSOEA officers and governors and listing of 
Chicago manufacturers’ addresses and telephone num- 
ers turn to page 39. | 


Oo 


Next Nionth... 


Complete coverage of the 1957 NSOEA Convention and 
Exhibit will be a highlight of the November issue. Once 
again, OFFICE APPLIANCES will provide pictorial re- 


port of the sessions, a parade of personality "'shots' 


“+ 


taken in the OA booth and a day-by-day account of 
the sessions and quotations from the speakers. In addition 
there will be several top articles of interest to dealers. 
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OA’s Press-Time Bulletins 





SWINGLINE, INC. has acquired the Ace Fas- 








tener Corp. of Chicago, it was learned 
here at press time. Both firms are 
recognized as leaders in their field. 
They will continue their merchandis- 
ing efforts to increase the general 
sale of staplers and will offer sta- 
tionery dealers a complete line of all 
types of stapling devices. Ace Fasten- 
er, with a plant in Chicago, will con- 
tinue to manufacture and distribute 
its products independently from Swing- 
line, Inc. 


EDWARD B. atEIN, president of the Midwest 


Stationery Market, 

recently-formed Chi- 
cago trade group, has 
announced the ap-= 
pointment of Robert 
J. Mayer as executive 


o> secretary, and the 
establishment of a 

headquarters office 

¢ at 330 S. Wells St., 


R. J. Mayer Chicago. Under his 
direction, the association will con- 
duct an advertising and public rela- 
tions campaign designed to establish 
Chicago as a buying center for sta- 
tionery supplies, equipment and re- 
lated items. Mr. Stein reported that 
the group has initiated plans for a 
Stationery show to be held next fall 
in Chicago. 





L. DEAL has been elected president of 
Lyon Metal Products, Inc., Aurora, to 
Succeed the late H. B. Spackman. Mr. 
Deal went with Lyon in 1925 froma firm 
of certified public accountants. The 
board also elected A. W. Walan secre- 
tary-treasurer and J. B. Bossett as- 
Sistant treasurer. 





U. S. CARBON & RIBBON MFG. CO. INC., ata 





meeting of the board of directors re- 
cently elected John Nagy vice-presi- 
dent of the company. Mr. Nagy has been 
general manager and has been with the 
company for more than 16 years. 


LEE'S OFFICE SUPPLY, (formerly Shedd & 





Lee) of Ft. Collins, Colo., has an- 
nounced the sale of its branch store 
in Ft. Morgan, Colo. to Don F. Pardun 
who will operate it as Pardun's Office 
Supply. 

Chuck Lee stated his reason for sell- 
ing the branch store was to allow him 
to concentrate his full attention on 
the Ft. Collins area. 


OA—10/57 


Late and Important News for Our Readers 


CHANGE OF DATES for District 4 NSOEA con- 
vention has been announced. Desirous 
of a date as late in April as was pos- 
sible to arrange, in order that Mem- 
phis could be enjoyed at its most beau- 
tiful season of the year, arrangements 
have been completed to meet at the Pea- 
body Hotel in Memphis on April 18, 19, 
1958. 





CONSOLIDATED BUSINESS SYSTEMS, INC., man- 
ufacturers of Redifixt business 
forms, has named George Mroz as gen- 
eral sales manager. 





BARNEY GOLDBERG, president of Barney's of 
Hartford, Conn., has been ill for sev- 
eral weeks as the result of a major op-=- 
eration. After getting out of the hos- 
pital this well known figure in the 
office furniture business will need to 
spend about a month at home. 





HERRING-HALL-MARVIN SAFE CO. has an- 
nounced the creation 
of a new post of di- 
vision manager to be 
filled by Arthur 
Lindley. This is a 
major move to expand 
sales and service or- 
ganization in the 10- 
State New York, New 
Jersey, Pennsylva- 
nia, Delaware and New 
England area. Mr. Lindley will make 
his headquarters in the New York of- 
fices of the company. It is also an- 
nounced that James F. Woods has been 
appointed New England district man- 
ager and Kenneth Loring manager of the 
Boston office. Both will work out of 
the new headquarters at 480 Boylston 
St., Boston. 








Lindley 


PARKER PEN CO. has made incentive bonus 
payments amounting to $235,423 to its 
employees. 


STOCK FORMS CO., division of Moore Business 
Forms, Inc., has announced the promo- 
tion of Frederick J. Recio to the posi- 
tion of sales supervisor. He joined 
Moore in 1953 and has been dealer 
Salesman in the New York area. He was 
selected to transfer to Stock Forms 
on its formation. In his new assign- 
ment, he will be responsible for the 
supervision of the sales organization 
in New York City, Brooklyn, Long Is- 
land, Westchester, and southern Con- 
necticut areas. 
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SALESMEN WANTED 





Deadline 10th of month preceding issue date. The rate for classified 
advertisements is twenty-two cents a word, minimum charge $4.00 


payable with order. Add six words if box address is used. 


aggressive representation it will pay you to contact us. Write Of- 
fice Appliances, Box L-118, Chicago 6. 





R CAGO OFFIC RNITURE AND OFFICE WE CONCENTRATE IN MICHIGAN, OHIO and INDIANA — 

U ALER ds one or tw either genera! or t consequently our manufacturers get results. Can handle one or two 
Furniture. Good r both earning and additional high grade lines in office equipment field. Write Office 
Write Off App Z-75, Chicago &é Appliances, Box L-117, Chicago 6. 





PMENT DISTRICT MANAGER 



































Experienced sels MANUFACTURERS REPRESENTATIVE contacting office furniture 
‘ a ae and equipment dealers in INDIANA, KENTUCKY, MICHIGAN, 



































know eturer 5 
ced. Peokevel > ina Seleke: ae OHIO and WEST VIRGINIA, can handle one more line. Write 
r Se te dete R to Box 7348, Indianapolis 5, Ind 
A , 7.78 Ch 
ADDITIONAL LINES OF FURNITURE AND CHAIRS WANTED, 
os naehiraiedies. ih seemire wianseer r California and West Coast by Wholesale Distributor. Aggres- 
H BUS > MA EXPERIENCE wer VIEL sive Sales Force. Large Warehouse. Excellent business background. 
= P 2 ’ tore ads, shed Stee or W od. Wr te Of ce Apr mnces, Box L-119, Chicago 6. 
OL om 7 ving conait r Cc 
" . Appliances, Box FIFTH DISTRICT SALESMAN expert in filing systems, files and 
furniture, temporarily employed outside of industry, available for 
ne or lines to be sold to dealer n all or part of Ohio-Indiana 
AUSTIN S WOR TER, MASS. Manufa area, or will include Michigan and/or Kentucky. Well known by 
astic toan hior stationers. Will consider anything in stationery or furniture. Address 
xpand nings for salesmer Office Appliances, Box L-!20, Chicago 6 
rt Sales | ROCKY MOUNTAIN STATES: well established agent with Denver 
office-showroom w do top job for office and/or institutional 
SALES REPRESENTATIVES WANTED furniture or equipment manufacturer. Let's talk during NSOEA. 
Write Office Appliances, Box L-121, Chicago 6. 
c T I Ca S itr 
1M xe MANUFACTURERS' REPRESENTATIVE Metropolitan New York 
Wi A Box Z-7 ot 1g City area ca ng on commercial! stationers office furniture and 
equipment dealers seeks additiona! line. Write Office Appliances 
Box L-125, 100 E. 42nd St., New York 17 
URNITU MANU URER seeks established 
Soutt 1 West Coast. Contact | WANT TO SELL OFFICE FURNITURE, machines or supplies in 
N 349-350-351, NSOEA Michigan and adjacent Ohio and Indiane areas. Will attend Chi- 
cago NSOEA Convention. Write Office Appliances, Box L-123, 
Chicago 6 
Lead M amp Sta 
' 5 r top sht Mar MANUFACTURERS REPRESENTATIVE with 14 years experience, 
" aaa * Mfa. Corp.. Elwood now representing three nationally known lines to the commercial 
223. NSOEA F stationery, supply and office furniture trade on the Pacific Coast is 
seeking one additional quality line. Write Office Appliances, Box 
ATIONALLY KNOWN MANUFACTURER OF METAL OFFICE ion omen 
A notcr : s repre nt+a r the West e ast 
Will consider ot Walle. Catch: val MANAGERS WANTED 
11 contact at NSOEA Convention. Write Of 
R 80. Chic b FURNITURE DEPARTMENT MANAGER for Chicago dealer of long 
standing. Best lines in both stee! and wood. Decorating service 
aid available. Opportunity for future excellent. Write Office Ap- 
r want ¢ ve in H USTON, DALLAS, FORT pliances, Box Z-76, Chicago 6 
A. or OKLAHOMA CITY, and if you want to be 
e family yer half the rr Pat n oo ay trom SALES MANAGER WANTED to organize and head sales depart- 
ow sg ey pair ett, Sears ment for established manufacturer, who through diversification 
F nret ae ee policies, is entering into the manufacture of filing cabinets and as- 
“ad ~ eer Ai: vute one Sores sociated items. Plant located in southeastern Penna. Write Office 
-Y 1 ar partnership bas Experi- App iances, Box Z-77, Chicago 6. 
ipnitur r com niture preferred, but 
ihc: dalton a i ges MAJOR WEST COAST MANUFACTURER OF STEEL OFFICE 
2207. Da aE Faun FURNITURE seeks Sales Manager to head national sales program. 
Top management position with exceptional potential in expanding 
; eee ; company. Send business and personal resume to Office Appliances, 
345-W NSOEA CONVEN N, Territor es available Box Z-79, Chicago 6. 
representative nrerestea nm TasT sé nq sta 
ems. BERNAY PRODUCTS COMPANY. OFFICE FURNITURE AND EQUIPMENT 
‘ ee alae SALES AND SALES PROMOTION 
; é ee savin staianiaiiin ‘tes 46 Ge $15,000 to $18,000 
Naettana Sale A Box 787 en Reusch We offer: outstanding reputation, top showroom in the midwest, 
SOEA ven solid management support, travele limited to metropolitan Chicago 





SALES REPRESENTATIVES AVAILABLE 





A » be SSIVE 


now adding 
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opportunity to greatly expand office furniture sales volume with 
corresponding growth in compensation and responsibility. 

We seek: aggressive, ambitious sales manager who thrives on chal- 
enge, requires time with his family, demands compensation con- 


MIDWEST REPRESENTATIVE for all stationery sistent with accomplishments, can do a job. Write in confidence to 


nes. If you want Office Appliances, Box Z-86, Chicago 6 











WANT ADS, Continued from page 7 
- FOR SALE AND WANTED TO BUY ine 








SALES MANAGER AVAILABLE we eS ES ioe 





EUROPEAN SALES Aaa ; ¥ t W rit T Box 2-83 

business background and j 1 f ; 

30, single, speaking English, F 
Sales Manager with important 





At present working as Reé f 

/ ‘ R d 
| tor important Trice ) f , | 

fice Appliances, Box L-127 ' ff nt Corp. 298 8 








OFFICE MACHINE MECHANICS WANTED 





EXPERIENCED TYPEWRITER Mf ’ Rova and t litioned cabinets, pa k : , hand. 
dealer. Good position to right ¢ or ; k ) 1 prices to dealers t f et our 
tion. Write Office Appliar : juotat Yathan, Inc., § B Iway 1 York 12 » 








OFFICE MACHINE MECHANICS AVAILABLE 





Factory trained lypewriter A M r at / t Ticat na seria 
Have supervised large shop and t t We highest price 
dustrious. Prefer ithwest. Writ Apr Box Z-87, C ot. [ 326 Broadway, New 
cago 6. 


OFFICE MACHINE SERVICEMA! , * i a iisiatiaiin ‘iiuhididaken adel 








AVAILABLE: Typewriter ms r 8 year ; 
Service Mana yer, want Ber A , , Prof, Kemir yr r " : ; Nacnir i. - 1 JETS : 
Oregon Washington r C 4‘ DIG chines, | Laraye4r ' ' 
Z-82, Chicago 6. 








ARGE AM NT USED VISIBLE ABINET KAR X, ACME 
MECHANIC. Typewrit: 1d j Elect 1 RAN ’ } f sizes and styles. A ndit 
training. RP and RE. Capat f 5p. W “ Ar | i f pment Company, é na 
pliances, Box Z-84, CI jo é Z 








OFFICE MACHINE MECHA! 
steady and reliable. Capabi A : q 
alifornia, preferably A N eid ft A: g_macl + be over 300.000 


: 
8, Chicago 6. 


in Northern 


C 
pliances, Box Z 








POSITIONS AVAILABLE 





. epee Oe - Multiaraphs. Hand Printir > Pre +4 Mimeon +h 
A WELL KNOWN CHICAG f bot best : Dinie $ 
stee! and w 3 and inter } f : : : 
Furniture Department. F T 
necessary. Must be car 





possibly advancing to Manager T-FISHER AND SUN 
tion open to discussion. Writ t Box Z-74, ¢ ea Rete its 





RETAIL BUSINESS FOR SALE 











FOR SALE: Only tT pply } ; F 


town of 10,000 population. 2 } ea Ww ‘ 








is highly industrialized and a neve 
Oil and Gas area. Stor j t 1 ¢ ling re f } ript at AMERICA 
plenty of floor spa ind d F } k HL: MACHIN 3B ay, N 
Some financing ¢ wnt ¢ t v\ A Box Z-68 
Chicago 4. 
A INES. C 

OFFICE SUPP| IES FURN MA ; y er 4 — nf re 1G | 

) } Water S ; 


| gross and growing at 

at inv. approx. $20,000 req $ 
Doct r tells me to : “A } f 
considered. Write Office Ap; 2-69 C HIGH PR A FOR USED BOOKKEEPING MACHINES 
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FREE MAILING LISTS 
appliance dealers. A 8.9 
Write for FREE ata 
facturers institutior bank ; vv . , y LS 
dressing. SPEED-ADDRESS, 48-07 ‘ Iside 77, N t } ALL below +t. WEBSTER-RATLIFF. 2857 


York. 
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DEALET 
THE 


We're looking forward to a chance to shake your hand, 
again... to have a good visit . . . and see that you have a 
ba a % 5 good look at the great line of Mosler Record Safes on 
display at Booth 134, in the Exhibition Hall of the Conrad 
Hilton. And be sure to come up to Suite 2200 for a 
preview of an exciting new Mosler Revo-File development; 


also for a look at a section of Ed Mosler’s remarkable 


baseball collection that will be on display. 
P.S. And somebody’s going to win a pair of World Series 
tickets, complete with transportation. Hope it’s you! 


THE MOSLER SAFE COMPANY «+ SINCE 1848 « THE WORLD’S LARGEST BUILDER OF SAFES AND BANK VAULTS. 








Why 


| Tite 133 
ini nya 
1 Te an 


ee ee | 
PRUDENTIAL INSURANCE COMPANY OF AMERICA 
Houston, Texas 


Dealer — Wilson Stationery & Printing Co. 





a 
FIREMAN'S MUTUAL INSURANCE oO Providence, R.! 
Dealer — Providence Paper Co 
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LIBERTY LIFE INSURANCE CO. —Greenvilie, S.C 


Dealer — Harper Bros. Inc 


GF dealers - 


. . 7 . + 7 o s > . ° . . o % » 











NTERSTATE LIFE &2 ACCIDENT INSURANCE CO 



















PENINSULAR LIFE INSURANCE CO 


phattanooga, Tenn . : Jacksonville, Fia. 
Dealer —Commercial Stationery & Supply Co Dealer —Sanford Hall Co. 


BANKERS LIFE COMPANY 


Des Moines, tqwa 
Jealer — Koch Bros 





GF dealers, by providing the finest metal business furniture, are 
assisting our nation’s insurance companies to achieve the highest 
level of employee efficiency and comfort. 








The proven interest and sales abilities of these dealers in accom- 
plishing this goal—backed by GF’s design leadership, complete 
product line, sales help and national advertising programs—have G > N E 1:9: OF 
and will continue to create new and broad opportunities for sales 
in the insurance field. 

This mutual cooperation between General Fireproofing and its 
lealers has made the GF emblem a sign of profitable partnership. 
[he General Fireproofing Co., Dept. X-71, Youngstown 1, Ohio. 


FIREPROOFING 





MODE-MAKER, GENERALAIRE, 1600 LINE DESKS * GOODFORM ALUMINUM CHAIRS 
SUPER-FILER MECHANIZED FILING EQUIPMENT + SHELVING * PARTITIONS 





DON’T MISS. - 


HALF OF THE 










Get it all with 


nnis 


Foremost producers 





cc 


v of quality forms for 
«business in the nation 


y and better business forms for today’s 
ficeare growing rapidly in demand and 
ly tise. You’re missing good profits if 
fe missing these sales. Go after them 
S$! Ennis has the most modern and | 
Pte facilities for producing every 
needed.form . . from the newest to the 
everyday .. gives them to you at competitive 
prices for any job. And remember . . Ennis | 
products are sold through dealers .. we’re 
your supplier, not your magerese | 

Ennis Forms are attractively, durdeipeiaa 3 | 


packaged . . labeled clearly .. the 
best in the industry! 


Sel 


- 


-_ 
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TAG & SALESBOOK CO. 


Home Office and Factory 
Ennis, Texas 


Western Factory Eastern Factory 
Paso Robles, Calif. Chatham, Va. 


Branch Offices and Warehouses at 
Houston @ Dallas © Waco @ Birmingham ® Monroe, La. @ Los 
Angeles @ Denver @ St. Lovis ® Sanford, Fla. © Oklahoma City 
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each month. Bven good ideas are “> no value if 
they are not put inte function. 


A Problem that Must Be Solved 


Dear Sir: : 
New personnel | ‘of the type n 
industry is almost impossible to obtain. 

corporations are from $400 
month for students just out of c 







cases they are gambling that a : will | 
pay off. How many in our industry can ‘afford ‘ 
such an experiment? To a pee 1 extent 


system. We are getting to the me ie a 


production problems have been 
still a long way from a satisf 








the trades, who would not train appre 


the depression and now face an extreme shortage : 
of trained personnel. I do not know the solution, 


but 1 knew the ee gees set De 





CHARLES we ‘LUKENS —- 


Yeo & Lukens tiie, 
Philadelphia, Pa. 


How to interest capable young pot in choos- 


ing careers in the office equipment 4 og 
industry is a matter of star concern. 
and opinions are urgently invited. — 


the Sales Power of Imagination. 
















Editor: . 
After reading 9 your editorial, “Ol Furniture 

Dealers Create New Selling Vistas,” ‘our June — 

issue, I couldn't help but write to compliment you. 


| think what you have said is mighty 
overlooked by so many of us. I just 


percentage of our industry reads — 
which you have — 


Cincinnati, Ohio. 


Checking back to the June issue and Feds 
the editorial on page 16 might be worth th 
Some Good Reading 


Gentlemens 





(September issue) are excellent! ‘Every retail 


dealer in America should read all three 
American Voss Corp., 
Detroit, Mich, 


Thank you, Bert. We wanted b 56 
be helpful to stationery and off 


dealers, 
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DON’T MISS 


HALF OF THE 


FORMS » 
BUSINESS: 


Get it all with 


Ennis ~ 


Plants and Warehouses ~ 
Offering Service to Dealers, ~ 
.. From Coast to Coast! a? 


Ennis supplies you promptly with any . 
business forms today’s modern office requires 
.. from the latest Snap-A-Part one-time 
carbon forms . . register and continuous 
typewriter and billing forins . . terthe full 
range of everyday forms. And we're always 
your supplier, not your competitor . . Ennis 
products.are sold through dealers. You get the 
mers at competitive prices.. 
anid the repeats. 









——— 
—— * _— 
Write today for catalog Ly 
and complete information 


fnnis 


TAG & SALESBOOK CO. 


Home Office and Factory 
Ennis, Texas 


Western Factory Eastern Factory 
Paso Robles, Calif. Chatham, Va. 


Branch Offices and Warehouses at 
Houston @ Dallas © Waco © Birmingham ® Monroe, La. © Los 
Angeles @ Denver @ St. Lovis © Sanford, Fla. © Oklahoma City 
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Here and There 





Putting Eraser on 
Typewriter Is Goal 
Of Clary Official 


What this country needs is not, 
as Vice-president Thomas Marshall 
said, a good 5-cent cigar, but rather 
an eraser key on the typewriter in 
the opinion of George Alton, the man 
who has just given up trying to in 
vent it. 

Mr. Alton, national administrator 
of sales for Clary Corp., manufacturer 
of business machines, says modern 
science has solved practically every- 
thing except the costliest mistake in 
American business, the time lost in 
erasing mistakes on the typewriter 

His almost perfect eraser key, the 
one he has just given up trying to 
finish, contained a special chemical 
that erased mistakes perfectly but had 
this one defect: 

By the time the letter reached the 
addressee the acid left on the paper 
had eaten a million small holes in the 
correspondence. 


Kappel, Woodbridge Head 
Travelers’ Aid Drive 


C. K. Woodbridge, president of 
Dictaphone Corp., and Albert D 
Kappel, vice-president of Jens Risom 
Design, Inc., will serve as co-chairmen 
of the office equipment and furniture 
division of Travelers Aid Society ot 
New York’s 52nd annual fund drive. 

John R. McGinley, general chair- 
man, points out that 300 key execu 
tives in the New York area are partici- 
pating in the drive for funds which 
runs from September 30 through De- 
cember 31. 


Lou Brown is One-Man 
Greeting Card Boon 


To President Lou Brown of the 
Eberhard Faber Pencil Co., August's 
chief trial was not the heat—it was 
the rapidity of his anniversaries. 

He was born August 25, his wed- 
ding anniversary was August 2, he 
joined Eberhard Faber August 13 
(1923) and become president August 
14 (1952). 

His birthdate, for those interested 
in such things, is covered by the sign 
of Virgo. It’s motto is “I sery 
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Badger, Inc., President 
Wins Mackinac Race .. . 








Luxen, the 37-foot cutter-rigged sail- 
ing yacht, pictured here, owned and 
skippered by Robert Luxford of La- 
Crosse, Wis., won first place for Class 
C in the recent Chicago-Mackinac 


race. Mr. Luxford is president of 
Badger, Inc., of LaCrosse, manufac- 
turers of the Luxco line of steel office 
equipment. The Wisconsin man and 
his boat have compiled a record of 
two firsts and one second in three 
starts in this largest of all fresh 
water yacht races. 


Ted Caswell Spends 
6 Months in Europe 


Frederick H. 
“Ted” Caswell. 
vice-president and 
general manager 
of F. S. Webster 
(o.. § pent six 
weeks in Europe 
this summer. 

It was more 
than a trip to the 
continent for 
Ted’, for it represented a six weeks’ 
sabbatical leave in celebration of 30 
years with Webster for the energetic 
of ficial. 





Greer Wins Double 
Rating as Salesman 


Barry Greer, with the San Antonio, 
Tex., branch of Maverick-Clarke, has 
a double star rating as a salesman, 
having won a Distinguished Sales- 
man’s award from the San Antonio 
Sales Executives Club for two suc- 


1955 and 1956.—JHR 


cessive years 


... with our industry people 


Nicholas Picchione 
Named to CPA Board 


Nicholas Picchione, C.P.A., and 
president of Dome Publishing Co., 
Inc., Providence, R. I., was appointed 
by Governor 
Dennis J. Roberts 
as a member of 
the Rhode Island 
State Board of 
Accountancy. He 
was appointed for 
a six-year term. 

Mr. Picchione 
is the author 
of the popular 





PICCHIONE 
“‘Dome Simplified Weekly Bookkeep- 


ing Record” and the “Dome Short- 
cut Payroll Book’”’. 

Mr. Picchione is past president of 
ee Society of Certified Public Ac- 
countants, past president of Providence 
Chapter, National Association of Cost 
Accountants, and past national direc- 
tor of National Association of Ac- 
countants. 

Mr. Picchione has served on the 
State Tax Study Commission and the 
Providence School Survey Commis- 
sion. 

He is a member of the American 
Institute of C.P.A.’s, National Asso- 
ciation of Accountants, and American 
Accounting Association. 


Ivan Allen Leaves 
C of C Position 


Ivan Allen, Jr., president of Ivan 
Allen Co., Atlanta, Ga., has resigned 
his position as president of the 
Georgia Chamber of Commerce. 

Mr. Allen indicated that he wants 
to give as much time as he can to 
politicking. He said he wants to 
travel throughout the state to talk 
with his fellow citizens to see if they 
feel he is a worthy candidate for the 
office of governor in the 1958 elec- 
tion. 


Elrod Selected for 
Course at Rutgers 


James L. Elrod, executive vice-pres- 
ident of Marverick-Carke, San An- 
tonio, Tex., was selected as one of 
300 sales and marketing executives to 


attend the Fifth Annual Graduate 
School of Sales Management con- 


ducted at Rutgers University. He is 
a graduate of Georgia Tech.—JHR 
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Oxford 


FIRST NAME IN FILING 


4. fh er = 
LAAT he Se 





Filing supplies too often get the little-lost- 
sheep treatment from the manufacturer whose 
major product is the filing cabinet itself. Natu- 
rally enough his sales and advertising program 
is concentrated on cabinet sales. Filing sup- 
plies? Oh, they'll tag along after. 


You'll encounter no such Bo-Peep tactics at 
Oxford. We believe the tail wags the lamb. 


You've heard the industry adage 


“a soap box, properly fitted with guides 
and folders is better than the most 
expensive cabinet improperly equipped.” 


Inside the cabinet, let Oxford take over. Today 
the Oxford Pendaflex dealer can sell the first 
new filing systems that have been devised in 
thirty years. He can sell merchandise that has 
Oxford’s full-time attention in design, in pro- 
duction. and in promotion. And he can count 
on the full-time services of Oxford field repre- 
sentatives, who are prepared to train dealer 
personnel in the simple principles of the new 
Integrated Name, Middle Digit, and other 
Pendaflex Combined Equipment systems. 


This is profitably different from the “leave ’em 
alone” treatment. It’s a green pasture indeed. 
Little Boy Blue hasn’t time to nap under the 
haycock — he’s too busy counting his money! 


ford 


PENDAFLEX” 


48-2 


OXFORD FILING SUPPLY CO., INC. 
Garden City + Chicago + St.Louis * Los Angeles 
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OA Editorials 


Automation—Key 
To Greater Profit 


John Gilbert 
Says ‘‘Thanks”’ 


I T is with pardonable pride that OFFICE APPLIANCES this month 
presents in depth of text and illustration the intriguing and informa 
tive story of how an office supply dealer, Gregory & Leonard Office 
Equipment Co. of Detroit, Mich., has pioneered the application of auto- 
mation techniques to the office operations of his firm with amazing results 
This is an article which in its content deserves to, and can, stand 
alone 

But there's another important facet to this painstaking reporting of 
dealer operations. 

We refer to the link with the NSOEA convention which is being 
held late in September at the Conrad Hilton Hotel in Chicdgo. 

In that session, the theme is geared by promotion and program to 
what OFFICE APPLIANCES has symbolized by its “Key on the Cover” 
for more than 50 years — greater profit to the dealer. 

“Office Automation . . . Today and Tomorrow”, by Everett Calhoun 
of Stanford Research Institute, is to be one of the principal addresses of 
the convention session, a program fact heralded by key-shaped promotion 
pieces. 

Our lead-off article this month, “Automation Comes to the Office 
Supply Dealer’, applies this very automation theme in all its practical 
aspects to a firm’s successful operations. It tells how the Detroit firm 
found a formula that has increased working capital, cut overhead costs, 
boosted stock-turn rates, reduced inventory and offered customers tremen- 
dous savings in their office supply purchases. 

Here is automation at work and not mere theory. Those who read 
of the experiences of H. B. Speicher and William B. Gregory in their 
Detroit application of automatic data-processing machines to operations 
of an office supply business are better equipped to understand what the 
Stanford Research Institute authority tells them about automation. 

For a half century this business journal of the stationery and office 
equipment industry has been maintained on the theory that what is good 
for the dealer is good for the industry and that only profitable operations 
have permanence. 

Our key takes on greater lustre in this issue which is part and parcel 


of a great convention. 


F OR the many communications received upon the completion of 50 
years’ service the publisher of this journal is most grateful. He takes 
these few lines to express his genuine appreciation. 

OFFICE APPLIANCES is a co-operative organization, co-operative 
with the industry it serves and among its own staff members. Whatever 
is said complimentary to one applies to all, for all have a part in it. 

What some have been kind enough to say in their letters and wires 
will serve as an incentive to greater achievements. The field of office 
equipment is dynamic. Changes and growth are constant. Our purpose 
is to keep abreast of the times and maintain the leadership which has been 


in effect more than one half of a century. 
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Models 28-S, 28-T 


Junior 
Executive Chair 








hi 
Model 27-L : 
’ — 1 Conference Chair 
. ; 
lelel-]m4-bn—s. 
Executive Chair 
y, 
& f Model 28-ST 
Model 28-STA 
: ‘ Junior 
Executive Chair EES si: ae | 
Executive Chair y 
This spectacular new model has all the style and , } 


quality features of the top-selling, nationally-adver- 
tised Model 28-TA, plus extra adjustability. 





Six exciting new chairs added to COSCO line! 


@ They’re the newest, nicest chairs in sight . . . these A complete selection of finish and upholstery colors, of 
latest additions to Cosco’s “Director” Series! New course. Be first in your area to sell these handsome new 
models include two executive chairs and three junior Cosco models! Order now! 

executive chairs, all with greater-than-ever adjustability, HAMILTON MANUFACTURING CORPORATION - COLUMBUS, INDIANA 
plus a new conference chair. All “Director” models 


feature dual-contour molded foam rubber seats, and 


foam-cushioned backrests, upholstered front and back. EA Ad / 


| | FURNITURE 


New COSCO “Director” Series with square tubing! 


— 
iV | 


—@ @ 


ae 
\ ’ : ‘ 
: | 


Value-packed line of COSCO Office Chairs with round tubing! COSCO Chairs, Settees, Sofas and Occasional Tables! 




















State of the Industry 





Smith-Corona Reports 
Record High Sales 

Sales of Smith-Corona Inc. hit a record high for the 
second successive year, totaling $56,820,000 for the fiscal 
year ended June 30, compared with 
last year $ record of $43,729,938 
Edward H. Litchfield, chairman, and 
Elwyn L. Smith, president, reported 
Septemb« r 30 

Net earnings after taxes also 
reached a new high of $2,154,000 
compared with $1,731,276 for fiscal 
year of 1956. Per share earnings were 
$5.09 and 1957 and $4.09 for 1956, 


Elwyn F. Smith based on the 423,132 shares out- 
standing at the close of the 1957 





fiscal year. 

The company’s annual report credited a number of 
factors for this performance, including ‘strong demand 
across the board’ for Smith-Corona’s entire line of type- 
writers and office machines, and profitable operations of 
its subsidiary, Kleinschmidt Laboratories, manufacturer of 
high-speed printed communications equipment 


Minimum Wage Extension 
Perils Small Businesses 

Proposals to extend the federal minimum wage law to 
retail and service employees might well ‘break the backs 
of many struggling small businessmen’, the Chamber of 
Commerce of the United States recently advised Congress. 

The Chamber noted that while the proposals apply 
directly only to large stores or chain establishments they 
would actually affect small employers who must compete 
in the labor market. 

These smaller establishments, the Chamber pointed out, 
even now cannot meet the pay scales of larger establish 
ments. To confront them with a still higher pay scale 
“might be the one last straw that will break the backs of 
many struggling small businessmen’, the Chamber said. 

Businesses unable to afford higher wage costs would 
be forced to operate with substandard help or fewer em- 
ployees, the Chamber pointed out 

“Under either alternative,’ the Chamber asserted, ‘‘the 
result would be less operating efficiency—and a weakened 
competitive position for the small stores 


Prestige of Pen 
Great in China 

Frank L. King’s Fountain Pen & Mechanical Pencil 
Manufacturers’ Association Bulletin carries this interest 
ing story regarding the prestige of the pen in China: 

“A recent story datelined Shanghai relates that red 
China’s Communist party newspaper “Liberation Daily” 
claimed that Nationalist Chinese agents planned to blow 
up the railroad between Canton and Hong Kong on the 
30th anniversary of the communist army. The news- 
paper said a fisherman surrendered to police and handed 


them a bomb with which he intended to blow up the 
railroad. He was not punish¢ 1 because he was repentant 
and had saved government property. Instead, he was 


rewarded by the gift of a fountain pen 
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Why Modernize? 
Five Reasons Stated 
The Office Supply Co. of Jackson, Miss., gives five 
reasons for modernization in a recent bulletin. They are 
1. Customers believe that the new store features the 
latest styles, the newest equipment 
2. The goods displayed are more attractive and ap- 


pealing. 

3. Shopping is less tiring because of improved light- 
ing, air conditioning and attractive color schemes. 

4. Customers appreciate the improved efficiency with 
which personnel is able to serve them. 

5. A well-designed store front attracts more traffic and 
makes people stop and look. 


Washington Aroused 
To Fight ‘‘Desklessness”’ 

“No bigger than man’s head at present’, says Guy 
Wiggins, a young State Department diplomat in Wash- 
ington, D. C., “a storm cloud is forming that threatens 
to destroy us all. I refer to a form of pyschological disease 
known as ‘executive desklessness’.’ 

The fad of moving the desk out of executive offices 
is “‘spawned in the feverish minds of admen and public 
relations experts along Madison Ave.,” according to Wig- 
gins in an article in the Foreign Service Journal. “Desk- 
lessness,’ Wiggins points out, 1s alleged to promote ef - 
ficiency, friendlier relations and even clearer thinking. 
Nonsense! he retorts. 

And Wiggins has a defender in the person of Robert 
A. Spelman, executive director of the Wood Office Fur- 
niture Institute. 

“Desk lovers of the world unite,”’ Spelman asserts. 
“You have nothing to lose but the support for your 
documents, writing tools, and feet! 

And the Washington Star comments, ‘Never fear, Mr. 
Wiggins. The traditional desk is here to stay, with vir- 
tually the same old clutter as covered it as far back as 
the Middle Ages.” 


Impending Revolution 
In Record Keeping 

“Office routines are on the verge of the most sweeping 
changes since the advent of the typewriter, the cash regis- 
ter, and the adding machine in the late 1800's.’ 

These are the prophetic words of Stanley C. Allyn, 
president of National Cash Register Co., appearing recent- 
ly in an issue of the Journal of Commerce. 

Various factors are contributing to the pressure which 
will bring this about,’ he continued. “First and foremost 
is the rapid increase in the number of clerical works and 
their overall cost . . . To wages must also be added the cost 
of social benefits, which often are as much as $800 per 
employee per year . 

He went on to point out that the additional workers 
bring their own contribution of extra paper work with 
such things as social security, hospitalization, group in- 
surance and profit-sharing. While the advent of new ma- 
chinery has enabled the average factory worker to double 
his productivity, no similar gains have occurred in the na- 
tions offices. The stage has been set for a revolution which 
will dig America out from under its mountain of paper, 
he concluded 
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In budget steel... only One stands out... 
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New Secretarial Design 
Offers New Selling Features 
at No Extra Cost! 
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; @ New Center Drawer Locking Mechanism * ®@ New island base design for easier attachment 
: The only device with the new Select-A-Drawer feature that J 
° locks all drawers or any combination of drawers—as desired ® New island base protectors 
° * New spring-action dictation slide @ New satin-finish chrome hardware 
° ® New pencil tray design with business card , . , ' , 
° e . 
° compartment New satin-finish anodized aluminum molding 
. ® New sloping stationery trays and upright dividers @ Firm typewriter base support and others 
° of high impact styrene *Patent Pending 
ae . 
a” 
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Youre Pionanr Stork Budget, Line, 


* STEEL DESKS * TABLES * CABINETS © ACCESSORIES 






. Catalog, Colorful 
Literature 
on Request ! 





303 E. CARSON STREET ° PITTSBURGH 19, PA. 
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comes to the office 


® If someone tried to sell you a sure-fire formula that could in- 
crease your working capital, cut overhead costs, boost stock-turn 
rates, reduce inventory and offer your customers tremendous sav- 
ings in their office supply purchases, you’d think he was having 


hallucinations . 


Ge But an enterprising Detroit dealer has come up with just such a for- 
mula ...a plan which could very well revolutionize the operation of sta- 
tionery and office equipment business throughout the nation. 

Harold B. “Spike’’ Speicher, president of Gregory & Leonard Office Equip- 
ment Co., Detroit, Mich., has pioneered the application of automation tech- 
niques to the office operations of his firm with startling results. 

The clerical work of six people is now being handled by the operator of 
an IBM data processing unit; sales volume is increasing, yet inventory is be- 
ing trimmed; working capital is being made available for expansion and 
modernization; buying economies are being effected; and up-to-the-minute re- 


ports are available concerning all aspects of the business. 


In breaking through the automation barrier for stationers, Speicher has 
opened new avenues of thinking that could change the entire concept of com- 
mercial stationery business operation. 

Important as a by-product of this new program is a plan whereby the ad- 
vantages of automatic data-processing machines can be combined with the 
advantages of selling office supplies on a contract basis. The results are so 
startling as to offer tremendous opportunities for the growth of profitable sales. 

This plan, known as the Speicher System of Customer Inventory Control by 
Punched Cards, promises to do as much toward raising the stature of the station- 
ery and office equipment industry in the eyes of its customers as any single idea 
in many years 

The development of this far-reaching system of inventory control was not 
the brain child of any IBM or systems specialist. It came about through the dog- 
ged persistence of Mr. Speicher in learning what already available machines were 
capable of doing and of fitting his problems into their capabilities. 


Back in 1955, Mr. Speicher, then president of Leonard’s Office Supply & 
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Harold B. ‘‘Spike’’ Speicher examines end-of-the-month 
report as it comes off IBM data-processing machine. 


Equipment Co., along with many other dealers throughout the 
country, viewed with considerable alarm the report showing that 
one out of four stationery and office equipment dealers were not 
operating at a profit. In times of relative prosperity, such a situation 
seemed hardly tolerable in view of the fact that stationers themselves 
are supposed to provide the tools which enable other businesses to 
operate efficiently. 

He came to the realization that most dealers were “a good deal 
like the shoemaker’s children’’ and were simply not practicing good 
management techniques. 

While mulling over these thoughts, the Detroit dealer became 
interested in the applications of punch card systems to the problem 
of addressing large quantities of direct mail on a fast and accurate 
basis. With a general promotion list of nearly 15,000 names, all of 
which received Leonard’s Christmas mailing, Mr. Speicher sought 
a possible solution to this problem through an acquaintance who 
operated a data processing center. 

This service bureau, the S. J. Tesauro Co., soon became a fa- 
vorite haunt during office hours and evenings as well. There, with 
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“Stationers have been a good 
deal like the shoemaker’s chil- 
dren. We sell all of the tools for 
efficient business management 
but fail to use them ourselves.” 


“One of the greatest problems 
of the stationer today is the lack 
of good inventory control tying 
up many ‘non-working’ dollars 
that could be making new 
profits.” 


“This IBM installation gives 
us instant, fingertip control 
where yesterday we worked on 
month-old information and 
hunches.” 


Harold B. “Spike” Speicher, 


President 


the owner, Sam J. Tesauro, and sales manager, Don 
Tumath, a plan was evolved for placing the entire 
promotion list on IBM cards and then maintaining the 
list at the service bureau 

Since the machines were capable of addressing the 
entire list within a few hours, the objective of speed 
was accomplished. Maintenance was greatly simplified 
and a considerable over-all economy was achieved. 

With the many coding combinations possible on 
IBM cards, it became an easy matter, also, to make 
specialized mailings to almost any segment of the list. 

From this single application, the germ of the idea 
was created. It was nourished through many discussions 
among the three men in their attempt to determine how 
these machines’ technique could be adapted to the prob- 
lems of Leonard's Office Supply & Equipment Co. 
As specific solutions evolved from these discussions, a 
third member of the Tesauro organization came into 
the picture—Pat Hancock, head of the tabulating de- 
partment. 


Wanted to Apply Techniques 

The inventory control problems seemed to have first 
priority. His mind swimming with newly-acquired 
jargon of the punch-card fraternity, Mr. Speicher ap- 
proached his board of directors early in 1956 with 
the idea of applying these techniques to their own 


business. In receiving 100% approval, specific pro- 
grams with flow charts, procedure manuals, and sam- 
ple IBM cards were devel 

Before long it became readily apparent that an in- 


ventory control system was definitely possible, but the 
cost of getting set was quite high. In searching for a 
way to absorb or spread this cost, the idea was de- 
veloped to expand this service for customers to use as 
well. Thus, the Speicher system for inventory control 
came into being. 

To view this new inventory control system in its 
proper perspective, it is important to examine the 
previous manual system, for it, no doubt, was similar 
to many inventory control systems in use by dealers 


today. 


Changed Inventory System 

Under the old system a perpetual inventory was 
maintained only on office furniture and the few lines 
of machines carried at Leonard’s. Office supply and 
stationery items were bought on a regular schedule 
arbitrarily drawn up on the basis of experience of 
the buyer 

When it came to the buying time of any particular 
item, a physical inventory was taken both in the store 
and on the stock shelves. If the inventory was down 
sufficiently, a re-order was made. If the inventory 
seemed sufficient, the item was passed over until the 
next buying time came around. At the end of each 
fiscal year (June 30) a physical inventory was taken of 
the entire stock on hand. 

The disadvantages of such a system are well-known 
to all who use it. First, since there is no knowledge 
of the on-hand supply between buying times, there is 
always the possibility of running out of stock. This 
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“This plan, though sometimes 
not received too well at the pur- 
chasing agent level, is very ap- 
pealing to the higher echelon. 
Once they hear about it, they're 
interested. Result is that some of 
our salesmen have been invited 
to present the plan to top man- 
agement in places they've never 
been able to get upstairs before.” 


“The customer inventory plan 
is opening a lot of doors. Those 
of us on the firing line look for 
sizeable gains in volume as a 
result.” 


Gene Grenon, 
Director 





“We expect to eliminate the 
need for back orders on stock 
merchandise, and believe me, 
that will be a buyer's millen- 
ium.” 


Richard Pearce, 
Buyer 


William B. Gregory, 
Board Chairman and Sales Manager 


results in loss of sales and customer dissatisfaction. 

Secondly, in taking so many different inventories 
and the subsequent posting operations, the chances for 
human errors are widespread. Such errors are apt to 
remain undetected until trouble occurs or until the 
annual over-all fiscal inventory is made. 

Certainly, a great amount of time is consumed by 
the personnel involved in taking the separate in- 
ventories of the stationery items and by the buyer and 
his assistant in posting these inventories to stock con- 
trol cards. In fact, Dick Pearce, Gregory & Leonard's 
energetic buyer, claims that the record-keeping task 
took up most of his time and that there was very little 
Opportunity to visit with salesmen, to keep up-to-date 
on new products, and to check on quality. 

The fourth disadvantage to this system is perhaps 
most important of all. That is the amount of excess in- 
ventory that must be carried to insure that a dealer not 
be out of stock between buying times. The cost of 
maintaining such an inventory means many thousands 
of dollars tied up—dollars sorely needed for the de- 
velopment of other aspects of the firm’s growth. 


Dollars Are Tied Up 


On this subject Mr. Speicher says with great earnest- 


ness, “One of the greatest problems of the stationer “ 


today is the lack of good inventory control tying up 
many ‘non-working’ dollars that could be making new 
pronts 

He lists as major objectives of the inventory control 
plan: (1) elimination of the clerical costs of manual 
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inventory record keeping and (2) the control and 
reduction of inventory to achieve a greater number of 
stock turns and to conserve working capital. 

The application of the system worked out by Mr. 
Speicher with the Tesauro organization was temporarily 
stalled in 1956 while a merger was effected with W. 
B. Gregory & Son, another successful Detroit stationery 
and office equipment firm. Since there were many lines 
duplicated in the stocks of the two firms, time was 
required for consolidation of these inventories. De- 
cisions had to be made in some cases regarding over- 
duplication of lines resulting in some sources of supply 


being dropped. 


Put In Operation July |, 1957 

By April of 1957, these problems had been worked 
out and the creation of punched cards for the inventory 
control of the new firm of Gregory & Leonard was 
begun. On July 1, 1957, the inventory control system 
went into operation. 

“All through our organization we have had the finest 
kind of co-operation in working out the new system,” 
Mr. Speicher asserts. “Each employee has been 100% 
in earnest in carrying the ball ahead during the exacting 
preparation. ” 

The brunt of the detail work in transferring the old 
records to punched cards fell on Dick Pearce. As buyer 
he could not put aside his basic responsibilities but 
had to fit in the change-over work during spare mo- 
ments, evenings, and week ends. Mr. Speicher gives a 
great deal of credit to Mr. Pearce for effecting the 
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| 
transition without disruption of the daily operations of 
the business. 
f = e ‘ 
> basis ; -h card inventory system is the 
Customer 5 Inventory : The basis of the punch card inventory syste : 
control deck.” This deck contains a separate card for 
each of 8.900 stock supply items. Taking into account 
Punch Tab Card 6 ee sei inns 
the fact that some items are listed several times accord- 
ing to various units of pricing (dozens, gross, 100, 
1 Date etc.), there are actually 6,400 different products repre- 
sented. 
2 Customer Number 
Information on Cards 
3 Sales Number A typical card in the inventory control deck contains 
. the following information: 
4 Invoice Number 1—An abbreviated description of the item. 
A 2—The manufacturer's catalog number. 
; 5 Quantity On Hand 3—A code reference to the name of the 
— manufacturer. 
6 Minimum 4—The number assigned by Gregory & Leonard to 
. : the item sreafter called the G&L number). 
7 Quantity Shipped the item (herea er called the G ) 
5—The unit of measure. 
8 Unit Price 6—Cost price. 
7—The quantity on hand. 
9 Cost Price The procedure begins with the customer's order. The 
order sheets may be brought in by one of the outside 
10 G & L Number salesmen, from the phone order desk, from one of 
the retail store locations, or arrive by mail. Initially, 
11 Unit Measure it is sent to the “clearing desk’’ where it is checked for 
completeness as to customer identification, quantity, 
12 Catalog Number price, shipping instructions and other pertinent in- 
—_ formation 
13 Item Description The order is then sent directly to the Cardatype op- 
erator. In rapid sequence the operator then: 
i ISA 1—Selects the customer's IBM name card from the 
OA-10/57 ‘ 
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Mosler 
Revo-File 


Calculation 
Unit No. 863 


Key Storage 
Unit No. 972 


Cardatype 
Unit No. 858 


a 


Non 
Transmitting 
Typewriter 
No. 866 
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Non 
Transmitting 
Typewriter 
No. 866 


‘57 


Here is Gregory & Leonard's compact 





Cardatype 
Punch No. 536 


IBM data processing installation. 


Mosler Revo-File. This card contains the full name of 
the company, address, a code indication of the salesman 
to be credited with the sale classification of the com- 
pany for tax purposes. 

2—Pulls the cards from the “control deck’’ for the 
individual items ordered. These cards, of course, rep- 
resent the current inventory of each item. 

3—Inserts both the customer's card and the inventory 
cards into the Cardatype together with a blank IBM 
card referred to as the “total card.” 

i—Uses the keyboard attachment of the Cardatype 
to enter the invoice number, the quantity ordered, and 
the sales price. 

5—Lets the machine take over to complete the op- 
eration automatically. Through an electric IBM type- 
writer at the operator's side, the machine automatically 
types out the complete invoice, computes the extended 
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amounts, computes and substracts any quantity discounts 
to which the customer may be entitled, computes and 
adds state sales tax, and arrives at the total amount to 
be billed. 

While the Cardatype is performing these calculations 
and typing out the results, the operator is free to ex- 
amine the next order and pull the necessary cards from 
the Revo-File so that the order may be processed im- 
mediately upon completion of the invoice in the type- 
writer. It should be added, that the operator can at 
any time halt the procedure and type in manually the 
customer's order number, a specified method of ship- 
ment, or a different shipping address. 

Finally, when the machines finish their jobs, the 
multiple form invoice is delivered automatically and 
on a second IBM typewriter, correctly integrated in the 
installation, there is printed all on one line the basic 








AUTOMATION sie « 8 ntinued 





| 2a -.- average order 


information of the transaction. These data are printed 
on a control sheet which at the end of the day becomes 
a complete summary of the day’s business for use of 
the controller and sales department. 

During this process the Cardatype has automatically 
decreased the inventory of every item in the order and 
has punched new cards reflecting the lower inventory. 
The operator files these mew cards back in the Revo- 
File and also refiles the customer's cards. The old in- 
ventory cards are accumulated and are used for end-of- 





the-month sales analysis performed at the service bu- 


reau. 


Card Sent to Bureau 
The total card is sent to the service bureau where 
it is used for weekly analysis of salesmen’s commis- 





sions. 

The processing of an average order can be completed 
in approximately three minutes. In this short period of 
time Gregory & Leonard has achieved these results: 

1—Automatic reduction and posting of inventory. 
Creation of multiple form invoice. 

Computation of extension, discounts, sales tax, 





STEP ONE .. . Selects next customer's IBM 
card from Revo-File while Cardatype completes 
last invoice. and totals. 

i—Creation of special IBM analysis cards for week- 


wy bo 


ly operational reports. 
Creation of Control Sheets used by the accounting 


At 


office as the day’s sales journal 





STEP TWO... Pulls inventory cards for 


all items included on purchase order. 





STEP THREE . . . Inserts cards into Carda- 
type. Typewriter begins addressing invoice. 
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can be processed 


6—Signaling of the buyer if inventory is below mini- 

mum requirements. 

Visualize all of this being done in a few minutes 
time by one individual with complete accuracy and you 
can share Mr. Speicher’s enthusiasm when he says, 
This installation gives us instant, fingertip control 
where yesterday we worked on month-old information 
and hunches.” 

To do these operations formerly involved the equiva- 
lent of six clerical people including four billing clerks, 
an inventory record clerk, and floor sales personnel con- 
stantly involved in making physical inventory. From 
saving-of-help basis alone, the installation therefore 
more than pays for itself. 

There are other by-products of the operation, how- 
ever, that are almost as important and may have a far- 
reaching effect on the over-all objective of the company. 

As one of the most important by-products, Gregory 
& Leonard plans to extend the inventory control sys- 
tem to the point where it will determine the amount of 
stock to be ordered each month from each supplier, will 
compute the cost of the order, and will actually print 
the entire order complete with manufacturer's name and 
address and the Gregory & Leonard purchase order 
number. The order as it emerges from the machine will 
be ready for folding into a window envelope and mail- 
ing 


To accomplish this objective Gregory & Leonard 


at OO 


STEP FOUR ... Key punches invoice 
number, quantity ordered, and sales price. 
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in three minutes 


must first accumulate the monthly history of sales by 
item over a period of a year. Machines at the Tesauro 
service bureau will then at the beginning of each 
month establish what has been nicknamed the ‘floating 
maximum’ inventory for each item for the coming 
month. 

This maximum will vary according to: (1) seasonal 
variations in demand, (2) long-term trends in the use 
of a particular item, and (3) current trend of the com- 
pany’s over-all sales. 


Order Amount Controlled 

Upon computation of the “floating maximum”, an 
IBM accounting machine will compute the amount re- 
quired to bring the inventory to this figure. Thjs will be 
calculated to the nearest carton lot or other unit refer- 
ence for the best buying price. If the amount required 
is insufficient to qualify for a good price break, the item 
is not ordered but will be considered again the first of 
the following month. 

The immediate results are so convincing that buyer 
Pearce says that, “We expect to eliminate the need for 
back orders on stock merchandise, and believe me, that 
will be a buyer’s millenium.” 

The area of management control over other aspects 
of the business has been widened vastly by this system. 
In addition to the daily “control sheet’ which becomes 
the daily sales journal for the accounting department, an 





STEP FIVE . . . All computations are com- 
pleted ond typed automatically on the in- 
voice. Second IBM typewriter makes entry 
on summary sheet. 
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Automatically prepared by 2nd IBM typewriter during Cardatype operation. 
Becomes daily sales journal without further computations. 


1 Customer's number 


2 Customer's name 


5 Amount of sale 


6 Amount of volume discount, if any 


3 Gregory & Leonard invoice number 7 State sales tax 


4 Salesmen’s designation 


extra copy of the multiform invoice is used to create 
the accounts receivable file. Copies are also provided 
each salesman for an up-to-date record of their sales 
day-by-day. 

At the end of the week, management can have at its 
finger tips, accurate information on total sales for each 
salesman as well as by individual customer. This is put 
to good use at the weekly sales meeting every Monday 
night. 

The total card, a by-product of the Cardatype opera- 
tion, is sent to the service bureau for a monthly analysis 
producing the following 

1—Net sales (selling pric 


list, customer discount) 
by customer and salesmen 


2—Gross profits of all transactions 


3—Computation of adjusted gross profit after de- 


ducting the salesman’'s nission (a fixed percentage 


of the gross profit on all stationery items ) 

4—The categories « lise enjoying the best 
sales. 

5—The types of merchandise which customers are 


8 Total invoice amount 


not buying from Gregory & Leonard, thus pointing out 
sales opportunities for the coming month. 

6—The rate of purchasing of each customer for use 
in re-evaluation of the volume discount figures 

7—Report of sales taxes billed. 

As further refinements in the system take place, Greg- 
ory & Leonard expect to have their monthly statements 
printed automatically at the service bureau from the 
punch card information accumulated during the month. 
At present, statements are being typed manually from 
the accounts receivable file. 


System Will Cut Costs 


To further spread the cost of using service bureau 
facilities, the Speicher System for Customer Inventory 
Control by punched cards is getting under way also. 
The vistas opened by this application of punched card 
accounting seem unending 

William B. Gregory, chairman of board and sales 
manager, tips off one of the most important aspects of 
this program when he says, “This plan, though some- 
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Multiform invoice 
Letter ‘‘B'’ (red arrow) prints automatically 
tim t received too weil at the purchasing agent level, if order decreases inventory below the 
iS vel ppealing to top management. Once they hear minimum amount assigned. 
ibot they are interested.” : 
He explains that some purchasing agents are wary of 
the idea at first for fear that it might usurp some of 
their duties and responsibilities. This fear can easily be 
removed by demonstrating that there wi e less time ctually, the idea of contract sales of supply and sta- 
by d g that tl ll be | Actually, the idea of contract sales of supply and st 
required for routine record keeping and inventory tionery items is not new to the industry. It has proved 
counting resulting in more time to do a truly analytical unworkable in most instances in the past, though, be- 


job of buying. This provides the opportunity for a pur- 
chasing agent to be thorough in his investigation of 
difficult and specialty purchases, thus making him a 


nore valuable member of the management team. 
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cause of the tremendous amount of clerical work in- 
volved in maintaining the customer's inventory records. 
The dealer attempting such a plan was merely substi- 
tuting his own clerical people for those of the customer 
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HAROLD SPEICHER . . . going over monthly manage- 
ment reports with Pat Hancock at S. J. Tesauro 
Company's IBM service center. 


and thus very little in the way of dollar savings could 
be effected. 

With the Speicher system, this drawback to an other- 
wise sound idea is removed. Now, each customer's in- 
ventory is set up on punched cards and is automatically 
maintained by machine in much the same manner as 
Gregory & Leonard’s own inventory is maintained. 
Since the only additional cost to Gregory & Leonard is 
the actual IBM cards used, and the small amount of ad- 
ditional machine time necessary for processing, real 





TESAURO SERVICE BUREAU ... 


economies are possible. This point is graphically 
brought out in a well-designed and clearly written bro- 
chure prepared for G. & L. customers and prospects. 

The brochure plays up the fact that for the first time 
anywhere in the office equipment field, a customer's 
office supply inventory and his purchases can be scien- 
tifically controlled by punched cards without any extra 
charge. In fact, substantial savings in the total cost of 
supply purchasing is promised. 

Key points of the Speicher System are: 

1. A perpetual inventory of the customer's stock 
maintained by Gregory & Leonard and reported to 
the customer at regular intervals. 

Volume prices based on average monthly pur- 


~ 


chases over a one-year period. 

3. Balanced inventory with Gregory & Leonard ac- 
cepting the responsibility of keeping the custom- 
er’s stock at proper levels. 

i. Reduced inventory at the customer’s place of busi- 

ness due to the fact that the bulk of the inventory 

is carried by Gregory & Leonard. 

Printed reports delivered at regular intervals of 

a week or a month with complete analysis of pur- 


A 


chases and inventory. These can be broken down 
by the customer's individual departments to fa- 
cilitate his cost accounting. 

The sales approach being perfected by Bill Gregory 
emphasizes the high cost of processing individual pur- 
chase orders, keeping a manual inventory plan, and 
maintaining larger stocks of supplies than are really 
necessary. By eliminating these indirect costs Gregory 
& Leonard finds top management most receptive to the 
plan. 

Purchasing agents are shown that they will save hours 
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where monthly reports are processed. 
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of time now spent on repetitive purchasing of office 
supplies. This will make more of their valuable buying 
time available for more difficult purchases and for 
product analysis. 

The brochure also points out to the purchasing agent 
that to have accurate and up-to-date reports on how 
stationery dollars are being spent will make their jobs 
more efficient and more valuable to their superiors. 

Considerable emphasis is put on the fact that the 
invoice cost of office supplies is only one part of over-all 

sts. It is pointed out that the elimination of only one 
person in a stock room can mean a $3,000 to $5,000 
saving in the handling of stationery items. With this 
analytical approach Gregory & Leonard hopes to show 
the possibility of tremendous savings for their customers 


and prospe cts. 


Year's Contract Given 

To use the Speicher System the customer gives Greg- 
ory & Leonard a year’s contract for those supply items 
they decide to include in the plan. The customer also 


rovides a maximum and a minimum for each item. 

G & L then takes a physical inventory of these items 
ind prepares a deck of punched cards exclusively for 
this customer. 


To make the system work the customer furnishes sim- 
ple requisitions to their stock room. From these Gregory 


& Leonard maintains the necessary records and replen- 


ish » inventory as necessary. 
Once a month, or oftener if necessary, the customer 
s billed for merchandise delivered. The billing is auto 


tically processed by the IBM equipment. 

There are still other applications of the system. For 
example, a complete price book with a full description 
of the 6,400 items, supplier's code, G & L number, 

nufacturer’s stock number, unit of sale (each, dozen, 
package, etc.), and selling price per unit can be printed 
n less than three hours. This is usually done on a Ditto 
master so that copies for each salesman to carry can be 
provided promptly. 

Another application is the costing of the inventory 
on hand at any time these data are required. This can be 
done at the service bureau on short notice. 

Other by-products undoubtedly will be discovered as 
the system operates over a period of time and as the 
personnel involved become more familiar with capabil- 


ites of the equipment. 


Implications Noted 

The future implications of this pioneering effort are 
numerous. In addition to making it possible for a dealer 
to increase his return on capital invested, the one valid 
measure of managerial success, the entire stature of the 
industry can be raised in the eyes of its customers 
through the customer inventory approach. Selling will 
move to a “‘service’’ plane from one of price considera- 
tions mainly. 

Further, it will serve notice to the manufacturers of 
data processing machinery that the dealer is not only a 
customer but is a logical outlet for the distribution of 
the equipment as well. With the development of lower 
priced, less complicated computers and associated com- 
ponents, in the long run this could well be the most 


mportant development of all. 
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Here's What the System 
Furnishes Gregory & Leonard: 


Automatic reduction and posting of in- 
voice. 


Computation of invoice extensions, dis- 
counts, sales tax, and totals. 


Simultaneous typing of complete multiple 
form invoices. 


Creation of daily accounts receivable file. 
Creation of daily sales journal. 


Computation of maximum inventory re- 
quirements of all items in stock for second 
month ahead. 


Automatic determination of quantity of 
merchandise to be ordered when inven- 
tory is below minimum. 


Simultaneous typing of purchase orders 
to suppliers. 


Weekly net sales figures for each sales- 
man and for each customer. 


Gross profit on all sales transactions. 
Computation of salesmen's commissions. 


Determination of best selling merchandise 
by salesman and by type of customer. 


Determination of changes in rate of pur- 
chases by customer and by category of 
merchandise. 


Preparation of monthly customer state- 
ments. 


Computation of state sales taxes. 


Automatic printing of new price books 
whenever needed. 


Automatic computation of cost of inven- 
tory on hand at any time. 


Entire program of Customer Inventory 
Control. 














Editor's Note . This addre Was dé livere d al 1957 
District 10 meeting, Ben Lomand Hotel, Ogden, Utah. 
5 & 


ANY things in this complex life tend to con- 
fuse and bewilder us and we in the Stationery 
business are certainly no exception to the rule. 

Let me tell you about the large auto transport which 
was coming cross country headed for Parley’s Canyon, 
when all of a sudden the lights went out on the trans- 
port. 

The driver stopped to consider his problem and upon 
surveying the situation, he decided the lights on the 
cars he had aboard the transport could provide the light 
he needed. So, he climbed up to the front car and 
found the battery in good shape and turned on the 
lights. These, of course, threw a high broad beam of 
light out well in front of him covering a wide expanse 
in front of him. So, he climbed back in his cab and 
started out again along the highway 

Not long after he noticed a pair of lights approach- 
ing and they were weaving back and forth across the 
road. As they approached each other the car continued 
to weave back and forth until it suddenly cut across 
in front of the transport and off the shoulder into the 
burrow pit and through a barbed wire fence. Of course, 
the transport driver stopped and got out of his cab and 
went down to the car to see if anyone was hurt and 
when he asked the driver 
my pal, ‘if that thing is as broad as it is high, we 
haven't got a chance.’ ”’ 


the driver replied, “| told 


Are You in the Pit of Frustration? 

I believe there are those of us who, because of the 
frustrations of our businesses, sometimes feel like the 
fellow in the car in the burrow pit. If our problems are 
as broad as they are high, we haven't got a chance. This 
isn’t hard for me to understand, since I must confess in 
my Own situation, my ambitions run ahead of my abil- 
ities Of Opportunities to succeed and result in a some- 
what bewildering condition of frustration. 

A good friend of mine in the stationery business, 
and one for whom I have high regard as a successful 
stationer, when I asked how he came up with some of 
his ideas, once said to me, “They the the products of 
my own frustration.” This intriguing thought gave me 

lots of meat for consideration and ever since I have be- 
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come more and more convinced of the sound wisdom 


expressed. 

If we can be smart enough in this business to over- 
come any degree of frustration caused by the competi- 
tive situation, the continually rising price picture, the 
problem of maintaining adequate gross profit in the face 
of increasing operating costs, securing adequate turn- 
over to insure a profit on our investment, then certain- 
ly we can take comfort from those who have succeeded 
and determine for ourselves to be objective and go for- 
ward no matter what our situation may be. We surely 
want to become as smart as the ants in the sand trap 
when they realized their predicament. 

The golfer approached his ball and took a healthy 
cut but missed it on the inside, then took another equal- 
ly but more determined cut at the ball and missed it a 
second time on the outside only taking a club full of 
sand in his swing. So, the ants decided, “If we don’t 
want to get hurt, we better get on the ball.” 


Conscious of Challenge 

In considering the broad picture before us in the sta- 
tionery business, I am impressed with several things. 
First, I am conscious of the ever existing challenge that 
we always have before us to maintain our positions as 
dependable suppliers of business needs. Secondly, I am 
aware of the pressures of all types that make the opera- 
tion of a business more difficult each year. Thirdly, I 
think I recognize a condition of apathy developing, per- 
haps because of these pressures and wonder sometimes, 
is the old flame of enthusiasm that spurs us to meet this 
challenge and compete with these pressures beginning 
to flicker a little? 

Now, I wouldn't want to have anyone here to get the 
impression that we are a fading industry or that our 
position is being taken over by others. But on the con- 
trary, I would like to make it clear that unless we recog- 
nize the need to be awake to conditions in all phases of 
business today, our own positions are in a precarious 
state. And may I say, I believe this can be said of all 
businesses because the mode of life and its tempo today 
seems to have just automatically developed almost with- 
out preception an entirely new set of conditions which 
we must not only face, but accept. 

If I may be pardoned the reference to the instance 
related about a college professor, who thought that hu- 
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DEFINE THE JOBS IN YOUR COMPANY 


PLACE THE RIGHT PEGPLE IN THESE JOBS 


M LET THEM DO THEIR JOBS 


KEEP THE ORGANIZATION ALIVE 


ELIMINATE THE UNNECESSARY 


man ears must be present for sound to exist and eyes 
to see what isn’t seen, then let me tell you what some 
of his well meaning students undertook when they de- 
cided they would attempt to disprove his theory, and 
cause a rude awakening of their beloved professor. They 
placed a large log across the path in the garden where 
the scholarly master took his regular evening walk while 
he contemplated the realities of life. Well, in the dark- 
ness the human eye could not perceive that which ex- 
isted but a pair of bruised shin bones were ample 
testimony of the logs’ existence. 

Are we being blinded by complacency or deluded by 
unwillingness to recognize conditions as they are? I am 
sure we are not or we wouldn't be here today in this 
convention which is dedicated to the improvement of us 
as Stationers in meeting the challenge of the day. 

Certainly my conviction is that by the application of 
sound business principles resulting from clear thinking 
and good organization, we can meet any of the compli- 
cations that may arise. Just one alarming condition 
which should have our serious consideration is the fact 
that there is in the offing, a shrinking in the supply of 
salesmen available to business and industry. Statisticians 
tell us that even though the demand for jobs will be 
greater eight years from now, we shall have almost 21, 
million fewer males in this country than we have today, 
between the ages of 23 and 43. What does this mean 


to us? 


Need Better Telephone Use 

[t would appear that we are going to have to find 
better ways of using the telephone for selling, more in- 
side-the-store selling. We will probably be~faced with 
finding ways of making our salesmen more productive. 
Maybe we are going to have to train our customers and 
expect them to shop for their needs on a cash and carry 
basis who knows. 

Well, my purpose is not to debate the sales problem 
as such, but I would like to have you consider with me 
some “‘basics’’ for success as I see them in the face of to- 
day’s situation. There appear to me to be five basic goals 
or objectives which management in our business has or 
at least ought to have. I am not sure that I will present 
these in the order of their importance, but I would like 
to present them in what I think is the reverse order of 


I 
their importance: 


The fifth of the objectives I suggest for your con- 
sideration is PERSONAL SATISFACTION. Surely in 
any competitive endeavor, whether it be a business or a 
sport and even in the great and important field of love, 
we are impelled by an incentive which causes us to 
ACT, which I believe is the urge to gain personal satis- 
faction. The sense of achievement is a strong force and 
the basis for a good deal of our desire to be successful. 
Fundamentally we are all blessed with a degree of ego 
and we thrive on the pleasant feeling of personal satis- 
faction if, for one reason or another, we are permitted 
to confess we have been, to some degree, successful in 
one thing or another. 


Contributes to Community 

Point four in our consideration is YOUR CONTRI- 
BUTION TO THE COMMUNITY. Of all the busi- 
nesses on Main Street which serve all other business, 
I would guess that the stationery business rates first 
place. Your stocks represent the day-to-day require- 
ments of all the business people of your town. Your 
ability to keep abreast of new methods and materials is 
a service which is expected of you and of necessity re- 
sults in a service to your community. 

Closely allied to this point is item three, EMPLOY- 
MENT FOR OTHERS. This is a form of service to the 
community, but more important it is a service to indi- 
viduals. You teach them in many things, you prepare 


please turn to page 130 


by JOHN E. CARR 


manager 
ZCMI School & Office Supply, 
Salt Lake City, Utah 
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Contest windows 
earn more than 
prizes for the 
dealer. They earn 
substantial profits 
from Christmas 
sales. 





PRIZE WINNING WINDOW ... by A. Pomerantz and Co. featured 
many regular stock items found on any dealer's shelf. 


... It really did a selling job for us 


HE advantages of having at least one window of 
your store dedicated to selling ‘Business Gifts for 
Business People’ at Christmas time are manifold. 

Not the least of these is what the window can do for 
holiday gift business. 

Patricia A. Sholtes, advertising manager of A. Pomer- 
antz and Co., Philadelphia, Pa., designed the window 
shown here for the Christmas season last year. She en- 
tered it in the OFFICE APPLIANCES Christmas window 
contest, and in commenting on the window (which won 
a prize) she said: ‘Too bad it couldn't be photographed 
in color 

To spark the idea of merchandising regular stock 
items in Christmas window promotions, OFFICE APPLI- 
ANCES is again holding the Christmas Window Con- 


it really did a selling job for us. 


test. 

Office furniture, machine, and supply dealers can 
share in the cash awards. 

These prizes will be awarded as follows 


© First place—$100.00. 

© Second place—$50.00. 

© Eight distinctive window awards—$20.00 
each. 

Ten, instead of seven, dealers will share in the prize 
money for the 1957 windows prize money. The contest 
period will.be the 1957 Christmas gift selling season. 

Pictures of winning windows will be published in 
OFFICE APPLIANCES together with details about the 
displays and their effectiveness 

The contest was so successful last year, pointing up 
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now alert dealers in the United States and Canada are 
capitalizing on the opportunities to sell stock merchan- 
dise for business gifts, that this business journal decided 
to increase the prize money and also simplify the rules. 

As many entries may be made as desired. Qualified, 
impartial experts will be appointed to the judging com- 
muttee. 

Entrants will find the OA ‘Business Gifts for Busi- 
ness People’ a source of display ideas and material. 
The slogan which is the basis of the kit must appear in 
the window. Purchase of the kit, or its use, is not neces- 
sary for prize eligibility, however. 

Complete information regarding the display mate- 
rials, the theme and effectiveness of the window will be 
welcomed but is not necessary to qualify for a prize. 

Here are the brief contest rules: 

1. The contest is open to any office furniture, machine or 
supply dealer in the United States or Canada. 

2. Window displays entered must be those used during 
the 1957 Christmas selling season. 

3. Merchandise displayed must be office furniture, machines 
or supplies taken from the normal stock of the dealer 

4. Each entry must be accompanied by a glossy photograph 
(8x10 preferred). 

5. The slogan “Business Gifts for Business People’’ must 
be included in the display. 


6. As many entries as desired may be submitted. 


7. All entries must be received by OFFICE APPLIANCES by 
January 15, 1958. (Entry blanks will be made available later, 
although the use of such blanks is not necessary for participa- 
tion so long as contest rules are observed. ) 
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q The pages of 
this section are 
perforated to permit 
easy removal 


for filing. 


the challenge ... Springti ld, Mo., with its 
000 population, is experiencing a mushroom- 
srowth in its business com1 lunity. But opring- 

like other communities in a primarily agri- 

ral region, has little large industry. Office 
nent firms are small, carrying general lines 
furniture and supplies and more than 


operating in conjunction with a printing 


Inland Printing Co. provides a classic example 
this type of operation. It employs 42 and en- 
ys an annual volume of more than $500,000. 
[wo outside salesmen cover the local market and 
well qualified to advise a customer on record 
ping, letterhead design, office arrangement, 
fishing conditions. 
To keep abreast of business, the salesmen must 
a close check on expansion and they can 


ly to a degree on the “grapevine” for informa- 


Such was the case when salesman Paul Shelton 


heard that the Springfield Chamber of Commerce 
was moving into larger quarters and planning 


: ; 
plete new offices. 


a a ti : . P 
A 2 1m| rinted Toilder, suitabl é@ for re- 
7 


taining the Office Planning pages as 
a continuing source of ideas, is avail- 
ible from the Service Bureau of OF- 
FICE APPLIANCES for 35 cents in 


n or Stamps 


THE CHALLENGE 
THE SURVEY 
THE FLOOR PLAN 
THE SPECIAL TREATMENT 


THE END RESULT 
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continued 


OFFICE PLANNING 


the survey... 


As soon as the information con- 
cerning expansion was made public, 
Mr. Shelton 


architect in charge, offering assistance 


immediately 


in the details of office 
F. C. McClure, president of Inland, 
pointed out that unless carefully han- 


arrangement 


dled, some architects may resent such 
offers as an invasion of their field, but 
Inland has found that making the first 
call 


cordial and intimate relations with all 


often paves the way for more 
parties concerned. 

This particular architect welcomed 
the consultation and conferences with 
him and Chamber executives. The re 
sult was a layout that offers excellent 
expansion possibilities without added 


expense or disruption of operations. 


visited the 


Under-floor wiring was suggested 


to allow expansion of the general of- 


fice from five to seven to 10 desks 
with attractive and spacious arrange- 


ments for each expansion 

Then a study of design, style and 
color and general appearance was in- 
dicated to signify the revitalization 
and progressive attitude of the organi- 
zation. 


Inland through General Fireproof- 


ing Co., was able to bid on the entire 
metal installation in harmonizing 
steel furniture in modern design, as- 


f colors, fab- 


suring exact matching « 
rics and styling throughout the offices. 
Inland also received the contract for 
the directors’ room, furnished in rich 


walnut. 











EXECUTIVE OFFice 


RECEPTION AREA 








Tes 
aa 
CI | 
=< 
| C) e 
ae «gaat 
7 
i q < 
C | se 
aH 4 








BOARD OF DIRECTORS’ 
Room 
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KEY TO EXPANSION IN 
GENERAL OFFICE 


FIVE DESKS NOW 


EXPANDED TO SEVEN 


EXPANDED TO TEN 


the special treatment .. . 


In the executive office, an 80-inch 
“Mode Maker conference desk was 
used in conjunction with 96-inch 
“Consolidator” console unit. These 


pieces were finished in rich glen green 


with plastic, t xtured backs and doors 
and with all-aluminum trim anodized 


in bronze-gold. Green Textolite was 
used for desk, console and table tops. 


The chair behind the desk is a Good- 


form ‘Comfort Master’ and the other 
chairs and lounge pieces are also 
OA—10/57 





general office 


Goodform. Upholstery used is nylon 


custom fabrics in cherry red, gold, 


r green. All chairs and a 
anodized in bronze-gold 
The wall panels are walnut 
ries are beige with reddish 
rust accents. The carpeting 
ge. The last two items were 
Inland. 
ral office, storage, mailing 
lobby were all done with 
ind furniture by G/F. The 
frost green with green 
The chairs match the 
file cabinets are Manila 
ast. All are finished in 
nze-gold 
room furniture is 
lounge seating is pearl 
draperies are beige with 


highlights. 
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a case history | Installation 
of the Springfield, Mo. 
Chamber of Commerce 


offices by Inland Printing Co. 





OFFICE PLANNING 


7 he Special Treatment .. i 4ea 

The board of directors’ room switches the tempo from modern 
metal to luxurious, dignified walnut. The walls are all paneled in 
walnut and in place of the traditional long directors’ table, Inland 
suggested two eight-foot Myrtle tables to allow division of the 


room for simultaneous use by two groups. Photographs show both 


groupings. The chairs, “American Banker’’ armchairs by B. L 
Marble, were chosen to add a modern touch to the room. The chair 
backs are upholste red in Naugahyde of antique white. The ash 


trays are metallic gold, and the carpeting is a beige tweed 


The reception area and lobby, pictured at left, is 
furnished by G/F. The lounge seating is pearl gray 
and the step tables have Textolite tops in green. 
Draperies, as in the office, are light beige with tur- 


quoise highlights. 
| 


the end result . * Throughout th« entire 
planning stage the multiple choice principle was fol- 


lowed in offering a selection of furniture to the 
chamber board. It was logical that there would be 
competition for the job, so in order to assure the 
prospect of Inland’s competitive position five sep- 
arate proposals were submitted, covering as many 
grades and styles of equipment. Interestingly enough, 
the choice was the highest priced of any of the pro- 
posals presented, which proved to Inland that price 
is not the sole consideration in the mind of the 


buyer 
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NSOEA CONVENTION and EXHIBIT 


HE National Stationery & 

Office Equipment Association 
offers “Seven Keys to a Complete 
Convention” in its 1957 business 
sessions and exhibit opening at noon 
on Saturday, September 28, in the 
Conrad Hilton Hotel in Chicago. 
This is a five-day assemblage which 
is to place emphasis on profitable 
business sessions, dynamic luncheon 
speakers, collossal industry exhibit, 
ladies program, special features, 
musica! programs and fabulous 











prizes. 


More than four acres of space, 
including the entire sixth floor for 
the first time, will be devoted to 
exhibition of industry products. 








Leaders in the stationery and office 
equipment industry, automation, 
salesmanship, civic government and 
religion will be heard on the varied 
program of a convention which 

once more finds the lake front 
metropolis of Chicago offering its 
advantages in entertainment, 





























hostelry and dining. 
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officers 











E. H. MOSLER, JR. 


Vice-Chairman 





HERBERT S. MORGAN 
Vice-Chairman 
Field Division 





JOHN B. BRAIN, JR. 
Vice-Chairman 
Distributors 
Manufacturers 





LEONARD B. WILCOX 
President 





JOHN B. DWYER 


Vice-President a 


Field Division JOSEPH C RUNNELS 


Treasurer 





ELMER G. RAHE 
Vice-President 
Manufacturers 





WIILIAM R. DIEHL, JR 
Vice-President 
Distributors 


governors 
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REUBEN S. HASLAM 
Assistant to 
Treasurer 





PAUL E. BURBANK 
Executive 
Vice-President 





ROBERT SLATE 
Cambridge, Mass. 
District No. 1 


ROBERT BROWN 
Des Moines, Iowa 
District No. 7 





AL L. PICKAR 
Newark, N.J. 
District No. 13 








HOMER B. LAY 


Manager 





ROSE CUSHMAN 
Executive 
Assistant 





G. C. MACGREEVEY 
Elmira, N.Y. 
District No. 2 





LOUIS BLAIR 
St. Louis, Mo. 
District No. 8 





JOHN WIKLE | 
Phoenix, Ariz. I 
District No. 14 : 
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WON] 
ye 
| clitued general program 
SY oe” GLENN FOUCHE 


“a 


Friday, September 27 
12:30 p.m.—GLTC Pre-Convention Luncheon, Boulevard Room. 


Saturday, September 28 
12 Noon to 9:00 p.m.—Exhibits open. CHARLES BURY 


Sunday, September 29 

10:30 a.m.—Non-Denomination Services, Grand Ballroom, under direction of Grant Howard, 
past president NSOEA; addressed by Dr. George K. Schweitzer, University of 
Tennessee. 

1:00 p.m. to 9:00 p.m.—Exhibits open. 


Monday, September 30 

9:00 a.m.—Organ music by Priscilla Holbrook followed by general convention session in Grand 
Ballroom addressed by Leonard B. Wilcox, president, and Paul E. Burbank, executive 
vice-president, NSOEA. 

12:30 p.m.—General Convention Luncheon for both ladies and gentlemen of the convention. 
Speaker, H. Roe Bartle, mayor of Kansas City, Mo. 

2:00 p.m. to 9 p.m.—Exhibits open. FRED SMITH 





Tuesday, October 1 
Divisional meetings at 9:30 a.m. 
MANUFACTURERS—Upper Tower Room. Chairman, Elmer G. Rahe. Speakers, Elmer G. Rahe, 
Norman L. Hanna. 
DISTRIBUTORS—Grand Ballroom. Chairman, William R. Diehl, Jr. Speaker, Fred E. Pfaff. 
FIELD DIVISION—Lower Tower Ballroom. Chairman, John B. Dwyer. Officers will be elected at 
these meetings. 
12:15 p.m.—Convention luncheon. Speaker, Fred Smith, management consultant. 
2:00 p.m.—General Convention Session. Speaker, Everett S. Calhoun, Stanford Research In- 
stitute. Film, “Interurbia," J. Walter Thompson produced. 
5:00 p.m. to 9 p.m.—Exhibits open. 
9:00 p.m.—General convention party in Grand Ballroom. Merriel Abbott variety show. Dancing 
to Norman Krone's orchestra. 





DR. SCHWEITZER 


Wednesday, October 2 
9:00 a.m. to 9:30 a.m.—Marimba program by George Guest in Grand Ballroom. 
9:30 a.m.—General Convention Session. Speakers: Charles Bury, Charles Bury & Associates, and 
Glenn Fouche, Parade Publications. Reports of committees. Election of officers. 
12:00 noon to 5:00 p.m.—Exhibits open. 
7:00 p.m.—Annual banquet, presentation of awards, dancing. Grand Ballroom. 


program 


Sunday, September 29 
10:30 a.m.—Non-Denominational Services, Grand Ballroom. 
4:00 p.m.—Reception, tea, prizes in Grand Ballroom. Music by Ralph Sterling. 


Monday, September 30 
12:30 p.m.—Convention Luncheon, Grand Ballroom, addressed by Mayor H. Roe Bartle. 
2:00 p.m.—Bingo Party. Grand Ballroom. 


Tuesday, October 1 

1:30 p.m.—Dessert and coffee in Red Lacquer Room, Palmer House. Program by J. Gregory 
Conway, "a magician with flowers.” 

9:00 p.m.—General Convention Party, Grand Ballroom. 

12:30 p.m.—Luncheon and Ice Show, Boulevard Room. 


7:00 p.m.—Annual Banquet and Dance, Grand Ballroom. EVERETT CALHOUN 
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Chicaq: 


onventionites are welcome 
at the office and 


of manufacturers located in Chi- 


factories 


cago and vicinity. Visitors are in- 
vited to take advantage of the 
opportunity to see the home 
offices of the companies with 
which they deal, as well as other 
firms. A hearty welcome will be 
given at those addresses 


listed at right 


a” 








Ace Fastener Corp., 3415 N. Ashland Ave.. 

Advance Industries, 3945 W. 5th Ave. 

Aigner, G. J., Co., 426 S. Clinton St. 

Akay Sales Corp., 4034 N. Kolmar Ave. 

All-Steel Equipment Co. (Aurora), Chicago Office 
Amberg File & Index Co. (Kankakee), Chicago Office 
American Hair & Felt Co., 1828 Merchandise Mart 
American Photo Laboratories, 28 N. Loomis St. 

Ames Supply Co., 564 W. Randolph St...... 

Aurora Steel Products Co., 153 3rd St., Aurora, Ill. 
Bankers Box Co., 2607 N. 25th Ave., Franklin Pk., ill. 
Bankers & Merchants, Inc., 3229 N. Sheffield Ave. 

Barkley, C. L., & Co., 1220 W. Van Buren St. 

Barricks Mfg. Co., 134 W. 54th St. 

Bentson Mfg. Co., Aurora, Ill. 

Central Can Co., 2415 W. 19th St. 

Chicago Desk Pad Co., Inc., 15 N. Jefferson St. 

Chicago Lock Co., 2024 N. Racine Ave. 

Clarin Mfg. Co., 4640 W. Harrison St. 

Comptometer Corp., 1700 N. Paulina.. 

Cotterman, |. D., 4535 N. Ravenswood Ave. 

Davenport, A. C. & Son, Inc., 311 N. Desplaines St. 
Dearborn Glass Co., 6600 S. Harlem, Bedford Pk., Ill. 
Ditto, Inc., 6878 McCormick Rd., Lincolnwood, Ill. 
Doppelt, Chas., & Co., 2024 S. Wabash Ave. 

Doro Mfg. Co., 220 W. Institute Place 

Ellingsworth Mfg. Co., 200 S. Peoria St. 

Fisher Pen Co., 7333 W. Harrison St., Forest Park, Ill. 
General Loose Leaf Bindery Co., 720 S. Dearborn St. 
General Stationers Supply Co., 1020 S. Wabash Ave. 
Glidex Corp., 4538 W. Roosevelt Rd. 

Hedges Mfg. Co., 2931 Wentworth Ave. 

Heyer Corp., 1850 S. Kostner Ave. wey 
Huntington Chair Co., Merchandise Mart (Chicago Office) 
Illinois Lock Co., 800 S. Ada 

Interstate Metal Products Co., 666 N. Lake Shore Dr. 
Imperial Methods Co., 750 S. Circle, Forest Pk., Ill. 
Johnson Chair Co., Merchandise Mart 

Kohlhaas Co., 8012 S. Chicago Ave..... 

Lyon Metal Products Co., 300 W. Adams (Chicago Office) 
Markilo, 902 S. Wabash Ave. 

Melind, Louis, Co., 3524 N. Clark St. 

Modernize, Inc., 666 Lake Shore Drive 

Mohawk Tablet Co., 1703-9 East End Ave., Chicago Heights, Ill. 
Niemann, Inc., 469 E. Ohio St. 

Oelrich Publications, 4308 N. Milwaukee 

Photo Materials Co., 334 N. Bell Ave.. 
Print-O-Matic Co., 724 W. Washington Blvd. 
Rockwell-Barnes Co., 35 E. Wacker Dr. 

Rowles, E.W.A., Co., Arlington Heights, Ill. 

Royal Metal Mfg. Co., 175 N. Michigan Ave. 

Seng Co., 1450 N. Dayton ; 
Speed-O-Print Corp., 1801 Larchmont Ave. 
Stark Calendars, Inc., 100 Bisse! St., Joliet, Ill. 
Stebco Prod. (Stein Bros.), 1401-17 W. Jackson Blvd. 
Steel Parts Mfg. Co., 4630 W. Harrison St. 
Sturgis Posture Chair, 154 E. Erie St. 

Vail Mfg. Co., 900 E. 95th St. 

Victor Adding Machine Co., 3900 N. Rockwell St. 


Vogel-Peterson Co., Inc., 1127 W. 37th St. 


Weber Costello Co., 12th & McKinney Sts., Chicago Heights, Ill. 


Wells Chair Co., Michigan City, Indiana... 
Western Mfg. Co., Spruce & Highland Aves., Aurora, Ill. 
Wolber Duplicator & Supply Co., 1201 W. Cortland St. 


LAkeview 
SAcramento 
HArrison 
PEnsacola 
FRanklin 
SUperior 
SUperior 
HAymarket 
STate 
AUrora 
GLADstone 
Bittersweet 
MOnroe 
DRexel 
AUrora 
MOnroe 
RAndolph 
Lincoln 
COlumbus 
BRunswick 
LOngbeach 
STate 
LUdlow 
KEystone 
Victory 
Michigan 
HAymarket 
AUstin 
HArrison 
HArrison 
SAcramento 
CAlumet 
CRawford 
Whitehall 
SEeley 
SUperior 
AUstin 
Michigan 
BAyport 
ANdover 
HArrison 
GRaceland 
DElaware 
Waterfall 
DElaware 
MUlberry 
TAylor 
RAndolph 
RAndolph 
ROdney 
STate 
MOhawk 
GRaceland 
JOliet 
SEeley 
EStebrook 
WHitehall 
REgent 
KEystone 
CLiffside 
INterocean 
AMbherst 
AUrora 
Diversey 
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5-2400 
2-1080 
7-7414 
6-7670 
2-8122 
7-9225 
7-7252 
1-7925 
2-6500 
2-7696 
5-7700 
8-6234 
6-706! 
3-0880 
7-9237 
6-2770 
6-4187 
9-083 1 
1-1901 
8-5000 
1-5829 
2-6683 
5-0900 
9-7300 
2-7340 
2-3562 
1-1721 
7-1513 
7-7312 
7-8520 
2-4188 
5-4246 
7-0130 
4-1785 
3-044 
7-9060 
7-2152 
2-1138 
1-4433 
3-4255 
7-1257 
7-4200 
7-4798 
8-334] 
7-4030 
5-4570 
9-3033 
6-9480 
6-6830 
3-5800 
2-5010 
4-0920 
7-2000 
3-0654 
8-1045 
8-7800 
3-0167 
4-1810 
9-8210 
4-7788 
8-9755 
7-7551 
7-8458 
8-271 1 
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selling office furniture 


today 


Here's a question for the retail salesman. 


by J. R. DUNCAN 
office planning division 
Archie Sherer Co., 
Dayton, Ohio 


N the past few years there has been a marked 

change in the method of selling office furniture. 
Some of the things I've learned may be helpful to 
others who sell in this market. 

First, there is no doubt but that the average sales- 
man in our business goes forth poorly trained to 
sell his products or render a real service to his 
clients. He is very often an order taker, covering a 
route, and would do better selling bread from door 


to do rT 


He does not know anyone in the organizations 
he tries to serve except the buyer or clerk who places 
the orders. If he is acquaintd with anyone else, he 
hesitates to call on them because he has nothing of 
importance to say. 


Here's Typical Call: 
I have made many calls with many dealer sales- 
men. It usually goes something like this: 
The salesman and the buyer talk at length of the 
weather, the ball game and their families. After 
his allotted time has almost expired, the salesman 
isks if there is anything needed. At first the buyer 
can't think of anything, then asks the salesman to 
quote on an “A” grade four-drawer file. The 
salesman gets out his price book and quotes. 
They get into an argument over the discount to 
be given. The buyer will let him know if he is 
to get the order. Even if he gets the order, what 
has he accomplished and what profit has he made? 
There is another group who are experts on the 
construction of their products and why they are bet- 
ter than someone else’s. This is important in its right 
time and place, but I have often wondered if this 
same man would purchase a new carburetor because 
it had six precision ground ball bearings and a 
rust proof intake valve. He would probably say he 
already had a carburetor. However, if the salesman 
showed him it would save him 30% of the gasoline 
he normally used he would be very interested. 


The third, and minority group, are those men who 
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are good at working out a problem if it is presented 
to them. They are somewhat like the debit men of 
the insurance field, waiting for someone to ask them 
about life insurance policy. This is probably an ex- 
cellent example, since we all know it is the keen 
special agent who makes the money in the insurance 
field. 

How does he do it? 

First of all he learns all he can about how to sell 
insurance. Second, he makes appointments to see 
as many people as he can. He knows if he can see 
12 people a week to present his story, he will 
sell two of them, or one out of six. The law of aver- 
ages will take care of him. It will take care of us too. 

Who are the insurance salesman’s best prospects ? 

The men who already have insurance! 

Now, how can we apply all this to our business? 

First, as we've said, know your products. Second, 
and more important, know what they will do for 
your prospect. Will they save expensive floor space 
or increase production ? 

Third, and most important of the three, have an 
interesting story to tell when you get the chance. No 
intelligent business executive will tell you he is not 
interested in saving money! 


Surveys Pay Off 

Now for the most important of all — make your 
appointments and get permission to make a survey 
of the complete office. If you only tell your story 
to one top man a day, and you only sell one of these 
five, how much can you earn per week? 

The average sale of general office furniture is 
$500.00 per work station, or $5,000.00 for an office 
of ten persons. 

A fine executive office can easily run into this same 
amount. 

If we work on an average of 10% commission, 
we have made $500.00 per week. 

If we can do as well as the average insurance 
agent, or sell two out of 12, we will earn $1,000.00 
per week! 


What kind of story do you tell your prospect? 
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ew, Useful Lives Ahead 





Office Machine Service 





in Walla Walla Prison 


Pacific Northwest dealers provide typewriters, 
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adding machines in helping parolees get jobs 


A experiment in penal rehabilitation is un- 
derway in the state penitentiary at Walla 
Walla, Wash. 

The Pacific Northwest Office Machine Dealers As- 
sociation is co-operating in making useful lives possi- 
ble once that momentous step is taken from inside 
to outside of prison walls 

Initiating a movement that promises to spread swift- 
ly to other locals of NOMDA in states where penal 
rehabilitation courses exist, PNWOMDA has created 
an advisory committee which will co-operate with Ed- 
ucational Director R. C. Freeman at Walla Walla. 

This co-operation extends to setting up a practical 
program of training office machine mechanics, pro- 
viding up-to-date machines on a loan basis for the 
courses and finding jobs for trainees at the time they 
are paroled. 


Other Groups Heedless 

PNWOMDA is the only organization offering such 
humanitarian services. Other groups, including locals 
of various unions, turned down appeals for practical 
assistance. This was despite the fact that the various 
training course programs in the Walla Walla insitu- 
tion have been in existence for seven years and are 
recognized as a standard pattern which will be adopted 
shortly by similar institutions in other states. 

In the seven years the Washington program has made 
an enviable record—there has not been a single “‘place- 
ment’ who has violated his trust or returned to the 
institution. 

The movement was started with the May 18 meet- 
ing of the PNWOMDA at Yakima when Mr. Free- 
man presented his appeal. The matter was taken up 
early in June at a special board of directors meeting 


in Seattle called by Past President Bob Hanks. An ad- 
visory committee, composed of Vance Gribble, Seattle, 
chairman; Bob Hanks and James C. J. Martin, Seattle; 
President George Pinnell, Yakima; M. S. Perry, Pasco; 
Robert Taylor, Charles Jaynes, and Howard Hume, 
Walla Walla, was named and met with Mr. Freeman 
the middle of June at the penitentiary in Walla Walla. 

The group was given more details of the problems 
involved, shown the shop where the typewriter and 
adding machine training is given and conducted an 
informal panel session with the trainees themselves. 

The advisory committee offered to assist the pro- 
gram in any way it could, including ‘“‘loan’’ of various 
machines for a six-month period for trainees to work 
on a genuine effort to place all trainees eligible for 
parole. 

The typewriter-adding machine repair course is quite 
thorough with a schedule stretching over a period of 
15 months. Originally there are approximately 40 can- 
didates selected, considered the ‘‘best prospects’ for 
making good on the “outside”. After the first six 
weeks of rudimentary training, the class is cut in half. 
These are the men picked for ultimate ‘graduation’. 


Give Refresher Course 

If a trainee is not eligible for parole at the time of 
completing the course, then an intensive ‘three months’ 
refresher course” is given to this man three months 
before being paroled. 

When a trainee is ready for rehabilitation by ob- 
taining a job prior to parole, a ‘thumbnail sketch” 
of the applicant is sent to the PNWOMDA Advisory 
Committee who, in turn, attempts to place him in the 
industry from the association's “help wanted’’ files. 

If the committee receives word from a prospective 
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employer that he wants this man, the “thumbnail 
sketch” is forwarded and the employer then requests 
from the educational director a complete file, compiled 
by all of the prison’s experts who have had constant 
contact with the candidate. 

This file is sent by Mr. Freeman and after weighing 
“all the facts” and the employer feels this trainee will 
be suitable in the business, the trainee is then given an 
opportunity for acceptance when paroled. Each parolee 
must have two bonafide job offers. One is to be a pri- 
mary job and the other of secondary nature. The two 
are necessary because the primary offer might not “work 
out” and the trainee then would have the second job 
to fall back on. 

An actual example of a “thumbnail sketch’’ sent to 
the advisory committee is: 

“Father and mother separated when he was 8. 

Served in World War II. Saw combat in France 

and the Pacific; received honorable discharge. Mar- 

ried and had two children; now divorced. Worked 
as a carpenter around Portland. Entered prison 
with a 9th grade education. Has completed high 
school on state level and has been given a diploma; 
is now doing some college level work. Has no 
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marks against him while in prison and has had 

his minimum time reduced by four months.” 

Another trainee, it developed at the prison panel, 
had $1,000 saved up and intended to use this for “ex- 
tra’’ courses at the Ore-Tech school in Oregon. How- 
ever, it was pointed out by the committee, that he 
“still had to get a job” and that it probably would be 
better if some tolerant employer would hire him at 
trainee wages for a certain period, said employee 
supplementing his “income” by his savings. In that 
manner he would benefit from actual experience, gain 
his employer's confidence and have a steady job. 


See Industry Challenge 

The advisory committee of the PNWOMDA be- 
lieves that these problems present a real challenge 
and that the entire industry can eventually reap untold 
benefits. 

The first fiscal year meeting of the local was held 
at the penitentiary Walla Walla, on September 21 un- 
der the guidance of President-elect George Pinnell of 
Yakima. All members and their wives were day-long 
guests of the penitentiary officials. A business meet- 
ing was held in the morning, with a luncheon served 
at the institution at noon. 


ES for useful lives on the outside, inmates 
of Walla Walla prison work on repair, upkeep of office machines. 








A LESSON IN SELLING @G@ 





Fit the need 
by offering 


a full line 
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Service policies, free trials, 


trade-ins, and a variety of 
stock push dictating machine 


sales to a new high. 


A" soon as we expanded our line of dictating 
equipment our sales spiraled upwards.” 

These are the words of Walter F. Phillips, presi- 
dent of Phillips Equipment Co., Harrisburg, Pa. 

“We found that it was necessary to have a machine 
to fit every particular use if we hoped to do a good 
job of selling. Fitting the machine to the customer's 
need is the essential of making the sale,” he affirmed. 

Phillips has taken one item for sale in the store and 
developed a merchandising technique that has led di- 
rectly to additional sales for other items. 

A full line of dictating equipment was the first 
goal of the program. After this, an on-the-job demon- 
stration was offered to customers who were not sure of 
what they wanted. 

A definite service program, featuring a service pol- 
icy and guarantee, was instituted, and from this, a 
program of accepting machines as trade-ins on newer 
models was adopted. 

The used equipment, in turn, was merchandised to 
people who wanted a machine for home use or who 
were undecided as to their need for the equipment. 

The end result of the program is a healthy trade in 
dictating equipment and a reputation as a specialist in 
the business. 

Mr. Phillips first initiated the idea while demon- 


“The office executive wants a ma- 
chine that can produce a permanent 
record of his dictation.’’ 
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“The professional man 
needs a smaller instrument 
that he can use in his office 
and in his home.”’ 


strating equipment he once had in his showroom. He 
quickly realized that his customers had various occupa- 
tions and various uses for dictating machines, and his 
sales were limited unless he broadened his stock to 
include a machine for practically every purpose. 

“The office executive wants a machine that can 
produce a permanent record of his dictation, The pro- 
fessional man needs a smaller instrument that he can 
use in his office and his home. The field engineer, the 
salesman and the newspaper man want portable ma- 
chines they can take into the field and operate on a bat 
tery or in the car,” Mr. Phillips surmised. 

To meet these needs, he stocked a complete line of 
equipment, including belt models, record types, tape 
recorders, and battery-operated portable units. 


Offer a Free Home Trial 

Once the intended use for the machine is known, 
the customer is urged to take home the proper instru- 
ment for a trial use. To date, 100% of the machines 
given out for demonstrations have been sold. 

“When a customer hesitates in buying,’ Mr. Phillips 
pointed out, “the best step is to let him take the ma- 
chine with him. Apparently he isn’t sold yet, but once 
he puts the machine to actual use, he'll learn he can’t 
do without it 

The service angle is also very important. It’s a fact, 
as many dealers know, that many potential customers 
hold back on purchasing the equipment because they 
are afraid of service problems. 

Mr. Phillips uses two strong points here. The war- 
ranty offered by the manufacturer and his own service 
department are his weapons. 

He offers a service policy that covers the labor cost, 
with customers only paying for parts. This policy 
runs from $15 to $20 a year, depending upon the 
machine type and its age. 

This recent program has caught hold with his cus- 
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tomers, and although he offers it only on machines he 
sells, many customers who already have machines want 
to get into the plan. 

“We have been enjoying an increasing trade-in 
business through our policy plan, “Mr. Phillips ex- 
plained. “Many times when a machine comes in for 
service, we have a real opportunity to sell the customer 
on the idea of taking a new machine with his old ma- 
chine claiming a trade-in allowance. Quite often there 
are newer models which suit his needs better. By getting 
him in on a service call, we get the chance to demon- 
strate what the new machines can do.” 

As an extra service, when a machine is in for re- 
pair, the customer is allowed to use a loan machine 
until the work is done. Sometimes these machines do 
a better job than the machine being repaired, and a 
trade often results. 

When these trade-in models are repaired, they are 
advertised for sale. Many customers who need a second 
machine for home use, or who are not sure they want 
to make a major investment in this type of equipment, 
are attracted by the offer of a used machine. 


Guarantee on All Machines 

A percentage of these can be traded-up as well as 
sold on the used model. As an extra stimulant, Phillips 
has a guarantee policy covering the machines from three 
months to a year. The trade-in policy is explained at 
the time of purchase, and the customer knows he has 
a good deal—a guaranteed machine with service and 
a good price for later trading. 

Phillips rounds out its program by keeping all cus- 
tomers informed of the latest developments in dic- 
tating equipment. These announcements have led to 
several purchases of equipment by users who were sat- 
isfied but found additional need. 

‘More machines can be sold if a customers needs are 
answered,” Mr. Phillips concluded. 
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1. “Bell Cluster” makes accessory 
stock jingle your cash register. 
Frankel Associates offers these at 
$21 a dozen in clusters of three 
each. Style No. 193. 





3. “Old Coins” is a chic bit 

of garnishment easily stored, 
Musi 4 
yet boastfully displayed as 
needs arise. It retails for $13.50 
complete. Style No. 170-ITX 
From Vincent Lippie. 


2. Borghese creates 
cians” from the masters of 
concord for perfect offic 
harmony. L. J. McCullough 
offers these bookends for $25, 
retail. 













































































Display Suggestion . . . An investment of 


later 


EUGENE BARNES 
Merchandising Advisory Service 
400 E. 55th St., New York 22, N.Y. 


$60 for 
the No. 11 selection, the animated Santa, will bring 
the spark of life to your windows. Use it in the store 
tor a ‘business gift” display first and in the window 


I N October, it is wise to let the Santa Claus 
merriment /iterally begin to infiltrate your over-all 
merchandising plans. Use Christmas orna- 
ments to spark your displays so that business gift op- 

portunities will register with prospective givers 
This is the time to start thinking about 
developing Christmas gift sales into a regular 


“bonanza” during the next two months. 





i. “Golf Pal’’ is 
Artamount’s leather 
covered thermos for 
thirsty, golf-loving 
executives. Style No 
MX109 retails at $12 





oftered by 


retail 





Accessories of the! 
Selected for Office Appliances by E 





5. Connoisseurs ap- 
preciate the quality of 
design that Taylor 
Instrument Co.'s 
Aristocrat” barom- 
eter represents. A 
perfect gift. Style 
No. 2477. 





6. Oriental Chippendale accent is 


Four Seasons,” by 

Cathay Crafts Corp. An artistic 
covering of wall area for $24 

The set is No. 8020. 


Deale 
about 
reque 
page 











9. Greeff Fabrics, Inc. has created 
a O Nn ee +, “Brookside” to depict simple grace 
a ‘ ‘ of ferns to enhance 18th Century 


simplicity. Retails for only $6.40 a 
yard. No. 405131. 


by Eugene Barnes 





10. “Old English Deed” lamp stands 
31 inches high. A sure seller to tradition 





7. Jan Wignants’ ‘Evening Landscape + lovers. $45 at retail. The basket at 

is beautifully framed with linen. It a , ~~ $12.50 cues suggestive selling. Lamp 
charms every Chippendale office dweller al . > . is No. 1127/6765. Basket is No. 101. 
Approximate retail $99.75. Style No Ve .», "*! From Paul Hanson. 


)2 from Catalda Fine Arts 





11. Promotion ash tray developed by 


on otf Sf William H. Fenton, Inc. will increase 
A . : , f sales and traffic with just a small ad. 
8. “Star Bright” subtly é . Retails at $5 and can be used in 
- ~ le > " 
introduces merriment to office = P offices, board rooms and the like. 
furniture stock. Style No. 11 Style No. A-685. 


at $ dozen from Frankel 


Associates ‘ - ax 
*” 





ent is é. 12. Santa Claus in motion stirs 

Dealers who wish further information ; the Christmas spirit. $60 brings 

bi em a items on this page are a. aie A this 30-inch high animation into 

) equested to use inquiry card facing r- : . your store. Style No. 230A from 
page 74, 


Frankel Associates, Inc. 





LETS TALK SAFES BEFORE YOU NEED ONE 
| This Safe is NOT Fireproof 


it wos obsolete the day it wos built 
back in 1911 It would not stand an 
| | intense 30°Minule fire in ao small 
4 frome nor mode rn Fire proof building 
bytelhigent 

[ I OG ¢ 


Protect Aecor ds ina SARE 
Pootect Monty ina Morey Chest 


L 


If your Records are worth making 
Chey ore worth Protecting Let vs 
fe/! you how to Sofequord them ina 
MOSLER SAFE / 
The HOWARD Company 


(Midland. Terra; 


A keasonoh 
a 
Could Open 


By fg Or 


20 Minutes 























The Howard Co. painted an old safe 
white and lettered its sales message 
on the outside and on the inside .. . 


LETS TALK < 






AFES BEFORE YOU NEED ONE 








tn Interior. All Ape 
Concrete- tilled 
Heavy yY Cast leon This lLobe/. 
2c 

x Hy 


Tamee Raw! 
% *-* oF 
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This is on Obsolete Sate / 


The HOWARD Co. 


MIDLAND TIX 


. . . the novel display of an obsolete safe 
attracted passersby, created publicity 
and increased sales for the Texas firm. 
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Old sate 


ET’S talk safes before you need one 
That's the underlying philosophy of a success- 
ful safe selling campaign carried on day in and day out 
by The Howard Co. of Midland, Tex., a printing-sta- 
tionery-office outfitting firm. 
This exclusive Mosler dealer has piled up an impres- 
sivé sales record by capitalizing on fires and burglaries. 
Accentuation of the might term the 
sales approach by this firm, which devotes a lot of sales 
ammunition to the idea that it is just plain foolish to 
make the job of a burglar or a fire easier through lack 
»f proper safes. 


positiv e, one 


It’s a continuing campaign which was recently high- 
lighted by a unique display of an old safe bearing the 
legend: 

This safe is NOT jirep Of. It was bsolete the da} 
it was built in 1911. It ail not stand an intense 30- 
minute fire in a small frame nor modern ‘fireproof 
building. 

° se: . >? 

A reasonably intelligent burglar could open it im 
about 20 minutes. 

j J 
worth making they are worth 


you how to safeguard them in 4 


“If your records are 
protecting. Let us tell 
Mosler safe. 

The Howard Company 
Midland, Texas.” 

The safe used for this message was an A label model, 
large double door type, taken in on trade. It was prop. 
erly lettered, placed in front of the store, and bore the 
combination painted upon it 


Students Open Safe 

During the school year, hundreds of students practice 
opening the big safe. 

One day Ray Howard asked a nine-year-old boy if 
he thought he could open it and the youngster replied, 
“Sure, I've opened it lots of times. I can recite the com- 
bination.” 

This spectacular gimmick has helped to sell a num 
ber of safes and has spread a world of word-of-mouth 
publicity. 

The Howard Co. doesn’t miss a trick in its promotion 
of sates. 

Every fire and every burglary is followed up for 4 
promotion angle. 

Extra commission is paid on the sales of safes of 
money chests. 

Safes are constantly plugged in the firm’s advertising 
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2 helps sell N 


Novel display Idea used by The Howard Co. in Midland, 
Tex. and potent messages in The Desk Sheet create big sales 


which includes a morning regional radio news broad- 





W safes 


protect your money from him. Usually the cost isn’t 






ccess cast. nearly so much as you would expect.” 
y out Of distinct help, too, is the famed little publication Pointing out that insurance cancellation can result 
g-sta- edited by Ray Howard, ‘The Desk Sheet’’. In it are from losses, Ray Howard says: 
sprightly little stories bearing such headlines as: “A retailer told me the other day, “What do I care 
Ipres- if burglars get our money? We have it insured!’ Sounds 
aries BURGLARS LIKE OUR AREA; pretty simple, doesn’t it, but that’s not quite the way it 
1 the FIND BOSSES COOPERATIVE is. It is. entirely possible that a commercial company 
sales which has numerous burglary losses may come up one 
ish te PERSONAL RECORDS LOSS day unable to get burglar insurance. And that is the 
» lack IS MOST IN CHURCH FIRE way it should be; there simply is no reason to take un- 
necessary chances when you can get low cost burglar 
high SPECIAL EQUIPMENT USED protection.” 
» the FOR PROTECTION OF MONEY 
© Advises Firms on Safes 
7 INSURANCE CANCELLATION Mr. Howard goes even further in offering advice to 
2 30 CAN RESULT FROM LOSSES proprietors of filling stations, drug stores, groceries, 
a laundry, theatre or other kind of retail store or distrib- 
When a $200,000 fire hit the sanctuary of The First uting business. He asserts: 
Christian Church in Midland, Tex., Ray Howard “I think I'd either buy me the very best money chest 
pointed out Mosler makes, or would put me a low cost money chest 
pn “The tragedy of something like this is that many of in the floor in the front of my building where it could 
the church's records were lost, and the sermons and be seen from the outside, and then leave the lights on 
private papers of the good Rev. Clarence Saint were all at night. You can almost be sure that the first would 
npan destroyed. The building and equipment can be replaced be burglar proof and the latter step would discourage 
with money, but the items so personal to the church and the average burglar.” 
weil various individuals are gone fore er. With such hard-hitting promotion talk it is not diffi- 
prop A Mosler 4-hour record safe would have come cult to understand why The Howard Co. is selling safes 
vo ta through this fire . . . Total cost of record protection: and plenty of them. 
about $1,000. he FS Le, 
‘A fire always is going to happen to the other fel- g 
| Safe low .. . never to me or to you . . . then one day it has 
ractice happened, and we've lost treasures the value of which 
are all out of proportion to the cost of the safe which 
boy il would have given us the needed protection.” 
»plied, 5 
rua oft Touch for Burglars 
, After proclaiming that burglars seemed to like the 
— Midland Odessa area, Ray Howard asserted, ‘The two 
‘inal towns have the reputation of being a soft touch for a 
burglar with some degree of dexterity. In other words, 
notial we have a bunch of business people around who, had 
they lived 2,000 years ago, would have been the in- 
fall spiration for the saying, ‘‘A fool and his money are 
soon parted.’ ny » heal 
fes of “We don’t want to be disrespectful, but we must tell SAFE BUYERS are told in lettering on the obsolete model 
one and all that it is just plain foolish to make a bur- that ‘‘A reasonably intelligent burglar could open it in 
rtising glars work easier for him. We can show you how to about 20 minutes.” 
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office interiors 


> Jarman’s, Inc. . . of Charlottesville, Va., 
recently equipped the offices of Dr. Arthur 
M. Smith and Dr. Morton C. Wilhelm, sur- 
geons of that city, with imposing reception 
room furniture in the Ken White Blue Chips 
design by Thomas Furniture Co. The special 
bookcases were manufactured by Alma Desk 
Co. Color design and layout were produced 
by J. R. Jarman of the Charlottesville firm. 


Y A Small Bank ... installation in the new 
Lewistown, Ida. Drive-In Branch has interior 
paneling of a natural walnut which is fin- 
ished to exactly match the standard walnut 
of The Sikes Co., Inc. chairs and The Leo- 
pold Co. desks. The 76Y and 1931 Sikes 
chairs are upholstered in PW2027 Lacka- 
wanna red leather, pleasing to the bank of- 
ficials in comfort and appearance. This in- 
stallation was made by the Syms-York Co. 
of Boise, Ida, 
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# Secretarial Area... for the Flem- 
ing Co., wholesale food distributor 
of Topeka, Kan., was equipped by 
Thacher, Inc., The General Fire- 
proofing Co. dealer in that city. 
Mode-Maker desks, Goodform ad- 
justable institutional chairs and two- 
drawer Super-Filers are used. Desks 
and files are finished in Chesapeake 
green with Textolite tops. The chairs 
are gold anodized aluminum and 
trim on the desks and files is similar. 


> Seating by . . . W. H. Gunlocke 
Chair Co. was placed by J. W. Dur- 
ham of H. G. Bancroft, Inc. of Lan- 
aster, Pa., in an installation made 
for WGAL-TV of that city. Furni- 
ture of the imposing offices was sup- 
plied by Stow-Davis Co. in a new 


modular and  conference-accessible 


design. 


a 
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4 Emarines . . . of Council Bluffs, 
Iowa, achieved the effect of an open 
type of office for the First Federal 
Savings & Loan Assn. of that city. 
The Leopold Co. desks have a re- 
freshing light color to match the 
wall paneling, the counters and the 
check counter in the lobby. Floor of 
the lobby is Terrazo with coronation 
blue carpeting in the desk area. 
Drapes harmonize with a slightly 
darker blue nylon material. These 
drapes are equipped with a motor- 
driven track for opening and clos- 
ing. Coronation blue leather is used 
for the chairs and those of swivel 
design have brown grospoint seats. 
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TARTING to work on your Christmas promotion 
plans? It’s that time of the year! Christmas mer- 
chandise should be uppermost in the thoughts of deal- 
ers who are planning to take advantage of the plus 
business afforded by holiday buying 
The wise retailer knows what items, from his regular 
stock, will be the most attractive to the potential gift 
buyer. He is thinking about special promotions for cer- 
tain items which might be a little ‘‘off beat’’ in selec- 


tion as a gift. . .for the business person who has every- 
thing. 
Once these ideas are formulated they must be put to 


work, and the time for action is now 
There are literally hundreds of items right on the 
stock shelves that can be successfully promoted as a 
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PEOp LE Sell “Business Gifts for 





Now’s the time 
to start 
thinking about 
Christmas sales 


Business People” through 
a concentrated promotion 
program 


gift. There are portable typewriters, dictating machines, 
desk sets, pens, and many pieces of office furniture or 
accessories for personal comfort. The list is almost 





endless. 

One sound idea to bring customers into the store is 
a concentrated program. Take one or two items from 
the list and concentrate on a promotion. Ads can be 
aimed at this merchandise and the store window can 
highlight it. Once the prospective gift buyer is in the 
store, the sales person can do the rest, showing the large 
variety of other merchandise available as well as the 
special items advertised. 

But this type of a program takes careful planning 
and a co-ordinated effort. This is why OFFICE APPLI- 
ANCES is again offering its “Business Gifts for Business 
People’’ merchandising kit to dealers who want to take 
advantage of holiday sales. 

The OA kit has newspaper ad layouts and suggestions 
in three convenient sizes. It has headline mats to bring 
the idea of ‘Business Gifts for Business People’ to the 
eyes of the potential customer. The kit offers profes- 
sional radio spot announcements to attract attention to 
the store, and it supplies sales letters to important cus- 
tomers. 

To enhance the windows and store interior, the kit 
offers a full group of colorful green and red display 
pieces. Large three-color silkscreen posters are included 
along with large window banners and wire-hanging 





pennants. 

All of these single out the store as a headquarters 
for business gifts. . .gifts to please both the business 
man and woman through their everyday working time. 

Also in the kit are big-ticket merchandise tags and 
bell-shaped counter cards. This combination of display 
units makes the store a sparkling holiday mecca for buy- 
ing gifts. 

The “how to’’ manual in the kit tells the whole story, 
and the user will find his problems can be quickly an- 
swered by using the OA kit this year. 


Convenient order blank for 
OA Kit appears on page 157 


OA-10/57 OA: 





NEW DESIGN! 
NEW VALUE! 


Vale Metelfe] mm-is'dilale mm ered. 





Behold the all-new 1958 Smith-Corona adding 

machine and cash register line! Still the lowest- 

priced, full-featured machines in America, all 

the 1958 models have been styled in appearance 

to bring the most modern touch to any business 

... have been color styled as well to please the 

eye while they brighten up the profit picture. 

Completely covering the needs of every business, S M i T H - Cc Oo R Oo Ni A 
the all-new 1958 Smith-Corona line represents SYRACUSE 1 NEW YORK 
a never-before sales opportunity to all Smith- 

Corona dealers! 
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New Products 





MODULAR FURNITURE 


wae 





e 


Myrtle Desk Co. 
High Point, N.C. 


A new modular group of furniture has 


been added to the ‘‘Champion” line by 
the company. The new grouping is fin- 
ished in natural walnut and is made of 
walnut. Major units feature a peg-leg 
base construction highlighted with bright 
brass ferrules and combination wood and 
brass hardware. Storage units have a re- 
movoble island base to permit either nor- 
mal or typewriter desk height. Choice of 
six top sizes. (Inquiry Card No. 46) 


SETTEE 





Sikes Co., Inc. 
20 Churchill St. 
Buffalo 7, N.Y. 
Newest item in the company’s line is this 
settee for reception rooms and some pri- 


vate offices. It is finished in walnut with 
brass ferrules. Upholstery can be leather 
or fabric from the company with seats 
and backs of rubberized hair and cotton 
The settee is also made with three seats 
a center seat replacing the table. The 
table top is Formica. There is a matching 
side chair in the grouping. (Inquiry Card 
No. 34) 





STORAGE RACK 


a 












Borroughs Mfg. Co. 

3002 N. Burdick 
Kalamazoo, Mich. 

A_ new light-duty type of 
shelving has been added to 
the company’s line. It is 
known as the ‘Budget Stor- 
age Rack”’. All units are 72 
inches high and 36 inches 
wide with baked-on, gray 
enamel finish. (Inquiry Card 
No. 37) 


DOUBLE - CARTRIDGE FOUNTAIN 
PEN 





Esterbrook Pen Co. 

Camden, N.J. 

The ‘’Safari’’ is the company’s latest de- 
velopment. It is the first double-cartridge 
pen, holding 40% more ink than other 
models. The pen was two years in the de- 
velopment stage. It is completely restyled 
on the outside as well as on the inside, 
offering six colors for the barrel and six 
ink choices in cartridges. The two car- 
tridges are inserted into the pen. One is 
pierced by the reassembling of the pen, 
and when it runs dry, the cartridge unit 
is reversed, and it is again ready to write. 
Retail is $3.95. (Inquiry Card No. 59) 





AIR FILTERING UNIT 





Puritron Corp. 

15 Stiles St. 

New Haven, Conn. 

The company has recently introduced the 


“Double Puritron’’ to better serve larger 
office areas. The ‘’Puritron’’ electronically 
removes smoke and odors and relives al- 
lergy sufferers by cleansing the air, wash- 
ing it with ultra-violet rays, and remov- 
ing pollens and allergenic matter through 
a Fibreglas filter. The new and more pow- 
erful double-size unit is designed to meet 
the request of customers who have a 


larger office and would rather have one 
single 


larger unit rather than several 


units. (Inquiry Card No. 47) 


STORAGE CABINET 








Arcline Products Co. 

1415 W. Shakespeare Ave. 

Chicago 14, Ill. 

A new “‘louvre-tray”’ portable storage 
cabinet for small parts is now being 
offered by the company. Unit has 13 
varied sized compartments which can 
be quickly opened at one time. Each 
tray can be seen at once for immedi- 
ate fingertip selection. Fold-away 
handle provides portability to and 
from the job. Tray design permits 
cabinet to be carried even while 
open. Over-all size is 12 by 13% by) 
6 inches. (Inquiry Card No. 51) 


For More Information Use Inquiry Card Facing Page 74 
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“The most wanted executive chair, 
for nowhere else in the world today 
¢an you find the sheer day-to-day 

pleasure reserved for the man 

who sits in the Imperial. Superb 
tyling and master craftsmanship. 
135 cubic inches of thick 


CHAIR CORPORATION 
Michigan City, Indiana 


See the Exciting new Imperial at Booth No. 127, NSOEA Convention 
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CRAYON SET-SHARPENER 





Binney & Smith Inc. 
308 Madison Ave. 
New York 17, N.Y. 


The makers of “’Crayola’’ crayons has in- 
troduced its new ‘’64’’ assortment which 
contains 64 different crayon colors (16 
new colors) packed into a new box that 
has a crayon sharpener built right into the 
box. The box itself is new in design but 
it retains the familiar package identity 
(Inquiry Card No. 19) 


DESK NAMEPLATE 


¢. SMITH 


WILLIAM incur 


_— 


Heyer Corp. 
1852 S. Kostner Ave. 
Chicago 23, Ill. 


The company is currently introducing its 
new line of individually and permanently 
engraved desk nameplates. The plates are 
laminated Bakelite and walnut Formica 
with Gothic lettering. They are available 
in four different styles and can be en- 
graved with one or two lines if desired. 
(Inquiry Card No. 43) 


GUMMED ADDRESS LABELS 


Allen Hollander Co. 
385 Gerard Ave. 
New York 51, N.Y. 


A new perforated roll address label is 
now offered which is made of a new 
combination of paper and adhesives 
The label is said to resist curling and 
run as smoothly as a strip of paper. 
There is no pre-sticking of the adhe- 
sive to machine parts of fingertips, 
but when moistened on the labeling 
machine, the ‘’Rollaway”’ label is said 
to stick instantly. New process allows 
the production of rolls of 10,000 per 
forated labels. (Inquiry Card No. 48) 








FELT-TIP MARKER 





Cushman & Denison Mfg. Co. 

625 Eighth Ave. 

New York 18, N.Y. 

The new Cado-marker has been de- 
veloped to supply an inexpensive bold 
marker for the occasional user. The 
price for the unit is 79 cents. It is 
equipped with a chisel-pointed felt 
tip with a variety of ink colors. It is 
readily refilled with Flo-master ink. 
(Inquiry Card No. 44) 


PORTABLE TYPEWRITER-ATTACHE 
CASE 





Boxco Mfg. Co. 
358 Fifth Ave. 
New York, N.Y. 


An attache case designed specifically for 
the Olivetti ‘‘Lettera 22°’ portable type- 
writer has been introduced by Boxco in 
conjunction with the typewriter company. 
It is said to be the first case of its kind 
specifically fitted to hold a portable. It 
includes special elastic straps for pens, 
pencils and erasers, and a_ removable 
portfolio for stationery and correspond- 
ence. Retail is approximately $25. The 
case is suggested as a Christmas item since 
it can be given to those who already have 
a “‘Lettera 22” or in combination with the 
typewriter. (Inquiry Card No. 17) 





NEW PRODUCTS continued 


SANDURN 





F. H. Lawson Co. 
Cincinnati 4, Ohio 


A new low-cost sandurn 
suitable for a promotional 
item is now being offered 
by the company. The No. 
2980, pictured here, has a 
polished stainless steel top 
sand container with a steel 
body finished in red or 
black enamel. (Inquiry Card 
No. 45) 


CLIP FOLDER 








S.E.&aM. Vernon, Inc. 

65 Duane St. 

New York 7, N.Y. 

“The Director’ is a new clip folder 
which has two strong spring clips, one 
for top clipping in the front cover, 
and one for side clipping in the back 
cover. It holds unpunched papers of 
all sizes. Cover material is heavy- 
weight pressboard with a soil resist- 
ant surface. Colors are blue, gray, 
green, and black. Can be used as 
both a file folder or a report cover. 
(Inquiry Card No. 33) 


For More Information Use Inquiry Card Facing Page 74 
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World’s most advanced pen! 
















I 4 The Esterbrook SAFARI® 
twin-cartridge fountain pen! 


a @ Holds 40% more ink than any other fountain pen, vacuum or car- 
tridge. 
@ Only fountain pen that holds two ink cartridges ...carries its own 


spare ink supply. 
































~ @ Slim shape, sleek modern styling, choice of 6 new colors. 
@ Priced at only $3.95 for volume sales, top profits for you. 
Folder ° 
, one ® You continue to profit... from sales of cartridges and Esterbrook 
over 
es renew points. 
rs oO 
et @ Advertised in LIFE with full-page, full-color ads every 2 weeks from 
Ta October through December. 
mn ene TT | ill 
| | ol 
RR aoa 

Two cartridges instead of one—The Esterbrook SAFARI is the DO OPEN BEFORE 

only fountain pen with two ink cartridges ...so there’s always 

a spare in the pen. Loading is easy, quick and clean. . . just what CH RISTMAS 


your customers want. *TRADEMARK 
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ESTERBROOK’S COMPLETE 


The entire Esterbrook line in luxurious 


ie~ 


THE NEW SAFARI LINE 




















The Safari — Esterbrook’s beautiful all-new twin-cartridge fountain 
pen in lovely new Christmas gift package. Complete with cartridges. 
$3.95 retail. Choice of 32 replaceable points. 


ND. 


aL 
| é sterbreook wsSAFARI * " me, 
__* 














) 4 TWIN CARTRIDGE FOUNTAIN PEN E€ PENCIL 








4 














"The Safari Pen and Pencil Set — Matching SAFARI pencil features 
unique push-top that feeds two feet of lead automatically. Set with two 
3 ink cartridges, in striking gift package. $7.75 retail. 
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- PROFIT PACKAGE 


5 new Christmas gift packages 


OTHER QUALITY ESTERBROOK PRODUCTS 





The Esterbrook Pocket Pen— Famous Esterbrook quality and con- ) 
struction, unmatched among writing instruments at this low price. Fea- j 
tures choice of 32 replaceable points. In new gift package. $2.95 retail. | 


ae 22 eee 












The Esterbrook Petite Pak—This dainty purse set combines lovely } 
fashion styling with the traditional Esterbrook writing quality. In sleek 
carrying case. Choice of 32 points. $5.75 retail. 













The Esterbrook Ballpoint Pen —At last here is a ballpoint your 
customers can depend on, for it’s made to famous Esterbrook quality 


standards. In lovely new gift case. Fine or medium point. $2.50 retail. : 


An independent survey by Russel Allen, _ time (traditionally the strong season for 
Inc. proved this fact: last year’s Ester- Esterbrook pens). Now, with the superb 
brook sales during Christmas doubled new SAFARI leading the line, your 
in department stores and in stationery Christmas sales of Esterbrooks can be 
stores were up 60% over back-to-school _— greater and more profitable than ever. 


Your Esterbrook representative is ready to take 
your orders for this profit-full merchandise. 


The Esterbrook Recorder ballpoint desk set — ® 
Combines unmatched styling with true dependability. 

Recorder in black, $2.95; De luxe model, $3.95; Duo- 

Tone colors $3.95. (retail prices) 
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EXPANDING FILE 





Quality Park Envelope Co. 
2520 Como Ave. 
St. Paul 8, Minn. 

The “’Expanda-Files’’ make their debut in 
the company’s line this fall, offering ex- 
panding files for both home and office 
use. They feature new “‘eye appeal’’ with 
“‘Pebagrain”’, ‘‘Leatheroid’’, ‘‘Krafthide’’, 
and “‘Clothide”’ finishes. Choice of ‘‘Speed- 
ex’’ indexing (Inquiry Card No. 21) 


SECRETARIAL CHAIR 





Cramer Posture Chair Co., Inc. 
1205 Charlotte 

Kansas City 6, Mo. 

Introduced to dealers at the con- 
vention this year is this newest 


Cramer _ two-post secretarial 
model featuring the exclusive 
new “‘‘Ortho-Tilt’’ mechanism. 


The chair is designed to main- 
tain a correct relationship be- 
tween chair seat and back, for 
helpful posture support. It is 
available in colors and finishes 
to match any decoration scheme, 
and all models have removable 
upholstery covers. Bases are 
lightweight aluminum. (Inquiry 
Card No. 26) 





CHAIR 


Johnson Chair Co. 

7109 Merchandise Mart. 

Chicago 54, Iil. 

New group of contemporary office 
chairs has been designed by the com- 
pany which features the modern feel- 


ing now required in the office. (In- 
quiry Card No. 38) 


ELECTRIC TYPEWRITER 





Remington Rand 
315 Fourth Ave. 
New York 10, N.Y. 


An electric typewriter that propor- 
tionally spaces each letter of the al- 
phabet according to its width has just 
been announced by the company. 
The “Statesman” is available in a 
choice of eight newly created type 
styles. Main features of the new ma- 
chine are a position locator and a 
repeating backspacer. The position 
locator shows the typist exactly where 
the next letter to be struck will print. 
By pressing the backspacer key, the 
carriage automatically backspaces to 
the right spot. (Inquiry Card No. 40) 






NEW PRODUCTS (0vtinued 


PORTABLE DICTATING 
MACHINE 





Pierce Dictation Systems, Inc. 

5900 Northwest Highway 

Chicago, Ill. 

A new, book-size, 4% Ib. dictation 


machine that operates on two self- 
contained batteries, as well as on 
office, car or home current, was re- 
cently announced by the company. 
The unit is an all-transistor portable 
that works anywhere. It is a complete 
dictation unit, incorporating instant 
play-back, full context listening with 
end-of-letter and instruction marking, 
and belts which hold 15 minutes of 


dictation which can be transcribed on 
(Inquiry Card 


standard office units. 


No. 55) 


INDEX TABBING 





— ae © uy ¥ 


TNO SOFT ROLLER REQUIRED 
[ aico’s NEW 1/7] 
Typerite INDEX TABBING! || 











G. J. Aigner Co. 

426 S. Clinton St. 

Chicago 7, lil. 

Aico’s new one-third inch size index tab- 
bing offers a major improvement in that 
it has tabbing and blank strips that are 
typewriter spaced. This eliminates the 
need for the user to waste time posi- 
tioning, and the typist can use the line 
space lever when typing titles. The ‘’Type- 
write’’ index tabbing is otherwise exactly 
the same as the regular three-eighths 
size. It may be used for one and two line 
titles. (Inquiry Card No. 23) 





For More Information Use Inquiry Card Facing Page 74 
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Adhen.... 


a great new gift idea 
from Globe -Wernicke 


Guard-X = the greeting card record -keeper 










. Your customers will welcome this great new gift idea from Globe- 
Smart, plastic desk accessory ae : . . 
(in choice of red, green or ebony) Wernicke, for everybody needs a systematic method of keeping card lists 
contains 100 greeting card records 
covering 20 yr. period, : ‘ . ; 
‘ together with card, reverse may be used for birthdates, anniversaries, gift record. 


up to date. Besides keeping a 20-year Christmas card record on front of 


alphabetical indexes. ‘ 
cag yo Rene igel Also serves as a year-round address list. 
sets of 100, ‘ Handsome as it is useful, the greeting card record keeper makes 
nominally 


priced.) both a perfect home and office gift. In fact, your business-firm customers 
will want to place quantity orders! Stock up on a supply . . . the hottest 


gift item at its price in Santa’s pack! 


®@ Packed in smart, colorful box—ready for gifting! 

@ Free point-of-sale display, designed especially for 
attachment to greeting-card rack; plus free news- 
paper mats to bring in more sales! 


@ Generous dealer discount for quantity orders 








CINCINNATI 12, OHIO 


J- 
FOR — MANUFACTURERS OF THE WORLD'S FINEST BUSINESS EQUIPMENT, SYSTEMS AND FILING SUPPLIES 
































You make more sales per demon- 
stration when you handle Adler 
typewriters. Made by West Ger- 
man craftsmen, the Adler “Univer 
sal’’ is precision engineered down 
to the smallest part which means 
less service. The standard key- 
board has 8 extra characters for 
correspondence and for billing. 
Equipped with decimal tabulator 
for speed in billing and listing. 
5 easily interchangeable carriages 
for typing various form sizes. All 
of the usual type styles and sizes 
available, plus special styles when 
necessary. For more sales per 
demonstration, and more profit- 
able repeat sales, handle the Adler 
“Universal” typewriter. Write to- 
day for complete information to: 
“addo-x inc” 300 Park Ave., NY 22 


0 West European 


quality product 
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Here's why many dealers prefer 
“addo-x". Precision engineering 
guarantees dependability. Match- 
less Swedish craftsmanship speaks 
for itself. Streamlined case pro- 
vides eye appeal. Direct action 
motorized keys, world’s lightest 
touch, allow more work with less 
effort than any other 10-key add- 
ing machine. Interlocked keys pre- 
vent costly, time consuming errors. 
Exclusive ‘‘Step-0-Matic’”’ provides 
calculator performance at no extra 
cost. The “addo-xtras” really clinch 
sales and bring you those profit: 
able repeat sales with less effort. 
For more sales and higher profits, 
you should handle “addo-x,” the 
adding machine with the xtras. 
For complete details write today: 
“addo-x inc’’ 300 Park Ave., NY 22 





65 











He rald 






——_ 





j|.... Office Engineered” 
== \ for “NO NOISE” 









First and Only in LUXCO 
Typewriter and Business 
Machine Stands 


SILENT STEEL— Sound Engineered construction is a new ex- 
clusive LUXCO feature. Steel top is undercoated and fully insulated 
from the frame by a layer of special sound absorbing and cushion- 

ing compound to give noise reduction properties superior to any 

other construction. LUXCO solid steel top is clean—no 
warping, no cracking, no splinters. Solid Steel — Beau- 
tiful, Strong, Quiet. 


While Being 
— Moved o- 


Cushioned Guide Bars and Retainers— 






Steel top is 
undercoated and 
fully insulated 








During A special exclusive patented feature that pro- 
as - aq Operation vides maximum flexibility with functional per- 
bs te 7 fection. Easy to install and adjust, cushioned to 

tp dampen vibration and reduce noise. 
AZitnI 
Ney ss 
iy = - 






There’s a LUXCO STAND for Every Machine. 
17 different models to choose from. a 


BADGER INC., LA CROSSE, WISC. 


Export Department, 25 Beaver St., New York 4, N. Y. 
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| —_______ NEW PRODUCTS continued 


MODULAR FURNITURE CRAYON HOLDER LOCKER RACK 


Alvin & Co. 
Windsor, Conn. 


The new “Mark 1” push- 
button mechanical crayon 
holder was devised for one 
hand adjustment. It has a 
knurled finger grip which 
prevents slipping, making it 
useful for those doing heavy 
marking jobs on wood, met- 
al, glass or other surfaces. It 
utilizes the crayon com- 
pletely and has a coil spring 
ejector. Colored barrels 














Shelbyville Desk Co. identify the colored refills 
Shelbyville, Ind. within. (Inquiry Card No. 
The company makes its entry into the 41) 
modular ffice furniture field with the 
29 Grout f walnut units for the ex ‘ 
cutive office. The furniture is available 
in a choice of finishes, dovetail construc = 
tion, and can be formed into many group Lyon Metal Products, Inc. 
ings. (Inquiry Card No. 64) Avrora, til. 
Newest economy _ locker 
TELEPHONE LIST FINDER ee 


pany accommodates 10 per- 
sons in a minimum floor 
space. The unit is portable, 
and all compartments are 
at a _ convenient height. 





AISLE LADDER 





ex- Doors are equipped with 
ted built-in lock with two keys. 
Coat hanger and chain ar- 
on- rangement permits coats 
and jackets to be locked to 
any rack. (Inquiry Card No. 20) 
-~no 
au- 
SPIRIT ADDRESSING MACHINE 
I. D. Cotterman Bates Mfg. Co. 
4535 N. Ravenswood Ave. Orange, N. J. 
Chicage 40, Ill. od ” 
r— : The ‘‘Director’’ is a new list 
New ladder was designed for narrow finder which is color-styled to 
pro- aisles and can be climbed from either match the new telephone colors 
per- ide. Features new hand grips for For office and home use, it is 
d to — oe a Boag a ago available in the telephone colors 
casters whicn allow easy v of brown, gray, ivory, rose-beige 
but hold firm when someone is on the : 1 . 
ledidor. The ledder ia 27 inches tek yellow, red, blue and green. The 
4 ‘ggg rose Sem Pee ¢ unit sells at retail for $3.95 and 
ee é A y 95) incnes wide nquiry features a new cover design and 
ar oO. wide-front opening release. Has Du Prints, Inc. 
room for 1300 names and tele- 1502 S. Main St. 
phone numbers. (Inquiry Card Los Angeles 15, Calif. 
LIGHTING UNIT No. 29) The new “Rena Super’’ model 200 hand 


operated spirit addressing machine, manu- 
factured in West Germany, is one of 12 
models ranging from a simple hand roller 
to an electronic selector unit. The 200 
sells for $175 and uses a specially pat- 
ented plastic reusable frame available in 


Amplex Corp. 
11? Water St. 
Brooklyn 1, N.Y. 


A_ new lighting unit called the five assorted colors. Eight colored signals 
‘“‘Trombolite’’ glides and rotates read- are available for selection. The master is 
ily into any one of a thousand differ- typed and then inserted into the plastic 
ent working positions. It features a machine and fed into the machine hopper. 
combination of incandescent and From 80 to 250 reproductions can be ob- 
fluorescent lighting for improved il- tained from one typing. (Inquiry Card No. 
lumination. For professional and 62) 


scientific use. (Inquiry Card No. 35) 





For More Information Use Inquiry Card Facing Page 74 
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MODULAR OFFICE FURNITURE 





J. K. Rishel Furniture Co. 
1201 W. Third St. 
Williamsport, Pa. 


Newest offering by the firm is a radical 
departure from its own modern groupings 
Modular line features a variety of free 
shaped tops, full length tapered walnut 
exterior legs and a long bar pull in satin 
brass. The new No. 3000 group is being 
introduced in connection with the cele- 
bration of the 100th anniversary of the 
firm and is called the ‘‘Centennial Group’’ 
by the company. It is on display at the 
NSOEA convention exhibit. (Inquiry Card 
No. 57) 


a ~ 
| Bort 
—~ 
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J. A. Berko Mfg. Co. 

10578 W. Pico Bivd. 

Los Angeles 64, Calif. 

The new “‘Berko-Lite’’ in- 
corporates the new “’Ward 

all-angle swivel with lamp 
movement in four different 
arcs providing complete 
freedom in choice of posi- 
tions and height adjust- 
ments. The hood raises 
from 36 to 56 inches with 
a 14-inch diffuser to soften 
the two-bulb_ illumination 
Twelve decorator colors are 
available. (Inquiry Card No. 
30) 





EXECUTIVE CHAIR 





Wells Chair Corp. 
Michigan City, Ind. 


The company has introduced the 
new ‘‘Imperial’’, an executive 
chair made expressly for the top 
echelon group. It is unique in 
contemporary styling and fea- 
tures 5,135 cubic inches of foam 
rubber cushioning. A wide varie- 
ty of baked enamel finishes and 
upholstery is available. (Inquiry 
Card No. 42) 


PHOTOCOPIER 





Photorapid of America, Inc. 

320 Broadway 

New York, N.Y 

The ‘Satellite’ is a new budget- 
priced photocopying machine priced 
at $169.50. It copies under any light 
condition and there is no limitation 
to its copying capacity. Handles 
copies up to 8% by 14 inches. It 
will copy pages from bound books 
without removing the page. (Inquiry 
Card No. 36) 





NEW PRODUCTS ¢ovtinued 


END TABLE 





LOSCO 
end table 


561: Table top 
1 high, 17 2 ao 





Hamilton Mfg. Corp. 

Columbus, Ind. 

A new end table has been added to 
the Cosco business furniture line. It 
is designated as model 561, and 
brings to six the number of occasion- 
al tables available with the firm’s 
chairs, settees and sofas. This table, 
like the others, features a ‘‘Fibere- 
sin’’ top in frosted walnut, white, 
marble and oak patterns. (Inquiry 
Card No. 39) 


STEP STOOL 





Replica Products Corp. 

154 Nassau St. 

New York 38, N.Y. 

The ‘‘Finest-Made’’ aluminum step 
stool, now being distributed by the 
company, is 12 inches high with a 10 
by 16-inch top. It features cemented 
rubber skid-proof mat and feet. The 
tubular legs are steel-riveted to the 
top. Weight is only 3/2 Ibs. (Inquiry 
Card No. 54) 


BLUE PRINT FILES 

Momar Industries 

4319 W. 32 St. 

Chicago, Ill. 

Company’s new self-contained, -verti- 
cal blue print file is capable of hold- 
ing 700 small blue prints up to 24 by 
36 inches in size. The ‘‘Glider’’ small 
print file is constructed of heavy 
gauge steel, finished in gray baked 
enamel with outside dimensions of 24 
by 24 inches. Will stand 48 inches 
from the floor. (Inquiry Card No. 53) 


For More information Use Inquiry Card Facing Page 74 
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“Sally” is here... to help you 








HAVE A ROYAL CHRISTMAS 


selling America’s most-wanted portable! 


That’s our gal “‘Sally”’... the greatest little salesman 
a dealer’s ever had! She’s Royal’s new T'V hit sensa- 
tion—played by glamorous star Joan Caulfield— 
appearing Sunday nights on NBC-TV Network, 
7:30 p.m. N.Y.T. 


Now that the holiday season is in sight, ‘‘Sally”’ 
will be promoting Royal Portables as Christmas gifts. 
That means more portable business for you when you 
tie in at your local level. 


Royal makes it easy to tie in, too, by offering new 
display and promotion material for your own adver- 
tising and point-of-sale. Your Royal Portable District 
Representative can give you the details. 


ROYA ' portables 


Prodicts of Royal McBee Corporation, 
world’s largest manufacturer of typewriters 


OA-10/57 


And don’t forget, Royal’s overall advertising pro- 
gram for this fall is the biggest ever! Special maga- 
zine advertising has been scheduled to run in Life, 
Saturday Evening Post and in Scholastic and Schol- 
astic Roto. Everybody will be hearing about the great 
new Royal Portable! 


Get set for a busy Royal Portable Christmas... 
check your stocks of America’s most-wanted Portable 
... NOW! 
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UPHOLSTERED CHAIR 





Krueger Metal Products Co. 
Green Bay, Wis. 

Upholstered seat chair is new 
est tubular steel folding chair 
added to company’s line. Chair 
features extra large and comfort- 
able upholstered seat made of a 
thick 34-inch U.S. Koylon foam 
rubber cushion that is contour 
shaped and permanently bonded 
to chair’s basic steel contour 
seat. Chair available in frames 
colors of beige, azure grey and 
Saunder’s green with upholstery 
colors of yew green, crimson rea 
and ginger brown. (Inquiry Card 
No. 61) 


TRAVELING COMPANION 


Venus Pen & Pencil Corp. 
Hoboken, N.J. 


Venus has come up with a an idea in 
conjunction with Skyway Luggage Co 
of Seattle, Wash. It is a ‘‘Top Man- 
agement” traveling case which has a 
special compartment for the Venus 
“Executive Pencil Kit’’ built right into 
the case. The kit holds three Venus 
pencils, the ‘’President’’, ‘Treasurer’ 
and ‘‘Commentator’’, each for a spe 
cific writing need. (Inquiry Card No. 
66) 








PHOTOCOPIER 


NEW PRODUCTS (ovtinued 


POSTURE CHAIR 





Cormack Industries, Inc. 

80 Fifth Ave. 

New York 11, N.Y. 

New office photocopy machine is 
said to be twice as fast as any other 
now on the market with a 30% in- 
crease in copying size capacity. The 
‘Coronet”’ is said to take less than 
15 seconds to make a standard copy 
It has a maximum copying width of 
1834 inches and reproduces every- 
thing in black-on-white that can be 
seen on the original whether in ink, 
colors or by spirit duplication. Other 
new features are included. (Inquiry 


Card No. 24) 


DESK LAMP 


Equipment for Commerce, Inc. 
44 E. 29th St. 
New York 16, N. Y. 


This secretarial posture chair is 
designed by Larsen of Denmark, 
specialist in posture seating. It, 
as well as others, is being dis- 
tributed by the company in this 
country. The arms pictured here 
are oil-finished teak or mahog- 
any with chromium-plated sup- 
ports. The seats are molded foam 
rubber as are the backs. These 
units are finished in baked-on 
enamel and chromium plate and 
fitted with silent, self-oiling, 
hooded casters. They are covered 
with fabric in this country. (In- 
quiry Card No. 65) 


FLIP FILE 





Faries Lamp Div. 

General Lamps Mfg. Corp. 

Elwood, Ind. 

New patented swivel gives wide 
range of adjustments to the Faries 
‘660’, a two-tube fluorescent desk 
lamp. Swivel operates without screws 
or other holding devices and the 
shade can assume an endless number 
of positions and still remain in bal- 
ance. Shade has six separate louvers 


(Inquiry Card No. 28) 


Joshua Meier Co. 
601 W. 26th St. 
New York I, N.Y. 


The ‘’Flip-Filindex’’ is an expanded ver- 
sion of the ‘““VPD” flip-file. The ‘‘Flip- 
Filindex’’ is double capacity size, preserv- 
ing and protecting 200 record cards for 
swift flip fact-finding. This portable file 
contains sturdy plastic envelopes attached 
by strong steel rods to a heavy pressboard 
tray. Cards are slipped easily back-to-back 
into each envelope. (Inquiry Card No. 60) 


For More Information Use Inquiry Card Facing Page 74 
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One’, argument 
leads to another 


AND HERE’S A NEW, ARGUMENT 


FoR PEERLESS COUNTERS 


That’s right. One good sales argument and 
you've got a Peerless Counter sale. And one 
sale leads to another. Because these newly 
designed Peerless Counters are designed to 
sell. Show the new prospect the installation 
you sold your customer . and the sale is 
as good as made. 


Newly designed from top to bottom -— from 
front to back. Note the smartness of the 
tapered Textolite front how the fluted 
glass lends that modern touch 


Go behind the counter. You'll find the 
famous Peerless letter and legal file drawers, 
cabinets all the sales arguments you'll 
ever need to sell Banks, Building & Loans, 
Insurance Companies — wherever there’s mass 
public contact. 


PEERLESS 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphic 11, Po 


HOUSTON LOS ANGELE 


NEW YORK CHICAGO 
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Sure you can pay more but 


Guide O,folr 


Pat. Pending 

THE HANGING FOLDER WITH ADJUSTABLE METAL TAB 

Guide-O-folders will reduce your customers’ filing and 
finding costs as much as 30%. Think of that! A Guide- 
O-folder installation can pay for itself in several months. 
No additional housing is necessary. Guide-O-folders with 
their adjustable metal tabs fit right into every filing system. 
And file clerks love Guide-O-folders because so little man- 
ual effort is needed. Guide-O-folders have tremendous 


profit possibilities for you. Write or wire us today. 








IN LETTER —— LEGAL — INVOICE 
— X-RAY and LO-FOLDERS 
SIZES. 


















































\ 
EN 


A ' pf ( 
Se | Also manufacturers of 
GUIDE-O-TRAY the personai file 


FZ for the deep drawer of desks 
. » « GUIDE-O-FILE the personal 
file with sliding disappearing 
top — with and without stand 
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335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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you can’t buy more value! 





Transfile 


STEEL FRONT FIBRE BOARD TRANSFER FILES 





Only TRANSFILE files offer ALL these features — 
1. Roller Bearing Drawer Suspension for free, easy 
drawer operation — 2. Steel reinforced so all the 
weight of drawer and contents is supported on steel 

3. 2-way Interlock locks units into batteries — 4. 
Steel front to match regular office files — 5. Steel 
Sanitary Base keeps units free from dirt, moisture 
and vermin — 6. Follow Block keeps drawer con- 


tents upright. Write for full information today. 








ICE 
RS 
3 sty.es + 13 sizes 
Fy * - 
iling Supplies 

All the items in the GUSSCO Complete Line of filing sup- 

plies are needed by business — big or small — all the 

time. From stock items you can fill all your customers’ or- 

dinary requirements. It is good, sound merchandise — 

made right and priced right. Item for item it will compare 

favorably with the best and better than most. And when 
le you encounter specials, try our service. Our speedy deliv- 
- ery will please both you and your customers. Write for new OPEN masa A ager - — 
J GUSSCO catalog today. ulimaa <i 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAI 
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POCKET-PLANNER 





Regency Crafts, Inc. 
520 Fifth Ave. 
New York 36, N.Y. 


A new pocket-planner system for or- 
ganizing work and keeping record of 
appointments and expenses has been 
developed by the company. The set 
consists of a leather pocket secretary, 
12 indexed monthly diaries, 12 
monthly expense cards and a file 
box. Each month the proper diary is 
set into the secretary. Available in 
top grain cowhide, imported morocco 
and pigskin. (Inquiry Card No. 32) 


FOOTREST 





Precision-Posturect Chair Corp. 

3100 Carroll Ave. 

Chicago 12, Ill. 

The company has_ introduced the 
“‘Ped-Rest’’, a conveniently-si zed 
footrest, to be used by office machine 
operators or short girls in the office. 
There is also an executive model 
which fits into the well of an execu- 
tive desk. It is made of steel, covered 
with rubber and is portable. (Inquiry 
Card No. 50) 


SPIRIT CARBON 


Rose Ribbon & Carbon Mfg. Co., Inc. 
Harrison, N.J. 

Company offers new super Sta- 
Clean” black, ‘‘Sharp’’ master unit 
and spirit carbon capable of produc- 
ing 200 copies on any spirit dupli- 
cator. No special fluid or copy paper 
required. Said to be clean in handling 
and will not stain. (Inquiry Card No. 
68) 





ACCESSORY TRAY 





M. P. Goodkin Co. 
24 Beach St. 
Newark 2, N.J. 

A new and improved ‘’Tabour-Tray’’ 
has been introduced by the firm. It 
is constructed of impact polystyrene 
for durability. It has wells which 
hold erasers, pins, clips, rubber bands 
and other items which are sloped for 
easy fingertip access. Also has holders 
for pens, brushes and pencils, formed 
right into the tray to prevent tipping 
over. Ample space is provided for 
tempera bottles, pastels, India ink 
and cans and tubes of paint or water. 
(Inquiry Card No. 49) 


POSTURE CHAIR 





Sturgis Posture Chair Co. 
154 E. Erie St. 
Chicago 11, Ill. 


The newest Sturgis chair 
for office girls is the ‘‘Poise- 
master’, designated as the 
820-G when equipped with 
fiber glass base and the 
820 when mounted on the 
tubular steel base. Featured 
is a removable cloth or 
vinyl plastic cover on both 
seat and backrest to facili- 
tate cleaning or inexpensive 
replacement. Seat is modi- 
fied foam saddle model and 
backrest is contoured and 
_ (Inquiry Card No. 
18) 





NEW PRODUCTS covtinued 


DESK LAMP 





Lighfolier, Inc. 

346 Claremont Ave. 

Jersey City, N. J. 

Among the new desk lamps offered 
by the company is this model created 
by Gerald Thurston. It has a finely- 
ribbed elongated metal _ reflector 
which rotates to control light and two 
incandescent light sources spaced at 
each end of the shallow shade. De- 
signed to minimize glare and provide 
even illumination across the working 
area. In brown & beige and brass 
and black. (Inquiry Card No. 22) 


ORMEGRAPH 





Ormegraph 

28, Rue des Colonies 

Brussels, Belgium 

Ormegraph equipment comprises a 
printing, registering and accounting 
machine, small typing units, filing 
cabinets for units and filing cabinets 
for tickets if needed. The ‘‘Multicon- 
trol’’ system is designed to promote 
visible bookkeeping where all anom- 
alies can be detected at a single 
glance. It prints, as an addressing 
machine, from small zinc typing 
units. The typing units are embossed 
with the text of the accounting items 
and in one operation prepare simul- 
taneously analytic or individual docu- 
ments, together with summarizing 
documents. During the month of Oc- 
tober, the firm will have U. Schuster 
in the U.S. He can be contacted 
c/o L. J. Washington, 18 Madison 
Ave., Morristown, N.J. (Inquiry Card 
No. 67) 


For More Information Use Inquiry Card Facing Page 74 
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| QUICK SERVICE §— tice Burzct. 
DA's INQUIRY CARDS OFFICE APPLIANCES 


Mea : Please ask the manufacturers, indicated by the key 
; numbers | have circled, to send further information 
without delay. 


Accessories of the Month ACCESSORIES OF THE MONTH 
, 7 . it: € Ce 4B Peeagtnt a & eae 
All accessories illustrated and described in 
this issue in the section by Eugene Barnes NEW PRODUCTS 
carry key numbers 1 to 15 duplicated on the 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30 
é card at the right. If you are interested in an 31 32 33 34 35 36 37 38 39 40 41 42 43 44 45 
item or several items, simply circle the cor- 46 47 48 49 650 5! 52 53 54 5S 56 57 58 59 60 
responding key numbers on the card and 61 62 63 64 65 66 67 68 69 70 71 72 73 74 7S 
mail at once. Your inquiry will be forwarded SALES STIMULATORS 
act to the supplier immediately. 101 102 103 104 105 106 107 108 109 110 
‘ad tl 112 «©6013 Osd4 OB COCSCECisB COO 
New Products NEW CATALOGS 


12). 122 123 #124 #125 «#4§26 «©127)«€©§28 6 «6129 =«130 


To obtain more information about any of the 
131 «§©=132)06«©«133)0 «1340 1358 136 «137 S138 S139) S140 


new products in this issue which carry the 


key numbers 16 to 75, simply circle the cor- 
red responding key numbers on the card at the October 1957 issue of OFFICE APPLIANCES, 
Card void after December 1, 1957 


[] Check if additional cards are wanted 


it 


— right and mail at once. Your inquiry will be 
oa forwarded without delay. 
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Nothing else SELLS like it! 


Nothing else makes PROFITS like it! 





Nothing else is GUARANTEED like it! 


Nothing else is so widely ACCEPTED! 


Nothing else is DISPLAYED like it! 





Nothing else is so heavily PROMOTED! 





Nothing else PERFORMS like it! 





Nothing else is so much in DEMAND! 





Nothing else IS like it! 





LOOKS like leather . .. 
FEELS like leather. . 
OUTWEARS leather 5 tol... 


Unconditionally 
Guaranteed 


5 Full Years 


Write for New Catalog and Price List 


(Since 1918) 1401 W. Jackson Bivd. + Chicago 7, lilinois 


Visit the (STEBCO Exhibit At These Showings: 
N.S.0.E.A. National Convention—ROOM 556—Conrad Hilton Hotel, Chicago—Sept. 28-Oct. 2 
Eastern Commercial Stationery Show—ROOM 302—New York Trade Show Bidg.—Oct. 26-29 








EXPANDABLE SHELVES 





Home Comfort Mfg. Co. 

3330 N.E. Adams 

Peoria, Ill. 

The company is now producing a line of 
new expandable shelves that fit all sizes 
and types of closets and wall-shelf appli- 
cations. The “’X-Panda’”’ shelves are tele- 
scoping-type metal units that are said to 
reduce installation costs 80% and can be 
installed in less than 10 minutes. Each 
shelf has a maximum 13-inch expansion 
and can be compounded into any length. 
(Inquiry Card No. 31) 


APPRAISOR 





Van D. Mark 

P.O. Box 67 

Mount Clemens, Mich. 

The appraisor was designed to help 
businessmen determine whether an 
addition of new equipment will pay 
over a reasonable length of time. It 
follows an old formula, which is cut 
short by use of the appraisor, in de- 
termining cost of an item and what 
volume is required to make item pay 
for itself if it is produced. Price is 
$7.50. (Inquiry Card No. 27) 


For More Information Use Inquiry Card Facing Page 74 
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ARMLESS SIDE CHAIR 





Taylor Chair Co. 

Bedford, Ohio 

This new armless side chair, the 
first for the company, is being 
introduced at the NSOEA con- 
vention exhibit along with sever- 
al other new models. All are 
available in all wood, with up- 
holstered seat, with upholstered 
back, or any combination of 
these. All models are contem- 
porary round-back in design. (In- 


quiry Card No. 56) 


UTILITY STAND 





Interstate Metal Products Co., Inc. 
666 Lake Shore Drive 

Chicago 11, Ill. 

The Maso “Olympic’’ utility stand 
No. 1830 now features a stain and 
heat resistant’ plastic laminated 
““lamidall”’ top in driftwood gray. The 
extra-roomy top is 16 by 30 inches 
in size and is reinforced against 
stress and guaranteed not to warp, 
chip or crack. This is being exhibited 
at the NSOEA convention. (Inquiry 
Card No. 16) 





NEW PRODUCTS ovtinued | 
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Copy-Craft, Inc. 

105 Chambers St. 

New York, N.Y. 

Newest model operates with papers of all 
speeds under any lighting condition and 
works fast enough to produce a letter-size 
sheet in nine seconds. The 15-inch com 
bination model features a new lighting 
principle with a light source of two differ- 
ent strengths. The operating mechanism 
remains enclosed even when the lid is re 
moved for changing the liquid. (Inquiry 
Card No. 58) 


MANUAL TAPE WINDER REELS 


Jee 


Dresser Products, Inc. 

152 Wheeler Ave. 

Providence 5, R.l. 

Company is currently introducing a sim- 
ple manual winder with two new tape 
winding reels, designed especially to aid 
in the coiling and filing of business tape 
of all kinds, adding machine, coded, of 
punched paper tape. Both fixed sided 
type and removable face type reels are 
available. Sizes vary to accommodate 
widths of tape. (Inquiry Card No. 52) 





CATALOG COVERS 
Rollafax Co. 

2402 Hennepin Ave. 
Minneapolis 5, Minn. 


Other fz 


eee 


The firm has announced a new series 
200 cover which features a stiffer 
backbone construction and lower list ie 
prices. In addition to the regular line §. “34 
of blank covers, the company can foe 
furnish components to printers desir- 
ing to assemble this new type of cover 
in their own plants. (Inquiry Card No. 
63) 
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WILL SELL MORE MONGOLS FOR YOU! 
Visit our booth #95 veo the NSOEA Convention it in 5 eee 
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) THE GREATEST PENCIL VALUE IN AMERICA TODAY 
puts its quality 
“—EBERHARD FABER  :....; 
WILKES-BARRE, * TORONTO, CANADA 

Other famous produste made in the newest, most modarn sone on in the nation include: NOBLOT Office Ball Pens . . . Colorbrite Colored Pencils .. . Paper-Mated Erasers 
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For free MONGOL pencil—write in on your company letterhe ad Trade ae ~~ U.S. Pat. Off. 
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Smith-Corona 


Att Fite 
eng Pelector 





PORTABLE 
TYPEWRITERS 


: 


AUTHORIZED 
DEALER 





Smith-Corona, Inc., 701 E. 
Washington St., Syracuse 1, N. 





Y.— is distributing this new point 

-of-purchase decal sign to deal- 

3 F = ers. It features a_ life-like, full- 
—e (og e Af yee nr ey secant =. color Kodachrome — reproduction 
> ls al geht age ho ing the Pen Selector, a new of the we cn an 
‘ * oe merchandising unit that dis- portable _ ERS SGM CONS OTe Fam) 
self metal display rack for white, blue, and gold. (Inquiry 


emt: plays 148 items, priced from 
counter or wall. The ay 29 cents to 69 cents. It has Card No. 103) 


comes at no cost if the dea 
er orders 72 assorted vest 
pocket dictionaries. (Inquiry 
Card No. 106) 


B 
three revclving columns that 


rotate individually to serve 
several customers at the 
same time. The _ individual 
column displays can be re- | 
moved and used independ- 

ently. (Inquiry Card No. 

4 

110) 








yet 7222 \ ss 


ee es att; ie. 
€ taper Tacker ; AS 








Olivetti Sales Corp., 580 Fifth 
Ave., New York 36, N.¥ pre- 





A 





sents this full-color “‘little school- 
Parker Pen Co., Janesville, — ‘ girl” ripe — a — 
gex 5 nev ry _——— created by the celebrate renc 
pine ire er eee a Fully Guaranteed kr — he gener iS ot 2 
¢ cate fen- inches wide and 2 2 inches 
se oo pF tong Arrow Fastener Co., Inc., | high. (Inquiry Card No. 107) 
white, ember gray, sandal- Junius St., Brooklyn 12, N 
wood tan, avocado green Y.—offers a new display 
terra cotta, and black. (In- unit to feature the Arrow 
quiry Card No. 105) No. 25 stapler. The three- 
color unit can be set on the 
counter or hung on a rack Weis Mfg. Co., Monroe, Mich. 
(Inquiry Card No. 102) —has a small three-color bro- 


chure available which can be 
imprinted and sent out by the 
dealer. It describes and pictures 
many products in the line in a 

Joseph Dixon Crucible Co., short concise presentation. (In- 

Jersey City 3, N.J.—has quiry Card No. 111) 

repackaged ‘’Big Mo’’, the 

ver-sized diameter pencil 

manufactured by the com- 

pany. The new package ad- 

apts the product for count- 





er. shelf r self-selection D. C. Hey Co., Inc., 2110 
sales either with or without Nicollet Ave., Minneapolis 4, 
pre-pricing by reversing the Minn.—has a= sample size 
unit. Each package holds 12 ‘Viso-Deskplate’ for dealer 
assorted color pencils, and use which can be imprinted 
there are three packages to with the dealer’s name. The 
a unit. (Inquiry Card No. sample is a working model. 
108) (Inquiry Card No. 112) 


For More Information Use Inquiry Card Facing Page 74 
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A great new STEEL AGE 


development 
in office efficiency 











full- 
tion 
9er”’ 
red, 
juiry 





-ifth 


» Color-styled Fibcrablass 


ms office partitions 





Max the most of the rapidly growing partition market by offering your 
customers STEEL AGE Fiberglass Office Partitions—the newest and finest 
on the market. These are free-standing, movable partitions with striking 
new beauty and versatility, made possible by combining strong, lightweight 
fiberglass-and-honeycomb panel design with two years of imaginative 
ch research and famous Steel Age craftsmanship. 

Steel Age Fiberglass Office Partitions offer these unique and 





he superior features: 
es NEW BEAUTY: Created by combining a choice of seven fiberglass panel pee. 
‘ colors with the subtle beauty of anodized aluminum posts and trim. | 
in- NEW FLEXIBILITY: Only one style of post is necessary for all installation 
requirements, including electrical wiring, multi-panel assembly, and 
floor anchoring. ee ge 
NEW DURABILITY: The “clear through”’ color of fiberglass makes it 
virtually impervious to marring, wear or cleaning. There’s no paint | 
to chip or scratch. i CORRY-JAMESTOWN 
NEW EASE OF INSTALLATION: Steel Age partitions are | 
10 
4, prefabricated, can be quickly installed by regular maintenance personnel, MFG. CORP., CORRY, PA. 
ze need no reconditioning when altered. Branch Offices 
ler Steel Age partitions are made in a complete range of lengths and heights. Pas ‘acipal citi 
ed Upper panels can be provided in several materials, including fluted glass in sixteen principal cities 
he and translucent fiberglass. Modular doors and gates and a variety of throughout the country 
el accessories are also available. hictiaitadiaias 








Be sure to see these revolutionary partitions by Steel Age at Rooms 520-521, NSOEA Exhibit, Chicago! 
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New Catalogs 


ae 
S41, FEN sets 


Pencil-Crafts Sales Co., 
Lewisburg, Tenn.—is intr 
ducing a new display unit 
for its new personalized bal! 
pen package. The unit holds 
48 packaged pen sets. It 
measures 74% by 614 by 
6% inches and weighs only 
two pounds when packed 
with pens. (Inquiry Card 
No. 104) 














——— SALES STIMULATORS «oviinued 





Charles Leonard, Inc., 79- 
11 Cooper Ave., Glendale 
27, N.Y.—offers its new 
line of loose leaf rings in an 
eye appealing display assort- 
ment. The handy “‘space 
saver’ box holds over 200 
rings in assorted sizes and is 
designed for use as a count- 
er display. (Inquiry Card 
No. 109) 


| 
| 
: 





Shelbyville Desk Co., Shelby- 








Gummed 
Papers 


in beautiful Colors 


FOR CREATIVE CRAFTS 
anD Of CORATIONS 





Dennison Mfg. Co., Fram- 
ingham, Mass.—features its 
colored gummed papers in a 
new and modern package 
which holds 25 sheets in 12 
assorted colors. The back of 
the envelope suggestsa 
score of projects using gum- 
med paper. (Inquiry Card 
No. 101) 


beard Loft A 


SLs, wi 


3 SNF 452-3 | 
SELL MORE 
CASTERS 
gus ways 


TO a as OO NETL eT 
<AgrR Lowwree say 





Faultless Caster Corp., 





ville, Ind.—has recently 


published catalog No. 57 Evansville 7, Ind.—has 
displaying the entire ‘29 Form 203-1 available for 


. a Group’”” of newly designed dealers. This is a condensed 
: modular office furniture in four-page catalog on the 
Smead Mfg. Co., Hastings walnut. The 20-page guide line of office furniture cas- 
Minn.—announced the publi highlights distinctive styling ters which gives complete 
cation of a new 16-page man and flexibility of the furni- descriptions of the casters, 
ual called ‘File and Find tt ture’s use. Price list is also specification tables, pack- 
bie ther mage a wre funda- available for the dealer. (in- —_ perio “grr 
ms in . cke 
typical ‘eles Seaiaidioe “Tt will quiry Cord No. 131) an senting Listing of 
be distributed to Smead dealers chair firms and casters to 
for presentation to accounts fit the chairs is included. 
who — an aid - this na- (Inquiry Card No. 122) 
ture. It can carry the dealer's 
name on imprint. (Inquiry Card 


No. 129) 


DEALER IMPRINT 








For More Information Use Inquiry Card Facing Page 74 
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FACTS ABOUT 


j 4 EXTRA PROFITS 





Only the Enormous Shaw-Walker Franchise 


gives you all 9 profit-making features* 


eee Rie alee To you, a 


single source for 5000 items increases net profits 
because it means—standardized selling .. . 
simplified inventories... less capital invested... 


concentrated purchasing . . . quantity and car- 
load discounts . . . better service . . . account- 
ing with one supplier . . . one line selling which 


makes better informed salesmen. 


Thisis the most 
complete dealer franchise in the industry. From 
the enormous Shaw-Walker franchise of 5000 
items you can fill nearly every office require- 
ment. Broader line means extra profits. 


KMD its YE To dealers, the Office 


Guide means plus sales every day. It is the 


only complete sellers’ and buyers’ catalog in 
the industry. Quantities distributed bear dealer 
imprint. — This “Junior Salesman” produces 


extra profits fer you. 


Ste he eee em Among the 5000 


items in this enormous franchise are many fast- 
sellinz repeat items that can be purchased only 
from the Shaw-Walker dealer, extra profits. 


AC alee te Shaw-Walker sup- 


plies sales training and a constant flow of pro- 
ductive sales aids that make salesmen more 
productive, — extra profits for you. 


SO meer ieuiaes To the buyer, 
the slogan “Built Like a Skyscraper” is the 
symbol of quality and time-saving. Since 1899 
the man jumping in the file drawer has be- 
come the best known office equipment trade- 
mark. Consumer acceptance means extra profits. 


COCCI Full pages in 9 na- 


tional magazines sell time-saving, space-saving, 
record protection, the Office Guide. Monthly 
circulation, 5% million. These ads produce 
qualified leads, build prestige and lift you 
above the crowd, — extra profits for you, 


use in closing the big jobs, Shaw-Walker main- 
tains panoramic displays in 14 major cities. For 
faster service, warehouse stocks are strategi- 
cally located, — extra profits for you. 


* Right now there are a few cities in which we are willing to make a change. 
Yours may be one of them. Write Muskegon today. 





Home Office — 
Muskegon, Mich. 
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George F. Cram Co., Inc., 


730 E. Washington St 


dianapolis, |Ind.—ha 
lished a supplement 
“World Globe Catal 
67" recently. It cover 
new globe models and i 
signed to fit into the c 


+ 


fold of the regular Cr 


catalog. (Inquiry Card 
127) 


No. 


Penco Metal Products Div. of 


Alan Wood Steel Co., 
Brower Ave., Oaks, Pa 
has Bulletin SE-5 showir 


justable steel shelving 


plants, offices, school 
and institutions. Six-page 


it 


letin describes and _ illustr 


six basic types of shelving 


quiry Card No. 124) 


(In- 


R. C. Allen Business Machines, 


Inc., 678 Front Ave., 
Grand Rapids 4, Mich 
produced a catalog of 
sheets covering the full 
business machines. It fe 
each machine in color 
front of each page with 
ifications on the reverse 
Thirty machines are 
sented. (Inquiry Card No. 


82 


No 


Iture 


th 


132) 








- 


[em a =§ 
tt - 
| ner maton sa bp pre CORPORATION Ea 


Reflector-Hardware Corp., 1400 
N. 25th Ave., Melrose Park, III 
now is mailing catalog No. 57 
a fully revised ‘’‘Spacemaster 
catalog covering the complete 
line of equipment manufactured 








the company for merchandise 
presentation. The book is 132 
pages, illustrated with over 700 
photos showing many in-store in 
tallations. A complete guide 


(Inquiry Card No. 126) 


C 7 "> 


General Industrial Co., 5742 
Elston Ave., Chicag¢ II A 
completely new 16-page cata- 
log of office and factory equi 
ment is now available. It list 
many of the thousands of item 
available as well as showing 
and describing the new mate 
rial Chem Rubber-Fix. (Inquiry 
Card No. 121) 


Bradley Corp., Grand Central 
Terminal Bldg., P.O. Box 1340 
Grand Central Station, New 
York 17, N.Y.—has a folder of 
sales ideas entitled ‘‘How to In 


crease Cash Sales.’ It consist 
f a number of catalog sheet 

and quick-selling point-of-pur 
chase office supply specialti 


(Inquiry Card No. 128) 


Charles Leonard, Inc., 79 
C per Ave Glendale 27 IN 


7 ~ has just released 
latest illustrated catal N 
58. It covers loose leaf acces 
ories and stationery specialti« 
which are illustrated for con 
venience of rde ring The cat- 
alog is 84% by 11 inches and 


is punched for a_ three-rin 


binder. Inquiry Card No. 133) 


NEW CATALOGS (ovitinued 


-_ 


- 
visualization made easi 











: : 
hee? 
Bost ag er 


Chart-Pak, Inc., Leeds, 
Mass.—has just published 
its 1957 catalog which has 
been enlarged and revised. 
It contains 24 pages and in- 
corporates a number of new 
features including the list- 
ing of new products in red 
in the table of contents. (In- 
quiry Card No. 125) 





Remington Rand Div. of Sperry 
Rand Corp., 315 Fourth Ave., 
New York 10, N.Y.—offers the 
new “Dream Office’ furniture 
catalog describing the various 
features of the entire line. The 
catalog is 26 pages and fully 
illustrated showing executive 
desks through posture chairs. 
(Inquiry Card No. 123) 





Chicago Desk Pad Co., Inc., 
4640 N. Oketo, Chicago 31, 
111_—feature the newest in 
styling and colors of desk ac- 
cessories in its new catalog just 


released. It shows the new 
“Presidential’’ line as well as 
other items offered as new to 


dealers for premiums and spe- 


cialties. (Inquiry Card No. 130) 





For More Information Use Inquiry Card Facing Page 74 
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The lid is off... 













CARTER SDS 


new stamp pads 
new stamp pad inks 
HI-FIDELITY INKS HI-FASHION DESIGN 





a 





No more weak, “‘washed out”’ stamping! These Here is the subtle, graceful Look of Hi-Fashion 
amazing new Hi-Fidelity Stamp Pad Inks that “‘takes stamp pads out of the drawer and 
give unsurpassed depth of color (* provide puts them on top of the desk’’! But these re- 
such clarity and stand-out contrast that mark- markable Pads offer more than modern beauty. 
ings seem to “leap right off the paper’’. They are a joy to use, give outstanding extra 


“‘mileage’”’ (*). 






No matter what color of paper is used . . . no 
matter what color of Ink is chosen . . . Carter’s Safe... quiet ... easy to use... and long- 
new HI-FI Inks do the job better. Black, Red, lasting. Supplied in tough “Extra Service’ 
Blue, Green and Purple in handy desk sizes style (felt) or wrist-saving “‘Feather Touch 
(with brush caps or unique spreader tops) as Foam”’ (rubber). Hi-Fidelity inked in Black, 











well as in economical larger sizes. Red, Blue, Green or Purple — or Uninked. 





SAFETY EDGES... “NO-RUST’’ CASE LINING 


iround, on both cover and base. Rolled plastic-lined cover and base prevent rust 
lges save stamps and fingers. prevent cover corrosion. Even the hinges are protecte 


mM Warping or twisting. 


ot OF ©] Mo) | OE 0-7 | = » haa oy. ) —Se “FLICK-ACTION’’ COVER. 


belt’ around pad tells color of ink. Visible flicks open with one finger. Cover and | 
from any angle for sure color identification. lie flat for kitten-quiet operation. 


ITED s 
NT “O 
periority 
to numb 
test con 
Dresentat 





R. 
db 


periority of Carter’s 1 


to number of clear impressior 


YOU'LL WANT THESE HI-FASHION STAMP PADS 


.».they’re so advanced in design, they make all others old-fashioned! 


HERE IS THE STAMP PAD AND INK COMBINATION 
THAT PERFORMS MIRACLES OF CLEAR MARKING 


... more than long life 
combination of Hi-Fashion 
Pads and Hi-Fidelity Inks provides outstand- 
ing READABILITY and CLARITY of 
stamping. 

Whether the choice is Feather Touch Foam 
Pads or Extra Service Felt Pads . . . whether 


More than beauty 
Carter’s new 


For better marking every time 
choose the modern Carter line 
...the hallmark of satisfaction. 


ITED STATES TESTING CO., INC. STATE- 
NT “Our Test BR-2052, July 1957, shows the 
ew Stamp Pads and Inks 
1s and depth of color 
ands were used’’. Carter’s 


have these tests. 


the paper used is pink, yellow, white or any 
of the many colors available in modern 
office forms... whatever the color of Hi-Fi 
Ink — the results are unmatched for con- 
trast, depth of color and crispness of print. 

... And isn’t that what you want from 
Stamp Pads and Inks? 


qVY, 


IN wate 


Since 1858 specialists in Fine products for Office, School, Home and Industry: 
Carbon Paper; Typewriter Ribbons; Adhesives; Stamp Pads and Inks; Duplicator Supplies; 
Writing, Drawing and indelible Inks; Eradicators; Artist Colors; Marking Devices and Inks. 


THE CARTER'S INK COMPANY, CAMBRIDGE 42, MASSACHUSETTS 











CARTERS 


gives you two 
new ideas in stamp pads 


ti-fdelity inka bi-fashion design 


for new highs in 
stamp pad & ink sales! ADVERTISED | 


LIFE 





CARTER’S BACKS YOU with advertising in LIFE on 


these new stamp pads and inks 

Carter’s is telling everybody about the new “‘stand-out”’ con- 
trast of these new Stamp Pad Inks, the Hi-Fashion Look of 
these all-new Stamp Pads. Plan to tie in with the color ads in 
LIFE this Spring. 

And remember . . . every Carter Advertisement in LIFE 
directs the reader to your counter. 

Don’t miss out .. . push this new “Hi-Fi” idea in Stamp 
Pad Inks... this new Hi-Fashion Look in Stamp Pads. 


CARTER ARMS YOU with tools that sell 
® full color consumer circulars 
® full color catalog pages for your salesmen 
colorful window display material 
window streamer to tie in with LIFE 
mats and electros for your local use 
free layout and copy service for your local use 


DON’T STAND ON THE CURB AND WATCH THE 
PARADE GO BY ...ORDER NOW ... BE FIRST 
WITH THESE NEW IDEAS IN PADS & INKS! 


THE CARTER’S INK COMPANY 
Cambridge 42, Mass. - 80 Varick Street, N. Y.C. + 11 West Hubbard Street, Chicago, Ill. 
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Industry Reveals 


Expansion Policy 


By S. E. Rhodes 


Lancashire Press Agency 


277 Corn Exchange Buildings, Fennel Street, Manchester 4, England 


Manchester, September 1 

It would appear that the trade has recovered from any 
partial set-back there may have been some time ago and the 
expansionist policy is again in evidence on all fronts, both 
distributive and manufacturing. 

One of the attractive new showrooms recently opened is that 
of Universal Typewriter Co., Ltd., Slough, which has adopted 
all the modern techniques of display. A “see-through” type 
of window and adjustable wall lights with bold-relief mer- 
chandise all add to the effect. 

And just to prove that the idea is much the same the world 
over, I hear that new showrooms have been opened in Suva, 
Fiji Islands by Armstrong and Springhall, Ltd., of New Zea- 
land. The firm established a small office in Fiji in 1949 and 
has considerably expanded since then. There is now a staff 
of twelve at Suva and two people operate a sub-branch at 
Lautoka. 

Messrs. D. Matthews and Son, Ltd., the well-known distribu- 
tors of 61/63, Dale Street, Liverpool 1. have just let me see 
their latest catalog, and a very impressive one it is, too, 
incorporating some very attractive colors on the cover to 
illustrate office furniture. 

I am told by the firm that the latest theory of office planning 
suggests that an L-shaped desk provides the greatest working 
surface for one person in the smallest floor space. 

° 

That vexed question of Collective Advertising has been dis- 
cussed at some length by the Kent Branch of the Typewriter 
(and Allied) Trades Federation and the members came to the 
conclusion that the best medium for this form of advertising 
was the local paper and that the cheapest form of such adver- 
tising would be in the “Small Ads” column which was the 
most widely read. A further suggestion was that all members 
should insert in their local papers the slogan, “A Portable 
Typewriter Makes an Excellent Xmas Present.” Where there 
were two or more members in an area the cost was to be 
shared by mutual arrangement. 

The slogan ultimately appeared in more than 20 Kent 
newspapers with a combined circulation of over 500,000. 
Apart from a considerable amount of favorable comment, 
there was unexpected publicity in one of the big British 
national newspapers, one of the local papers having the word 
“bakes” instead of “makes”! This error was quoted by the 
national daily. 

e 

The Stationers’ Association has announced that the Station- 
ery Trade Fair for 1958 is to be held at Alexandra Palace, 
London. This will mean that all the exhibitors will be housed 
under one roof. The Great Hall which will hold the exhibition 
is superbly appointed. Before the outbreak of World War Two, 
Alexandra Palace was a big exhibition center and although 
it has been associated more with television broadcasts in re- 
cent years, the announcement of the holding of the annual 
exhibition by the Stationers’ Association has been welcomed 
by the trade. 

Brochures will be distributed. 

* 
Twelve mechanics from all over Britain have recently re- 
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turned from a week’s course on the advance mechanics of 
standard typewriters and adding machines held at the Olympia 
typewriter factory at Wilhelmshaven, Germany. They came 
from Watson’s Business Equipment, Ltd., Glasgow; Typewriter 
Bureau, Ltd., Birmingham; Kidd’s Business Service, Ltd., 
Middlesbrough; Rockwells Office Equipment, Ltd., Slough; L. 
C. Mumford, Liverpool; Holmes and Simcock, Ltd., Coventry; 
Atherton and Co., Liverpool; Amalgamated Typewriters, Ltd., 
London, E. C. I.; East Surrey Typewriter Co., Ltd., Croydon; 
Carlton Business Machines, London S. W. 7; W. C. Walton 
and Sons, Manchester and Knapp and Molyneux, Ltd., Cardiff. 
* 


A new electronic systems machine has been developed by 
Office Distributors (B. T. L.), Ltd. 

The new machine is an electronic development of the Orlid 
Super Universal. Any presentation of lines or groups of lines 
can be selected and printed electronically onto a condensed 
form in one pass. 

The machine is eminently suitable for invoice-works order 
sets, where partial deliveries occur and where control of order 
backlogs is essential. It includes a line posting device for 
small cards, bin tickets, etc. 

. 

The recent changes made by the British Government in the 
deposits to be paid on the hire purchase of certain articles has 
affected the sale of typewriters and some other items of office 
equipment. 

The initial deposit under hire purchase agreements was for 
some 50%. It has now been reduced to 33 1/3%. Although 
this makes it easier to sell typewriters on hire purchase there 
is of course a slightly bigger risk for the distributors. On the 
other hand, it will now be possible to recover the machine 
if the first installment is not paid because the law now stipu- 
lates that machines can be recovered until 50% of the pur- 
chase price has been paid. When this amount has been paid 
any recovery can only be effected by a court order. 

. 

An ingenious little “gadget” comes from the firm of Percy 
Jones (Twinlock), Ltd., of Beckenham. They have produced 
a new cycle billing tray which may be used not only for a 
cycle billing system but for credit sanction cards and ledger 
cards, 

Obviously the success of any system depends, in the final 
analysis, on the person operating the system. Accordingly, 
there is a “peep hole” in the tray which enables the operator 
to ensure that all sales dockets or mailing media have been 
cleared. 

. 

Imperial Typewriter Co., Ltd., recently introduced two new 
portables. They are the “Good Companion” 4 and 5. The “4” 
has an 88 character keyboard, full-length two-color ribbon. 
The “S” is a deluxe portable which has every important feature 
of an office typewriter. It has a 92 character keyboard, keyset 
tabulator and other features. Foreign and specialized key- 
boards are available with each machine. 

The “4” and “S” are available in a hammer-bronze finish 
fiberglass case or a luxury zip-fastening leathercloth case. 


Representatives of office equipment concerns abroad, 
visiting in the United States, are cordially invited to 
make the offices of this journal their headquarters. The 
staff at the main office, 600 W. Jackson Blvd., Chicago, 
and the staff at the branch headed by G. C. Wheeler 
at 1023 Pershing Square Bldg., Pershing Square, 42nd 
St. and Park Ave., New York, will be happy to be of any 
possible service. While the facilities at New York are 
not so many as at Chicago, there will be found the 
same desire to serve. 
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Industry Meetings 








Auditorium .. . of the new 2! million- 
dollar Center for Continuing Education 
at the University of Georgia, scene of 
NSOEA Management Training Course, 
November 14, 15 and 16. 


NSOEA Management Course 
Planned at University of Georgia 


The first intensive training course in management sponsored 
by the National Stationery & Office Equipment Association 
for dealers, will be held at the new 2'2 million dollar Center 
for Continuing Education of the University of Georgia, No- 
vember 14, 15, and 16. 

Starting with an orientation session conducted by Paul Bur- 
bank, NSOEA executive vice-president, at a dinner meeting 
November 14, the course will swing into two full days of con- 
centrated study, demonstration and conferences. 

Divided into four groups for better personal attention, the 
participants will attend half-day sessions in each of the four 
main areas of profitable management: Accounting for Profit; 
Selecting Better Salesmen; Increasing Inventory Turnover; and 
Merchandising and Advertising. 

University of Georgia instructors from the College of Busi- 
ness Administration will direct the sessions with the aid of 
statistics, case studies, and other materials supplied by NSOEA. 

Dealers and staff members will eat, sleep and attend all the 
NSOEA management classes in the beautiful new Center for 
Continuing Education on the campus at Athens, Ga. Besides 
having bedrooms with sitting room, private bath and television, 
they have free access to the lounges, discussion and reading 
rooms, auditorium, library, main dining room and coffee shop, 
all housed within the new center. 

Although similar management courses normally cost four 
to five times as much, NSOEA has set the fee at $40 for the 
entire course including all texts and materials. Room and board 
will be furnished by the University at the Center for $20 for 
the entire stay. Write NSOEA at 740 Investment Building, 
Washington 5, D. C. for registration 


Sports Figures Hail Mosler Athletes 


Participants in the Mosler Safe Co.’s athletic program were 
hailed by some of the country’s top sports figures at the firm’s 
annual sports dinner held recently in Hamilton, Ohio. 

The all-star group attending the dinner included Wally Post, 
Joe Nuxhall, and Johnny Klippstein of the Cincinnati Redlegs; 
Bill Virdon, Vern Law, and Dick Groat of the Pittsburgh Pi- 
rates; and Jim Paxson, Dave Piontek, and Clyde Lovellet of 
the Cincinnati Royals basketball team. 

Edwin H. Mosler Jr., president of the Mosler Safe Co., and 
a sports enthusiast and personal friend of many of the coun- 
try’s top sports figures, presented the awards to the men and 
women athletes of his company who had been rated top ath- 
letes of the year in archery, softball, basketball, bowling, golf, 
and riflery. 








NOFA Plans Another Management Seminar 

The success of the first NOFA Management Seminar at 
Michigan State University resulted in numerous requests that 
a similar Seminar be presented this fall for those unable to be 
present last May, announces John R. Gray, executive director 
of NOFA. 

The dates of this second Management Seminar at Kellogg 
Center, Michigan State University, East Lansing, Mich., will 
be October 13-17. The cost will be same, $85.00, which in- 
cludes room and board at Kellogg Center, and tuition. The 
program in general will be: 

Sunday, October 13 

5:30 P.M. — Registration and Get-Acquainted Dinner. 
Monday, October 14 

9:00 A.M. — Sales Training. 


1:30 P.M. — Leasing of Office Furniture. 
5:00 P.M. — Cocktail Party at Country Club. 
6:30 P.M. — Dinner. 
Tuesday, October 15 
9:00 A.M. — Record Keeping and Financial Analysis. 
1:30 P.M. — Financial Management and Marketing. 
3:00 P.M. — Interior Design and Decorating. 
6:00 P.M. — Dinner. 
7:15 P.M. — Bull session under the direction of a Uni- 


versity professor. 
Wednesday, October 16 


9:00 A.M. — Personnel Recruiting, Selection and Train- 
ing. 

10:30 A.M. — Personnel Training, Compensation and 
Fringe Benefits. 

1:30 P.M. — Legal Aspects of the Office Furniture Busi- 
ness. 

3:00 P.M. — Advertising and Public Relations. 

Thursday, October 17 

9:00 A.M. — Economic Trends and a Forecast of the 
Office Furniture Business. 

10:36 A.M. — Evaluation of the Seminar. 

12:15 P.M. — Closing Luncheon and presentation of certifi- 
cates. 


J. L. May Co. Host at Outing 

The J. L. May Co. held its annual outing for employees 
and families on Saturday, August 17. 

After a delicious barbecued “Cookout,” an office-factory 
softball game ensued. This year, the factory team emerged 
victorious. 

In addition, sack racing, dodge ball, three-legged race, po 
tato race and various other games were the attractions of the 
day. The winners of each contest were awarded prizes. 
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a superior contemporary design with exclusive 
distinction...calculated to win 
buyers and influence sales your way. 
Stock and display the 
“IMPERIAL” group. 


Full details on request. 


4@ Side Armchair 
440 U 


Swivel Chair 
440% U 
Visit us at the 
NSOEA Convention 
Room 651A 
Conrad Hilton Hotel 


makers of fine chains for over half a century 


: MILWAUKEE CHAIR COMPANY °« Milwaukee 45, Wisconsin 











President Longmaid 
initiates ‘Congress 
of Presidents’ for 
small business firms. 
Vice-president Nixon 
delivers address. 


Esterbrook Holds 


Camden, N. J. 
@ SPECIAL ADDRESSES by Vice-President Richard M. 
Nixon and Ivan Allen, Jr., president Ivan Allen Co., Atlanta, 
Ga., highlighted the five-day management conference held by 
the Esterbrook Pen Co., August 19-23, in the Cherry Hill Inn 
near Camden, N. J. 

The meeting assembled key Esterbrook personnel from the 
four corners of the nation and from overseas for planning 
sessions that looked forward to the company’s second century 
in the writing instrument field. It was the first such meeting in 
four years. 

It was the occasion also for the introduction to field men 


i of Esterbrook’s twin-cartridge “Safari” fountain 
OA pen—and for a proposal by the company’s presi- 
taff dent for a “Congress of Presidents” of small and 


medium-sized manufacturing firms. The congress, 
to be held in 1958, will bring together about 100 
factory presidents to study solutions to the prob- 
leuss ut small and medium-sized companies in today’s “Big 
Business” economy. 

Vice-President Nixon, speaking on a special closed-circuit 
television hookup from Washington, congratulated Esterbrook’s 
president, Sydney E. Longmaid, on his congress proposal. Mr. 
Nixon commented that co-operation among business executives 
to solve mutual problems lying outside the area of anti-trust 
law limitations is “in the best American traditions.” 


report 





Nixon Warns Business 


Mr. Nixon took the occasion to warn, however, that busi- 
nesses which can not stand on their own two feet can expect 
no help from the federal government and have no rightful 
place in the American economy. 

“There is a place for big business, medium business 
and small business in the United States,” the vice-president 
declared. Government aid to business will be given impartially, 
he added, but only in the fields of anti-trust activity, credit 
activities and “in the field of tax incentives in those instances 
where it would be proper for smaller businesses and for new 
enterprise.” Mr. Nixon continued- 

“But beyond that, I think we have to recognize a funda- 
mental truth—that we cannot expect either now or in the 
future the Federal government to subsidize business in the 
United States which economically cannot stand on its own feet. 
Some assistance, some encouragement can be expected, but 
basically, unless a business is able to stand on its own and 
compete, there is no place for it to remain in the American 
economy.” 

Mr. Longmaid’s proposal was based, he said, on his belief 
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Introducing the “Safari” . . Sydney E. Longmaid, president 
of Esterbrook, shows the new pen to Ivan Allen, Jr. John T. 
McLoughlin, vice-president, looks on. 


Management Conference 


that there exists “a considerable threat to the traditional rights 
of Americans to enter business and the right of the soundly- 
managed, progressive company to survive in it.” 

He added that “the current epidemic of mergers among all 
too many old-line firms and the outright disappearance of 
others” proves “that in today’s competition the ‘natural’ hazards 
and obstacles are getting too big for the smaller production 
enterprises to take in their stride.” 


Group Set as Sounding Board 

Mr. Longmaid emphasized that the Congress would be a 
“sounding board, not a wailing wall,” and would recognize 
“Big Business” contributions to the nation’s economy. Its pur- 
pose, he said, would be self-held for the manufacturing firms 
of small and medium sales volume in the important industrial 
fields. The delegates would exchange views and experiences 
and with the help of outstanding experts in the various phases 
of business life would “diagnose their ills, prescribe cures and 
inoculate one another with the serums of imagination and ex- 
perience.” 

Mr. Allen, past president of the National Stationery and 
Office Equipment Association, said in his address that the 
problems of the small retailer, on the other hand, are often 
of their own making. 

“The potential of success and growth,” said Mr. Allen, “is a 
built-in feature of every American retail business: ‘built-in’ 
because no one has yet repealed our free enterprise system and 
because—despite this age of comfortable living—we Americans 
have neither forfeited nor forsaken our heritage of energy 
and imagination.” 


Forerunner . . . of the 
new “‘Safari’’ was the 
“Mammoth _ Falcon” 


a pen used by author 
Walt Whitman when 


he wrote ‘Leaves of 
Grass’’ nearly a cen- 
tury ago. “Pidge”’ 
Saunders of _ Ester- 
brook holds the new 
pen. 
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Invincible’s “Big Boss” Desk 
adds new prestige and sales 
appeal to your entire 
Invincible line! 





ill 


of “OU’RE in on the start of a profitable love management level magazines. . . leading to spec- 
ds affair — between every man who ever longed tacular sales of your entire line. For this desk 
Qn for more desk room and this truly magnificent is a dramatic symbol of every famous Invincible 
new desk. A conference table in itself, with two- feature; steel construction, built-in convenience 
tone finish, perforated panel for smart effect and and efficiency, handsome styling, range of beau- 
‘d free air circulation, new leg base (shown) or tiful finishes . . . So begin right now telling big 
island base under each pedestal. bosses all about the “Big Boss’ desk—your entry 
< Thousands will see it in Invincible ads in top to new business, more sales, spiralling profits! 


i Another big opportunity to sell service!... 
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By Capitalize on the high interest in ‘‘Big Boss’’ desks by Your Invincible office plan gives you your chance to 
offering Invincible office planning service . . . with the help the customer select all his needs from the catalog 
kit that makes you a planning expert overnight. You of Invincible’s complete line of desks, modular-design 
easily create irresistibly handsome new offices that make units, chairs, files . . . all adding up to the finest office 
maximum use of space available . . . for more efficiency, you can sell, more customer satisfaction with your serv- 
higher personnel morale, and faster output of better work. ice and more repeat sales too! 
See the Invincible live at the N. S. O. E. A. 
convention and exhibit in Chicago. We have 
new quarters on the 6th floor — rooms 655 and 657. 
Business engineered for better business living 
Invincible 
guards 
retailer 
—- 
sells only 
- to franchised 
Invincible 
dealers 
a 


INVINCIBLE METAL FURNITURE COMPANY, Manitowoc, Wisconsin 
In Canada: A. R. Davey Company, Ltd., Factory Representative, 1162 Caledonia Road, Toronto 10, Canada 
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Problem Clinic Set For 
National Business Show 


An unusual and outstanding feature of the 1957 National 
Business Show will be the Management Center, staffed to an- 
swer tough problems in office management, according to 
Rudolph Lang, managing director of the show. Located on the 
second floor of the N. Y. Coliseum, the Center, which will 
consist of a panel of eight experts in various phases of office 
management, will provide one area in the country during the 
show (October 28 through November 1) where businessmen 
can obtain expert guidance toward the solution of troublesome 
management problems. 

Visitors to the show will have direct access to the Manage- 
ment Center panels, while businessmen throughout the country 
will merely have to call JUdson 2-6010 in New York City, to 
be directly connected to the Center. Thus, the solution to dif- 
ficult office problems is no further away than the businessman’s 
telephone. 

Designed by Itkin-Affrime-Becker Design Associates, Inc., 
New York, and equipped by exhibitors in the show, the Man- 
agement Center will seat a panel of eight experts in data proc- 
essing; methods and procedures; records administration; com- 
munications; duplicating and copying; machines and equip- 
ment; interiors; and personnel administration 

Acting as moderators during part of the panel sessions will 
be several well-known personalities from radio and TV, such 
as John Tillman and Kevin Kennedy of the New York Daily 
News TV Station, WPIX; Tony Marvin of CBS; Kenneth 
Banghart, NBC; Carol Reed, CBS; and Janet Tyler, ABC. 

With an audience in excess of 100,000 expected at the show, 
it is anticipated that the flood of questions will go beyond the 
physical possibility of personal answers. In these cases, an- 
swers will be forwarded by mail, as the Management Center 
can and will answer all pertinent questions directed to it. 





Steel Age Sales, Management Executives Hold Meeting at Home Offices... 


be 
2 y 

i 

More than 40 Steel Age sales and management executives at- 
tended a recent sales meeting at the home offices of Corry- 
Jamestown Mfg. Corp. August 12-16. Representing sales of- 
fices throughout this nationwide organization, these men were 
present for discussions and demonstrations concerning every 
phase of the Steel Age sales program. Latest sales techniques 
and product developments were reviewed as the group reported 
on the year’s progress. In addition, new promotion materials 
and sales aids were introduced as part of the dealer sales pro- 
gram. Pictured are: 

Front row (left to right), C. H. Blad; W. H. Jenkins; W. G. 
Ross; W. B. Ellsworth; E. Thacker; H. R. Clark; D. Armour 
Hillstrom, vice-president and general manager; David A. Hill- 
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Queen Selected . Miss Connie Conrad of Yonkers, 
N.Y. has been selected as queen of the 1957 National 
Business Show. As one of its activities, the Show selects 
a top salesman from the sales staffs manning the booths 
Here, Miss Conrad appears with Charles B. Alling, Jr., 
president of Hile-Damroth, Inc., New York City, chair- 
man of the Distinguished Salesman Award committee of 
the Sales Executives Club. The statuette and color-TV 
set shown will be awarded by the National Business Show 
to the top salesman. 
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strom, president; C. A. Hillstrom, vice-president and assistant 
general manager; R. A. Edgren, vice-president and district 
manager; L. J. C. Salter; B. C. Weaire; L. E. Johnson. 





INTRODUCING THE FABULOUS 


se 


Rear row (left to right), J. J. Windahl, Allan Ahlstrom, H. EJ 
Hutzelman, A. F. Dahlstrand, C. A. Keough, H. S. Morgan, } 
F. M. DeBlon, J. M. Windahl, G. H. Burt, A. E. Okerberg, R.} 
D. Trainer, J. M. Ferguson, Dick TenHaken, K. W. Fairclough, | 
M. S. Skeffington, Jr., J. F. Beebe, John Radcliffe, C. A. Wil- 
liams, E. F. Anthony, R. B. Moore, Maurice Cowan, John Burns 
R. D. Firth, W. R. Ross, S. M. Hicks, R. S. Hill, R. D. Young, 
R. E. Galbreath, E. O. Gage, Bud Gumbleton, Russ Clark, W. D. 
Cook and Jan Howard. 





Rem-Rand Sales Schoo! .. . 


Sales merchandising techniques for the 
products of the Dealer Sales Division of 
Remington Rand Division of Sperry Rand 
Corp. were the basis of a five-day sales 
school held recently for dealers and their 
salesmen at the Hotel Stockton, Stock- 
ton, Calif. The sales school was con- 
ducted by H. W. Barnes, director of 
sales education for the Dealer Sales Di- 
vision, 
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advertisers in the OA BUYERS INDEX 


have found... 
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WHY? Because less than 50% of all dealers have up-to-date filing systems of manu- 
facturers’ catalogs, YOUR PRODUCTS WHEN REPRESENTED in catalog 
or reference-type advertising, in the INDEX, are “‘on hand”’ for instant reference 
and ordering. 


WHY? Because the more product information your INDEX ad provides, the easier it is 
for the Dealer to LOCATE and ORDER THOSE PRODUCTS he is interested 
in, at that particular instant. 

WHY? Because such advertisers receive page reference to their ad space in every listing 

. special logo for use in other ads . . . stickers for direct mail use . . . special 
advance promotional mailing to dealers . . . lowest rate per page. 


Because, cross-section surveys have proven that more than 


WHY? 84% of all store buyers refer to the OA INDEX either daily id 
or several times a month, you, as an advertiser, are assured col 
that the INDEX is a vital factor in the buying habits of the buyer. br 
Logically, then, the more of your product line and brand Os 
identification shown, the greater the results for you. bu 

The OA BUYERS INDEX conveys your product message to the desks as 

of more than 13,500 dealers and buyers . . . they determine the yo 

brand . . . make it easier for them to choose your brand by pre- wh 
senting your products in catalog or reference-type advertising. 

The: 

Mar 

and 









EARLY SPACE RESERVATIONS COMMAND CHOICE LOCATIONS. . 
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OFFICE APPLIANC 
600 WEST JACKSON BOULEVAR 
» CHICAGO 6 > ILLI 









to product sources 
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YES, the OA BUYERS INDEX 
represents 13,500 buyers 


| LOOKING for the MANUFACTURER 


(tic a change, isn’t it, from normal ir) 





advertising where the manufacturer looks for the 
buyer? 
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iP 
CONSTANT USE BY 
BUYERS 


. . because it contains the industry’s most 
complete compilation of data on office products, 
brand names and manufacturers’ locations, the 
OA INDEX has a strong influence on the 
buying habits of store buyers. 


asa manufacturer of office products 
you get all of these advantages 
when you advertise in the OA INDEX 


THE PRODUCT CLASSIFICATION INDEX 

lists more than 1,250 categories of merchandise. 
These products are cross-indexed for easier reference. 
Manufacturers are listed under the products they make 
and as an advertiser YOUR NAME is conspicuously shown 
in bold-face type. 


THE ALPHABETICAL LIST of MANUFACTURERS 

gives the home addresses of more than 2,500 
manufacturers of office products. As an advertiser, 
YOUR NAME is again shown in bold-face type. In 
addition fo this, the page location of YOUR AD is promi- 
nently shown. 


remember 
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The Authoritative CATALOG REFERENCE 
of 13,500 BUYERS of Office Products 


CONTINUALLY 
REFERRED TO 
BY SELLERS 


.. . thousands of Dealers and Store Salesmen 
use OA BUYERS INDEX as a reference of 
supply to customer requirements, as a sales 
catalog for field work, and as a source of 
accurate information for sales meetings. 


THE TRADE-NAME . . . TRADE-MARK INDEX 
identifies you as the manufacturer of that particular 
line or product. Reference, then, to the alphabetical index 
establishes your location . . . again in bold-face type. 


THE YEAR-ROUND PROMOTION by OFFICE 

APPLIANCES on behalf of its advertisers, through 
editorial support, post cards, letters, reports on surveys, 
etc., helps to keep your name and your products before 
buyers throughout the U.S., Canada and in vital foreign 
markets. 


THE OA SPECIAL INQUIRY SERVICE brought 

in more than 15,000 special requests last year, 
asking for information about manufacturers’ products. 
After being screened, to eliminate non-buying elements, 
they were forwarded to OA BUYERS INDEX advertisers 
for answer. 


THE OFFICE APPLIANCES 


BUYERS INDEX WORKS FOR 
YOU 12 























MONTHS EACH YEAR 
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NOFA Adopts Central Theme 
For Philadelphia Convention 


@ AN ENTIRELY NEW “central theme” concept for indus- 
try exhibits has been adopted by the National Office Furniture 
Association for its 12th annual convention in Philadelphia’s 
Convention Hall next March 28-31, it has been announced by 
John R. Gray, NOFA’s executive director. 

Exhibitors will be offered the opportunity to acquire low- 
cost, specially-built, portable displays integrated with the over- 
all “present-day style” theme of the convention, Mr. Gray 
said. Further, he pointed out, the NOFA convention plan pro- 
vides for distinctive highlighting of all “new” developments in 
office furniture and equipment being introduced at the con- 
vention exhibit. 

The purpose of the convention, and the “selling clinics” be- 
ing programed for exhibitors and dealers, will be to demon- 
strate “how to sell present-day style” by creating customer 
dissatisfaction with over-age, out-moded office appointments 
and thereby tending to increase sales of newer items dis- 
tinguished for modern design combining function and pleas- 
ing appearance. 

Using the initials of the association’s name as the initials 
for the words of the over-all theme, the convention committee 
will promote the Philadelphia event as a collection of the 
“Newest Office Furniture Advances.” Every strictly new or 
restyled piece or line will be given special emphasis by means 
of an unusual device hanging from the ceiling over the dis- 
play of the exhibitor of the new item. A featured event will 
be a mass “parade” of new products. 

Three major aisles on the convention’s exhibit floor will 
be identified by signs on lighted corner lamp-posts as part of 
the main “Boulevard of Style.” The boulevard aisles will be 
decorated with arrangements of flowers and greens, and the 
10x10-foot exhibitor display spaces along the Boulevard of 
Style will be assigned according to the NOFA plan of senior- 
ity. 

The “cross streets” or aisles will be designated by lamp-post 
signs as “Modular Terrace,” “Fashion Street,” “Red Carpet 
Avenue,” “Design Park,” and other names in keeping with 
the central theme. 


Offer Low-cost Integrated Displays 


A plan has been worked out with the Wm. H. Simkins 
Studio, 3 Penn Center Plaza, Philadelphia, to provide exhibi- 
tors with low-cost custom-designed displays developed to tie 
in with the over-all theme and appearance of the convention. 

Exhibitors may use their own designs for displays, or rent 
the customary background drapes. However, Mr. Gray said, 
the idea of the low-cost, integrated display is being offered 
so that no exhibitor will feel he cannot be part of the “Boule- 
vard of Style” or any of the convention’s cross-street themes. 

Arrangements are being made to obtain 9x10-foot pieces 
of carpet for exhibitors, in colors to harmonize with those of 
their displays, at reduced prices. 

Exhibitors thus will be able to have a complete, custom- 
designed, re-usable 10x10-foot booth for as low as $250- 
$280, thereby lowering pro-rata costs for participation in a 
number of future shows. 

Exhibitors will be able to deal with NOFA headquarters 
in arranging for display space, and where possible they will 
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theme is depicted for NOFA’‘s 
1958 convention in the form of a scale model of exhibits as 
they will appear on lower floor of Philadelphia’s Convention 
Hall next March 28-31. Typical arrangements of portable, 
integrated displays appear in ‘thumbnail’ size, with fountains 
centered in plant arrangements of principal aisles. Space is | 
available for 250-300 exhibits. 


BOULEVARD OF STYLE... 


be grouped by type for the convenience of attending dealers 
with special office equipment and furniture interests. Arrange- 
ments for creation of the integrated, custom-designed displays 
are to be made by exhibitors directly with Luke Lipka, head 
of the Simkins Studio. 

The NOFA convention committee has approved a brochure- 
folder explaining the “new look” in industry exhibits, depicting 
the “Boulevard of Style” plan, and outlining the objectives of 
the annual convention display and program. This folder, con- 
taining both a floor plan of booth spaces and a reservation 
card, soon will be mailed to potential exhibitors. 

Rules and regulations for exhibitors, plus all pertinent in- 
formation on shipping arrangements, rental costs for equip- 
ment, electrical work and so on, will be sent to exhibitors 
after they have signified their intention to participate. A 


package-presentation with models of custom displays, materials | 


to be used, and costs, also is in preparation. 


Unload Exhibits on Display Floor 


In addition to the central exhibit theme of the “Newest 
Office Furniture Advances,” NOFA will dramatize its own 
ideas with exhibits of typical “chamber of horrors” equipment 
of all kinds still in use long after becoming obsolete, as well 
as indications of future trends in the same kinds of equipment. 


The objective of NOFA’s own exhibits is to identify all | 


manufacturer items in the Boulevard of Style main floor as 
designed to meet today’s standards of beauty and function 
in office furnishings and appointments. 

All displays will be on the lower level of Philadelphia’s 
Convention Hall for convenience in loading and unloading 
trucks and vans directly on the exhibit floor. Space has been 
provided for 256 exhibitors, with additional booth locations 
available. 

Site of the convention is near 34th and Spruce Sts., ad- 
joining the Commercial Museum and buildings of the Univer- 
sity of Pennsylvania, about 20 blocks from the mid-city hotel 
area. Convention headquarters will be at the Bellevue-Strat- 
ford Hotel, Broad and Walnut Sts., where 500 rooms will be 
available. An additional 1,125 rooms have been allotted by 
Philadelphia’s Convention Bureau in the new Sheraton, the 
Warwick and the Barclay hotels, all near the headquarters 
location. 

A number of valuable door prizes will be part of the con- 
vention plan, Mr. Gray disclosed. Some of the prizes will be 
on a daily attendance basis. Others of greater intrinsic value 
will be awarded at the end of the four-day convention. 

Possibility of arranging radio and television coverage is 
under study. A convention news bureau is being established by 
Arndt, Preston, Chapin, Lamb & Keen, Philadelphia adver- 
tising and public relations agency representing NOFA, and 
full press facilities will be provided adjoining the display 
floor at Convention Hall. 
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FREE Dealer Helps! 


e Envelope Enclosures, with 
your imprint 
e Newspaper Ad Mats. 
e Ads prepared for your Catalog 
or Mailing Pieces. 
e Colorful 16-page Catalog. 
e Manual of Record Storage Practice. 


25 STOCK SIZE 





| No. Uses H. L 
lit LETTERS x 10%" x 24" 
[25 LETTERS 12" x 10%" x 15” j 
12 CAP 15” x 10%" x 24” | 
33 INVOICE x 8%" x24" 
[2 CHECKS 9°x 3%"x24" A. 
| § CHECKS x 4” x5" 
} VOUCHER x 4%" x24" 
5 CHECKS "x 4%4"x 24" 
| DEP.SLIPS | 8x 4” x24" 
| § DEP. SLIPS g°x 4° x15" 
19 TAB CARDS x 3%" x 18" 
[23 TAB CARDS 1%" x 3%" x24" 
4 TAB CARDS 15u"x 3%" x 18" 
) 3x5" CARDS i" x 3%" x24" 
3 4x6” CARDS 6°x 4" x26" 
10 4x6” CARDS "x 4%"x 15" 
[16 5x8” CARDS 8° x 5%"x 24" 
[20 8x5” CARDS x 8%" x28" 
[6 Sass B%"x 5%’ x20" 
[18 Brox x 7° x26" 
[2 Shae "x 6" x20" 
121 Sisxtl ~ B%" KIL" x 18" 
Ita t2xi2 x 12%" x 12" 
15 VOUCHERS 4%4°x10" x24"! 








| 4 SALES SLIPS x 5%" 24" er 


Visit us at 
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only ee 
LIBERTY 
has all 
these Corrugated Board 


FEATURE All LIBERTY boxes are 
i) made of moisture-re- 
sistant, High Test Cor- 
rugated Fibre-board 


BANKERS BOX COMPAI > sae: 
Established in 1918 “Bite. <a 


2607 NORTH 25th AVENUE 


RECORD STORAGE BOXES 


the ommwen'to the file aud Find pnoblew 










There’s nothing like repeat business to make 
your cash register ring up sales. Thousands of 
users have purchased LIBERTY Storage Boxes 






again and again . . . continuously for over 35 






years .. . proof of customer satisfaction. 





It’s a real customer service to provide LIBERTY’s 
“file and find’? method for all inactive office 







records ... and a money-maker for you! 






LIBERTY'S National Advertising, a dealer’s potent 









sales-help, reaches over 1,000,000 business 






executives who influence buying every 
month. Add these factors to LIBERTY’s 







— reputation for quality and low-cost and 





the sum total is more sales for you. 
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Dustproof Spillproof Fast- Finding Convenient 
Overlapping top forms The simple closure Copyrighted Labels Delivered flat, for stor- 
a tight joint for dust- will hold securely even provide spacefor Aisle, | age until needed. No 
proof protection and if the box is accident- Tier, Shelf, Box Num- loose parts, one-piece 
added strength. ally dropped. ber and Destroy Date. construction. 
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Industry News 








Robert B. Sainberg Marks 
50 Years with Sainberg & Co. 


On September 15 Robert B. Sainberg, president of Sain- 
berg & Co., Inc., New York City, marked the completion of 
50 continuous and active years with the company. 

In 1892, Louis Sainberg, his father, 
who had been an expert bookbinder for 
some 20 years, started manufacturing 
desk pads in a small room in down- 
town New York. 

In 1907, when Bob joined the com- 
pany, it had grown to one employee 
besides the father and son. In the years 
since he has directed a continuous 
growth of the company’s sales and a 
diversification of its line to include a 
complete range of quality leather desk 
pads and accessories. Repeated expansions of production fa- 
cilities and moves to larger quarters have been necessary, — a 
trend which continues to this day. 


In 1920, Louis retired from the prospering business. Robert 
purchased his interest and has maintained active control of 
the company since that date. 

Over the years he has introduced numerous popular in- 
novations into the field such as the Elsance Calendesk Pad, 
the Combination Desk Pad, the Clip-On Book Mark, and 
many others. In the early days there were many patents, 
notably those for adjustable desk pad corners and clip glass 
desk pads. 

Once, a complete color line consisted of brown, green, ma- 
foon and an occasional Black. Now, to meet the demands 
of the office furniture accessory trade for matching colors in 
integrated offices, Sainberg & Company, Inc. at last count 
was up to a stock of hides in 127 different shades and not a 
day goes by without additional special leathers being ordered. 


Now, Sainberg & Co., Inc. is the resource for many office 
furniture manufacturers in their integrated office programs 
built around the modern, modular, special desk shapes as well 
as for many dealers who require fine custom accessories. 


In the summer of 1955 Bob’s son, Dick, after seven years as 
a chemical engineer in the development and production de- 
partments of the U. S. Rubber Co. Chemical Division, joined 
Sainberg & Co., Inc. as sales manager and vice-president. At 
present he is sales manager and hopes to carry the ball an- 
other 50 years like his dad. 








Cramer Posture Chair Buys 
Former Box Plant Facility 


Office and production facilities of the Cramer Posture Chair 
Co. were slated to move in mid-September to a 170,000-square- 
foot property in Kansas City, Kans., occupied for many years 
by the Hinde & Dauch Paper Co. 

Cramer has purchased the sprawling plant, located on a 
6-acre tract, and will shift its operations from the present oc- 
cupancy on Charlotte and Campbell Sts., south of 12th St. 

The purchase will virtually double the firm’s space. 

The primary plant building is a reinforced concrete struc- 
ture built in 1913 for the Kansas City Packing Box Co., a 
firm later merged with Hinde & Dauch. 

R. A. Cramer, Sr., heads the posture chair firm, as president 
and treasurer. Walter T. Keller is vice-president and secre- 
tary; John J. Murphy is controller; George M. Colton, sales 
manager, and W. L. Morse, plant superintendent. 
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Royal McBee to Build New Plant, 
Expand Typewriter Production 

Royal McBee Corporation, the nation’s largest typewriter 
manufacturer, today announced plans to build a portable type- 
writer manufacturing plant in Springfield, Mo. 

Philip M. Zenner, president, said the new plant was part 
of a long-range program to implement the company’s ex- 
panding business and marketing plans in all its product lines, 
including data processing equipment and electronic computers, 

Construction and preparation for production will require 
about two years, and the plant will provide employment for 
about 1,000 persons, Mr. Zenner said. 

The company’s main facilities for the manufacture of elec- 
tric, standard and portable typewriters are in Hartford, Conn. 
Production of Royal typewriters is now running at a rate of 
more than 500,000 units a year. 

The Springfield site, Mr. Zenner said, will provide impor- 
tant advantages in transportation of the portable machines to 
the more than 7,000 Royal dealers located in almost every 
community in the United States. 

Royal McBee recently announced plans to expand its prod- 
uct development activity with the building of a new $2 million ; 
research and development center in the Hartford area. 





Burroughs Corp. Forms 
Graphic Systems Group | 


Formation of a new Graphic Systems group within Bur- 





roughs Corporation comprised of three of the firm’s subsid- 
iaries and the appointment of George 
L. Todd, vice president and director of 
the Corporation, as vice-president and 
group executive, have been announced 
by Ray R. Eppert, executive vice-presi- 
dent. 

The new group is to be made up of | 
The Todd Company, Inc., Mittag & | 
Volger, Inc., and Acme Carbon and 
Ribbon Company, Ltd. All will become 
divisions of the group, Eppert said. 

The move, effective August 9, will | 
bring together the three organizations operating in — 
q 


a 


~ 


ee 





fields. 

In addition to becoming group head, George L. Todd will 
continue as general manager of The Todd Co. Division, Mr. 
Eppert said. Long range planning for this division calls for 
a 60 per cent business expansion with more than six million 
dollars to be invested in new equipment, plants and other 
facilities in the next four years. Included in the plans is a new 
plant in Southern California, replacing present facilities in } 
downtown Los Angeles. 

Explaining the move, Mr. Eppert pointed out this is the | 
fourth major step taken recently by Burroughs Corp., in ac- 
cordance with its policy of creating logical line operating | 
groups and divisions responsible for engineering, manufactur- 
ing and marketing related products. 


eos 


“| | oA 





Victor Adding Names Branch Manager 

Harold Messinger has been appointed Washington branch 
manager by Victor Adding Machine Co., Vice-president A. F. 
Bakewell announced in Chicago. 

Formerly a Victor sales supervisor in Boston, Messinger 
recently won the coveted President’s Award — the highest in- 
dividual honor — for his contribution to the outstanding per- 
formance of the Boston branch in Victor’s grand annual in- 
ternational sales contest. 
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Visit Booth 138 
N.5S.0.E.A. 
Convention 

Conrad Hilton 

Hotel, Chicago 

Sept. 28-Oct. 2 
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He’s floating on air! And why not? He 
hasn’t a filing supply worry in the world. 
Sometime ago, he decided to choose one 
source of supply. He chose AMFILE — and 
now look at him! He gets deliveries im- 
mediately because every one of the hundreds 
of AMFILE items are carried permanently 
in factory stock. And best of all... he 
found that by making AMFILE his single 
source of supply, he earns himself quantity 
discounts that assure greater profits. He’s 
wanted here at Amfile. We've set up our 
business to serve him .. . to give him what 
he wants when he wants it! Yes sir, here’s 
a happy, satisfied AMFILE dealer who re- 
commends that you make AMFILE your 
source of supply . . . and then join him on 
that cloud! 


AMBERG FILE ano INDEX COMPANY 


Quality Products Since 1868 
KANKAKEE, ILLINOIS 








Fetters Puts 


Emphasis Upon 


100 





Showroom Beauty 


Impact . . . for the entrance into the Fetter 
furniture showroom is provided by a distinctive 
fireplace with glowing logs set off by white 
brick wallpaper by Katzenbach & Warren. 
Drop lamps by Altamira accent brick and mar- 
ble-like floor of black and white tile laid in 
squores of four of each color. Desk at rear is 
Imperial Profile model. All chairs are B. L 
Marble. 





Sense of Openness . . . in a compact space is created 
by use of Imperial Boulevard modular desk units and 
B. L. Marble American Banker chairs. Wallpaper is 
Frank Lloyd Wright design by Schumacher 








- 
5 
' 
{ 
: 


@ The George G. Fetter Co. of Louisville has just opened | 
to its customers a fine office furniture showroom with 2,500 § 
square feet in area. ; 

Cost of the remodeling was $3.42 per square foot without J 
air-conditioning and a total of $4.71 per square foot with an | 
air-conditioning system which also cools an additional 1,000 ¥ 
square feet not in the showroom area. 

This showroom, designed by William Hammon, sales man- ? 
ager of the B. L. Marble Chair Co., was created in a second 
story room 25 feet wide and 100 feet long. In this room there 
are 12 sample offices, the decorator’s studio and the illuminated } 
midway including a chair display. ; 

{ 
A Complete Remodeling 

The Fetter project was practically as complete a remodeling 
as any dealer would encounter. Complete electrical wiring was 
necessary, and replacement of floor surfaces and replastering of 
walls were required. 

The luminous diffuser ceiling established a high level of 
lighting in the main aisleways, whereas individual offices are 
self-lighted, utilizing the lamps and special lighting fixtures that 
are used in the interior decoration. The effectiveness of jet 
black overhead paint is readily visible from the accompanying 
photographs. 

The floor was either carpeted or covered with black and 
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A Traditional Office . . . with 
an extra touch of distinction is 
created by use of classical 
mural. Imposing walnut desk is 
by Shelbyville, Chandelier by 
Framberg and _ Chippendale 
chairs from B. L. Marble. 


white vinyl tile arranged in squares of four of each color. 

Entry to the showroom is via elevators, and immediate im- 
pact upon entering the display area is provided by a dummy 
wall serving as a fireplace of white brick on the back side of 
which are library shelves for the office display to the rear. 

At the time the showroom design was accomplished John 
Fetter, company president, assigned the job of following de- 
tails of display both for construction and liaison with decorative 
resources and decorator mechanics to Frank Zink, assistant 
buyer for the firm 


Ready for Co-ordination 

After the showroom was completed Frank Zink’s statement 
was, “I feel that I now have a doctor’s degree in co-ordinated 
selling of completely decorated offices.” 

In these showrooms Fetter Company is displaying Imperial 
desks, B. L. Marble chairs, Schumacher decorative fabrics, 
Hurt and Altamira lamps, Warher and Van Luit wall papers 
and many of the finest accessories available. 

This display is typical of a number recently created with 
the assistance of B. L. Marble personnel for merchandising of- 
fice furniture. 


_' 


Chair Bar on midway is a distinctive method employed 
by Fetter’s in displaying a variety of B. L. Marble chairs. 
Pittsburgh reflector luminous diffuser ceiling highlights the 
— Robbins tile floor carries bulk of traffic to the various 
offices 
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Warmth and Friendliness . . . abound in this model office 
decorated entirely in earthen tones. Surrounded by Van Luit 
mural and book shelves together with seat and fireplace of 
U. S. Plywood paneling are B. L. Marble Capri, Seville and 
executive posture chairs in top-grain leather with fabric seats. 
Curved desk and modular units are by Imperial. 





with unusual designs of three kinds of wood on left wall. 
Imperial Boulevard desk has rich walnut finish with Textolite 
top. B. L. Marble guest chairs are covered in creamy ivory 
leather. Carpeting is by Bigelow. 
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A SUCCESS STORY 





New Location . . . of Ramsey 
Business Equipment, Inc. is former 
automobile showroom. Large win- 
dows afford view of attractive in- 
terior. 


@ PICTURED HERE are views of the interior 
and exterior of Ramsey Business Equipment, Inc., 
Cincinnati, Ohio. The firm, a scant four years old, 
has already had three locations, each one larget 
than the other. 

The operation is somewhat out of the ordinary 
for a dealer in that nothing but General Fire- 
proofing metal furniture is sold. No wood furni- 
ture, no low-priced metal items, no business ma- 
chines, and no stationery items of any kind are 
handled. 

The only exception is that the company has re- 
cently taken on the Dictograph line of inter-office 
communication equipment. When the company 
opened in 1953, Charles V. Ramsey, president, 
and Richard H. Lee, vice-president and treasurer, 
were the salesmen. A girl handled the office work. 
In the past three years it has expanded to a corpo- 
ration with 12 employees. Expansion in space has 
been from 10,000 square feet to 35,000 square 
feet, and today the firm has a sizeable service de- 
partment, a full-time decorator, and five outside 
salesmen, 

The new building, offering a complete and at- 
tractive display of furniture on the first floor, was 
formerly an automobile showroom. It has two 
stories below ground level, housing warehouse and 
service departments. 

Mr. Ramsey attributes the success of his or- 
ganization to “hard work.” The company is a per- 
fect example of what can be done by a couple of 
good salesmen who are willing to work long hours, 
who organize their efforts thoroughly, and who go 
out and get the business that has been there all 
along. 

Mr. Ramsey is the son of Charles H. Ramsey, 
a well-known figure in the office supply field for 
45 years. The elder Ramsey was a salesman and 
eventually vice-president of Ever Ready Calendar 
Mfg. Co. Young Mr. Ramsey traveled for a num- 
ber of years for the Smead Mfg. Co. 

Mr, Lee was working as a salesman for Georgia- 
Hanks Co., a GF dealer in Bighamton, N.Y., and 
a customer of Mr. Ramsey’s. 

It was this contact that led to a friendship and 
the eventual decision of the men to move to Cin 
cinnati to set up their own business. 

Today they have Bud Georgia, formerly with 
Georgia-Hanks Co., as their sales manager. Rich- 
ard H. McKenna is comptroller, and C. R. Beirne 
is secretary. 
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FOQUIPMENT ING 











Large Variety . . . of metal furniture is attractively displayed in the spo 


cious showroom on the first floor. 






































Show Window affords the opportunity for displaying a complete 
grouping of offices and accessories to best advantage 
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presenting 


THE GUEST STAR 


Quality materials, bright design, 
fresh treatment .. . the 
elegance that is always Stanley. 
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2310 NORTH MAIN JURORT WORTH, TEXAS’ 

















THE GUEST STAR 


exemplary of the entir .one in which you 
may take just pride. Sell the “furniture with the mark of success.” 


Write for complete catalog of fine quality Stanley office chairs and sofas. 





MANUFACTURING < 


2310 NORTH MAIN 


8 PRO 





New 
forr 
spac 


Br 


five 
ovat 
mov 
of t 
west 


stein 
way 


cides 
in th 


Buil 


celeb 
its n 
trate 
Recc 
intro 


form 
Visib’ 
avail 
of f, 
accu: 


Rem: 
Divis 
10. 


OA- 








. of Broadway Office Supply Co., Inc., in 
former bank building. There is basement and ground floor 
space and the executive offices are on the second floor. 


New Quarters . 





. in their new quarters. From left are 


The Gordonsteins . . 
Samuel, Michael, Max, Walter, Harry and Nathan. Five are 


brothers and Walter is a son of Harry. 


Broadway Office Supply Opens Renovated Building 


The Broadway Office Supply Co., Inc.,—operated by the 
five Gordonstein brothers—recently opened its newly ren- 
ovated building at 91-101 Broadway, Springfield, Mass. The 
move from 55 Vernon occurred during the 35th anniversary 
of the company, one of the leading office supply firms in 
western New England. 

A public open house was presided over by Harry Gordon- 
stein, president, who with his brother, Sam, launched Broad- 
way Office Supply in one room. 

Five years after Harry and Sam began business, they de- 
cided they needed help and they were joind by brother Michael 
in the 55 Vernon St. store. 

Another five years passed and the first floor of the Myrick- 
Building was acquired for the display and sales of larger pieces 
of office furniture and equipment. Two more brothers—Max 
and Nathan—joined the Gordonstein organization to handle 
the Myrick Building operation, which will continue in that 
location. 

Harry estimates the business service he and his brothers 
have provided the community totals 152 years. Michael is now 
treasurer of the corporation and Sam is clerk. 

The most recent member of the family to join the firm 
two years ago, was Walter Gordonstein, 27, Harry’s son. 

Providing about 65,000 square feet, the new establishment 
has a layout conducive to customer convenience and is set up 
for self-service activities. To make it still easier for customers, 
the firm has arranged for parking accommodations at three 
adjacent lots. 

Some of the principal lines handled by the company in- 
clude Corry-Jamestown steel equipment, Harter chairs, Oxford 
filing supplies, Old Town carbons, ribbons and spirit process 
duplicating supplies, and the complete line of National Blank 
Book Co. 





Rem Rand Folder Describes Kardex 

Remington Rand Division of Sperry Rand Corporation, 
celebrated its golden anniversary of Kardex, by introducing 
its new Kardex Aristocrat model, in an 8-page, 4-color illus- 
trated folder, entitled, “The Finest Expansion of Visible 
Record Keeping”. The folder points to the many new features 
introduced in the new line. 

The new folder covering the Aristocrat line is a mine of in- 
formation logically arranged on the entire subject of instant, 
visible record keeping. Kardex Aristocrat makes instantly 
available, in an organized way, the most comprehensive range 
of facts and figures, permitting management to make fast, 
accurate decisions. : 

Copies of this folder, KD-829, may be obtained from any 
Remington Rand sales office or by writing to Remington Rand 
_— of Sperry Rand Corp., 315 Fourth Ave., New York 
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Victor Adding Aids Students 

Four sons and three daughters of Victor Adding Machine 
Co.’s employees last week received checks for $1,500 each to 
start or continue their college educations. 

New winners of the Victor Foundation’s annual scholarships 
are Brenda C. Mather, 1877 Fenton Lane, Park Ridge; Paul 
Michael Hoffman, 1466 Lincoln Ave., Des Plaines; and Her- 
bert P. Crane, Jr., 213 Gladstone, Aurora. The checks were 
presented to them by A. C. Buehler, Jr., Victor vice-president. 
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Herbert P. Crane, Jr. . . . . Aurora, Iil., receives his $1,500 
Victor Foundation scholarship check from A. C. Buehler, Jr., 
vice-president of Victor Adding Machine Co. Brenda C. Math- 
er, Park Ridge, Ill., and Paul Michael Hoffman, Des Plaines, 
lll., the other two new Victor scholarship winners, and D.L. 
Schroder, Victor Adding Machine Co. officer, look on. 


Renewed scholarships were granted to Peter Matuschak, 
2718 N. Whipple St., engineering student at the Illinois Insti- 
tute of Technology, Chicago; Marjorie Boland, 6110 N. Ot- 
tawa, education, Rosary College, River Forest; Claude Peters, 
2425 W. Warner Ave., biology, Carleton College, Northfield, 
Minn., and Carol Mae Anderson, 2745 Winnemac, education, 
De Pauw University, Greencastle, Ind. All four are Chica- 
goans. 

The scholarships are given to qualifying sons and daughters 
of Victor employees by the Victor Foundation, a non-profit 
educational and charitable institution financed, principally, by 
contributions from the Victor Adding Machine Co. 





Parker Pen Opens Des Moines Branch 


The Parker Pen Co. has opened a new branch office in 
Des Moines, Iowa, in the Fleming Building —AL 
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Elyria Firm 
Geared to Sell 
Office Interiors 


cone 

Facelifting . . . and expansion has transformed the Elyria, Ohio, store 
Lorain County Stationers. The original store opened in 1953 is at the leff 
The showroom on the right houses the newly-established office interio 
department. 


@ The opening of a new office interiors display room helped 
mark the 10th anniversary of the Lorain County Stationers & 
Office Equipment Co. The new showroom, located at 250 
Second St. in Elyria, Ohio, will serve both the Elyria and 
Lorain stores of the company. Five complete model offices are 
set up in addition to many displays of complimentary office 
components and equipment. 

Lorain County Stationers has announced the new unit as a 
“complete office planning and decorating service”. In addition 
to the displays of both wood and steel furniture, the new 
service includes the proper selection of lamps and lighting, pic- 
tures, drapes, wall treatment, floor covering and accessories. 


Services are Extensive 


Services are not limited to complete office planning and 
decorating jobs, but customers are invited to call for any phase 
or degree of office modernization. 

John Bobel, manager of the Lorain store, Arthur Diederick, 
manager of the Elyria store, worked together in the selection 
and planning of the displays in the new showroom. Harold 
Bobel, president and general manager of the Lorain County 
Stationers Corp., co-ordinated the activities of all the suppliers 
who co-operated in setting up the new service. 

An attractive little folder given to visitors at the new display 
room reminds the average executive that he spends half his 
waking hours at his office. 

It goes on to point out that a modern attractive office is a 
necessity to modern business since, in addition to making a 
favorable impression on business visitors, it creates a pleasant 
and inspiring setting for office work 


Paneled in Walnut . . . this model office at Lorain Coun 
Stationers is featured since it is fully visible to the passerg 
as well as the visitor to the showroom. Being shown is 

Shelby Group (desk and credenza) by Shelbyville Desk Co. wi 
white Formica desk top and Momentum Series of chairs 


Gunlocke. 


Front is Remodeled 
The office interiors display room is located adjacent to the 
Elyria store which was opened in 1953. The exterior of the 
entire front of the building has been remodeled to create an 
attractive uniform appearance. 
The Lorain store, the original unit, was opened in 1947 at 
its present location, 637 Broadway. 


Desk and Credenza .. . in this model office at Lorain County 
Stationers is the Alma Director group in cherry walnut. This 
is one of five model offices in the new office interiors depart- 
ment of the Elyria, Ohio, firm 
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Presenting Kleenmaster BLACK! 


The first N 


Black Hecto 


that gives you 








a run for 


your money 


PEERLESS petite COMPANY 


General Office and Factory: Peerless Place 





Newark 12, New Jersey - ire-shot sale. Write f for 











Exterior . . . of Miller Desk & Safe 
Co. building at 1248 S. Figueroa St., 
Los Angeles, where signs proclaim 
that this is ‘““World’s Largest Office 
Furniture Showroom.’’ Warehouse is 
on the second floor. 


Miller Offers One-Stop Service 


@ On July 15, Miller Desk & Safe Co., opened the doors to 
what that firm believes is the “world’s largest office furniture 
showroom”, comprising more than 85,000 square feet of space. 

This is a corner location on two main thoroughfares in Los 
Angeles—Figueroa St. running north and south in front of the 
building and Pico Blvd. east and west. 

The Miller firm boasts of a one-stop service that will furnish 
everything needed in office furniture. This includes a design 
and decorating department staffed by three full-time decorators 
and a draftsman for layout work. 

Salesmen are trained in office space planning and color con- 
sultation and they have become office specialists. 

The store has been divided into five departments: steel, 
commercial wood, budget, executive display offices and custom 
department. The latter is made up completely of special 
fabrics, window coverings and custom desks and chairs. 








Inviting . . . main entrance at the Miller showrooms with stair 
way leading to executive display rooms and general office: 
The store has been divided into five separate departments and 
each might be considered a separate store within a store. 


One of the 14. . . model offices set 
up at Miller Desk & Safe Co. These 
offices are fully appointed with 
drapes, floor covering, lamps and 
complete accessories. Customers can 
easily visualize transformation into 
personal use. 





OA—-10/57) OA 























‘ 

stairs 

ffices.4 
ts ands 


ith ‘ 
nd 


/ 57) 


ee 






MODEL A-22-D0 with “ORTHO.-TILT” 


NOW 


duo-post models with new 
“ORTHO-TILT”, chairs 

that open up NEW MAR- 
KETS for your men...in 

fol heh Bal OMe lel-34-Uil-Sdlelal-mr-lale| 

in match-up orders for \\ 
QUALITY chairs in many \\\\\ 
role} fe] m@meotolsslelial-tdlelal_ ae \ 





QUALITY SECRETARIAL StHAIRS | 
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RIGHT FOR ANY INSTALLATION! 


BOTH SINGLE and DUO-POST 
MODELS are offered with or 
without “ORTHO-TILT’™ action 
perfected by our own engineers. 


EXTRA DIVIDENDS for you.. 
..- for your customers too.... 
babi! 4 ball with Cramer’s famous pressure- 

free DAY-LONG COMFORT 
and exceptional service life.... 


MOLDED FOAM LATEX 
CUSHIONS.... 


NON-REVOLVING SPINDLES. 
FINGER-TIP ADJUSTMENTS... 


REMOVABLE UPHOLSTERY 
COVERS. 
*ORTHO— in correct relationship. 


“Ortho-Tilt” is a trade mark of Cramer 
Posture Chair Company. 
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ADVERTISED IN THE Get your men started with these new profit-makers! 


BUSINESS PUBLICATIONS Ot 
reels READ Cromer POSTURE CHAIR COMPANY, INC. 
Dept. OA-107, 1205 Charlotte, Kansas City 6, Missouri 
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J. K. Rishel Begins Second Century of Manufacturing 


In two giant plants nestled in the peaceful valley of the 
Susquehanna River in Pennsylvania, the J. K. Rishel Furniture 
Co. will quietly pass the 100-year mark in manufacturing this 
fall. There will be no fanfare, no speeches, and many members 
of the two communities in which it is located will be totally 
unaware of this fact. 

From its humble beginning in a section of a sawmill in 
Hughesville, Rishel has risen to become one of the world’s 
largest producers in its industry. Discussion of its relative 
position in the industry will evoke no comment from its 
management who hold that production alone is small evidence 
of strength. It is known, however, that its nearly half a million 
square footage under roof houses modern wood-working 
machinery combinations, with separate and equal facilities in 
use at both plants. 


Skills are Maintained 


Anyone touring the plant will see skilled cabinetmakers 
working with the same tools and benches as they did their 
first day at work 50 or so years ago, while alongside, modern 
conveyors whisk away their product to some other operation. 
This combination of the traditional cabinetmaker’s skill and 
modern machinery advances is acknowledged to be the key 
factor in Rishel’s advancement. 

As part of an industry where, admittedly, “old ideas die 
hard”, Rishel is right at home. Sound construction is the basis 
of all the products and the design is fitted into the limits of 
this construction. 

Office Appliances is told that many customers report their 
furniture is still serviceable after 50 years or more of con- 
tinuous use. Another strong poini is that the plant continues to 
produce and stock lines after the other manufacturers have 
dropped them for lack of volume. This policy is regarded to be 
of tremendous value for the dealer who has to sell an ex- 
panding business matching furniture years after the original 
installation was made. 

The sales representatives are, for the most part, old-time 
salesmen, men like Henry Guth, Fred Bloempot, Ed Mulvaney, 


Burroughs, Mittag & Volger Sales Force 
Combined at Dealer Level 

Burroughs Corp. has combined its Burroughs Division and 
Mittag & Volger dealer sales forces to better serve stationery 
and office machine dealers handling the company’s machines 
and supplies. 

Mittag & Volger is a Burroughs subsidiary producing car- 
bon paper, inked ribbons.and other office machine supplies. 
The new combination is also designed to increase the effective- 
ness of sales promotion and advertising. 

Manager of the expanded department is Richard M. Maurer, 
manager of Burroughs Division dealer sales since October 
1956. J. T. Suydam, formerly sales manager of Mittag & 
Volger, is assistant manager of the new department 


‘Back to School’ 

In attendance at recent meeting in Chi- 
cago to kick off the Waterman Pen 
Co.’s ‘‘Back to School’’ campaign were 
(left to right); George Snavely and 
Willis R. Wolfe, Horder’s, Inc.; Frank 
Guintini, Utility Supply Co.; Anthony oe 
J. Peters, Horder’s, Inc.; Jack Marcus, 
district manager of Waterman’s Mid- \ 
west sales division, and Shelley O'Neill . 
Waterman sales. 





3M Opens New Cleveland Branch 


and Tom Sylvester, who have a personal relationship with 
most of the accounts they sell. Rishel’s factory and office pers 
sonel are part of this program of solid long range planning, 
Practically all of the supervisory staff spent faithful years 
working up from the same jobs they now supervise. 

Rishel’s plans for the current year are as ambitious as in the 
first year in business. The firm recently installed the latest four- 
drum sanding equipment, electronic glueing machine of the 
latest type, new facing and planing equipment combined and 
a conveyorized rough mill including a new floor plan. A build- 
ing now under construction will house the lumber lift and 
cut-off sections. 

Rishel’s strong point has been its traditional stylings. World 
famous designers have created Chippendale executive desks 
that are in demand and in use in virtually every country in the 
world. Rishel brought out the latest of its Chippendale desks, 
The Diplomat Suite, in the fall of 1954. The response to the 
Diplomat Suite was enthusiastic although scattered, and within 
a few months there was a considerable demand built up by 
customers who wanted a desk suited to individual tastes rather 
than the architect’s over-all format. 


Introduce New Design 


Rishel’s new offering this autumn at the NSOEA show in 
Chicago represents a radical departure in design from either 
of the other modern groups. More than a year has been spent 
in designing, sampling, criticizing, and actual use of this 
modular Jine which features a variety of free-shaped tops, full 
length tapered walnut exterior legs, and a long bar pull in 
satin brass. 

Rishel declares that there is a striking contrast between the 
light airy feeling conveyed by the design of this desk and the 
sturdy support system actually used in construction. Here, is 
an overhang desk styled away from the floor that is balanced 
even to the ends of the 96-inch free-shaped top. 

This new No. 3000 group is being introduced in connection 
with the celebration of the 100th anniversary of the Rishel firm 
and is appropriately named “The Centennial Group”. 
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Opening of a new branch office and warehouse in Cleve- 
land, Ohio, has been announced by Minnesota Mining & Man- 
ufacturing Co. 

R. L. Rustad, branch office manager, said the new facilities 
are part of a program to extend and improve service to 3M 
customers in the area. The building, located at 12200 Brook- 
park Rd., has 70,000 square feet of floor space, about double 
space in 3M’s previous facilities at 12430 Elmwood Ave. 

The branch office occupies about 20% of the space in the 
new single-story structure, which is of masonry and steel con- 
struction. Warehousing facilities occupy the remainder of the 


new building. 
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The Tetractys and the Divisumma 24 are desk 
calculators completely new in concept, speed and range of use. . ti 
Olivetti Corporation of America, 580 Fifth Avenue, New York. 0 i; ive ‘ 
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‘ull-color version of this advertisement appears in TIME September 23, NEWSWEEK September 16, BUSINESS WEEK September 
57 RTUNE October. Profit-minded Olivetti Franchised Dealers now offer a line of 16 machines—and the line ke: CL lack alits 








Tuscaloosa Firm Expands, 
Parking Space Now Available 


“That we have a growing business is evidenced by the fact 
that it has just moved into new and larger quarters for the 
second time since it was founded eight years ago”, says Al- 
bert Howard, owner and operator of Business Supply Co. of 
Tuscaloosa, Ala. 

On June 1, 1957, Business Supply Co. moved into its new 
home at 1534 Greensboro Ave. in Tuscaloosa. The new loca- 
tion has several advantages over the old. First of all, it is a 
much larger store building having a floor space of 10,800 
square feet. 

A second advantage of the new location is that, going along 
with the trend toward decentralization, it is situated outside 
of the main business district where there is plenty of parking 
space. In addition, it is on a main thoroughfare where it is 
easily accessible to all of Tuscaloosa. 

The expansion in the business of Business Supply Co. has 
not only demanded additional space but has also called for 
increased personnel. There were only three employees when 
the business was started. Now there are ten. 

In 1952 Mr. Howard bought out the interests of his part- 
ners in the business so that he is now the sole proprietor of 
Business Supply Co. 

In 1955 Business Supply Co. expanded into the offset print- 
ing business. It now has the largest, most complete and mod- 
ern offset printing plant in West Alabama. The new location 
also allows space for a still larger printing plant. 

One reason for the success of Business Supply Co. is that 
it specializes in rendering service to larger businesses of all 
types. It handles business systems and supplies not normally 
handled through regular office and business supply dealers. 
For example it handles shipping room supplies, factory equip- 
ment, library furnishings, specially made equipment for spe- 
cialty jobs of all types. 

Business Supply Co. operates a contract division whereby it 
sells all types of institutional furniture including bedroom 
furnishings for hospitals, hotels, and motels. Among the large 
installations that have been handled are the complete equip- 
ping of Druid City Hospital, Hotel Stafford, and Gulf States 
Paper Corp. 

A large part of the success of Business Supply Co. is due 
to the training and experience of Mr. Howard, the owner. 
Mr. Howard is not a newcomer to business supply, furnish- 
ing, or printing. In all he has had around 22 years experience 
in these fields. His experience was gained in Chattanooga, 
Birmingham, and Mobile before he came to Tuscaloosa. 





RCA, Permacel Tape Join 
In Living Color Promotion 

Permacel Tape Corp., a Johnson & Johnson company, and 
Radio Corporation of America have announced a joint pro- 
motion campaign accenting the RCA Victor “Living Color” 
television theme and Permacel’s colored Utilitape and Texcel 
Giftape. 

The colorful promotional material, to be distributed to sta- 
tionery stores shortly, will include window streamers and 
counter display cards illustrating RCA Victor Color TV 
screens. The screen of one set will flash a wheel whose spokes 
consist of Texcel Giftapes, gaily imprinted with holiday 
themes. 

The second counter card will feature an RCA Victor Color 
TV set “telecasting” the Permacel color pinwheel, which dra- 
matically highlights the ten living colors in which Permacel 
Utilitape is available. All sales promotion pieces carry the 
line “Inspired by RCA Victor Living Color Television” while 
one of the window streamers displays the NBC—TV pea- 
cock. 
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Exterior . . . of Business Supply Co.’s new store in Tuscaloosa, 


Ala. 





Interior . . . of the new store in Tuscaloosa. 








Long Island Manufacturer 
Moves to New Home 


The firm of Charles Leonard, Inc., manufacturers of 
Presto loose leaf accessories, recently moved its offices and 
plant to a new home at 79-11 Cooper Ave., Glendale 27, N. Y. 

After its modest beginning in a small shop in lower Man- 
hattan a little over 10 years ago, the company is now enjoying 
the comforts and conveniences of its spacious plant. The one- 
story building, almost three times as large as the former plant 
in Maspeth, which the firm also outgrew, has been completely 
modernized and features efficiency of operation. 

The dealer response to its products has given impetus to the 
company, as evidenced by its steadily expanding line. Bowing 





to automation, new machinery has been developed to increase 
and speed up production, while keeping costs down. The latest 
facilities are now available for research and experimentation 
in the development of new products. 

The over-all efficiency of handling orders both large and 
small has been greatly improved, as all items can be stocked 
in much larger quantities. Orders are now being rapidly and 
deftly processed, and in most instances, shipped the same day 
as received. 

The firm manufactures the Presto line, including prong 
paper fasteners, aluminum binding screw posts, ledger and 
binder posts, and other loose leaf and stationery specialties. 
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look backward look at the date 


Extre pages include yearly calen- . it's so 


dors for each of past five years. . No. 17 shown above. 


CCES 


MODERN PACKAGING 
® Packed in protective box. 
® No danger of breakage in shipment. 
® Easy to handle and stock. 
® Each refill banded or string-tied in box. 
® Complete description and picture on each box. 
® Designed for better display and self-service. 
® Handy pocket calendar with each refill, 
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look forward 


easy with o Success calendar. Extra pages include yearly 


calendars for next five years. 


has a 
new look 


EXTRA PAGES... with the 
new lIl-year calendar feature 


See how easy it is to look up any date over a full 11-year period— 






a new, exclusive feature that puts a new look in your sales, too. When 
it comes to desk calendars, there’s more to sell, more profit with 
SUCCESS. Get all the facts. Write today for new SUCCESS catalog. 


COLUMBIAN “47 WORKS, INC. 


2300 WEST CORNELL STREET e MILWAUKEE 9, WISCONSIN 


when you think 


of SUCCESS think 
CALENDARS 
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For Quick, Easy, 
**Pull-String”’ 
Pointing 


Convenient pencil length 
and balance. Rubber stays 
fresh, protected by its 
paper wrapping. Multiply 
your profits by equipping 
entire business organiza- 
tions with these versatile, 
all-quality Weldon Roberts 
Erasers. ORDER TODAY! 


0138 
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DISPLAY PACKING 


One container for display- 
ing a dozen 138 Ball Point, 
448 Green Glow or 378 
Graypoint included in each 
4 gross carton order. 

Also in ATTRACTIVE 
SHELF PACKING. 1 dozen 
erasers per box. 6 boxes per 
Vy gross carton. 


FOR ERASING BALL POINT » 
INK & LEAD 
NO. 138 BALL POINT 
New formula GREEN RUBBER, 
particularly developed. 


FOR PENCIL ERASING & CLEANING > 
NO. 448 GREEN GLOW 


Fine SOFT GREEN RUBBER. Also ideal for art, 


drafting and school work. 


FOR ERASING INK, TYPING, 
BUSINESS MACHINE WRITING 
NO. 378 GRAYPOINT 
Business-like 


WELDON ROBERTS RUBBER CO. 
365 Sixth Ave. Newark 7, N. J. 
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Ohio Chair Co. Names Representative 


Albert S. Russell, 9514 St. Charles Road, 
has been named sales 
of the Ohio Chair Co., 
for the states of Missouri, Kansas, lowa, 
Nebraska and a part of Illinois. 


representative 


Becomes Sales Manager of BeLA Line 


Appointments —— 


Patterson Appointed by Vail 


M. G. “Pat’’ Patterson has been ap- 
pointed by the Vail Manufacturing Co. 
as regional representative for the states 
of Michigan, Indiana, Ohio and Kentucky 
for Vail’s new Monarch line of stapling 
machines, staples, clips and other paper 
fastening devices. In the industry since 
1946, Mr. Patterson set up his own firm 
three years ago as a manufacturers’ 
representative. Prior to this move he rep- 
resented Vail. 


Fred J. Stace has been named sales 
manager of J.&.J. Tool & Machine Co., 
manufacturers of BeLA school furniture 
and folding chairs. He will direct sales 
and sales promotion of the BeLA line 





















ss 


Mfg. Co. 


Richey Appointed District Sales Chief 


Charles M. Richey, former territorial 
representative for Allied Carbon & Rib- 
bon Mfg. Corp., has been appointed 
manager of sales for the Southwest dis- 
trict. Mr. Richey’s broad experience in 
the carbon and ribbon field is expected 
to aid Allied sales expansion in the 
area. He will headquarter in Dallas, 
Tex. 


Chilcote Joins Meilink Sales Department 


in the national and overseas market. 
He was previously with Schwayder 
Brothers Samson chair division and Virco 








Richard D. Chilcote, formerly of Mural 
Stone Co., Toledo, has joined the sales 
department of Meilink Steel Safe Co. 
His duties will include the screening and 
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editing of orders 


Travels for Stebco in Penn-Mar-Va Area 


Lester Brooks has been announced as 
the new representative for Stein Bros. 
Mfg. Co. in the Penn-Mar-Va territory, 
covering Philadelphia, Baltimore and 
Washington D.C. He succeeds James W. 
Curran who will now represent the com- 
pany in the six New England states with 
headquarters at his home in Amesbury, 
Mass. Mr. Brooks was most recently a 
traveling representative for the Station- 
ers Guild of America. 


correspondence from dealers, distribu- 
tors and representatives. He succeeds 
Mrs. Dorothy Wilson, who resigned. 


and handling sales} 
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Just about Everybody’s a Prospect! 
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KEY-DRAWER 


Fits desk drawers or file cabinets— 
and just about anybody’s pocketbook! 













Drawer model D-40A for 40 keys 
(12” wide, 5” high, 6” deep) 


A window display that will pay and pay and pay! 


From your display windows, Key-drawer will literally sell 
itself — and definitely lead to profitable sales in other units 
of the KE-MASTER System of Key Control. The 
KE-MASTER System is designed throughout to regiment 
keys simply, safely, conveniently. 

Key-drawer is available in three sizes of 40, 80 and 120- 
key capacities, and in crackle-finish colors of modern gray, 
light green and soft tan. With a handle it becomes a portable 
unit. Dummy keys and window 
display card are supplied with 
Key-drawer at no extra cost. 

Displayed in your windows, 
Key-drawer is bound to excite 
interest, and further provide 
you with the opportunity to 
sell Key Boards and Key Cab- 
inets in capacities ranging 
from 60 to 800 keys. 

Cabinet models with Yale locks for up to 800 keys, with card index 





ee 








CUSHMAN & DENISON | 

MANUFACTURING COMPANY | 
| 625 EIGHTH AVENUE, NEW YORK 18, NEW YORK | 
| Please forward complete KE-MASTER Catalog and discount sheets. | 
| Name = —" | 
! i, EE | 
I City —————— State | 
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Appointments 


| 
| Represents Linton in Metropolitan N. Y. 
| 


Robert S. Reiss is now representing the 
Linton Pencil Co. in the metropolitan 
New York City area. His offices are at 
500 Willow Ave., Hoboken, N. J. He is 
a graduate of Columbia University and 
the Harvard Business School. 





New Western Regional Sales Manager 


Thomas H. McFadden, manager of Dav- 
idson Corp.’s Los Angeles branch office 
since 1952, has been appointed western 
regional sales manager. Mr. McFadden‘s 
career in the printing and duplicating 
field spans a period of more than 36 
years, during which he worked with 
early pioneers and inventors in the de- 
sign of small offset machines. 





Assistant Ad Manager for Joseph Dixon 


Eugene R. Kelley has been appointed to 
the newly created post of assistant man- 
ager of advertising and sales promotion 
for the Joseph Dixon Crucible Co. He 
was formerly with Acme Shear Co. in 
the ad department and before that was 
with the Ted Sommers, Inc. advertising 
agency. 





New Bassick Salesman in Boston Area 


| Jesse L. Dawson has been appointed by 
Harter Corp. as the firm’s direct repre- 
sentative in the states of Texas, Okla- 
homa and Arkansas. He will be located 
in Dallas. Mr. Dawson served as man- 
ager of the office furniture department 
of Bruce Stickler, Harter dealer in Bak- 
ersfield, Calif., before joining the Michi- 
gan firm. 





pt 2 & 


Harter Assigns Dawson fo Territory 


James J. Feenan hos been appointed 
sales representative for The Bassick Co., 
covering eastern New England from Bos- 
ton headquarters. He will handle the 
complete line of Bassick’s industrial 
truck casters and furniture glides and 
casters for home, office and institutional 
use. Mr. Feenan resides in Peabody, 
Mass. 








a 


| Name Roytype Supplies Sales Aid 


| 

| J. T. Dessureau, formerly eastern re- 

| gional manager in the division has been 

|} named to the post of assistant sales 
manager for the Roytype department of 
Royal McBee. With headquarters in Port 
Chester, N.Y., Mr. Dessureau in his new 
post will assist in the general supervi- 
sion of sales program and policy plan- 
ning. 


OA-10/57 














OA- 





YOUR CUSTOMERS WILL BE ASKING ABOUT THIS 


ALMOST INVISIBLE GLASS WITHOUT GLARE 
NON-REFLECTIVE UNDER FLUORESCENT-INCANDESCENT OR NATURAL SUN LIGHT 


NEW 


TRU-SITE 
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Glass Tops 
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THERE IS A PROFITABLE ARRAN 
ON TRU-SITE 


WITH YOUR | xLA 


WRITE FOR DETAIL 
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| BE Sinead EMBOSSED FASTENER FOLDER | 
SAVES MONEY: SPACE: TIME 











12 GROMMETS SECURELY = é ONLY ONE THICKNESS OF THIN 


FASTEN STEEL TO PAPER AVAILABLE WITH 1%” PRONGS STEEL AT ANY POINT ON FOLDER 


FOR 1° CAPACITY AND 2%" 
PRONGS FOR 2° CAPACITY 


THESE 100 FOLDERS* WITH THESE 100 FOLDERS* WITH THIS MEANS... 
STANDARD FASTENERS, WITH SMEAD’S EMBOSSED FASTENERS, a filing cabinet saving of 
COMPRESSOR, TAKE 18%" OF SPACE. WITHOUT COMPRESSORS, TAKE 


two drawers in every four 








ONLY 8%'_OF SPACE. 







A SPACE SAVING 
OF 100% 


FOLDERS IN BOTH DRAWERS 
CONTAIN 10 SHEETS OF PAPER 











BECAUSE SMEAD’S EMBOSSED FASTENER FOLDER THIS MEANS... 
IS THIS POSSIBLE SAVES ONE TENTH INCH FILING SPACE PER FOLDER eliminating 


and you gel these extra benefils two filing cabinets 


TM sallalehile ame Li e mor >» reduc si ltate Mallat ek} . 
c of ey eee ene ng in every four 
MORE RECOREMEEEENECH @ Panes ore kept in corde: importont popers ore not femov 


BETTER RECORDS @ Creasing and “Dog-earing” of papers is greatly minimized 

















YOUR*CHOICE OF.. 


x 2/5 CuT \ 
= 3 MATERIALS ( MANILA-KRAFT 

















ae 
Pas v2¢ \ © © SIMPLE TO ORDER © © AND PRESSBOARD) 
Sct niomtcemez—,_- USE REGULAR SMEAD FOLDER NUMBER- ADD PREFIX AE SINGLE OR 2-PLI-TOP FOLDERS 





DENOTE POSITION BY SUFFIX DIGIT—SEE ABOVE ANY STANDARD TAB POSITION 


ANY STANDARD OR SPECIAL 
FASTENER POSITION 


Smeadi EMBOSSED FASTENER FOLDER can save: 


UP TO 115% IN NET FILING INCHES UP TO 50% IN FILING LABOR COST 
UP TO 115% IN FLOOR SPACE UP TO A NICKEL PER FOLDER 
Smead MANUFACTURING CO. HASTINGS, MINN. - LOGAN, OHIO 
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»s Announcing 


The Vail Manufacturing 
Company— 

world’s largest manufacturer 
of paper fastening devices— 


proudly introduces the 
NEW MONARCH STAPLING MACHINES 


...and a complete new line 
of Monarch products: 
tackers, staplers, clips, pins, 
brass fasteners and 


thumb tacks. 


THE 1957 N.S.O.E.A. ANNUAL CONVENTION 
September 28— October 2 
Conrad Hilton Hotel, Chicago 
_ Booth 83, Main Exhibition Hall 


MONARCH PRODUCTS 


VAIL MANUFACTURING CO. 
900 East 95th Street, 
a Chicago 19, Illinois 
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NSOGEA 
CONVENTION 


CONRAD HILTON 
CHICAGO 
SEPT. 28 - OCT.2 
BOOTH 332W 
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these pluses... 
@ Dealer sales only! 
@ Fast delivery! 
© Quality printing! 


® Profitable repeat business! 


Write now for our catalog and de- 
tails on how ROYAL can increase 


your profits 


NASHUA 


NEW HAMPSHIRE 






> 
-"" O7- Q 


Keuyade } 


YOU CAN COUNT ON 4 





FOR RAPID DELIVERY 


BETTENDORFE 
IOWA 












A “LOST-SALE” Quiz 


Irritable Irnin 


“THE TOUCHY TOUCAN”’ 


. can’t stand any interruptions to his sales 
interview. 


He lose 5 sale A) because a0 


a) ... he explodes in front of his prospect 


b) . . . he doesn’t know how to get back in- 
to his sales presentation 


c) ... he doesn’t know how to handle inter- 


ruptions 


It's certainly obvious that Irwin can’t cope with 
interruptions but he really kills the sales when (a) 
he shows his irritation. 


In selling there will always be interruptions. The 
best thing you can do is to try to minimize them 
by getting the prospect into the act. Give him 
some part of your demonstration, ask him ques- 
tions, keep him busy. When he is occupied he will 
take steps to prevent interruptions. 


Of course some interruptions can’t be avoided so 
make the most of them. When they are over, use 
them as an excuse to recap those strong sales 
points already mentioned. In this way you can 
make sure you and your prospect agree before you 
go on. 
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FROM RAW MATERIAL 
TO FINISHED PRODUCT... 


The Finest you can Buy 
in Filing Supplies 


A Complete Line of 
File Guides, File Folders and Filing Aids. 
Write for further information. 


C. L. BARKLEY & CO. 


1220 W. VAN BUREN ST. «+ CHICAGO 7, ILL. 























a FILE FOLDER for every purpose 


Over 200 different file folders to choose from — 
single top, double top and system folders of 
highest quality sulphite stock for strength 


and durability. 





ASK For BARKLEY 


and get the BEST 
in Filing Supplies 


> 
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INDEX CARDS 


Of finest card stock. 300 line and 200 
line ruled and blank cards in a variety 
of colors. 3x5, 4x6 and 5x8 sizes. 


















PRESSBOARD FILE FOLDERS 
Heavy pressboard file folders with ct 
to 





expansion “W” shaped cloth gusset 
great bulk of file matter. Self Tab, M 
or Barkley Tab. 














TABULATOR 
CARD GUIDES 


A complete assortment of top 
quality Bristol and Pressboard 
Tabulator Card Guides for all 
applications. Blank guides fo 
vertical filing also carried. 
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Perforated and typewriter s 
in pads of 500, your choice 
colors. Colored labels or The 
with colored border. keep t 
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CARD GUIDES—INDEXED 


A complete selection of card guide 
sets of Bristol and Pressboard in all 
standard sizes. Includes sets of A-Z 
index with from 25 to 3000 div., 
Days, Months, and States. 





VERTICAL FILE GUIDES 


Pressboard and Manila File Guides with 
25 to 3000 A-Z div., also Days, Months 
and States, All popular sizes. 
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FILE FOLDER SETS 


High grade Leatherette for great 
durability. A-Z set with 25 div., Daj 
and Months — each in a different co 







REPORT FOLDERS 


Spanish Grain Leath- 
erette report folders 
with embossed border 
and panel available in 
8 colors. Universal fas- 
tener for 2 or 3 hole_ 
punching. 
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advertising clinic 


by JACK BEDFORD 


edvertising consultant 


Some Helpful Hints 
For Direct Mail Use 


@ Problem: An office equipment dealer writes: “I have been 
using direct mail advertising with considerable success. Based 
on the cost, I find it one of the best ways I can advertise 
my business. However, I have been seeing notices in the news- 
paper about the changes that are taking place, or may take 
place, in postal rules and regulations. What are these, and how 
will they affect my direct mail advertising? 

Solution: From a cost standpoint, the increase in postage 
rates is probably the most important. As you know, there 
is a proposal to increase the first class letter rate from 3 cents 
to 4 cents. The post office even went so far as to have a new 
stamp printed (American flag in red, white and blue) which 
was to be placed on sale July 4 in anticiptation of the in- 
creased postal rate. When this plan failed, the next proposal 
was to raise all first class mail to 7 cents and send it air mail. 

Third class direct mail users are still working to get the 
rates for their mailings held at the present point. So far this 
has been successful and no changes may take place in the 
immediate future. 

If postal rates for first and third class mail do advance, it 
will be even more important that direct mail advertising 
be professionally prepared to make it score more hits to keep 
the sales cost low. This will help offset any advance in mail- 
ing cost advertisers have. 


Mailing List Corrections 


The post office has a little-known service of helping mailers 
keep their mailing list up-to-date. Under this plan the post 
Office checks your mailing list and makes any changes that 
are necessary to bring it current and have it absolutely cor- 
rect. 

Current rates for mailing list corrections (recently changed 
in the Postal Rules and Regulations) are five cents each with 
a minimum of one dollar per list checked. This is an increase 
from the old rate of one cent per name and 25 cents minimum 
charge. 

Some office equipment dealers may feel that this new charge 
is a large increase. It is a high increase percentage-wise, but 
if the names on your mailing list are not worth five cents each 
for checking, they are hardly worth the cost of mailing ad- 
vertising to them 

Since this change was announced in the newspapers, there 
has been a tendency on the part of some advertisers not to 
take advantage of this service. Hence, an office equipment 
dealer who does have the local post office check his mailing 
list for accuracy will probably get good service right now. 

To have the post office check your mailing list, you must 
comply to certain requirements. The list must be presented on 


+ cards (similar to the size of the government post card, al- 


though three by five cards are accepted by many post offices). 


“| The name of the addressee should be shown in a similar spot 
}'0 a regular address (lower right-hand corner of the card). 


A minimum of 20 cards must be submitted at one time to 
qualify for the one dollar minimum charge of the post office. 
When your mailing list has been corrected, you will re- 
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KEEPING 
OUR NEW 
MODELS 


UNDER 
OUR HAT 





BOOTH #84 is the place where we will intro- 
duce our brand new models for the first time! 
In addition to the famous Mutual Centamatic 
Punches, we will unveil a sensational new line 


of punches that will be the talk of the trade. 


dont forget! BOOTH 784 
Wii st ATG 





SUPPLY CORPORATION 


manufacturers of the famous centamatic punches 


268 Fourth Avenue * New York 10, N. Y. 
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There’s nothing like it on the 
market! New SWINGLINE 101 
High Compression Staple Gun is 
compact, powerful and capable. 
Delivers as much driving power as 
machines twice its size and weight... 
Takes two staple sizes (4/16” and 
5/16”) . . . performs hundreds of 
tacking jobs . . . even has a lock to 


Profit with 
all 

these 
SWINGLINE 
leaders: 


eeeeeee eevee 





i aedice’ LONG ISLAND CITY 1, 


World’s Largest Manufacturer of Staplers for Home and Office 
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Swingline No. 200 « 
Compression Tacker. 
Takes 3 staple sizes , 
up to 5/16”. ° 
Retail price $10.50 2 


HIGH COMPRESSION STAPLE GUN 


hold it securely closed. You'll sell 
all your customers this ultra-handy 
home tool... now, for the very first 
time, at a sensational low price. And 
you'll see lots of the new SWING- 
LINE 101 in big advertisements 
(selling for you) in leading con- 
sumer magazines. So get set... 
stock up with SWINGLINE 101! 


















Start Selling with this 4-Unit Display Kit The S 


See how easy the SWINGLINE 101 sells. show 
Order this 4-unit case today, including an . Touch 


easy-to-set-up display for counters, walls 


or windows, 







electri 





Swingline No. 900 
Super Drive Stapling 
Gun. Takes 6 staple 
sizes up to 9/16” 
Retail price $12.50 





NEW YORK 






put or 
urnec 
your | 


Household Stapler 


with wall Dracket and 
1000 staples 


Retail price $2.95 
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The Swingline 66P, Foot Pedal Model 
shown above, and the Swingline 66 
}Touchamatic have proved the success of 
electric stapling machines. 90% of those 
put on 10 day free trial were never re- 
murned. The 66A Automatic will prove 
tyour best seller yet. 


Srwinglne- INC. LONG ISLAND CiTy 1, NEW YORK 


World’s Largest Manufacturer 


of Staplers for Home and Office 
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Retail Price 


Fastest, Easiest, Safest Stapler ever 
manufactured! That’s the amazing, 
new SWINGLINE 66A... the 
electric stapler that is fully auto- 
matic, that “thinks for itself”. The 
SWINGLINE 66A automatically 
staples a perfect clinch every time 
...up to 10 staples per second. 

Every type of business is a po- 
tential customer for you with 





#4 Office Stapler 


Tenn = 66 A 


AUTOMATIC ELECTRIC STAPLER 





| Tot “SO” Pocket Stapler - 









SWINGLINE 66A. For this 
super-speed electric stapler makes 
all heavy collating work a breeze 
... pays for itself in labor and time 
saved. Just a simple demonstra- 
tion ...a 10 day free trial ... and 
you’ve made a sale! So, call, write 
or wire SWINGLINE today and 
stock up on the revolutionary 
SWINGLINE 66A. 





#27 Office Stapier 
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See us in Room 339 

EASTERN COMMERCIAL 

STATIONERY SHOW — October 26-29 
N. Y. Trade Show Bldg. 500-8th Ave., N.Y.C. 


THE WARSHAW MANUFACTURING CO., INC. 


1 MAIN STREET BROOKLYN 1 








ceive your cards back with the latest available information on 
the names submitted. You can have your mailing list corrected 
at a nominal cost even with the increased rates of the post 
office for this service. 

Office equipment dealers using third class direct mail adver- 
tising may soon have another problem facing them. One of 
the ideas presented to reduce the postal expense is to require 
all third class mail users to zone all mail to city destinations. 

It is estimated that this will save the post office department 
about five million dollars in handling third class mail. How- 
ever, there is strong opposition to this by direct mail adver- 
tisers who claim that the cost of doing this would be exceed. 
ingly high for them. This would be far out of line with the 
estimated five million dollar saving for the post office de. 
partment. 

This proposal is not in the regulations. It is still in com. 
mittee, but if it does come out as a new regulation, office 
equipment dealers will be required to zone all third class 
advertising matter mailed. 

Even if this does not become part of the postal rules and 
regulations, it will help speed up the delivery of your third 
class direct mail advertising if it is zoned. And, the extra 
time and effort spent in getting your mailing list up-to-date 
and zoned may be a wise advertising investment for the fu- 
ture. 

Here are some suggestions you may find helpful in keeping 
your mailing list up-to-date at all times: 


1. Make One Person Responsible 

When everyone in your office has the responsibility of mak- 
ing corrections on the mailing list there will be plenty of con- 
fusion. Because someone else may have done it, another em- 
ployee may not make the change. And, the incorrect name 
and address may continue on your mailing list for months be- 
fore it is corrected. 


2. Make Periodic Checks 

A mailing list that is 100% correct today will be down to 
95% accuracy in 30 days. People die, move away, change 
names, etc. A regular checking date—once every six months, 
for instance—will help you keep your mailing list accurate 
and directed to people who buy. 


3. Print Form 3547 on Envelope 

When you mail your advertising by third-class mail to your 
complete mailing list, you can use Form 3547 to good ad 
vantage. Your envelope or card is printed with this informa 
tion on the lower left-hand corner: 

Postmaster: If addressee has removed, please notify 

sender on Form 3547, postage for which is guaranteed. 

Under the current postal rates, this service only costs two 
cents a name that is corrected. Mail that is correctly mailed 
(right address on mailing piece) does not bear this charge— 
only those that have incorrect addresses are assessed at the 
two cents per name rate. 


4. Ask Addressee 

A first class mailing (so incorrect addresses will be for 
warded) to your mailing list with a request for name and 
address corrections will usually produce good results. People 
want their name to be correct and will usually co-operate with 
an office equipment dealer who is trying to make his mailing 
list 100% correct. 


5. Hire Local Agency 

If you have a local letter shop or direct mail advertising 
firm, you may get their help in correcting your mailing list 
These organizations work hard to keep their mailing list 
up-to-date for people using their services. Fees for check 
ing your mailing list against their master list will vary, but 4 
few cents charged for this service may be a good advertising 
investment. 


6. Check Directories 

Immediately after a new city or telephone directory is i 
sued, you will find them a good source of correct names and 
addresses. Don’t use old directories . . . . a telephone director 
six months old or a city directory a year old are practically 
worthless for mailing list checking. And, these directories wil 
not have postal zones for zoning your mailing list. 
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“| SELLS THE VICTOR® PRODUCT 


“MODEL OFFICE 


ie ma YOU WILL SEE IN CHICAGO... 
NSOEA-BOOTHS 15 AND 16 
ns Victor offers dealers one of the most complete lines of quality 


y; but 4 
Vertising 





' 
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yertising 


office equipment available from one source. Stop in and seé... 


VICTOR SAFE & EQUIPMENT 
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~ NORTH TONAWANDA : NEW YORK 
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ACTUAL SIZE 


lasts 50% longer...boosts floor 
protection...standard on 2’ chair 
casters...at no additional cost! 


Bassick and Firestone engineers worked months to de- 
velop a rubber wheel compound that would give longer 
service under all types of abusive conditions. Under 
continuous tests the new wheel’s performance has been 
outstanding. You can expect 50% longer service from 
this than from previous 2” rubber wheels. 

Floor protection features are also increased. The new 
wheel is 1/16” wider than the previous model. Its tread 
contour is refined to put a maximum amount of rubber 
into effective use without limiting swiveling. It is the 
best wheel for modern floor coverings. 

Show your office manager customers this new wheel, 
now standard on all 2” Bassick office casters at no ad- 
ditional cost. Point it out as a sign of quality on office 
chairs you sell. 7.33A 


THE <7 - 
tale Bassick 


BELLEVILLE, ONT. : Ss RS 


‘MAKING ORT KINDS OF CASTERS MAKING CASTERS 0G MORE 
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Frustration Replaced 





Continued from Page 33 


them for better things, you encourge them to succeed, you 
make possible their families’ livelihood, you give them se- 
curity. You create new friends for yourself, you fulfill a basic 
requirement in your business life, that of making available op- 
portunity for business experience so vital to the success of 
all businesses. You become an outlet for available manpower 
after schools and colleges have completed their work. To the 
employee himself, you become the most important person in 
his life, because of all of these things we have enumerated. 

Item two is GOOD WILL. A business without it finds it 
hard to survive. Good will is the result of good management, 
It is the one asset that grows gradually as a business becomes 
known for good by the service it renders and the dependability 
of its merchandise. It is the one asset that can reduce in value 
faster than any other if neglect or misguidance creeps into 
an operation. 

The abuse of a customer can unwittingly occur due to fail- 
ure on the part of someone in the business to do his part. 
Management must have checks and controls to guard against 
such occurrences. Someone has said that good will is like 
interest on your money in the bank. But this is only while it 
is growing. If you remove your money from the bank, you 
spend it or invest it and get something in return (unless you 
go to Las Vegas.) 


Good Will Necessary 


Whereas, good will which is lost gives you nothing in re- 
turn except disappointment and discouragement. Good will is 
what makes your business attractive to a prospective buyer. 
An unbalanced inventory or large accounts receivable, can be 
worked with, but good will has got to be there because of 
the past, not only because of the present. I submit to you that 
this is one of your most important goals. 

Item one on this list, and I believe by all odds most im- 
portant, is PROFIT. With it, all the other four points have 
their place. Without it, they gradually disappear. While it is 
true we work hard from day to day and we seem to be busy 
at many things and sometimes so busy we begin to lose the 
point, we are, in the final analysis, doing it all for one reason, 
PROFIT. Without it your future is surely insecure, with it 
you have the whole world before you. 

At this point I would like to refer again to our term “frus- 
tration.” Perhaps it is this six-letter word that is at the bot- 
tom of it all. Fighting daily to preserve what we have or fight- 
ing daily to get some of it. 

I am reminded of the fellow who had the same name as I, 
John Carr, who decided that to revive his business he needed 
a new slogan. He, incidently, was in the plumbing business, 
So, he began to walk around town looking over the slogans 
used by other firms. He came to one used car dealer who had 
a rather catchy slogan in which he had used his name, “John’s 
Used Cars.” So he quickly decided to use his own name and 
adopted the slogan “Carr’s Used Johns.” 

Well, just what it takes to make a profit I can’t say — but 
I believe it is tied up in much more than a trite slogan. 

I represent a firm whose executive vice-president at the be- 
ginning of this year challenged us for 1957 to do two things: 

1 - Increase our gross margin. 
2 - Improve our turnover. 


Freight Rates Hurt 


For, as he said, except that we do these things our position 
at the end of 1957 would not be good. Such things as increas- 
ing freight rates are making their inroads on gross margin, 
being compelled by certain discount structures to buy more 
than we need, has its slowing-down effect on our turnover. 

Let me quote another authority, the NSOEA Desk Sheet of 
March 22, 1957: 

“One fact seems to come up in every forecaster’s report for 
1957 — there will be a pronounced squeeze on the profits of 
most businesses, and this fact should sound an alarm to man- 
agement. Now, early in the year, is the time to re-appraise 
your own organization for any avenues of possible savings. 
Analyze your buying practices, your inventory methods, your 
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newest reason why it’s good to be an Art Metal dealer 


Art (Y\eral multi-files 











| an extra drawer in every cabinet... 





6 drawers 
in space of 5 


GAIN 
20% 


capacity on same 
floor area 























5 drawers 
in space of 4 


GAIN 
25% 


capacity on same 

















floor area 
In a cubic area no wider, no deeper and usually no higher than 
standard files, the Multi-file space-saver does two things...and both 
are sales-makers for the Art Metal dealers. 
First, it lowers the floor-space cost of filing for his customers, at the 4 drewers 
same time releasing office floor space for other uses. Second, it speeds in space of 3 


up office operation by placing more records within a given area. 





Here, in files, is the newest expression of the space-saving principles 
so important in Art Metal's service to the business world. 


GAIN 
33'/5% 


capacity on same 
floor area 


Customers say the extra drawer in every cabinet is like finding extra 
office space rent-free! Drawers are full depth and full width, provide 
ample height for neat, easy, fast filing and finding. 








With this neat product development, Art Metal dealers are now in a 
better position than ever to sell the whole office. 
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in the world of office equipment... 
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Hey, Joe—do we carry paper 
made from the skin of a unicorn 


killed in a graveyard at midnight?_4 
a 

















Sorry, Ma’am! But if R-B did carry it you 


Spotseald® Adding Ma- 


could be sure of one thing—it would be the chine & Other Rolls * Desk 
. . ° ! Blotters, Embossed & Plain * 
best unicorn skin paper available! i titan ‘salts te, 


books, Eye-Tint®? & White 
Pads, Plain & Ruled * 
Printed “COPY” Second 
Sheets * Bond & Sulphite 
Papers * Duplicating Papers 








Value and quality in office paper dis- 
tinguish R-B’s line. That’s why dealers who 
choose R-B can count on keeping customers. 





® Mimeo Papers ® Manifold 
Papers * Manila Second 
Sheets. 


R-B means REPEAT BUSINESS — Prove it to yourself! 
Ask about Personalized Labels — another customer-keeping aidl, = 

















naaanetoncnaeag Rockwell-Barnes Company 
samples available to qualified 
dealers, upon request. Specialists to the Stationer Since 1903 

35 EAST WACKER DRIVE © CHICAGO 1, ILLINOTS 
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DEEPLY / Qu, ‘ 
MOULDED Mppiy 


Create that wonderful trade excitement. Unsurpassed for quality and 
value, the Fulton line of daters is certain to win new customers, and 
even greater profits for you. When you stock Fulton, you know you 


get the finest! 


SERVICE DATER 
No. 1%... 


boxed individually 
and guaranteed 
for best results 


WW? 


FULTON MARKING 


EQUIPMENT Co. 
82 Fulton Street 
Elizabeth 1, New Jersey 
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FULTON DATER 
No. 1%... 


packed 1 dozen 
to a box. Priced 
to sell. 


FULTON’S DATERS ARE CONSTRUCTED UNDER 
HIGHEST STANDARDS... using only the finest 


high-grade rubber, solid frames, and durable 
heavy-duty handles. This quality control means a 


more uniform and dependable performance 


THE DEALER’S CHOICE IS ALWAYS FULTON... 


you get the improved gear type wheel and perfected bands 


with deeply cast characters for those sharper impressions 
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One key to open every piece of office equip- 
ment...no matter how many you have. 








Separate keys for each different piece of office 
equipment. 








One key to open all office furniture, plus separate 
keys for each individual piece of equipment. 


Find out about Flexible Keying from ILLINOIS LOCK today 


® 
THE ILLINOIS LOCK COMPANY 


$06 S$. ADA STREET + CHICAGO 7, ILLINOIS 
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accounting procedures, your sales techniques, and make the 
needed moves to strengthen your organization. 

“Whether companies are large, medium or small, their man- 
agements are finding today that old systems of unco-ordinated, 
speculative decision-making can no longer be practiced. To- 
day’s successful company is in business to make a profit as a 
result of efficiency and know-how, and not as a result of 
speculation. Management decisions must be based on informa- 
tion that is accurate, comprehensive and rapidly assembled 
and delivered.” 

“According to D & B’s 1953 figures, 94.3 per cent of the 
business failures were management-caused. 

Many of us have read the famous Dr. Peale’s book The 
Power of Positive Thinking. This is a source book for getting 
us straight in our thinking and on the road to mental re- 
covery. 


8 Points To Clear Thought 


If I may be permitted, I would like to review eight points 
on clear thinking, which I have developed in connection with 
our common problem. 

1 - Avoid negative thought. 
- Be objective. 
Have an open mind. Don’t be like the fellow though 
who was so open-minded that his mind fell right out. 
4 - Do research. 
5 - Be courageous. 

“Let’s have courage to seli merchandise to satisfy our cus- 
tomers now living in the most abundant economy in our 
country’s history.” This is a quote from the March issue of 
“The National Stationer”, page 14, and I want to quote more 
of this most stimulating report of an address given by a man 
outside our industry who sees us as we are and encourages 
us to be what we ought to be, Reginal H. Biggs — vice-presi- 
dent Emporium-Capwell Co., San Francisco and Oakland, 
Calif. 

“One of the great faults of retailers and merchants these 
past few years is that we have been watching the wrong kind 
of people — we have had our eyes on the discount houses, 
the supermarkets, and all the various types of distribution 
which have in effect been trading down and selling cheap 
things cheap. We have put too many of our energies and our 
worries and concerns into this type of distribution — rather 
than watching, let’s say, the automobile people or the home 
builders, who have been putting luxury, beauty, modernism 
into their products — in fact, all of those things which tend 
to make for a higher standard of living.” 


why 
' 


A Question of Luxury 


Mr. Biggs continues: “The lowest priced American automo- 
biles today have more luxury than the most expensive cars of 
a few years ago. They have catered to the American public’s 
unquenchable thirst for better things. Consequently, their dol- 
lar margin, even though their present per cent of markup may 
not have increased, gives the dealer many more dollars to 
cover the ever rising expense. 

“T have occasion to go into many offices and it’s the excep- 
tion that I find an executive in an office equipped with the 
convenience and luxury that can be compared with the auto- 
mobile he drives or the home he lives in, or to be more spe- 
cific, we might ask the question, is the office the average ex- 
ecutive works in as efficient and filled with as many labor- 
saving devices and as functionally beautiful as his wife’s kitch- 
en? From my observation, I would say decidedly not. 

“Now, the main reason is that these men have not been sold 
the advantages of having an office as nice as their home, from 
an efficiency standpoint, from an impression standpoint and 
from a general standpoint of a better way of life. In the past 
three years I have been in many meetings of merchants great- 
ly concerned about low-priced cheap distribution methods. I 
have been to a very few meetings devoted to the problem of 
enhancing and enriching the lives of our people by develop- 
ing better merchandise to the same degree that has been done 
in the automotive industry. 

“One of your members who is concerned with the declining 
margin, wants to know what can be done to offset it. He says 
expenses are increasing and there seems to be very little in- 
crease in gross sales. Profit margin continues to decrease. I 
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® Harter Tempo 300 Executive Chair 





There’s a new Tempo in the office 


.. and it means a new Tempo 





of sales for Harter Dealers 


Here are chairs with authentic contem- 
porary styling—the true decorator flair. 
And, with this they have the fine quality 
and comfort so traditional with Harter. 
The Tempo series gives Harter dealers a 
new avenue to profit. Promoted by beau- 
tiful four-color national advertising and 
literature, the Tempo series completes a 
profit picture that’s brightest with a 


valuable Harter franchise. 


If there’s no Harter dealer in your area, 


drop us a line for complete information. 


HARTER 


See New TEMPO at HARTER SUITE 605-A te 
CONRAD HILTON + NSOEA SHOW 


Harter Tempo 310 Side Armchair 


HARTER CORPORATION «+ 1025 PRAIRIE STREET + STURGIS, MICHIGAN 
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Justrite Envelopes Introduce 
NEW Bank By Mail Line 


H™: the streamline banking envelope that can 
increase your sales and profits. It's the entirely 
new and modern bank by mail envelope by Justrite. 


This functional envelope combines the deposit slip, 
deposit receipt, and self addressed return mailing 
envelope in one complete unit. . . designed for effi- 
cient, convenient, and easy depositing. 


Check these outstanding features— 


1. Four popular banking sizes. These new 
bank by mail envelopes are offered in sizes 6, 7, 9, 
10 . . . one perfect for your customer's needs. 


2. Attractive printing designs. Your customers 
have the choice of four distinctive designs for the 
face of the envelope (one shown above) and eight 
stylish flap designs, each promoting a popular 
banking service. 


3. Wide assortment of paper stocks and 
colors. Bank by mail envelopes are furnished in 
white, gray, and buff krafts; green, bankers green 
tint, cherry, blue, goldenrod, and canary colors. 


Get your full share of this profitable envelope busi- 
ness from banks and savings and loan associations. 
Write either Justrite factory for your sales stimulat- 
ing bank by mail presentation kit. 

SEE THESE NEW ENVELOPES TOGETHER WITH THE 


> 4 COMPLETE JUSTRITE ENVELOPE LINE AT BOOTH 54, 
NSOEA CONVENTION, CHICAGO, SEPT. 28 - OCT. 2. 


Two Modern JUSTRITE Factories 


NORTHERN STATES ENVELOPE CoO. 
300 East Fourth Street e Saint Paul 1, Minnesota 


JUSTRITE ENVELOPE MFG. CO., INC. 
523 Stewart Avenue, S.W * Atlanta, Georgia 
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hope I have partially answered that question by attempting 
to challenge you to take your share of the responsibility to 
make every man’s office his kingdom — sell him an office 
equipped so that he will enjoy his work for eight hours a day, 
Don’t let him sit behind a scratched-up desk with papers piled 
high because of inadequate filing systems or sit in a chair 
which probably gives him sacroiliac trouble. Sell him a chair 
that will make him a king, or sell him a beautiful modern 
desk pen set — not one which looks as though it has come 
out of the five-and-ten store, or stationery which is not com- 
parable to his position in the community. For in selling him 
the things he deserves to have, you will find you yourself 
have a larger gross margin of dollars.” 


Courage To Sell Needed 


Our authority concluded: “If you have courage to display 
and sell the goods which customers want in this day of abun- 
dance — rather than worry about a supermarket selling a 
twenty-nine-cent ball point pen, you and the customer and 
our country will be better off.” 

6 - Don’t be afraid of the new. 

I ask you did the supermarket industry have any precedent 
to follow when it started making its in-roads on other business 
other than grocery, meat or produce, Of course, not. They got 
an idea and even though it was new to them, they grasped it 
and made something of it, and as you know they are working 
on our items with marked success. 

7 - Beware of traditions. 
8 - Utilize your own people. 

If you don’t know anything about “brainstorming” I suggest 
you learn about it. It is a new science of thinking employed 
by management men to meet the challenge of today’s market. 
Have you noticed the Campbell soup ads now suggesting 
“Soup for Breakfast”? This was an idea resulting from “brain- 
storming” done by the men at Campbell’s. Your people 
may have some ideas you don’t know about and unless you 
organize to get these ideas you'll never have value from them. 
All of this encourages me to suggest a five point program 
which I call “Organize for Success.” 

1 - Define the jobs in your company. 

Written job descriptions can be the most valuable thing 
your employees have to teach them their job. First of all they 
help you decide what must be done to get the work out. Sec- 
ondly, they determine for you the related tasks in your vari- 
ous jobs and help you properly place them with your people. 
Lastly, they provide for you a record of what you have de- 
cided certain jobs shall consist of and give you the check list 
needed to follow up on the work. 

An organization no matter what its size will operate more 
smoothly and with less employee friction if everyone’s job is 
clearly defined and coupled with the appropriate authority. 
You aS the boss can’t assign tasks to others and not give the 
proper authority to act. If you do this you are always in the 
middle of the act and you can’t afford to be. 


Boss Must Do Planning 


There are other things for you to do. All of which leads 
me to remind you that the boss’s job is the first one to define 
in which ample time must be provided for planning. Without 
time to plan, this whole problem of frustration will continue 
to persist. The boss has got to be free of details and able to 
think clearly. 

2 - Place the right people in these jobs. 

It isn’t always possible to know if a person will be success- 
ful in his job and this makes the placement of people very 
difficult. We can, however, be conscious of certain qualifica- 
tions and factors that go to make up people and by the use of 
good judgment, place people in their respective jobs. Certainly 
such things as aptitude testing, 1.Q. tests and proficiency tests 
can be employed to help make the task more simple. 

But despite all those things there is one factor which seems 
to be more important than any and this is the human factor, 
“Can he or she work well with other people?” 

To illustrate this, one of our large eastern universities made 
a survey of several hundred firms by asking this question: “Of 
the last five people dismissed from your firm what was the 
major cause for dismissal?” The answer came back that over 
75% of those dismissed were because of their inability to get 
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Showrooms 
* 


Room 1005 Stanley Werksman 
192 Lexington Ave. Associates 
New York, N.Y. 729 Boylston St. 
Boston 16, Mass. 


Space No. 299 
Southwest Home 
Furnishings Mart 
2000 Stemmons 
Expressway 
Dallas, Texas 
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In this Modernize catalog is 
a most complete selection of 
upholstered furniture of qual- 
ity and beauty. Colorful, 
complete and most helpful, 
the Modernize catalog should 
be ready at your hand for 
easy convenient use. Write 


for new catalog. 
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Dealers who want products that stay sold once they're de- 
livered to the customer know that they can count on 
Faymus. Expertly made and beautifully packaged in indi- 
vidual boxes, Faymus products are the gwality line — the 
line that brings customers back time after time. 


BANDS OF RED RUBBER—far more durable, resist rough treatment. 
o— LIFE—year band is not quickly outmoded, carries 6-years of 
ates. 

BANDS TURN EASILY—never stick, never slip once set. 

RUGGED FRAME—for long, hard service. Heavily chrome plated. 
HARDWOOD HANDLES—select wood, beautifully finished. 


wag 3 *. aes carries useful wordings: Rec’d, Ans’d, Ent’d, 
Paid A.M., 


Imprinting at no charge on quantities of one gross or more. 
Also available without imprint. 





WRITE TODAY! 
Gentlemen: 
I'd like to know more about the lowest prices and highest 
profits in the industry. Send me complete information at 
once! 


a 

Firm 

Address 

a Zone State 


Faymuas DIV., Bankers & Merchants, Inc. 
3229 N. Sheffield Ave. Chicago 13, Illinois 








along with other people. In our own organization we have al- 
ways maintained with our people that each one has a 50% 
responsibility. That is, if we will go half-way, we will meet the 
other fellow and this obligates us all then to accept each other 
for what we are. 

3 - Let them do their jobs. 

Remember you can’t do it all. One of the best ways to gain 
the confidence of your people is to let them know they will 
be permitted to do their job. 

I am not so sure that we want to have our people go to ex- 
tremes, however, like the farmer they tell about in New Eng- 
land who just didn’t ever seem to have anything happen to 
him, no important people like George Washington had slept 
on his farm. 


Want Feeling of Importance 


But he was serious about this desire of feeling important 
so he hung a sign on a large oak tree on his place near his 
house which read: “Notice, this is the tree under which Paul 
Revere would have ridden had he gone this way.” Philip 
Lovejoy, noted business executive, author and lecturer recent- 
ly said “Here are some important figures to keep in mind: — 

22% of the workers in the United States complain of re- 
ceiving conflicting orders. 

36% did not get as much instruction as they felt they 
needed. 

28% said that supervisors would dodge, stall or pass the 
buck on questions. 

31% were never told why policies affecting their work 
were changed. 

7% of supervisors discourage ideas. 

22% said that supervisors listened and then forgot. 

18% said that they had too many bosses. I overheard a 
conversation in an office the other day. An im- 
portant salesman was going out: he turned to his 
secretary and said, “If my boss calls, please get his 
name.” 

4 - Keep the organization alive. 

You must expect and get results from all this organizing. 
You must know what you want and go after it. Work that is 
done and never used is costly, just as work that is expected 
and never done. People aren’t to be fooled, they know if they 
have a job they will be expected to produce. But the secret 
is in how you exact this work from them. Do they do it will- 
ingly? 

5 - Eliminate the unnecessary. 


Is It Necessary? 


My final point is the elimination of all unnecessary things 
in your operation. Did you ever stop to think that it is neces- 
sary for you to take time to eliminate the unnecessary, that is 
get a hair-cut to keep you well groomed for your customers? 
Hair just grows and grows (that is on most of us) and so do 
many unnecessary tasks and procedures in business. If we 
don’t take time to look at what we are doing and question 
everything very carefully, we find that we are paying for dead 
wood or raising white elephants. May I suggest as a way of 
avoiding this happening, that you do two things: 

1 - Personally go over everything that is being done to 

see if it is necessary. Don’t be afraid you will agree, 
but face the issue and get rid of it if you find some- 
thing being done that is not contributing to your 
profit picture. 
Make it part of the job of everyone in your organi- 
zation to be responsible for doing those tasks as- 
signed and questioning even these if to them they ap- 
pear to be unnecessary. 

Now, returning to our “Frustrated Joe,” let us see if the 
principles we discussed have in any way changed his outlook 
on his problem? 

Since it seems that there is a change let’s ask Joe “What is 
successful formula for making money?” Phillopapolus, a suc- 
cessful banana merchant said that you can make money faster 
if you don’t try to make it too fast. 
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nina and construction have never shown to 
ntage than in these recent creations. Oppor 
wing every day for profitable placements 
Solid Walnut is used, of course ...and 
» wide selection of leathers and fabrics is available 


Be first in your vicinity! Send for photos and prices 
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CONTRACT DEP'’T. 

We will manufacture to your speci- 
fications and design or special 
designs are available from our Design 
Department. Let us know your needs. 


The SIKES COMPANY, Inc. 


20 Churchill St. Buffalo 7, N. Y. 
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BRUSHED ALUMINUM 
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by H-O-N 





Owners of hotels, restaurants, 
institutions, business and pro- 
fessional generally 
desire a standard of 
quality in appointments that 
meet the public eye. You can 
offer them the finest with the 
H-O-N line of Brushed Alvu- 
minum Costumers. For H-O-N 
Costumers reflect high quality 
—in. fine appearance—in top 


offices 


high 


grade materials — in sound 
construction. Available, in 
addition to models shown 


here, are wall and shelf types 
also. Write to us for catalog 
and prices. The H-O-N Co., 
Muscatine, lowa 


MODEL 912 MODEL 905 


Include several Costumers on your 
next order for H-O-N files. They'll 
ride along at very little freight cost. 


HON 


OFFICE EQUIPMENT 





Nuclear Products Division Announced 
By Herring-Hall-Marvin Safe Co. 

Warren Mosman, president of the Herring-Hall-Marvin Safe 
Co. of Hamilton, Ohio, has announced the establishment of a 
new company division which will be devoted to the design, 
manufacture, sale and installation of special radiation shield- 


ing doors for atomic energy projects, blast resistant doors for 


guided missile installations, sound resistant doors for aircraft 
cells and related equipment 


engine test 











Roy Dunphey vice-president of Herring-Hall-Marvin Safe 
Co., displays one of the four radiation shielding doors which 
the safe manufacturer has just installed at the Nuclear Physics 
Laboratories Building of the DuPont Experimental Station, Wil- 
mington, Del 


The new division was announced to the business community 
upon the occasion of the completion of four massive radiation 
shielding doors which the company recently installed in the 
nuclear physics laboratories building of the DuPont Experi- 
mental Station, Wilmington, Delaware. 

In discussing the ever-increasing importance attached to the 
solving of atomic radiation problems, Mr. Mosman stated that 
the company is helping to meet this challenge by devoting a 
substantial part of its research activities to the development of 
specialized door equipment that will protectively shield the 
human body from the harmful effects of atomic radiation. 

He pointed out that the company is particularly equipped to 
handle specialized work of this nature as it has been actively 
engaged for many years in the manufacture and installation of 
ammunition igloo doors, fuse detonator doors, blast doors and 
other security type doors for all branches of the armed forces. 

Roy F. Dunfey, Herring-Hall-Marvin vice-president, is in 
charge of the new division which will now operate as a regu- 
lar division of the company. 


Stationers Corp. Appoints Ellsworth 

Phil Ellsworth joined the executive 
staff of Stationers Corp., Los Angeles, 
Calif., August 5 as manager of the 
printing and engraving plant. He fills 
the vacancy existing since the death of 
Carl E. Sawyer, the late vice-president 
of Stationers Corp 

Mr. Eilsworth for the past 24 years 
has been associated with the Charles R. 
Hadley Co., now the Hadley Division of 
The Todd Co. Here, he worked in many 
departments of the factory and office, 
was plant superintendent, manager of the 
Publishing Co. and then vice-president in charge 
of production 

The new official has been active in the Printing Industry 
Association of Los Angeles, serving as president for two years 
and president of the Master Printers Section for two years. 





Phil Elisworth 
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AUXILIARY OFFICE CHAIR with tablet writing arm 


Here 
the new 
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CLARIN MANUFACTURING COMPANY 
4640 West Harrison St., Chicago 44 


fast selling profit-making line. It’s 
IN Commuter tablet arm folding chair 


quick, comfortable 


ies at a moment’s notice 


conterence 


sition at a 


room fo! 


scientifically 


seating and 
These chairs 
iped in an office for informal discussions 
sales meeting 
ession. The tablet arm swings up and 


determined 


rtless writing or may be swung down 


chair when not required. The 


also available without the 


tablet arm 


ivailable seating requirements. Both 


ranteed for 


10 years! 


e 2” foam rubber seat—Naugahyde, nylon 
or grospoint upholstery 
Wide choice of frame and upholstery 


color 


combinations to match modern 
office decor 


OFFICE EQUIPMENT DEALERS 


Send now 


To compiete Tehaehm@ianen 


CLARIN MANUFACTURING COMPANY 
Dept. 33, 4640 West Harrison St., Chicago 44 


Please send me full information on the new Clarin Commuter 
auxiliary office chairs and the name of your representative. 


NAME 


COMPANY 


ADDRESS 


CITY 
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Owners of hotels, restaurants, 
institutions, business and pro- 
fessional offices generally 
desire a high standard of 
quality in appointments that 
meet the public eye. You can 
offer them the finest with the 
H-O-N line of Brushed Alu- 
minum Costumers. For H-O-N 
Costumers reflect high quality 
—in. fine appearance—in top 
grade materials — in sound 
construction. Available, in 
addition to models shown 
here, are wall and shelf types 
also. Write to us for catalog 
and prices. The H-O-N Co., 
Muscatine, lowa 
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Include several Costumers on your 
mext order for H-O-N files. They'll 
ride along at very little freight cost. 
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Nuclear Products Division Announced 
By Herring-Hall-Marvin Safe Co. 
Warren Mosman, president of the Herring-Hall-Marvin Safe 
Co. of Hamilton, Ohio, has announced the establishment of a 
new company division which will be devoted to the design, 
manufacture, sale and installation of special radiation shield- 
ing doors for atomic energy projects, blast resistant doors for 


guided missile installations, sound resistant doors for aircraft 
engine test cells and related equipment. 











Roy Dunphey . . . vice-president of Herring-Hall-Marvin Safe 
Co., displays one of the four radiation shielding doors which 
the safe manufacturer has just installed at the Nuclear Physics 
Laboratories Building of the DuPont Experimental Station, Wil- 
mington, Del. 


The new division was announced to the business community 
upon the occasion of the completion of four massive radiation 
shielding doors which the company recently installed in the 
nuclear physics laboratories building of the DuPont Experi- 
mental Station, Wilmington, Delaware. 

In discussing the ever-increasing importance attached to the 
solving of atomic radiation problems, Mr. Mosman stated that 
the company is helping to meet this challenge by devoting a 
substantial part of its research activities to the development of 
specialized door equipment that will protectively shield the 
human body from the harmful effects of atomic radiation. 

He pointed out that the company is particularly equipped to 
handle specialized work of this nature as it has been actively 
engaged for many years in the manufacture and installation of 
ammunition igloo doors, fuse detonator doors, blast doors and 
other security type doors for all branches of the armed forces. 

Roy F. Dunfey, Herring-Hall-Marvin vice-president, is in 
charge of the new division which will now operate as a regu- 
lar division of the company. 





Stationers Corp. Appoints Ellsworth 

Phil Ellsworth joined the executive 
staff of Stationers Corp., Los Angeles, 
Calif.. August 5 as manager of the 
printing and engraving plant. He fills 
the vacancy existing since the death of 
Carl E. Sawyer, the late vice-president 
of Stationers Corp. 

Mr. Ellsworth for the past 24 years 
has been associated with the Charles R. 
Hadley Co., now the Hadley Division of 
The Todd Co. Here, he worked in many 
departments of the factory and office, 
was plant superintendent, manager of the 
Textbook Publishing Co. and then vice-president in charge 
of production. 

The new official has been active in the Printing Industry 
Association of Los Angeles, serving as president for two years 
and president of the Master Printers Section for two years. 


Phil Ellsworth 
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AUXILIARY OFFICE CHAIR with tablet writing arm 


Here’s a new, fast selling profit-making line. It’s 2” foam rubber seat—Naugahyde, nylon 
or grospoint upholstery. 

: é é Wide choice of frame and upholstery 
that provides quick, comfortable seating and color combinations to match modern 
office decor. 


utive 
geles, 
. the new CLARIN Commuter tablet arm folding chair 
11Lis 
th of 
ident writing facilities at a moment’s notice. These chairs 
may be grouped in an office for informal discussions 
years . . 
a or placed in a conference room for a sales meeting OFFICE EQUIPMENT DEALERS 
yn of or training session. The tablet arm swings up and Send now for complete information 


— locks into position at a scientifically determined 
re height for effortless writing or may be swung down CLARIN MANUFACTURING COMPANY 
Dept. 33, 4640 West Harrison St., Chicago 44 


yf the 
harge alongside the chair when not required. The 


Commuter is also available without the tablet arm 
for instantly available seating requirements. Both 
chairs are guaranteed for 10 years! NAME 


Please send me full information on the new Clarin Commuter 


lustry auxiliary office chairs and the name of your representative. 


years 
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COMPANY 


CLARIN MANUFACTURING COMPANY ADDRESS 
4640 West Harrison St., Chicago 44 CITY 
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I'm SOLD on 
RM haa 


SORTERS 


Sell your customers a sorter from the 
Kohlhaas line—best in all-around sorters 

for manual classification of all types of 
media—and you can be sure they'll 

STAY SOLD. For Kohlhaas has kept 

pace with modern requirements in all phases ; 
of sorting work ... more than forty years / 
experience built into every sorter. , 


HOLDING FILES 
No. 912-25 Letter Size 
No. 915-25 Legal Size 


NUMERICAL 
SORTERS 
No. 472-W 
2 digit, 00-99 


Each Kohlhaas sorter supplies your customers with all the 
features their work requires—Speed, Accuracy, Space 
Saving, Easy Operation, Flexibility and Sturdy Con- 
struction. Every sale brings you attractive profits and 
excellent prospects for repeat sales. Write today for 
catalog, discounts and full information. 


THE Athliaas COMPANY 


8012 South Chicago Ave. ¢ Chicago 17, Ill. 
Telephone: BAyport 1-4433 


Manufacturer of Vertical Sorters for— 





Checks, Sales Tickets, Invoices, Bills of Lading, Correspondence, 
Mail, Purchase Orders, any size or type of media. 
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Vien on the Move 


The Monroe Calculating Machine Co, 
recently announced the appointment of 
Donald M. Berges as vice-president in 
charge of manufacturing. He has his 
headquarters in the company’s general 
offices at Orange, N.J. 

He was formerly vice-president of 
Jack & Heintz of Bedford, Ohio, ip 
charge of all commercial products. He 
was also with Master Electric Co. ag 
vice-president of manufacturing. 

D. M. Berges Mr. Berges has .also served as chief 
engineer in the Pesco Products division 
of Borg-Warner Corp. and for 11 years he was with the 
Bendix Corp. 
* 

The Vail Mfg. Co. recently revealed that W. P. Guess of 
Stevenson, Ala. is representing the company in the states of 
Alabama, Florida, Georgia, Mississippi, South Carolina, and 
Tennessee. 

At the same time it was made known that J. P. Sheehan, 
69 Summer St., Boston, Mass., is representing the company in 
Connecticut, Maine, Massachusetts, New Hampshire, Rhode 
Island, and Vermont. 

6 

Daniel M. O’Connor, formerly man- 
ager of market research for the Royal 
McBee Corp., has been appointed assis- 
tant to H. Carl Davis, vice-president in 
charge of marketing. He will assist Mr. 
Davis in planning, co-ordinating, and 
controlling the activities of the com- 
pany’s marketing organization. 

W. W. Pennels, vice-president of of- 
fice typewriters sales and service has an- 
nounced the opening of three new 
branches on the west coast and the ap- D. M. O'Connor 
pointments of seven men to managerial 
posts. 

W. A. Eiseman, formerly district manager at Los Angeles, 
is now sales manager of the office typewriter division. He 
joined the company in 1938 and has been in Los Angeles 
since 1951. 

To fill the vacancy created in Los Angeles, J. K. Davies 
has been named district manager there. Mr. Davies was most 
recently Burbank manager for the firm. 

As a successor to Mr. Davies at Burbank, Harold B. Dahl- 
man, formerly Los Angeles Roytype manager, has been named 





W. A. Eiseman J. K. Davies H. B. Dahiman 


district manager there. He has been with the company in Los 
Angeles since 1940. 

The three new west coast branches are located at San 
Diego, Inglewood and Huntington Park, Calif. At San Diego, 
Roy H. Lintott, formerly sales trainer for the western region, 
is now district manager. 

At the new Inglewood branch, William Goldstein, a Royal 
distributor in California, is now manager. Mr. Goldstein joined 
Royal as a typewriter salesman in 1947 in New York and 
was most recently a national accounts salesman until becom- 
ing a distributor. 

Roy U. Wainscott, formerly Los Angeles national accounts 
salesman, has been named manager of the Huntington Park 
branch. He has been on the Los Angeles sales staff since 
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to help you sell 


HERRING - HALL - MARVIN 


Fire-Tested and Certified 
Record Safes and Files 


The fire losses in the nation are on a frightening 
increase. Major fires have almost doubled in 
number during the period from 1952 to 1956. 
Of the 430 major fires (fires involving losses of at 
least $250,000) which occurred during 1956, 
eighty-six of them involved losses of a million 
dollars or more. $330,156,000 represents the 
“large fire’’ property loss for 1956, the worst in 
history. For the first six months of 1957, latest 
reports indicate that fire losses are still on the 
increase. LOSS OF RECORDS IS ESTIMATED TO 
REPRESENT THREE TIMES THE PROPERTY LOSS. 


Read that upper paragraph once more. Know 
the facts! Be aware of the heavy burden fire is 
placing upon American business. 


Insurance covers loss of property, goods and 
equipment, but when valuable records are de- 





Model 5533-B Record Safe, one of many styles and 
sizes in the Herrings Halle Marvin line. 


HERRING-HALL*MARVIN SAFE COMPANY 


Hamilton. Ohio . BUILDERS OF THE U.S. SILVER STORAGE VAULTS AT WEST POINT 
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stroyed, two out of every five firms go out of busi- 
ness within six months after the fire. The only ade- 
quate protection against this ever-present dan- 
ger is a fire-tested and certified safe or file with 
adequate capacity. for every record that is essen- 
tial to the successful continuation of the business. 


Spell out to your customers the rapidly increas- 
ing fire losses in the nation. Point out the best pro- 
tection against record loss provided by Herring. 
Hall. Marvin Fire-Tested and Certified Record 


Safes and Files. On the morning following a fire there is nothing 
more satisfying to the businessman victim than to find his vital 
records safely preserved in Herring-Hall.Marvin fire-resistive 
equipment. 


Many additional Herring.Hall. Marvin dealer sales helps are 
also available: colorful folders and brochures as well as a wide 
variety of ready-prepared newspaper ads. 


THERE'S A PROSPECT FOR HERRING - HALL - MARVIN 
FIRE-RESISTIVE EQUIPMENT IN ANY BUSINESS, 
BECAUSE... FIRE CAN STRIKE ANY BUSINESS! 


A NUMBER OF EXCLUSIVE SALES TERRITORIES ARE OPEN. 
WRITE TODAY FOR A COPY OF OUR “PROFIT PORTFOLIO”. 





















WIRE BOUND 


STENOGRAPHLL NOTE B : 
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FEATURING 


Quality paper—white or green tint 
—ideal for pen or pencil 
60—70—80 sheets 

Covers of Solid Golden Kraft Board 
Rubber Edged for Standing Easel Fashion 
Wire Bound for Easy Turning and Flat Surface 


Extensive selection of ruling patterns 













Unsurpassed quality at Economy Prices 





Maple Leaf offers the most extensive and p 
able line available, including: 

WIRE BOUND MEMO BOOKS MUSIC BOO! 
SKETCH BOOKS COMPOSITION BOO) 
BOXED TYPING PAPER 



















INDEX CARDS FIL 
BIOLOGY DRAWING FILLERS 
TABLETS THEME PADS TYPING PA 









ASK Dep't M-O to send you Catalog deg 


* ANOTHER MAP LK LEAF PRODUCT 


(of which there are many) 





SEE our Exhibit—Booth 203 
Conrad Hilton, Chicago—Sept. 2 


MAPLE LEAF 
Mlarwihcclates 


EMPIRE STATE BU/LDING 


NEW YORK 4, N.% 
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1954. He became a national accounts sales representative in 
1956. 





R. H. Lintott William Goldstein 


In Dayton, Ohio, Joseph Campbell, formerly Columbus, 
Ohio, typewriter salesman, has been named district manager. 





Joseph Campbell R. U. Wainscott 
He succeeds F. O. Rorick, retiring manager. 

Robert Weinstock, general sales manager of American 
Business Systems, has revealed that Harry J. DeWitt is now 
with the ABS sales organization in the Philadelphia office. He 
was formerly field manager of the Colonial Life Insurance 
Co. of America. 

Mr. Weinstock also stated that Warren M. Stubbert has 
joined the ABS sales office in Boston, Mass. He was formerly 
a member of the sales staff of International Business Machines 
Corp. 

« 

Bernard C. Berney is the new vice- 
president of Aetna Steel Products Corp. 
and general manager of its Arnot- 
Jamestown division. 

His appointment, according to Charles 
E. Kahr, president, is a part of a cor- 
poration-wide expansion program aimed 
at developing wider markets and im- 
proved production facilities. Mr. Berney 
joined Aetna after working with Royal 
Metal Mfg. Co. where he was general 
sales manager and a member of the 
executive committee. 

© 

Eugene L. Bakewell is the new national sales manager for 
adding machines and cash registers in the home office dealer 
sales of Remington Rand division of the Sperry Rand Corp. | 

Mr. Bakewell began his career with Remington Rand in 
1947 in the portable typewriter division and in 1952 was 
transferred to the New York branch of the dealer sales divi- 
sion. 









Res 


B. C. Berney 


o 
The Seng Co. has announced the appointment of Roy C. 
Koeppel as field sales manager and of Frank C. Flaherty to 






a 


F. C. Flaherty 
succeed him as product sales manager in charge of office 
furniture fixtures. 

Mr. Koeppel will supervise activities of the company’s seven 


ei’. 


R. C. Koeppel 
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MEANS IN 
TODAY’S ECONOMY 


Top efficiency which is 
mandatory under pres- 
ent operating costs, is 
yours with this finest of 





all office equipment — 
plus the assurance that 
you have made an in- 
vestment which will 
stand up through the 
years of an upward 
swing. It is just good 
business to invest in 
Security today. Ask us 
to send you complete 
and conclusive details. 


“good 


t wants more than a 
vestment. 


buy’ be a sound in 
c i is—your 
Present Crestline on this basis—Y 
warding. 


Managemen 
‘ today— it must 
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SECURITY STEEL EQUIPMENT CORPORATION, AVENEL, NEW JERSEY 
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/loor Show 


Floor Show isthe new, gleaming, 
transparent chair mat that introduces 

new concepts of tasteful office decora- ’ 
tion ... new sales opportunities for 


office supply and furnishings outlets. 


Carefully crafted of ont Ney crystal 
clear Plexiglas in the mo ekn Delta fac- 


tory, Floor Show lets the beauty of 
fine carpets or floors be seen... yet 


provides ‘under glass” protection. 


Floor Show can mean extra profits for 
your firm as well as a door opener to 
new accounts. Everywhere it’s shown, 
Floor Show has been enthusiastically re- 
ceived. Cash in on Floor Show sales in 
your area today. Mail the attached 
coupon for full information, call or wire 
today. Be the first in your area to show 
“Floor Show”. 


VON TUr-e Voadel 120mm: h, 


Dole tae ail 


P.O. BOX 1440 
1400 HENDERSON ST. 
FORT WORTH 1, TEXAS 


“ 

i | 
~ 
© 
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easy to operate—easier to sell... 


the new ALL- ELECTRIC 


(A ADDING MACHINE 


Fingertips literally float over the moulded keys... everyone who tries 

this sturdy and dependable REGNA becomes a “high speed” operator .. . 
everyone who sees it admires the streamlined styling, the legible 

keys and listing, the clear curved window for maximum visibility. REGNA’s 
rugged Universal Electrolux Motor does all the work—chases fatigue— 
increases daily employee productivity! 


Swedish steel, Swiss precision counters; 
different capacities from 6 total 7 up; 
fully automatic safety keyboard; rear 
rubber rollers for portability; in 

light grey and ivory. 

Also—low-priced hand 

operated models. 


Gentlemen: 

Please send more information on the new Electric Regna 
aces Machine and outline advantages of becoming a Regna 
Dealer. 


Address .. 
IN CANADA: Regna Cash Registers of Canada Ltd., 704 Notre Dame St. W., 
Montreal, Que., and Business Equipment Machines, 489-R King St. W., Toronto, Ont. 


OUTSIDE CONTINENTAL U. S.: Jorgen S. Lien, Box 507, Bergen, Norway. City —.—........-------— 
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Stand illustrated: Model 7800-T F. 


Sell Toledos... 
the typewriter stands that combine 


HIGHEST STRENGTH 


with smart, attractive appearance 


It pays to start your customers off right . . . with 
Toledo Typewriter stands. 

Toledos are famous for strength, safety and 
convenience. As for long life, they’ll outlast the 
equipment they’re designed to support and protect. 

Toledos are attractive in appearance, too. Thus 
even the most modern office can use them to ad- 
vantage in providing security for valuable office 
equipment. 

Call or write us today and we’ll see that you get 
complete information about Toledo Typewriter 
Stands, and other Toledo Equipment you can 
handle with pride and profit. 


Toledo File Stool 
Model SO56-14 


All-steel. Perforated round seat 

very rigid, durable and com- 
fortable. Wide leg spread pre- 
vents tipping. Large easy- 
rolling rubber casters permit 
moving about quietly without 
effort. 





The Toledo Metal Furniture Co. 


1100 HASTINGS STREET + TOLEDO 7, OHIO 











Production 
Seating 


Vault Trucks Tables Posture Chairs 





Series 8100 Series 9606-17’ Series 8150-26” 


Series 7250 
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field representatives. Mr. Flaherty comes to Seng from the 
accounting machine division of National Cash Register Co. 
© 

Stock Forms Co., division of Moore Business Forms, Inc., 
has named Clay J. Barth as sales development manager. In 
his new capacity, he will be responsible for sales promotion, 
product development and the related merchandising program 
throughout the division. 

Mr. Barth joined Moore’s eastern division as a methods and 
procedure analyst in 1948. In 1955 he was named area man- 
ager of the central area for the new Stock Forms Co., and 
since that time he has been located in St. Louis directing the 
warehouse and sales activities in the midwestern states, 

His new post will be in the home office in New Jersey, 
but he will continue as central area manager. 


Wholesalers Hold Midwestern 
Conference at Drake Hotel 


Over a hundred wholesalers and manufacturers’ salesmen 
and representatives gathered in the Drake Hotel, Chicago, on 
August 29 for a conference, one of a series of seven in vari- 
ous parts of the country. The first one was held in Boston, 
Mass., late in June, and the last one will be in Atlanta, Ga., 
in November. 

The all-day session started at 9:45 
manship of Milton S. Pickle, Will Winnes Co., Cincinnati, 
Ohio. Following an informative address by Mortimer H. 
Chute, Bainbridge, Kimpton & Haupt, Inc., president of the 
Wholesale Stationers Association, and comments by Donald 
S. Frey, secretary-treasurer of the association, several manu- 
facturers made demonstration presentations of their lines. 

The manufacturers were Leo Stein, Stein Bros. Mfg. Co.; 
Folger Fellowes, Bankers Box Co.; Theodore Jansey, Triner 
Scale Co.; Jack Asthalter, W. A. Sheaffer Pen Co.; William 
Fairbanks, Ellingsworth Mfg. Co.; Clarence Noelting, Fault- 
less Caster Co.; L. E. Wood, Midwestern Mfg. Co., and J. 
A. Farrell, Apsco Products, Inc. 

At luncheon the principal address was made by Leon W. 
McGuire, Blackwell-Wielandy Co. Speaking on the topic, 
“Why Buy from a Service Wholesaler,” Mr. McGuire pre- 
sented an excellent outline of the economic functions of a 
service wholesaler in the stationery products industry. 

The second luncheon speaker was Walter S. Lennartson, 
editorial director of OFFICE APPLIANCES, who made some 


A.M. under the chair- 


suggestions for strengthening wholesaling activities in the 
office supplies industry. 
Harold Jacobsen, Associated Stationers Supply Co., im- 


mediate past-president of the Wholesale Stationers Association, 
started the afternoon program with a review of the develop- 
ment of the association during the past four years. He was 
followed by Hal Seigel, assistant to the president of Associated 
Stationers Supply Co., who presented some technical informa- 
tion on the subject, “The Importance of Cost Studies by Man- 
ufacturers and Wholesalers to Determine the Best Ways to 
Market Stationery Goods.” 

Before adjourning for a cocktail hour, Denton Sparks of 
A. C. McClurg & Co., and Cort Horr of Associated Station- 
ers Supply Co., spoke briefly. 





Consolidated Business Systems Opens Plant 

J. W. Pierce, president of Consolidated Business Systems, 
Inc., has announced the opening of a new plant in Durham, 
N.C. 

The new facilities are designed to enable Consolidated to 
offer dealers in the South faster deliveries, savings in freight 
and closer technical assistance. 

Lyn Collins is southern sales manager and George Simon 
is plant superintendent. Press foreman is Joe Nagy. 

Other consolidated plants are in New York City and New 
Brunswick, N.J. 





Latta’s Moves Waterloo Location 


Latta’s of Waterloo, Iowa, has moved from 521 Lafayette 
St. to 2800 Falls Ave., where there is now plenty of free 
parking for customers.—AL 
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VENUS CROSSED THE PEN AND PENCIL 
to bring you 


the most EFFICIENT 
ECONOMICAL 


writing tool 
for the office 






Are you taking advantage of the 
remarkable new Venus Velvet ball 
PEN -cil for your office? Leading 
firms in business and industry from 
coast to coast are equipping their 
personne! with this great new writ- 
ing tool. Here’s why it improves 
efficiency and lowers costs: it com- 
bines the best features of a pencil 
and ball pen . . . wood barrel has 
lighter, comfortable feel of a pencil 

.-no point to wear down or 
sharpen . . . finest ball mechanism 

..ink supply lasts longer...comes 
in 4 styles for every writing job. 
Regular: for all general-purpose 
writing. Double Duty: double ink 
supply doubles writing mileage. 
Super Fine: for extra-fine writing. 
(All in choice of blue, black, red or 
green ink.) Liquid Velvet Lead: for 
Liquid Graphite pencil writing and 
erasability. 29c — 39c each. Less 
by the dozen. Order from your 
stationer. 

































Venus... 
trademark 
of fine 
craftsmanship in 
Pencils & Pens 
Try the Venus Velvet ball PEN -cil in your office. 
cn MAIL THIS COUPON 
Ney ee Venus Pen & Pencil Corporation, Hoboken, N. J., Dept. OA-10 
Fieue pnd wb 0 en ‘cil 
llth at no obligation to me. ae 
— PLEASE PRINT desired here: 
BUY THE a women 5 — j 
ECONOMICAL 4 Address 9 on 
DOZEN City se a — i Vel 
PACKS, Stationer’s Name. Lead PEN -cil 
149 
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EVERY ATLAS SYSTEMS 
SALE CREATES CONTINUOUS 
REPEAT BUSINESS FOR YOU! 


When a customer buys an Atlas System from 
you he immediately becomes a prime prospect 
for more Atlas equipment...for Atlas Hangers 
at regular intervals . . . and for additional 
Atlas Cabinets as his expanding requirements 
exceed the capacity of his original Atlas 
System. A good idea: check your past Atlas 
customers now for more Atlas business today! 


ATLAS 


VERTICAL FILING 


SYSTEMS 


FOR NEGATIVES * OFFSET PLATES 
STENCILS * SKETCHES * ARTWORK 
e X-RAYS ¢ MASTERS 





FAST 
EFFICIENT 
ECONOMICAL 

SAFE 





ATLAS CABINETS -—< complete line 
of models for negatives, plates, stencils, etc. 
up to 21” wide. Capacities up to 1400 pieces. 
Wide range of sizes, up to 26” wide, 52” 
high, 28’ deep. 

ATLAS HANGERS -— over 20 types and 
sizes, a complete patented line of lug, spring- 
clip and envelope types to fit every need. 


Your tie is waiting for you at 


Booths C3-C4 at the NSOEA Conven’ion 


ATLAS 


STENCIL FILES CORP. 


16716 Westfield Ave. «+ Cleveland 10, Ohio 
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Boundaries, Chairmen Named 
For NOFA’s New Area Plan 


The National Office Furniture Association has designated 
territories and named chairmen in launching the Area Plan 
approved by the board of directors in 1956. 

Appointed area chairmen and thus members of the board 
of directors during their tenure are: 

New England—Fred Brouwer, Longmeadow, Mass. 

Metropolitan New York—Robert Gibby, New York City, 

Greater Philadelphia—H. M. Laurence, Philadelphia. 

Empire—organization pending. 

Cleveland-Pittsburgh—Robert Rose, Cleveland. 

Capitol—C. G. Wilcox, Jr., Baltimore. 

Southeast—George N. Stuart, Orlando, Fla. 

Southern—A. W. Herrmann, New Orleans. 

Central—R. P. Adams, St. Louis. 

Midwest—Lou Farber, Chicago. 

North Central—Mel Harrison, Minneapolis. 

Rocky Mountain—Sidney N. Buka, Denver. 

Southwest—D. G. Myles, Houston, Tex. 

Western—George Nielsen, Los Angeles. 

Northwest—Al Osborn, Tacoma, Wash. 

Great Lakes—W. H. Bretzlaff, Detroit. 

The 16 areas as presently outlined are: 





1. New England — All New England States— Maine, New 
Hampshire, Vermont, Massachusetts, Rhode Island, Connecti- 
cut except Bridgeport to the east. 

2. Metropolitan — New York State to Poughkeepsie on the 
north; Bridgeport, Connecticut and Massachusetts border to 
the east; New Brunswick, New Jersey to the south; Bingham- 
ton, New York to the west. 

3. Greater Philadelphia — New York State border and New 
Brunswick, New Jersey to the north; Delaware; Maryland on 
the south; New Jersey and New York on the east and Union, 
Pennsylvania on the west. 

4. Empire — Poughkeepsie to the Canadian border on the 
north; Poughkeepsie to the south; Rochester to the west; 
Massachusetts border to the east. 

5. Cleveland-Pittsburgh — Rochester, New York and Union, 
Pennsylvania on the east; Lake Ontario on the north; Cleve- 
land and Marietta, Ohio on the west; and West Virginia on 
the south. 





£ 


6. Capitol — Pennsylvania and Ohio Borders on the north | 
and northwest; Delaware on the east; North Carolina and 
Clinton, Tennessee on the south; and Louisville, Kentucky 
on the west. 

7. Southeast — North Carolina; South Carolina; Georgia; 
Florida to Gadsden, Florida; and Tennessee to Chattanooga. 

8. Southern — Alabama; Gadsden, Florida west; Louisiana; 
Arkansas; and Tennessee west of Chattanooga. 

9. Central — Kentucky (Louisville west); Missouri; East St. 


Louis, Illinois south. 

10. Midwest — South Bend, Indiana west; East St. Louis, 
Illinois north; Wisconsin north to Columbia County; and 
Waterloo, Iowa west. 





11. North-Central — Minnesota; North Dakota; South Da- f 


kota; Wisconsin north of Columbia County. 

12. Mountain — Colorado; Kansas and Nebraska. 

13. Southwest — Texas; Oklahoma and New Mexico. 

14. Western — California; Arizona; Nevada and Utah. 

15. Northwest — Oregon; Washington; Idaho; Montana and 
Wyoming. 

16. Great Lakes — Ohio (Cleveland west); Michigan; South 
Bend, Indiana east. 





Monroe Calculating Advances Four 

Monroe Calculating Machine Co., Inc., recently advanced 
four members of its nationwide sales organization to branch 
manager positions: Theodore Beverly in the Bronx, N. Y; 
Armin J. Gill in Clarksburg, W. Va.; William J. Halliday im 
Grand Rapids, Mich.; and Ernest J. Heinmuller in Easton, 
Md. 
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Distinctively. BENTSON 





6032 


Clean, crisp designs in a full line 
of flat top desks for any office 
need. 


QUALITY WITH FUNCTIONAL BEAUTY 





2133-D 


Desk dependability for any sec- 
retary . . . featuring the exclu- 
sive personal storage drawer for 
added convenience and storage 
space. 
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COMPANION UNITS 
Matching companion units and ac- 
cessories to compliment any Bent- 
son model. 


CATALOG AVAILABLE ON REQUEST 


THE BENTSON MANUFACTURING CO. 


ILLINOIS 


Visit us Room 539, Conrad Hilton Hotel, NSOEA Exhibit 























PLUS... 
FREE TIE-IN 
MATERIAL! 


¢ Counter and 
Window Cards 


¢ Newspaper Mats 
¢ Envelope Stuffers 
¢ Counter Display 


For your share, 
ask your Bates 
salesman or write 
for full details. 


BREAK THE SALES 


BARRIER 
WITH BATES 
“OPERATION 
SKYROCKET!” 


Here’s your chance for bigger 
List Finder sales — and profits 
— this fall! Tie-in with Bates 
sensational national advertis- 
ing and local merchandising 
campaign. 


TO HELP YOU: 


@ The greatest concentration of ad- 
vertising ever for List Finders! 


@ Dramatic, full-color ads in Better 
Homes & Gardens...in September, 
October, November, December... 
opening up the vast, new, untouched 
home market for List Finders! 


@ Bates quality line...6 models, 
33 distinctive finishes .. . attrac- 
tively priced from $1.95 to $7.50! 





Illustrated — Pencilist $1.95 











the 


BATES 
manufacturing co. 


Orange, New Jersey 
New York Office, 30 Vesey St., N.Y. 7 


Quality numbering machines, staplers, list finders for office and home 
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finds selection easy at S. G. Adams Co. 


Customer... 


S. G. Adams Co. Installs 
Self-Service Gondolas 


S. G. Adams Company, stationers and office supply dealers 
of St. Louis, Mo., recently completed installation of self-serv- 
ice gondolas which extend the full length of the retail store 
area on the first floor. 

The shoulder-height gondolas, each eight feet in length, 
have been arranged in four rows, running the long way of the 
store from the front entrance to the extreme rear. With wide 
aisles averaging four feet between the gondolas and each of 
the self-service fixtures classified into a separate merchandise 
category, both traffic flow and convenience in locating mer 
chandise has been exemplified. 

While the former clerk-service departments have disap 
peared except for those flanking the walls on either side, there 
has been no attempt to cut the personnel in the retail area, 
according to Walter Ruedy, store executive. 

Instead, the same personnel has been retained to help cus 
tomers locate merchandise, paper purchases and arrange for 
delivery. “This will always be a question and answer business,” 
Mr. Ruedy points out. “And self-service will never satisfy the 
customer who isn’t altogether familiar with the items which 
he wants and who needs a lot of explanation and skillful sell- 
ing for his satisfaction." —RAL 





Gram Joins Ken White Associates 


Ken White, president, Ken White Associates industrial de 
signers, Westwood, New Jersey, has announced the appoint 
ment of Tore Gram, internationally prominent commercial in- 
terior designer to the firm’s design staff. 

Mr. Gram received a master’s degree in furniture and inte 
rior design from the University of Oslo, Norway and prior to 
coming to the United States was in charge of furniture ex 
hibitions staged throughout the Scandinavian countries by the 
Association of Norwegian Applied Arts. This educational pro- 
gram was sponsored by the Norwegian Government. 

In 1950 Gram joined Ellerbe & Co., Architects of St. Paul, 
Minnesota working on interiors for the Mayo Clinic and St 
Catherine College, then recrossed the Atlantic to stage furni 
ture exhibitions for English designers, Robin and Doris Day. 

Prior to joining Ken White Associates, Mr. Gram spent ap 
proximately three years with Alvin L. Weidt & Associates, 
Minneapolis store designers where he worked on store fronts, 
interiors and over-all plans for departments, childrens and 
ladies apparel, in the Southdale Shopping Center. 
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taking the eye of the nation! 
I el 


BORROUGHS 
‘BORITE 
SLIDING-DOOR CABINETS 








“Borite” Sliding Doors were a hit at the 
show. It’s no wonder—because here's a 
sales-getter with a wallop of a sales- 
clincher. You, as a merchant, know how 
a customer enjoys opening and closing 
the drawers of a desk. It's action! Well, 
here’s more action for him — and more 
sales for you. Let him insert and slide the 
four different colored “Borite” doors in 
Borroughs 29” and 42” basic units, and 
he'll just love it. Watch him arrange the 
various colors of ‘Borite’ doors with the 
various colors of Borroughs cabinets. Be- 
fore you know it, he has sold himself on 
his own decorative skill, and you have 
made a sale and a satisfied customer. 


ee ee re 
ee ee er 


*“Borite” is an unbreakable composition of 
plastic and fiber glass in a “Furrow” pat- 
tern, in four colors — Beige, Aqua Glo, 
Pinktone, and Citron Yellow. 


Borroughs new “conversion” cabinets are 
36” wide, in heights of 29”, 42”, 78", 
84”, and depths of 12” and 18”, in four 
colors—Spring Green, Dark Green, Gray, 
and Fall Tan. The 29” and 42” basic units 
can be converted into S. D. cabinets with 
“Borite,” steel or glass doors. Have you 
ordered yours? 
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Model No. 68! 
Arm Chair 


Looks can fool you! Take the Gregson 680 Series, for 
instance. Sure, it looks light and airy . . . but man, these 
chairs are rugged! 

Spring and foam rubber seats offer lasting comfort to 
the modern executive, and at a price that he wiil thank 

ou for. Scuff plates and 2-inch ball bearing casters add 
tae life to the beauty and ruggedness of the Arm Swivel 

Chair. And handsome brass ferrules on the Companion 
Arm Chair add that “extra something” that makes them 
sell fast. 

Both chairs are available in Gros Point and Naugahyde, 
or Gros Point and top grain leather combination ... in 
a wide range of colors . . . and at a price to suit even the 
grumpiest purchasing agent. 

There’s a new feeling in office furniture... a new light ’n 
airy look. It’s available in the new Gregson Series No. 600. 
Write for full information today. 


DEALER INQUIRIES INVITED 























GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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Heyer Duplicator Chosen for Design Exhibit 





Heyer Corp.’s new Mark 11 Conqueror spirit duplicator was 
chosen for inclusion among 130 examples for outstanding 
American design in the communications field being sent to 
the 11th Triennale, held every three years in Milan, Italy, 
After the close of the Triennale, the entire exhibit will be 
shown in various 1958 trade fairs throughout Europe. The 
Heyer Mark 11 Conqueror was styled by Jean Otis Reinecke 
& Assoc. 





Flat Pricing of Typewriters 
Pays Dividends in Sales 


That a special “magic” seems to exist in offering a wide 
choice of typewriters, all at the same price, has been effectual- 
ly proven at St. Louis Typewriter Co., St. Louis, Mo., fol- 
lowing two specialized sales promotions. 

In each case Arthur Benassi, head of St. Louis Typewriter 
Co., has staged an “across the board” sale just prior to re- 
opening of school, offering some 25 to 35 reconditioned type- 
writers, “your choice for $52.50.” 


CONDry 7ON 
RIT, TERS 
5250 


Ven Machine eas 


AS Lowas$ Ee Down 


= #150 WEEKLY 

VALS - UNDER WOODS” 

REMINGTONS «1 ¢ SMITHS 
WOODSTOCKS 








Blow-up Signs . . . announce St. Louis Typewriter Co.’s flat 


price sale. 


“We started the program on an experimental basis,” Mr. 
Benassi said, “aiming at both the small business man and the 
student .1arket, including both high school and college stu- 
dents. We felt that because students frequently complained 
that poriable typewriters will not stand up under the heavy 


gaff of constant traveling, day in and day out use, that many} 


of them would buy upright machines—and that’s the way 
it turned out. 


“We sold at least 50% of our reconditioned typewriter 


turnover to students who would normally buy portables—but 
for some reason we did not seriously cut down on our aver- 
age portable sales volume. The conclusion seems to be that 
we have actually tapped a market which we weren’t reaching 
before, and that many students and their parents look beyond 
the school years in selecting an upright typewriter which will 
continue to be useful long after school studies are over with. 
—RAI 
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IT’S LATER 
THAN YOU THINK! 
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piles Pull-Out 
Year end transfer time is not many 
months away. Now is the time to Drawer Storage 
check your inventory in anticipation Case with 
of consumer demand. Early contact Stacking Frame 


with the trade will enable you to 
secure an ample stock and also insure 
your obtaining a fair share of the 
transfer business. 


Let Weis help meet this demand. 
Our durable, economical and pop- 
ular transfer line will assure you 
of many repeat orders. 












Popular Agate 


VICTORY 


Transfer Storage Case 





Fibre Board Trunk Type 
Shell Line Agate Card ‘2 Vertical Letter Transfer 
Transfer 
WETS rs 
a 


The Weis Manufacturing Co. 
Monroe, Michigan 


Document Transfer File 
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Everything you 
need to boost 


* your holiday sales! 





FROM OA... THE BIGGEST SALES-BUILDING 
HOLIDAY DISPLAY PACKAGE EVER 


52 DISPLAY PIECES .. . INCLUDING: 


THREE GIANT, THREE-COLOR SILKSCREENED POSTERS 
THREE PROFESSIONALLY-DESIGNED WINDOW BANNERS 
SIX SPARKLING WIRE-HANGING PENNANTS 
TEN BELL-SHAPED COUNTER CARDS 


THIRTY TAGS FOR BIG-TICKET MERCHANDISE 
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Your complete Christmas store display in one package — 


OA'S ENTIRELY NEW BUSINESS GIFTS 
FOR BUSINESS PEOPLE MERCHANDISING KIT 


And... your kit also includes... 


Newspaper ad layouts, in three sizes 
Headline mats for your newspaper ads 
Radio scripts 

Sales letters 

Manufacturer ad reprints 

Lists of available manufacture sales aids 


COMPLETE MANUAL on PROCEDURE, de- 
veloped from the experiences of 
thousands of successful holiday pro- 
motions 





Get your OA BUSINESS GIFTS FOR BUSINESS 
PEOPLE MERCHANDISING KIT by using the order 
card below. The $10 you invest in the Kit will 





provide you with more display and selling material 


OA CONTEST OFFERS CASH PRIZES 


for your Christmas promotion than you could get FOR WINDOW DISPLAYS 
anywhere else for TWENTY TIMES ten dollars. 


But don't delay. Start planning your Christmas OA's 1957 Holiday Window Display Contest offers 


you cash prizes for putting your windows to work 
building Christmas sales. Full details included in 
your OA MERCHANDISING KIT. 


promotion today, by filling out and mailing in your 
order today. You risk nothing. If, after you receive 


the kit, you are not completely satisfied, send it 








back and OA will refund your $10 by return mail. 











OFFICE APPLIANCES 
600 W. Jackson Bivd. 
Chicago 6, Ill. 


Please send me my BUSINESS GIFTS FOR BUSINESS PEOPLE MERCHANDISING KIT. 


STILL ae ciel 














Name Title 
Address City ‘fone State 


FREE: 300 Colorful “BUSINESS GIFTS FOR BUSINESS PEOPLE" Gummed Labels when your 
check accompanies your order 


$10 
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that’s eliminated with 


HYGIENIC 


Foot Comyort 


MATS and RUNNERS 


The quality floor mats that reduce fatigue 
and increase efficiency for all who must 
work standing. 


© Available in 8 Marbleized Colors 








Aeneas the ecnet. z 
ubber tile — 
a 
bonded to & gee 
provides proper suppor 


being “mushy.” 


Hygienic Foot Comfort Mats and Runners will make 
a fine addition to your line—sure to please your 
customers and be highly profitable to you. Write 
today for details and prices 


@ THE HYGIENIC DENTAL MFG. CO. 


AKRON 10, OHIO, USA 








More for Your 
Storeroom Dollar 


(Written by Erich M. Haver, management consultant of New 
York City, for Small Business Administration publication q 
management aid for small manufacturers. Because many ste. 
tionery dealers have storeroom problems the advice gives 
here may be timely.) 


Many factors can cause unnecessary storage expense. For 
example, if the purchasing agent fails to get a part to the 
assembly line at the time it is needed, items will have to be 
stored as semifinished goods. Likewise, poor scheduling of 
trucks can cause tie-ups of space, and lead to failure to mee 
delivery dates. However, this Aid will discuss mainly the ae 
tivities which are solely under the authority of the executive 
in charge of internal storeroom operations. 

Three main difficulties are encountered in all types of stor 
age operations: Disorganized physical layout, uneven distr 
bution of the workload, and poor measurement of the work 
performed. Raising one or all of these to greater efficiency will 
improve the over-all business profit. A good place to start § 
a study of the present layout and methods of operation. 


PHYSICAL LAYOUT 


A floor plan should be drawn up showing the number of 
storage areas available. The drawing should show the type 
of facilities available within each storage area, and how the 
are being used. Since the purpose of a storage area is not only 
to make it possible to put things away, but also to facilitate 
getting them again, the layout must be such that each unit o 
group of units to be stored has a place or location of its own 
Where necessary, the layout should be changed so that good 
which are needed frequently are placed in the most accessible 
locations. All items ought to be arranged so that there is only 
one place to look for them, and so that all of that particular 
type cannot be any other place. 

Steps to Follow. To bring about this condition, try the fok 
lowing steps: 

(1) List all items kept in each storage area. 

(2) Classify them according to frequency of use or by group 
ing similar items. 

(3) Assign each item a number or letter designating its clas 
and then a unit number to identify it within the class. 

(4) Determine from past records and experience the amount 
of space needed for each group of items. (This may vary sea 
sonally or for other reasons.) 

(5) Draw up a diagram of the storage area showing by the} 
appropriate number the locations of all items. ' 

(6) List all items by code number and alphabetically to in- 
sure easy reference. 

(7) Make certain that all storage-area employees thoroughly 
understand and follow this plan. 

After finishing these seven steps, the actual layout of the 
storage area should be arranged in accordance with the dia 
gram. Individual requirements of the company will determine 
the best type of shelving or racks to be used. 

Some Examples. A book publishing house might find thal 
fixed, metal storage bins are best for its purpose. A magazine 
publishing house might decide to store its issues in deep, wooe 
en, dolly-type movable hand trucks. A toy manufacturer might 
find it advantageous to store all components on metal shelving 
designed to accommodate the sizes of the various parts. An it 
strument producer might group and store in plastic trays all 
the components for one or more subassembly or assembly. 

One camera manufacturer developed a group of wooded 
trays, each one holding 100 parts. These trays were filled by 
a stock clerk and arranged in groups so that each department 
foreman would find in a given group all the parts necessary 0 
complete the assembly work to be done by his department 
As the work progressed in each department, new subassemblies 
were placed in trays and the process continued until the com 
plete camera was assembled. 

Physical Conditions. In addition, of course, the conditions} 


- 
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Pennsylvania Railroad Selects COLUMBIA 


for some of its offices in the new Transportation Building 














... and Philadelphia Stationers delivers the goods! 


It is a tribute to the wise judgment of the Bright with color, sleek yet functional in 


Pennsylvania Railroad that some of the im- design, compact and sturdy in construction 
portant offices of the company are equipped ... Columbia office furniture (both standard 
with Columbia steel office furniture. When and Nine-to-Five) is the choice of progres- 
the challenge of equipping the new, ultra- sive businesses everywhere. Since 1919, 


Building was Columbia has designed and built superior 


modern Transportation 
presented to them, Philadelphia Stationers files, desks and collateral equipment for 


unqualifiedly nominated Columbia. successful business enterprises. 


Whether your customers are planning minor or major changes, you are the one who 
can guide them best. Both Columbia’s standard and Nine-to-Five furniture will help you 
vet the order, You'll discover that Columbia, famous for highest quality filing cabinets 
and office furniture since 1919, today has something new, bright, effective to offer you. 


Columbia Steel Equipment Company 


FORT WASHINGTON, PENNSYLVANIA 








a 
Salesman 


Inside-outside. Stationery supplies. 
To promote fastest-selling line of 
Dixon Ticonderoga pencils and re- 
lated products. Pick up sales aids 
and tips at Dixon Booth #89. 


SECTY, . regui 


Fae 











elp Wanted! 


Apply Dixon Booth #89 
N.S.0.E.A. Convention 






Ethan Allen, 

(our famous symbol) 
took Fort Ticonderoga 
May 10, 1775. 
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future. Phone pt. 





| Commercial Stationer 
|To handle hot, new line of repro- 

| ducing and non-reproducing pencils 
fice|for office copying machines. See 
y | samples, displays, and sales aids at 
0} Dixon Booth #89. 
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Dealers 


Private showings for dealers only. 
New products. Sales ideas, packag- 
fing, selling aids. Held daily at 
Dixon Booth #89. 











Leadfastt DIXON TICONDEROGA 


ON en ge ee 





DI KO N 
TICONDEROGA 


A TEN CENT PENCIL 


Made by 


THE JOSEPH DIXON CRUCIBLE COMPANY 


Pencil Sales Division CS-9, Jersey City 3, New Jersey 
Dixon Pencil Company, Ltd., Newmarket, Ontario, Canada. 
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Try Dixon Ticonderoga pencils today — 
for all the help wanted in writing easier, smoother, faster! 
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in the storage area should help to keep effort and waste at a 
minimum; that is, there should be clear aisles, good lighting, 
clear markings for efficient flow of traffic, good protection 
against damage, and so on. The equipment used for moving 
the stored goods can vary from a simple dolly to complicated 
mechanical equipment costing thousands of dollars. The selec- 
tion in each case has to be determined by particular circum- 
stances, such as opportunities for mechanical handling, avail- 
ability of capital, probable future savings, and the effects on 
personnel involved. An analytical approach will help in ar- 
ranging layout efficiently and providing conditions that lead to 
good working habits. 


WORKLOAD PLANNING 


Watch out for inconsistencies in the workload. In the ma- 
jority of businesses there are certain times of the day or of 
the week when there is too much work, and certain other times 
when there is so little to do that storage operations might as 
well shut down. In most cases, it is not feasible to schedule 
the work evenly; too many uncontrollable factors enter into 
the picture. Among them can be weather, holidays, production 
and shipping irregularities, customer preferences, and many 
others. 

It is possible, however, to reduce the total amount of work, 
to vary the number of men assigned to the work, or to do 
both. To see whether the total workload can be reduced, it 
must be established (1) whether more goods can be shipped to 
customers directly from production; (2) whether requests for 
release of raw materials can be grouped together and presented 
to the storeroom for action at times when the workload is 
low; and (3) whether more favorable shipping schedules can 
be arranged. On that last point, the use of such devices as 
outside shipping facilities, consolidated shipping orders, and 
less frequent shipping may help. 

Even where only one mah is involved, there are periods of 
overloads and underloads. Mainly by day-to-day visual ob- 
servation—but also on the basis of past records or experience 
—it can be determined whether: 

(1) Some jobs can be grouped and performed only during 
certain parts of the day or week; 

(2) The assignment of additional help for limited times 
would be better than one or several full-time employees or; 

(3) The assignment of additional tasks will level off the 
workloads. 


SUMMARY 


Storeroom operation in a small plant can be a valuable 
support for production and distribution, or it can be a costly 
overhead problem. The choice rests squarely with manage- 
ment. All too often storeroom productivity gets very little 
attention from the top man. Nevertheless, money needlessly 
spent on storage operations is money which should have been 
profit. This is equally true for raw material, storage between 
production phases, storage of semifinished goods, or storage of 
finished goods awaiting shipment. Three common “profit- 
eaters” found in storerooms are disorganized physical layout, 
uneven distribution of the workload, and poor measurement 
of the work performed. Layout can be improved by a sys- 
tematic classifying, coding, and arrangement of all the items 
kept in the storage area. Inconsistencies in the workload can 
be reduced by advance planning for holidays, production ir- 
regularities, and the like. Also useful are such devices as out- 
side shipping facilities and consolidated materials requisitions. 
Storeroom performance can be measured and controlled by 
means of standards. These standards are based on the rela- 
tionship between dates, hours, units handled, and documents 
required. No complex forms and expensive equipment are 
needed. 

A short time ago, a survey was made at a small electrical 
contracting concern in North Carolina. It showed that al- 
though the firm’s volume of business had gone up, profits had 
all but disappeared. 

The company had started as a one-man operation. Its 10 
employees all knew the owner personally, and whenever sup- 
plies needed for the completion of a job were not on hand 
in the storeroom, each employee went to a local distributor 
and purchased what he considered necessary. Any excess was 
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OF STYLES and DESIGNS! 





YOU NAME IT! 


Indiana has the chair 
to fit every office! 


The No. 1274 all-wood and the No. 
1274-S with padded upholstered 
seat are ty ical of the long line of 
styles and designs to fit perfectly in- 
to every kind of office. A selling 
combination of quality and value you 
can feature with assurance. Chair 
specialists since 1929. Now, with a 
new two-story warehouse to expedite 
customer service. 


WRITE TODAY FOR 
CATALOG OF BEST-SELLERS! 


an Chain Company 


JASPER, INDIANA 
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--and 
you'll choose 


LAWSON 


LAWSON 
Steel 


WASTE 









Executive BAS K ETS 
No. 2900 a 
Paneled 
No. 34 Space Saver 
No. 2180 
Excel in 


STYLE - STRENGTH - ECONOMY 


Lawson Waste Baskets are made of selected steel for ap- 
pearance, durability and economy. They are recognized 
leaders in beauty and utility. Available in a wide range 
of popular colors and simulated wood grain finishes. Ex- 
clusive construction features protect furniture and floors 
against scratches. Fireproof. 


LAWSON Sandurns 


and Smokurns 














Lawson offers a wide se- 
lection of Sandurns and 
Smokurns, finished in glis- 
tening baked enamels, 
smart decorator colors, 
trimmed in glowing cop- 
per or gleaming stainless 
steel—or a choice of ultra- 
smart all stainless steel. 


Lawson Smokurns have an 
inner container (hot- 
dipped galvanized) which 
holds water or deodorant 
for fire protection and 
odor quenching. Hides 
smokers’ waste, eliminates 
smoke and odors. 


Visit Our Exhibit 
BOOTHS 372-373 


See Lawson complete lines of Waste Baskets, Sandurns, Smokurns, Desk Files, 
Hotel Baskets, Torpedo Waste Receptacles, and other Utility Receptacles. 


LAWSON CoO. 


shed 1814 


THE F. H. 


821 EVANS ST CINCINNATI 4, OHIO 
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used on the next job. This, the employees felt, “saved the boss 
time and energy.” 

But after the Korean action, the building boom enlarged the 
‘perations of the company. In order to handle the expanding 
vorkload, the owner hired transient electricians; and helpers 
with only the minimum qualifications. Attempting to operate 
as in the past caused the profit picture to change. What once 
had been a placid business now turned into a nightmare of 
headaches and troubles. The boss had to reach into his per- 
sonal funds (the profits of previous years) to meet payrolls, 
Seldom was there enough money to take trade discounts on 
bills, and the business had to borrow constantly against its ac- 
counts receivable. 

The prime reason for this situation was the lack of store. 
room control. The men still purchased from the local supply 
house and after finishing a job piled whatever was left in the 
center of the yard. When pressed for time they did not dig 
out of this pile the supplies they needed for the next job, but 
went out and purchased them from the supply house. Thus, 
the pile of left-over supplies, slowly rusting in the yard, rep- 
resented profits the business should have realized. 





NOFA Conference in Denver 
Puts Emphasis on Forward Look 

The emphasis was on the “forward look” in office furniture 
as the first annual conference of the Rocky Mountain sector 
of NOFA held its meeting at Writer's Manor in Denver re 
cently. 

With Sidney Buka, president of the Denver NOFA Chapter, 
presiding, the all-day meet began with “Steel in the Modem 
Offices of Today,” by Dr. Henry W. Kawesch, assistant to the 
president of Art Steel Corp. 

The 60 attending listened to “Contemporary Leather hh 
Today’s Office” delivered by Thomas Nevins of Blanchard 
Bro & Lane of Newark, N.J. Pointing out the swift resurg- 
ence of leather in modern office styling, Mr. Nevins empha 
sized the fact that leather is back—but in a more modern de 
sign, with brilliant, outstanding colors. 

In response to special request from the membership, the 
next speaker was R. D. Behm of the Hardwood Plywood In 
stitute in Chicago, who delivered “Better Offices In Wood.” 

The group broke up into three “work shop groups,” each 
studying a specific phase of office furniture management and 
merchandising. Group A, under George Swerer of Desks, Inc, 
Denver, employed an open forum panel to discuss “Managing 
an Office Furniture Business.” Group B, took up the “Re 
cruiting and Training of Salesmen” with Terry Holcomb of 
Mutual Furniture & Fixture Co. in Denver, presiding. Group 
C’s topic was “Merchandising and Promotion” with William 
Spaulding of W. H. Kistler Co., Denver, as moderator. 

Two following speeches included “Color and Design in the 
Modern Office” by Ralph L. Noble, of Denver, an outstané 
ing industrial color stylist. Using color photographs and his 
own sketch book, Mr. Noble showed how he had developed 
several outstanding offices in the Denver area, with particular 
emphasis on “getting out of the ordinary in the use of both 
color and style.” 

He was followed by “What the Colorado State Board of 
Education Will Do for You” with John R. Waldeck, stale 
supervisor, holding forth on the rostrum.—RAL 





New President for Thomas A. Edison Industries 


With the consolidation that created the McGraw-Edison Co. 
and attendant work completed, Henry G. Riter, III, has re 
signed, effective August 1, as president of the Thomas A. Ede 
son Industries Division of McGraw-Edison and has beet 
granted a leave of absence for the balance of 1957. 

Simultaneously, Riter and Max McGraw, president of Me 
Graw-Edison, announced the appointment of Paul J. Chris 
tiansen as president and Henry G. Riter, IV as executive vic 
president of the Edison Industries. 

Effective January 1, 1958, Riter, III will resume activé 
participation in the company’s affairs as director of corporalé 
relations for the over-all McGraw-Edison organization. 

In addition to his duties as president of Edison Industries 
Mr. Christiansen will continue as general counsel for M@ 
Graw-Edison. 
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1900-G. Executive swivel 
armchair on which seat and 
back tilt as an integral unit. 


Let 


us 
tell 


1985-G. Executive swivel 
posture chair with adjust- 
able spring-back tension. 


1925. Executive guest arm- 
chair for use with either of 
the executive swivel models, 






aa 


TTR 


, a 
by Sturgis 












Trend is a group of three chairs in 
which contemporary style has been 
achieved without the sacrifice of 
comfort. Models are individually 
described at upper right. All are 
upholstered with thick pads of 
molded foam rubber and dimensions 
are generous. Both swivel chairs 
have a molded fiber glass base 
which is self-levelling on uneven 
floors, quiet in operation and im- 
mune to any ordinary office abuse. 
Color schemes are available to 
harmonize with wood and steel 
desks of all finishes. The Sturgis 
Posture Chair Company, Sturgis, 
Michigan. Address inquiries to the 
company’s general sales offices 
194 East Erie Street, Chicago 11, Ill. 


POSTURE CHAIRS 


OA-10/57 163 








how about 
a miniature 
gold safe 
for your wife’s 
charm 
bracelet this 
CHRISTMAS? 


It’s 14-kt. solid gold and has a nice new one- 
dollar bill tucked inside. It’s quite attractive and 
fairly expensive. Your wife ought to love it. 


And it’s freé. Well, nearly free. There is a string 
attached. You have to sell a Meilink “A” label 
safe. That's all. Sell swo Meilink “A” label safes 
and you get fwo miniature safes. (Keep one for 
yourself. It makes a very distinctive tie clip.) 


And the beauty of it is that in quality, design, 
construction and variety of interior fittings there 
just isn’t a finer safe made than a Meilink “A” 
label safe. 


How about it? Get out that prospect list. 
Christmas is coming! 


Meuwk STEEL SAFE COMPANY 
TOLEDO 6, OHIO 


A, B and C LABEL SAFES, HOME VAULTS, INSULATED FILES, 
BUSINESS MACHINE AND TYPEWRITER STANDS 
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Smith Projecting Signals Help On Reminders 






Almon ‘‘Connie’’ Conover, operator of a service station in 
Lincoln, Neb., finds that reminders mailed regularly to his 
customers, whenever their cars are due for periodic servicing, 
pay off in added business. Mr. Conover has further found 
that a set of Charles C. Smith, Inc., Projecting Signals take 
headaches out of the reminding job 





Chicago Secretary Submits Top 
Entry in Furniture Guild Contest 

Mrs. Beverly T. Pripps, executive secretary to Morton Bod- 
fish, chairman of the board and president of First Federal 
Savings and Loan Association of Chicago, submitted the top 
entry from the Chicago area in the Executive Furniture Guild 
of America’s contest for secretaries. 

The presentation of a writing set, a cash award and flowers 
was made by Harlow Mace, past president of the Executive 
Furniture Guild. Mr. Mace is the president of Office Equip- 
ment Co. of Chicago, 201 W. Monroe St. 





Mrs. Beverly Pripps . . . receiving her award as the Chicago 
area winner of the contest for secretaries conducted by the 
Executive Furniture Guild of America. Making the presentation 
is Harlow Mace, past president of the Executive Furniture 
Guild. In center is Morton Bodfish, for whom Mrs. Pripps is 
executive secretary. 


“Mrs. Pripps symbolizes the thousands of devoted and ca- 
pable secretaries who play key roles in Chicago’s business and 
industry,” said Mr. Mace in making the presentation. “It is 
this group whose energy, tact and attention to detail has 
contributed so much to the tremendous achievements of com 
merce today. Women complement, rather than compete, with 
men to create successful business enterprises,” he said. 

Each contestant was required to submit a two-part entry— 
a thumbnail sketch of her “boss” in 200 words or less and 4 
statement in 100 words or less as to “Why I Want My Boss 0 
Have an Executive Furniture Guild Office.” 
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“P| Imagine being happy in a traffic jam! Yet the traffic any business man likes is 
customer traffic. 

br That’s the kind of traffic you too, may build. One proved way to up traffic is 
tation to get squarely behind the good brands you handle. Advertise ’em, display ’em, 
wa promote em. And remember, you’re not working alone—the brand that has made 
ae a name for itself is your partner every dollar of the way. 
id ca-f FREE! SEND FOR YOUR COPY... How to Make the Brand Idea Work for You— 
ss and | Gives you a cross-country look at the best brand promotion by retailers in all fields. Shows you 
te quickly the benefits of brand name retailing, and how to qualify as a Brand Name Retailer 
: of the Year. 

with 
‘2 BRAND NAMES FOUNDATION 
and a INCORPORATED 
joss 10 A non-profit educational foundation 


437 FIFTH AVENUE, NEW YORK 16, NEW YORK 
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IT’S EFFICIENCY 
WITH THE 
MODERN LOOK! 


SSH SHH ERE ES 
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Time-savers on the desk top...and with the 
modern look you want! Everybody approves 
when you select desk top equipment designed 
by the Bert M. Morris Co. They’re matched in 
color, style, and utility! 

Include this modern desk top equipment in 
your office planning. Available from the Bert 
M. Morris Co. is a 1957 Catalog to help you 
plan wisely. Write for it! 


ESSENTIALS IN EVERY OFFICE 


MORRIS SAFE-T-SET 

Beauty with efficiency—large ink supply can’t 
leak, won't spill, is easy to fill. 

MORRIS MEMO HOLDERS 

Holds standard memo paper. Available with 
ball point pen attached. 

MORRIS PHONE REST 

Frees both hands. Fits all phones—either 
shoulder. 

MORRIS TRAYS—LETTER & LEGAL 

Easy access with rear suspension. Stacks to any 
height. 

MORRISHARP ELECTRIC 

PENCIL SHARPENER 

Fast, self-starting. Cutting stops when desired 
point is obtained—choice of medium, fine, 
extra-fine. 

MORRIS ASH TRAY 

HE-MAN size... Perfect for sales meetings... 
removable glass liner... matches newest style 
in steel office furniture. 


BERT M. ORRIS CO. 


8651 WEST THIRD STREET, LOS ANGELES 48, CALIFORNIA 
In New York: 381 Fourth Avenue 
In Canada: McFarlane Son & Hodgson, Ltd., 


Montreal, Quebec 
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Victor Adding Dealers Share 
In Over-Quota Prizes 


Attainments of 2145, 1589, 1288, 1248 and 1210 % of quota 
dramatize the success of Victor Adding Machine Co.’s grand 
annual President’s Month sales contest, honoring President 
A. C. Buehler. 

Top retailer winners were T. I. Thompson, Carolina Busj- 
ness Machines, Columbia, S. C.; G. H. Wilson, Wilson Type- 
writer & Adding Machine Co., Macon, Ga.; H. E. Monroe, 
Business Equipment Co., Huntsville, Ala.; and J. H. Baker, 
H. D. Baker Co., Inc., Tacoma, Wash. 

The firms placed first among Victor—franchised store 
owners in the United States and Canada in their respective 
quota divisions and won the highest honors — the coveted 
President’s Awards. 


Cup Goes to Hardesty 


In the company’s sales organization, the top branch honor 
— President's Cup — went to the Atlanta branch, headed 
by J. K. Hardesty. V. T. Himebauch’s Charlotte branch cap- 
tured second place. Seattle branch, managed by A. C. Men- 
doza, placed third. 

Individual top honor winners among sales representatives 
— in their respective categories — are Robert McNair, add- 
ing machines and calculators, Boston; George E. Wolford, 
cash registers, Pittsburgh; Jacques d’Arlin, National Accounts, 
Long Beach, Calif.; and J. Worrall, McCaskey Industrial Di- 
vision. These men received President’s Awards. 

Winners of regional “top store owner” titles and President's 
VIP Awards are Joe Lee, Lee Typewriter Co., Valdosta, Ga, 
(Southern Region); Mrs. Dotty Laurie Rogers, Midway Office 
Equipment, Vallejo, Calif. (Western); William J. Fletcher, 
Clarion Office Equipment, Clarion, Pa. (Great Lakes); Burrell 
W. Carmichael, Netherland Typewriter Co., Presque Isle, 
Maine (Eastern); Ira E. Stouffer, Milwaukee, Wis. (Central); 
and Kingston Business Machines, Kingston, Ont. (Canada), 

Regional “top sales representative” honors and President's 
VIP Awards were earned by Stennis Butler, Memphis branch 
(Southern Region); Donald Wassen, Los Angeles (Western) 
Claude B. Lambert, Detroit (Great Lakes); Stanley Schloss 
heimer, New York (Eastern); Thomas F. Henry, Chicago 
(Central); and W. Searle, Halifax (Canada). 


Take Branch Awards 


Branch managers winning the top President’s Awards for 
outstanding performance by their entire branches were J. K 
Hardesty, Atlanta; P. H. Waller, Birmingham; H. L. Politzer, 
Boston; W. A. Usinger, Miami; S. Zimring, San Francisco; 
and A. C. Mendoza, Seattle. Sales supervisors J. S. Foyto, 
Atlanta; W. J. Dantzler, Birmingham; and H. Messinger, 
Harry Jetter and Adolph Rolik, Boston; also eared personal) 
President’s Awards. 

President’s VIP Awards also went to Branch Manager V. 
T. Himebauch and sales supervisor R. Fowler, Charlotte; 
Managers L. A. Butcher, Halifax; E. L. Mueller, Jacksom 
ville; F. C. Clarke, Long Beach; W. W. Wilkins, Syracuse 
and Manager R. R. Akin and Supervisor T. S. Hoffman if 
New Orleans. 

In the service departments, Akron service team, headed by 
E. Sanderson, won the President’s Plaque, the highest award 
for service personnel. J. Vogel’s Oakland service team wom 
second place, and E. Purzycki’s Wilmington men placed third 





Blank, Inc. Appoints Sales Manager 

Blank, Inc., of Miami, Fla., announces the appointment of 
David E. Linn as sales manager. He will be in charge of sales 
and recruiting and training of salesmen. 

Mr. Linn, whose original experience in the office furniture 
field was gained in Chicago, has been in Miami since 19505 
Lawrence Blank, president of the firm, states that “the rapid) 
expansion of the Miami market necessitates the addition of 
competent personnel to handle the growing need”. 
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€ 
No Static 
No Chop Outs 
No Eye Strain 


No Type Cleaning =! 
No Ragged Tracings _ 


US 


Js? GROPING 


TO CLEANER, 
FASTER, SHARPER 
STENCIL CUTTING 


.. just press the patented 
Red Dot to seal the film...it’s fast, a : 
no sticky fingers, no gummy files. 4 = OSALERS: Theses © * 


2714 Walnut St.. 


— dealerships eva 
x 
os 


LOCAL PANAMA-BEAVER MAN—ALWAYS A LIVE WIRE. IN THE EAST, CALL TRU-RITE, INC., 110 LAFAYETTE ST., NEW YORK, N.Y 
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Ona “ake ‘bs 


Now you, can ED why only | | 
leads and pencils give perfect | | 











GRAPHITE LIKE THIS + CLAY LIKE THIS MAKES THIS LEAD STRUCTURE 





100% “‘ELECTRONIC” GRAPHITE +} SUPERFINE CLAY MAKES THIS LEAD STRUCTURE ; 





Eagie is laying it right on the line to men who like their advertising straight 
and their pencils perfect. This pictorial proof of Turquoise superiority 
will run in double-page spreads this fall—in MECHANICAL ENGINEERING, 
PROGRESSIVE ARCHITECTURE, CIVIL ENGINEERING, ARCHITECTURAL REC- 
ORD and DESIGN NEWS... and in 74 college engineering magazines! 





For your customers, this is big news. For you, it’s big business! 


EAGLE PENCIL COMPANY + NEW YORK + LONDON + TORONTO « MEXICO = SYDNEY + BOGOTA 
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s 
; THIS ELECTRON MICROSCOPE TAKES PERFECT 
PICTURES 7,500 TIMES ACTUAL SIZE— 
lets you see the startling difference 


ai ‘ between Eagle's “Electronic” Tur- 
al \ quoise lead and the lead in the usual 
quality drafting pencil. 


t | reproduction 








Relatively large, irregular particles 

of graphite make a rough-edged line 
with gaps that permit the passage of 
light. Prints will be inferior. 





-.» AND MARKS LIKE THIS 


Tiny, more uniform particles deposit 

as a Clean-edged, solid opaque line that 
blocks the light and reproduces 

to perfection. 





WRITE FOR FREE SAMPLE DEMONSTRATION KIT 
i ..- AND MARKS LIKE THIS (including Turquoise wood pencil, Turquoise lead, and 

—— Turquoise “skeleton” lead) naming, this magazine. Eagie 
Pencil Company, 703 East 13th Street, New York, N. Y. 






TURQUOISI 


@ TURQUOISE DRAWING PENCILS: © ‘'Electronic” graphite. 17 grades, 6B through 9H 
eTURQUOISE .“~— 
CLEANTEX ia 
ERASER: 
Super-soft, | ————— 
non-abrasive “\ == 
rubber. NR as 





@ TURQUOISE DRAWING LEADS: 
Fit any standard lead holder. Grades 5B through 9H. 








@ TURQUOISE LEAD HOLDERS: Hold any grade of Turquoise lead. 
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Today’s best one-time carbon 
Snap-a-Parts are Hano Multi- 
Snaps, Special and Custom 
Snaps plus Standard sets, in- 
cluding meter tickets, invoices, 
repair and purchase orders, etc. 


Today’s market for Tab systems 

demands trouble-free forms. 

Hano Litho-Tab with better 

—— and more sensitive car- 
ns are the answer. 





For hand-written records, Hano 


More than 20 Standard body 

‘forms and a low cost, semi- 
custom (Han-o-Sav) list plus 
comprehensive Custom Register 
lists with all standard punching 
lets you sell every user the “‘just 
right” form. 


“Universal Throw” Refolder 
Registers in four popular widths, 
electric or manual; all-alumi- 
num Portable registers and 
pocket-size Porta-Paks, plus 
cash drawer units. 


Wl dealers make profits! 


Because . . . with the Hano line you can always 
sell the right form at the right price and deliver 
at the right time. This is a Hano combination 
(which includes top quality, of course) that 
insures repeat orders . . . and profits. Get the 
facts . . . then judge for yourself. Plan now to 
see Hano at the NSOEA Chicago Show or the 
New York National Business Show. 


New! Ask for your copy of 
“Business Form Profits with 
Hano.”’ Dealerships open in 
South, Southwest and Midwest. 








MANIFOLD PRINTERS SINCE 1888 


Warehouse and Branch Plant 
MT, OLIVE, ILLINOIS 


General and Sales Offices: 
HOLYOKE, MASSACHUSETTS 
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(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each, 
Stamps and personal checks are nor accepted.) 





Granted July 16, 1957 
2,799,549. Utility Stand. Robert R. Luxford, La Crosse, Wis 


Granted July 30, 1957 
2,800,854. Mechanism to Shift Record Material from Printing to Reading Posij- 
tion. Frank R. Werner, Dayton, Charlies W. Topper, Centerville, and Kenneth C, 


Flint, West Carrollton, Ohio, assignors to The National Cash Register Co., Dayton, 
Ohio 

2,800,880. Propel Type Mechanical Pencil. Blanchard D Atlanta, Ga. 
assignor to Scripto, Inc., Atlanta, Ga 

2,800,907. Suspension File Folder. Frank D nas, Upper Brookville, N. Y., 


assignor, by mesne assignments, to Oxford Filing Supply Garden City, 
N. Y 

2,800,989. Carriage Shock Absorbing Device. Charles Benjamin Letterman, West 
Hartford, Conn., assignor to Underwood Corp., New York, N. Y. 

2,801,047. Type and Add Rack Mechanism for Calculating Machines. Walter W. 
Landsiedel, deceased, late of Elmira, N. Y., by Florence E. Landsiedel, executrix, 
Cincinnati, Ohio, assignor to Sperry Rand Corp 

2,801,048. Paper Feeding Suppression Mechanism for Calculating Machines, 
Nelson R. Frieberg, Ithaca, N. Y., assignor to The National Cash Register Co., 
Dayton, Ohi 

2,801,115. Display Panels for Catalog Binders and the like. Peter B. Federbush 
and Richard N. Federbush, University City, Me assignors to Ringmaster, Inc., 
St. Louis, Mo 
Granted August 6, 1957 

2,801,414. Stapling Magazine and Feed Means for Stapling Machines. Erwin 
Mueller, Lingen, Germany. 

2,801,415. Fastener-Applying Implement. Robert W. Jenny 
assignor to Bostitch, Inc., Stonington, Conn 

2,801,417. Magazine Closure for Stapling Implements. Robert W. Jenny, Bellevue, 
Wash., assignor to Bostitch, Inc., Stonington, Conn 

2,801,583. Power-Operated Hand Numbering Machine. David E. Loushay, Free- 
port, N. Y., assignor to The Roberts Numbering Machine Co., Brooklyn, N. Y. 


Granted August 13, 1957 


2,802,413. Strip Feed Control Means in Rotary Stencil Printing Means. 
Fred M. Carrol Binghamton, and Grey M. Gurley, Endwell, N. Y., assignors to 
International Business Machines Corp., New York,’ N. Y 

2,802,445. Moistening Means for Duplicating Machines. Louis 
cago, Ill., assignor to Ditto, Inc., Chicago, III 

2,802,448. Fountain Pen Construction and Ink Cartridge Therefor. Donald H. 
Young, Southbury, Conn., assignor to Waterman Pen Co., Inc., New York, N. Y. 

2,802,449. Writing Implement. Lynn P. Martin, Fort Madison, lowa, assignor to 
W. A. Sheaffer Pen Co., Fort Madison, lowa 

2,802,450. Fountain Pens. Frederick R. Wittnebert, Whitewater, Wis 
to The Parker Pen Co., Janesville, Wis. 

2,802,469. Binder. Eugene A. Pilling, Chicago, II! 

2,802,558. Magnetic Alignment Elements for Continuous Form Typewriters or 
Machines. Mark Wexler, Minneapolis, Minn 

2,802,598. Label Dispenser. Thorleif H. Petterson, Pasadena, Calif., assignor 
to Avery Adhesive Label Corp., Monrovia, Calif 

2,802,678. Duplicating Block for Typing on Both Sides. Nellie I. Bright, Pasa- 
dena, Calif. 


Granted August 20, 1957 


2,803,203. Security File. Harvey L. Henke 
Herring-Hall-Marvin Safe Co., Hamilton, Ohio. 
2,803,217. Stenographic Note Positioning Device. Albert A. Hudak 


Westerly, R. LL, 


Smitzer, Chi- 


, assignor 


Hamilton, Ohio, assignor to 
Youngstown, 


Ohio 
2,803,218. Copyholder. Philip A. Reutter, Waterbury, Conn signor to Scovill 


Mfg. Co., Waterbury, Conn. 

2,803,304. Method of Bursting Short Forms from Continuous Stationery. Jack 
J. Kessler, Chicago, Il!., assignor to Uarco, Inc 

2,803,329. Margin Control for Typewriters. Frederick W. Schremp, Stamford, 
Conn., and William J. Vickery, Elmira, N. Y., assignors, by mesne assignments, 
to Sperry Rand Corp., New York, N. Y. 

2,803,330. Proportional Spacing Mechanism. Frederick W. Schremp, Stamford, 


Conn., assignor to Sperry Rand Corp., New York, N. Y. 

2,803,331. Multiple Ribbon Copy Attachment for Typewriters 
Berill, New York, N. Y., assignor, by direct and mesne assignment 
Copytyper Corp., New York, N. Y. 

2,803,352. Bracket for Metal Shelving. Robert E. Smola, Chagrin Falls, and 
Frank A. Hoffman, Jr., Willoughby, Ohio, assignors to Republic Steel Corp., 
Cleveland, Ohio. 


Granted August 27, 1957 


2,804,014. Clamp Releasing Means for Rotary Duplicating Machine. Carl A. 
Levin, Park Ridge, Il!., and Robert W. Quirk, Los Angeles, C assignors to 
Ditto, Inc., Chicago, III 

2,804,048. Retractable Ball Pen Latching Mechanism. Herbert W. Sams, At- 
lanta, Ga., assignor to Scripto, Inc., Atlanta, Ga 

2,804,049. Plug for Ball Point Pen Ink Reservoir Tube and Method of Making 
Same. Herbert W. Sams, Atlanta, Ga., assignor to Scripto, Inc., Atlanta, Ga 

2,804,188. Movable Paper Carriage and Platen Assembly for Typewriters and 
like Machines, Edward Charles Brace, Westgate-on-Sea, England 


Carrol! H 
» Carbonless 


2,804,265. Check Writing and Balance Indicating Device. Charles Wilson and 
Albert T. Scheiwer, Erie, Pa.; said Wilson assignor to said Scheiwer 

2,804,266. Totalizing Apparatus. Mortimer J. Dexter and Ralph E. Stoddard, 
Quincy, Mass., assignors to General Business Machines, Inc., Quincy, Mass 

2,804,364. Filing Cabinet Construction. Leland W. Belew, Hamilton, Ohio 





Hudak’s Office Supplies Changes 
Name, Takes New Location 

Hudak’s Office Supplies and Office Furniture has announced 
a new location for the store at 1720 Main St. in Melrose Park, 
Ill., a Chicago suburb. 

At the same time, it was announced that the company 
now has a new firm name, Service Office Supplies and Office 
Furniture. 
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% FLERE GW - a \aminated board hav- 


ing a melamine resin plastic surface on 
an extremely dense core of wood fibre 
and phenolic resin. This combination of 
materials is welded together in hydraulic 
hot plate presses at accurately controlled 
high temperatures and pressures. The 
decorative wood grain patterns and col- 
ors are an integral part of the surface. 


FILLRESIN The tough plastic sur- 


face is virtually indestructible. Staining, 
chipping, cracking, and scratching are 
practically impossible. No warping, no 
veneer layers, no metal or wood edges. 


FIELRESIN The FIBERESIN 


surface scored A+ in reflectance tests 
conducted by the University of Wiscon- 
sin showing ideal reflectance value of 
40-50% ... desirable for fine furniture. 


FEN Maintenance is no 


problem. Marks and stains are readily 
removed by wiping with a damp cloth. 
A FIBERESIN Plastic Top never needs 
refinishing. 


DEVELOPED os PIONEERED 


FIBERESIN 4 


PLASTICS COMPANY 
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COSCO Furniture makes any room more cheerful 
and inviting . . . gives smaller rooms an open, spa- 
cious feeling. Invitingly comfortable, too, thanks 
to COSCO’s exclusive Leaf Spring Suspension: 
seat cushions float on flexible steel bands! Legs are 
extended in rear, to prevent backs from marring 
walls, and have socket glides that stay level when 
furniture is tilted, to protect floors and carpets. 
Reversible inner spring or foam rubber cushions. 
Bonderized, chip-resistant, baked-on enamel finish 
in tan or ebony. Cloth and plastic upholstery in 
wide choice of patterns and colors. Six matching 
occasional tables, with lifetime FIBERESIN tops 
and shelves. 
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Reminders 


METAL SIGNALS 
for Vertical Records 





METAL SIGNALS 
for Visible Systems 
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for Protected Visible Cards 
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DOT STRIPE CROSS 








A full variety of colors, shapes and sizes 


EB. GRAFF COMPANY | 
Ave., Cambridge 40, Mass. 
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for every Record System 
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Mr. Dealer — Can You 
Write a Sales Letter? 


by Gordon J. Stewart 


@ ONE DAY, not so long ag. dealer friend of mine told 
me that when he tried to write a sales letter to a customer or 
prospect, he never could come up with one that satisfied him 
or got results. 

He said he realized that he should use more letters of this 
type but, when he sat down to write one, he tightened up and 
the finished product sounded cold and stilted—definitely not 
a friendly letter expressing his own personality. 

Judging by the letters I receive almost daily from salesmen 
and executives in the stationery and office equipment industry, 
this seems to be a rather common problem. While thinking 
along this line, I decided it might be possible to outline a 
simple method which should make it possible for almost any- 
one to write a good sales letter providing he knows what he is 
writing about and will follow a few simple directions. Want 
to try my method? Fine, now get several sheets of blank 
paper so that you can put down some pertinent information. 


Select a Typical Prospect 


First, select a typical prospect. Before putting a word on the 
paper, think of one person, a typical member of the group to 
whom you plan to write. 

In so far as your letter is concerned, you are writing to him 
alone and you must keep him constantly in mind. Write down 
on one sheet of paper his name, then a brief description of 
him, his age, probable income, politics, marital status, his 
taste in books, food, sports, his main business interest, in short 
everything you know or can surmise from your knowledge of 
him. Now that you have him clearly in mind, let’s go ahead. 

Next, select the product you plan to discuss. Write its name 
on your paper and note the one big benefit you plan to use 
to catch your prospect’s interest. You have been selling this 
product long enough so that you know all there is to know 
about it and you can think of dozens of benefits your prospect 
will realize from using it. Actually, there is one big benefit 
that tops them all—whatever it is, put it down. If you wish, 
jot down the features of the product that cause the benefit to 
exist. 


Letter Needs a Subject 


Now decide upon the subject of your letter. List on your 
sheet of paper what you plan to write about and exactly what 
you want the prospect to do after he reads your letter. What 
might this be? Well, you might want him to sign and return 
an enclosed postal card; you might want him to call you on 
the phone; or you might want him to look for a call from you 
to arrange for an appointment. Whatever it is, put it down 
clearly and completely. 

Before going ahead with your actual letter, there is one 
more step to take. Think of yourself as sitting in your pros- 
pect’s office, talking with him across the desk. Both you and 
your prospect are relaxed, you are in his good graces and he 
is in a frame of mind to believe what you say. He asks you, 
“What can your product do for me?” 


Be Simple and Direct 


Take a clean sheet of paper and, without any preliminaries, 
give him your answer. Put it down exactly as you would say it 
if you were replying to his question in his own office under 
perfect conditions, as explained in the previous paragraph. Use 
the benefit you have already written down, explain it clearly 
and graphically. Use examples and phrase your story in as 
colorful language as possible. Don’t repeat the question or 
indulge in any preliminaries but plunge right into the subject. 

At this point your prospect breaks in with an objection. 
Naturally, because you are completely familiar with the prod- 


OA-10/57 








*R 





told 
er OF 
him 


this 
» and 
not 


smen 
istry, 
iking 
ne a 
any- 
he is 
Want 
ylank 
on 


pect 


1 the 
Ip to 


him 
lown 
n of 
. his 
short 
re of 
read. 
lame 
) use 
this 
‘now 
spect 
nefit 
vish, 
it to 


ject 


your 
what 
Vhat 
turn 
1 on 
you 
own 


one 
rOs- 
and 
1 he 
you, 


rect 


ries, 
Ly it 
ider 
Use 


arly 


ect. 
ion. 
‘od- 


57 








1, <e O e  —8 





with NEW products 
and NEW ideas 
developed to bring you 










a 25" 
Anniversary 
Achievement 





new J 


desks 


in a rainbow of id camer, 
color combinations dis 


(| 





AT NO EXTRA COST TO | — 
YOU OR YOUR CUSTOMERS . oe 


Something new, different and 
exciting to show and talk about! 
Fashion-right shades for desk 
tops and bottoms... to mix or 
combine ... and make 

more sales for you! 








_ ae SE new! 
 & CQIOLDENCREST 


: 2s)2" Suspension File 
' = GRADE “A” IN EVERY RESPECT 
; . .. BUT PRICE 
| 
Z Meets all Grade ‘‘A" specifications for 


weight, gauges and depth. Suspension arm 
with 10 rollers per drawer! 





Puts you in an advantageous position to get 
Learn How You Can increase PROFITS — business from School Boards, State and Federal 
Visit The Metalstand Booth-336 
Conrad Hilton Hotel dul isiiae 
During The NSOEA Convention Grade "A" File users! 


Government contracts, and other large 








LY @ ee ee 





METALSTAND COMPANY 









7520 STATE ROAD, PHILADELPHIA 36 e DEvonshire 3-7900 


Manufacturers of SUSPENSION FILES e NON-SUSPENSION FILES 
STEEL DESKS e STEEL CABINETS e Hilo TYPEWRITER STANDS 


*REGISTERED 
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One “Sit” Is Worth 
a Thousand Words 
















Just ease your customer into the No. 2000 
Executive Swivel Chair shown above and try 
one of the hardest selling tricks of the trade 
— don't say a thing for a few minutes. Let the 
chair speak for you. 

Your prospect will feel at once the "just-right" 
resiliency of seat and back, the comfortable, 
ample width of the seat. He'll admire the 
rich, warm combination of top grade cabinet 
wood and luxury covering. He'll feel inclined 
to say, "This is for me!" 

Those of you who tried the No. 2000 and other 
Craftsman chairs at the N.S.O.E.A. Convention 
know that with quality furniture like this, one 
"sit" is worth a thousand words. With Crafts- 
man, you can afford to let the chair speak for 
itself! 


Write today for our latest catalog. 


INSTITUTE 





FURNITURE 





MEMBER WOOD OFFICE 
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uct, you know all the objections that can be raised and the 
answers. Put down on your paper the answers to the important 
objections. Keep in mind that you are still talking to your 
prospect, you are both relaxed, he trusts you and will believe 
what you say. Finished—OK. 

Before going ahead to the next paragraph, back track to the 
beginning of the paragraph where you demolished his objec- 
tions and make a caption summarizing his main objection. 
Make it brief, not more than 6 or 10 words. This caption can 
either quote the objection or it can contain a summary of 
your answer. Usually it helps to underline this caption to make 
it stand out. 

Now let’s go ahead once more. You have faced up to his 
objections, overcome them and you are ready to bring up 
your heavy selling artillery—the proof of your statements, 
Before doing this you will have to choose between two types 
of proof—sample and testimonial. Decide which is the best to 
prove the particular benefit on which you have based your 
letter. That is the one to use. 

Perhaps you have decided to use a sample. In this case, it 
should be mounted or packaged neatly. If there is some test 
your prospect can make using the sample, explain it clearly 
and tell him just what it will prove. If you decide upon a 
testimonial, choose some satisfied user who has expressed his 
satisfaction to you and who will be believed by your prospect. 
It helps to put a statement in your letter, in quotes, from the 
satisfied user’s letter that proves the benefit you have already 
promised. If possible give the name of your customer but, at 
any rate, give his title and industry. 


Be Exact in Suggestion 


You have now reached the last paragraph of your letter and, 
in this, should tell your prospect exactly what you want him to 
do. Perhaps you might say, “Jot your name on the enclosed 
card and drop it in your outgoing mail. I'll see that you re- 
ceive the information you ask for right away.” 

Or you might say, “Advise your secretary to expect a call 
from me Thursday morning and please give her a time when 
it will be satisfactory for me to call on you. I'll be looking 
forward to seeing you.” One reminder—be sure there is no 
doubt in your prospect’s mind when he gets through reading 
this final paragraph as to what his immediate action should be. 

Just a few minor touches and your letter is finished. You 
will recall that we did not start with a salutation such as 
“Dear Sir.” In place of this usual opening you will write a 
headline. Let’s go back to the benefit you mentioned in the 
first part of your letter. In as few words as possible, write a 
summary of this benefit and don’t extend more than halfway 
across the page, using two lines if necessary. In addition, if 
possible, put your prospect’s name in the headline. 


Add a Personal Note 


One last suggestion and you are through. Each letter you 
send out will be signed, of course, and when you do this, add 
a short personal note in your own handwriting. It might read 
“Nice to see you at the meeting last week.” Or “How about 
going to lunch with me the day I call?” 

Your knowledge of your prospect will tip you off as to what 
to say. Naturally, this can only be done when you are writing 
to a limited number of prospects at a time. 

There you have it—your letter is finished. After a bit of 
polishing and smoothing out, you will have a letter you will 
be proud to sign. Read it aloud and it should sound like you 
talking, just the way you would say it if you were sitting in 
your prospect’s office. 

Try this plan the next time you write a sales letter. Each 
time you do it, the job will become easier and the results you 
get will be well worth the effort. 





Elect New Officers of lowa OMDA 


New officers of the Iowa Office Machine Dealers Associa- 
tion have been elected. They include James Proctor, Des 
Moines, president; Robert Merveaux, Cedar Rapids, vice-pres- 
ident; Ed Berry, Des Moines, secretary, and John Hickman, 
West Des Moines, treasurer.—AL 
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more sold than any other line 


more 
of 
everything 
with 


: NO SHARP EDGES 
RUBBER FEET 
GUARANTEED 


LIT-NING PRODUCTS COMPANY 


SALES OFFICE: 3907 Duquesne Avenue, Culver City, California 


FACTORIES : Fresno, California » Fremont, Ohio 
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MODERN DESIGN 
PRECISION BUILT 

4 MODERN COLORS 
HEAVY GAUGE STEEL 
PRE-ASSEMBLED 


more items 






BAKED-ON FINISH 
HANG UP FEATURES 





tell me MORE.............cccccececceees 


about the more than 400 Lit-Ning products. Please 
send your new catalog and discount schedule. 


LIT-NING PRODUCTS CO. Sales Office P.O. Box 142 
Culver City, California 
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Im HANGING 


OUT MY 
SHINGLE 





I have resigned as Sales Manager of 


Ace Fastener Corporation 


It is my plan to operate in the future as 
a manufacturers representative in the 


office supply industry 
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Underwood Names ‘‘Girl with Halo’’ 





To dramatize the importance of the secretary in today’s busi- 
ness world, Underwood Corp. recently named Miss Sadie Perlin 
of Sacramento, Calif., Underwood Secretary of the Year, the 
“girl with the halo’’. Miss Perlin is secretary to California's 
governor, Goodwin Knight. As Secretary of the Year, she re- 
ceived a week’s visit to New York City and Underwood's eight 
millionth typewriter, the new Touch-Master standard—for her 
office, and a Golden-Touch portable for her personal use 





Columbia Steel Equipment 
Begins Plant Expansion 


Columbia Steel Equipment Co., Inc., recently acquired as 
a wholly-owned subsidiary by Standard Pressed Steel Co., has 
announced plans for a 53,000 square foot addition to its 
Fort Washington, Pa., plant. 

The new addition will give Columbia, a leading producer 
of steel office furniture, a total of 150,000 square feet of 
manufacturing and office space in the rapidly growing Fort 
Washington Industrial Park. 

Structural steel erection started this month. The new wing 
will be completed early in 1958. 

“The expansion will enable Columbia to meet the increased 
demand for new lines of modular office furniture recently 
introduced by the company,” according to John F. Emhardt, 
president. 

“It will be the first step in a presently planned expansion 
program to meet projected future demands for the company’s 
products,” Emhardt said. 


Diggon’s Remodels in Victoria, B.C. 


Diggon’s, a division of the Willson Stationery Co., Ltd., at 
Victoria, B. C., has mwndergone extensive remodeling. Store 
merchandising technique is now partly self-service, although 
each department has been staffed by what the firm terms 
specialists. 

Store manager is E. C. Warner, a director of the Willson 
Co., and several of its subsidiaries. He has been with Will- 
son’s for 28 years, successively in Saskatoon, Winnipeg, Cal- 
gary, and for the last five years head of Edmonton branch. 
He assumed control of Diggon’s last November and now lives 
in Victoria. 

A. L. Oakley, who has been with Diggon’s since formation 
of the old Diggon-Hibben firm, has spent a lifetime in the 
office supply industry. He is now sales manager of the branch. 

Also on the sales staff are A. D. Lyle, S. Ellis, Frank Bar- 
rick, T. Gallagher, J. E. (Jean) Matthews, J. W. Scowen, Anita 
Long and A. Austin Fultz. 
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HERE'S THE SENSATIONAL NEW 3€gg77f/ SWIVEL CHAIR FEATURE THE ENTIRE 
INDUSTRY IS TALKING ABOUT... : 
. 


ALL ane | 












ALUMINUM SWIVEL CHAIRS 
NOW TWIRL | 


SLEEVE 
BUSHINGS 


Another First by Rest-All 
Exclusive Specialists in Fine Seating 
(Pats. Appld. For) 


@ Multiplies Swivel Chair Life at the Most Common Point of Wear-Out. pa eT 
sie is ; leo: FS: pte 
@ Eliminates Side Sway or Rock of Seat. pees 9° Se 
@ Stops That Binding and Dragging of Casters As Occupant Turns in Chair. — 477 SR . 
/ : i ae A 
@ Eliminates Swivel Noise, Distracting Squeaks and Scrapes. Q a.) 











@ Eliminates Necessity of Messy, Bothersome Lubrication. 


Make another entry in the long list of reasons why Rest-All Aluminum 
Swivel and Scraight Chairs sell so easily, so profitably, build greater 
customer satisfaction. Your customers’ seating investments now bring 
a still higher, record return when the selection is Rest-All. Ohio Chair 
Company engineers have designed a base sleeve of Nylon, to take the 
place of the familiar tubular steel part found at the hub of ordinary 
swivel chairs. Results have exceeded all anticipation—a long assort- 


a 
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SPEEDRY 
MAGIC 
MARKER 

LINE 


we//-balanced 
for volume 
sales/ 


Your diversified Speedry Magic 
Marker line (39¢ to $2.50) sells 
every type of customer... teachers, 
artists, secretaries, photographers, 
merchants, office managers, ad 

1 agents, home owners. Tap this 

° ever-growing market. Set up an 

all-in-one, well-balanced Speedry 
department. 





























REMEMBER, Speedry originated 
Capillary Action in pens — and only 
Speedry Marking, Stamping and 
Stenciling products offer patented 
Capac Action to guarantee smooth, 
constant ink flow — and customer 
satisfaction. 


1. MAGIC MARKER 

U.S. Pat. No. 2,713,176 

Writes on any surface! No loose ink! 
Instant dry! Millions sold! 9 colors! 
77¢ retailer 


2. LAUNDRY MAGIC MARKER 
U.S. Pats. Pending 

Writes on all material. Indelible. 
39¢ retailer 


3. MAGIC MARK STENCILEER 

U.S. Pats. Pending 

Mohair stencil head! Ready for use! 
9 colors! $1.25 retailer 


4. MAGIC MARKER BRUSHPEN 
U.S. Patent Nos. 2,416,596, 2,547,541 
Attractive gold-finish! 99¢ retailer 


5. MAGIC MARKER STENCILING SET 
76 detachable stencils, stencileer, 
easel. $2.50 retailer 





STENCILING SET 














| 
: SPEEDRY PRODUCTS, INC. ; 
; Richmond Hill 18, New York Dept. OA-5 : 
: Please send Speedry Price List and Catalogue. : 
: Address. : 
' ' 
' Name. ' 
: City. Zone State. : 
' ‘ 
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Safe Safeguards Miniature Grid Museum... 





LL STAR 
GAME 


SOLDMERS FIL! 


Vest-pocket museum of football adorns display window of Mos- 
ler Safe Co., 228 N. LaSalle St., Chicago. Items shown include 
jersey worn by Chicago Bears’ great passer, Sid Luckman; an- 
other worn by Red Grange, (No. 77) and photographs of the 
All-Star squads for the years 1936 through 1943. Items in the 
unusual museum were collected by Edwin H. Mosler, an avid 
sports fan and Mosler president. At left is Bob Brown, Mosler 
Chicago commercial sales manager. 





W. Kes Downing in Direct Mail Field 

W. Kes Downing, long connected with The Globe-Wernicke 
Co., has accepted the position of sales manager with DMR/ 
Advertising, 105 E. 4th St., Cincinnati 2, Ohio. 

With Mr. Downing’s employment the concern also an- 
nounces a new letter shop complete with the latest automatic 
equipment. 

Mr. Downing’s background in retail, consumer and 
industrial advertising is being used in the promotion of direct 
mail campaigns at a show equipped for addressing, IBM 
executive letters, inserting and mailing, multilithing and 
Xerography process. 





Egry Register Moves Houston Offices 

The Egry Register Co. has moved its Houston, Tex., branch 
offices from 911-A Lovett Blvd. to 2403 Bagby, leasing ap- 
proximately 1500 square feet of space——WLF 


Guest Book 





Daniel de Herrera, manager, Herrera Ricaurte & Cia., 
Bogota, Columbia, favored OFFICE APPLIANCES with a 
visit on August 20. He had visited at Miami, Cincinnati, New 
York, Washington and elsewhere before coming to Chicago 
where he had an appointment with an office furniture manu- 
facturer from another city. Mr. Herrera’s company represents 
such well known concerns as The Globe-Wernicke Co., Meilink 
Steel Safe Co., Bostitch, Inc., Hall-Welter Co., and two Swed- 
ish manufacturers and manufactures part of the Globe-Wer- 
nicke line on royalty. He is engaged actively in making ar- 
rangements for expansion of the company’s manufacturing 
facilities. 


Edward S. Dworkin of Expanding Envelope & Folder 
Corp., Jersey City, N.J., called at OA on August 12. He 
planned to spend the week in Chicago. Following through 
on the company’s expanded sales policy, he had called on 
stationers in various cities including Cleveland and Detroit. 
The company’s products include commercial envelopes, ex- 
panding file pockets and envelopes, sales presentation folders 
and related products under the trade name of Evertuf. 
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“LYON QUALITY DESIGN 


makes 


“7 THE DIFFERENCE®” 


) STEEL SHELVING, for example. At a glance, all 
steel shelving may look very much alike but there’s a 
world of difference—in ease of assembly, adjustability, 
rigidity and durability. That’s why you should check 
Lyon before you buy. 

This same quality design makes the difference in every 

one of the more than 1500 standard Lyon items, a few of 
which are shown below. 
CALL YOUR LYON DEALER. He offers the world’s 
most diversified line of steel equipment. Equally 
important, he can show you how to get the most for 
your money in terms of saved time and space. 









We can manufacture special items to your specifications. 


LYON METAL PRODUCTS, INC. 
Patented LYON Clip and Stud Design 


provides fast, easy assembly and General Offices: 1028 Monroe Ave., Avrora, ill. 
adjustment without use of tools! Factories in Avrora, lll. and York, Pa. 




















/ ~~ SHELVING 
EF AND BINS 
































DRAWER CASES 
fis 


OVER 1500 ITEMS 
for Business, 
Industry, 
Institutions 
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WHEN FIGURED 
“PER YEAR OF 
SERVICE” 





paige -\, » 4 


OFFICE MACHINE 


STANDS 









++egive your 
customers 
lowest cost per year of service 





Tiffany Stands last a lifetime... reinforced, heavy, all-steel con- 
struction holds up under continuous use for years and years. Another 
“plus” feature is complete safety for costly office machines. Vibra- 
tion-free, noise-reducing features make possible greater output by 
less strained, more efficient operators. 


These are the outstanding values that give your customers maximum 
return on their Tiffany investment. 





MODEL 5000 > 


4-cup open top. Casters retract with 
positive action. Drop leaf attaches 
to either side, flush with top, or low 
for posting tray. 

With 2 drop leaves—Model 5002. 









The extra-heavy-duty stand 
for today’s electric typewriters 
and bookkeeping machines. 
Absolutely vibration-free. 
With 2 drop leaves—Model 
8002. 


MODEL 3000 > 


The popular-priced stand with same con- 
struction as Model 5000, except for caster- 
retracting device. 2'/2”’ rubber casters have 
metal brakes on 2 front legs. 


8000 and 5000 Series Stands are also 
available 35" high for stand-up work. 





Mr. Dealer—National advertising pre-sells Tiffany Stands 
fer you. For further information, write Dept. OA. 


Y TIFFANY STAND CO. 


7350 Forsyth St. Louis 5, Mo. 
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Colorado Office Supply Dealer 
Defends Custom Furniture 


Office furniture dealers throughout the Rocky Mountain 
states are loudly applauding the defensive action which was 
employed by Sidney Buka, president of Mutual Office Sup- 
ply Co. when a political reporter complained in print of the 
high cost of custom built office furniture which had been in- 
stalled in a public building. 


Feeling that the criticism was based on a lack of knowledge 
of the facts involved in the case, the veteran Denver office 
furniture dealer penned a letter in answer, which was on the 
editorial pages of The Denver Post. The result was ccongratu- 
latory letters from other dealers throughout the area, many 
of whom have experienced the same sort of complaints at 
some time or another. 


Stirred Into Action 


Mr. Buka’s action stemmed from the objections voiced by 
Bert Hanna, Denver political reporter, to the purchase of 20 
conference room chairs, a special two-piece conference table, 
deluxe desks, reception room furniture, and executive chairs, 
used throughout the new Colorado State Employment Office 
building. Specifically, the political reporter leveled his attack 
at 20 conference room chairs, at $69.87 each, a conference 
table at $1,092.50, and $1,244.91 for carpeting. 

Leaping to defense, Mr. Buka began with the statement; 

“I cannot let go unanswered your Bert Hanna’s unwar- 
ranted attack on office furniture and equipment recently 
purchased for the new Colorado State Employment Office 
building. This is a magnificent new building in keeping with 
what public buildings should be. It has the same character 
today that the City and County and the State Capitol 
building had when they were built. Each of us can be 
proud of owning them. 


“To furnish these buildings—and specifically the new 
Colorado State Employment Office building—with any- 
thing but the right furniture would be a dereliction on the 
part of state officials. By ‘right’ furniture I mean properly 
functional, rightly styled, and strengly constructed. This 
was done and at a price extraordinarily low to the state. 
You wouldn’t want to get all dressed up in a new suit and 
wear an old pair of sneakers with it—you’d look funny. 
You wouldn’t want to hunt bear with a .22 rifle — you'd 
not get the job done. So it is with the right furniture for 
this new building.” 


Mr. Buka continued by pointing out that the custom-made 
furniture which his office furniture department installed in 
the State House was designed to be used as an individual con- 
ference table for small groups, or it could be put together for 
one large 20x5 foot table which will accommodate 24 per- 
sons. “How else” he asked, “Could you take care of both 
small and large conferences? We feel that the price was not 
at all high for a conference table of this size or quality. 


Built To Last 
Going farther, the Denver office furniture dealer pointed 
out that the 20 conference room chairs mentioned at $69.87 
apiece, are “extraordinarily” comfortable chairs with foam 
rubber upholstery, correctly designed for proper sitting. This, 
he emphasized, means extra durability to withstand hard use 
and even abuse for many years. He likewise pointed out that 
while it might have been possible to save as much as $20 per 
chair, or a total of $400, that the lower price model definitely 
would not last for more than a small fraction of the “built-in” 
years of his installation. 


Mutual Office Furniture Company during recent years has 
enjoyed spectacular sales increases through concentrating on 
custom-designed furniture for all markets, and has been sur- 
prisingly successful in selling the commercial and government 
market on the use of “design for the purpose” office furniture 
in place of the “commercial grade.”—RAL 
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DESKS + CHAIRS 


L-UNITS +» CREDENZAS 


TABLES + BOOKCASES 


FILING CABINETS 


STORAGE CABINETS 
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Look at: the Colorful Side 





ee. 


4 EXECUTIVE FURNITURE 


IN STRIKING, NEW COLOR AND 
FABRIC COMBINATIONS 


Dramatically beautiful! Contemporary design is 
evident in the arched leg desk and new executive 
chairs. ASE, with its accent on color, blends 

subtle overtones with dramatic contrasts to create an 
effect of modern elegance in your offices, Color 
harmonies are assured with ASE Color Selector Kit. 


Display ASE Furniture — 
You'll find it's profitable! 


ALL-STEEL EQUIPMENT INC. aurora, ittinots 











Insert wooden pencil at the 
natural writing angle . . . the | 
Electro-Pointer instantly gives you a 
perfect point, automatically. Sharpens 

any size pencil, does not chew up pencil, 

but sharpens just enough. Proven through 

14 years of satisfactory service. Display 

it, it sells itself! 






CRAFT 
INC. 


AVE. « ST. LOUIS, MO. « U.S.A, 






WRITE 

TODAY FOR 
COMPLETE 
INFORMATION 





3 1825 MACKLIND 
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Financial Notes 


3M’s First Half Sales Total $181 Million 

Minnesota Mining & Manufacturing Co. sales for the first 
six months of 1957 total $181,578,367 compared with $154,- 
495,586 for the same period of 1956. 

The firm also reported record quarterly sales of $92,102,- 
939 for the second quarter of 1957 compared with $78,789,- 
396 for the same period last year and with $89,475,428 for 
the first quarter of 1957. 

First half earnings totaled $19,692,980, or $1.17 per share, 
compared with $17,670,767, or $1.06 per share, for the first 
half of 1956. Second quarter earnings were $10,000,799, or 
$.60 per share, compared with $9,038,249, or $.54 per share, 
for the same period last year. Net income before taxes was 
$39,132,980 for the first half of 1957 and $19,620,799 for 
the second quarter, compared with $35,654,767 and $18,230,- 
249 for similar periods last year. 





Burroughs Reports Record Revenue 

For the first six months of 1957, Burroughs Corp. reported 
record revenue of $136,913,144 from world-wide operations, 
compared with $125,145,752 in the same period in 1956. Total 
incoming orders for June were the highest for any month in 
company history, with new orders for business machines and 
equipment in July also setting a record high for any month. 

Consolidated net income after taxes amounted to $5,811,713 
or 96 cents per share for the six months ended June 30, 1957, 
compared with $6,303,428 or $1.05 per share in the same 
1956 period. Figures for both periods reflect the operations 
of ElectroData Division, acquired in June 1956, which, be- 
cause of a planned, rapid expansion, operated at a loss in both 
periods. 





Royal McBee Declares Dividend 

A cash dividend of 35 cents per share on the common stock 
of Royal McBee Corp. was declared at a meeting of the 
board of directors. 

The board also declared the following regular quarterly 
dividends on its serial preferred stock for the current quarter- 
yearly dividend period ending July 31, 1957: $1.12% on the 
4%2% Series A; $1.25 on the 5% Series B; $1.37% on the 
514% Series C; $1.50 on the 6% Series D. 

The common and preferred dividends were payable on July 
15, 1957, to shareholders of record on July 1, 1957. 





Sperry Rand Sales Rise; Net Steady 

Sperry Rand Corp. on August 19 reported consolidated net 
income of $10,022,975 for the three months ended June 30, 
the first quarter of the company’s fiscal year, on net sales of 
$213,187,717. A year earlier, Sperry Rand earned $10,062,046 
on sales of $195,601,141. 

Net income in this year’s quarter was equal to 35 cents 
a share, based on 28,279,311 outstanding shares. This com- 
pared with 39 cents in the 1956 period. 





Marchant Declares Dividend 

Directors of Marchant Calculators, Inc., on August 9 de- 
clared the regular quarterly dividend of 32 % cents a share 
on the 618,734 shares of capital stock outstanding, payable 
September 15 to shareholders of record August 31. 





H. D. Scott Opens Little Rock Firm 

H. D. Scott, formerly a district manager for the Remington 
Rand Division of Sperry-Rand Corp., has opened a business 
systems and equipment company at 114 Scott St., Little Rock, 
Ark. The firm, known as the H.D. Scott Co., will sell and 
install business filing and production control systems.—WLF 
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COMBINATION FILES 


Heavy Gauge Stee! Construction 


Electrically Welded Throughout 
Chrome Finished Hardware 
Positive Locking Compressors 
Color Choice of Green or Gray 


Ball Bearing Rollers 


Satisfaction Guaranteed 








FULL SUSPENSION NON SUSPENSION 
FILES FILES 





See The Complete Welham Line at the Show 
BOOTH NO. 323 - 324 


Welham Metal Products Co., Inc. 
Michigan City, Indiana 
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Deaths 


Harold B. Spackman, 

58, president and chief executive officer 
of the Lyon Metal Products, Inc., Auro- 
ra, died August 20 in St. Vincent’s Hos- 
pital, New York City. He had been a 
patient there for several weeks. 

Born at Sisston, S. D., on June 30, 
1899, Mr. Spackman attended the Pills- 
bury Military Academy and the Univer- 
sity of Minnesota. 

On June 1, 1937 he came to Lyon 
Metal Products as general sales man- 
ager. In June, 1938, he was elected vice- 
president in charge of sales. A director of the company since 
March, 1939, he was elected executive vice-president in July, 
1946, and became president in January, 1950. 

Under his leadership, the company has greatly enlarged its 
line of products and entered a number of new markets. This 
development was made possible through the national dealer 
organization established under his guidance. Mr. Spackman 
also was active in the building expansion and plant moderniza- 
tion programs at Lyon in recent years. 

Prior to his association with Lyon, Mr. Spackman was an 
executive with the Northwest Expanded Metal Co. from 1922 
to 1928. Later, he originated the Steel Products Division of the 
U.S. Gypsum Co., building it up from scratch to the largest 
factor in the building materials specialty field. 

Mr. Spackman is survived by his widow, Jane, and son, Lt. 
Richard Spackman, USAF. Another son, Robert, was killed in 
action with the U. S. Marines at Okinawa during World War 
If. 

The decedent was a director of several organizations in- 
cluding the Pyle-National Co. of Chicago, the Merchants Na- 
tional Bank of Aurora and the Fox Valley Manufacturers’ As- 
sociation of which he was also a former president. 

° 








Mary E. Ward, 


79, wife of James P. Ward, vice-president of Ames Supply 
Co., died August 11 at her home in the Sovereign Hotel, 
Chicago. 

Surviving with the husband are sons, James Jr., president 
of McClure, Hadden & Ortman, Inc., management engineers, 
and Robert E. an employee in the county assessor’s office; 
a sister, and five grandchildren. 

Mrs. Ward attended many of the office machine dealers’ 
activities with her husband and was well known in the in- 
dustry. 

The Wards observed their golden wedding anniversary sev- 
eral years ago. 


Charles F. Evans, 


a salesman with the Sanford Ink Co. for 46 years, died at his 
home in Los Angeles on August 3. 

His long service with Sanford began in 1911 when he was 
assigned to call on the trade in the Chicago area. He worked 
in the metropolitan area of Chicago for 20 years and then 
moved to the west coast, taking up residence in Los Angeles. 

“Doc” Evans enjoyed many close and lasting friendships 
throughout the industry, says President C. W. Lofgren of San- 
ford Ink Co. “He cherished these associations and, as many of 
his friends will attest, was always ready to lend a helping hand 
to those interested in bettering their prospects in the stationery 
field.” 

Mr. Evans is survived by his widow and three children at 
1019 S. Norton Ave., Los Angeles. 

° 


Garry M. Sol, 


16, of 6105 N. Fairfield, Chicago, a junior in Senn High 
School, was killed August 17 in an auto accident near Joliet, 
Ill. 

The youth was the son of Philip Sol, owner of the Sol Office 
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JOHN CAMERON SWAYZE . . . “My Cole Portable has travelled 
around the world with me. In any language, Cole’s the best.” 


Read what 
these 
top-flight 
reporters 
Say. 
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KENNETH BANGHART .. . “Split seconds are important. For speed 
and accuracy | depend on my Cole Portable.” 





QUENTIN REYNOLDS ...“I've tried them all, American and foreign. 
It's a Cole Portable for me... it's lighter, faster, cleaner.” 


Choose the COLE PORTABLE as these experts have . 

on a train, on a plane or in your home the Cole is wuly 
portable . . . rugged too! It’s lightweight, streamlined, 
the only portable in the world with the “whisper-touch”! 
Makes typing as easy as talking. No wonder everybody 
from Alaska to Zanzibar is raving about the 1958 Cole 
portable. Take it anywhere and get accurate office per- 


formance. Dollar for dollar, the $O4 50 


greatest value in typewriter history. with matching carrying case 


OLE 


PORTABLE 


COLE STEEL OFFICE MACHINES, INC. « Affiliate of Cole Stee! Equipment Co., Inc., N.Y. C. 
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VALET WALLMOUNTS 


3' 2” and 4’ 2” units which mount 

iny available wall space interlock 

) make longer lengths. Accommodate 
We eleit-Mhet ile Mioelei | Mh el-) am (ele) & 


*eOAORAGH VALET 


7. @. REG, 


The established, nationally advertised line, spe- 
cified by leading architects; carried by quality 
outfitters; standard equipment in modern offices, 
factories and institutions . .. the profitable line 
to sell, 


S-6 


Office Valet an- 

111 office wraps 

tes 6 individual 

To Rejeleng mooie) | 

t-in umbrella 

yershoe platform. 

ray aired, dry, in 
Will not tip over 


3U-4 


(Illustrated) is a 
basic 4° 3° VALET 
RACK which ac- 
commodates 
Also 3’ 3 
Valet Racks 
Sele} obs (ole stile mere 

that make continuous racks I lon Jer 

jths and capacity. Sa Kore) ar) Fe) 
ite 3 persons per running foot 


» for catalog sheets, dealer sales helps, ov-2 


Vogel- Peterson Co. 
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1127 WEST 37th STREET 
CHICAGO 9, ILLINOIS 





Supply Co., Chicago. A leader in Chicago B’nai B'rith ac- 
tivities, he was active in the Youth Group of Ner Tamid Con- 
gregation of North Town, where his father is president of the 
Men’s Club. 

A member of the Senn basketball team, he participated in 
other high school sports. 

Surviving are the parents, a sister, Sandra, and a grand- 
mother, Mrs. Minnie Cassel. 

a 


Harold H. McKelvie, 
Schwabacher-Frey Co. of Los Angeles executive, died August 
23 shortly after he was stricken at his home. 

Mr. McKelvie was general sales manager of the Los Angeles 
division of his firm since 1952. Prior to that he was assistant 
sales manager for the company in the San Francisco area. He 
had been with the firm for 34 years. 

He was a member of the Sales Executives Club in Los 
Angeles. 

Surviving are the widow, Kathryn, and two sons, Ross and 
Neil. 

e 


E. C. Carlson, 
sole owner of Carlson’s, office supply firm of Moberly, Mo., 
died in an automobile accident on Sunday, August 18. 

Mr. Carlson was one of Moberly’s most respected business- 
men and spent 20 years in the office supplies, furniture and 
machines business. He was a member of the Chamber of Com- 
merce, Kiwanis Club and Moberly Country Club. 

° 


William W. Welch, Sr., 
president of the W. W. Welch Co., Cincinnati, Ohio, manu- 
facturers of fans and other cooling devices sold by office sup- 
ply dealers, died on August 17, in his home ctiy. 

* 


August F. W. Cranz, 
72, retired founder of the Cranz Rubber Stamp Co., Beau- 
mont, Tex., died in a nursing home on July 24. A native of 
Hamburg, Germany, he had sold the company and retired 
in 1953.—JHR 

e 


L. W. Kelly, 

general manager of the Sam Ross McElreath Electric Typing 
Co., Dallas, Tex., died in a Dallas hospital recently after a 
short illness —JHR 





Pin Chart Helps Inventory Count 


A wall chart of stock items indicating by pin when an in- 
ventory count was last taken alerts the firm as to what item is 
low and so helps to avoid lost sales by prompt reordering, ac- 
cording to Gladys E. Herfurth, buyer, Mallorey’s Office Supply 
Co. Inc., Washington, D.C. 

Arranged alphabetically with boxes for each month of the 
year, items like adding machine rolls, binders, ball points, 
crayons, file folders and mucilage appear under a classifica- 
tion heading with trade names below, with pin indices that tell 
at a glance whether inventory count was taken in January, 
June or any other month of the year. 

“We make it a practice to count some item daily. This is 
aside from our regular annual physical inventory count. This 
4 x 3 chart supplements our perpetual inventory file which is 
the lifeblood of our business,” said Miss Herfurth. 

“Both sales and management consult our wall chart to learn 
when a count was last taken. Outside salesmen refer to it as 
well. It keeps us up on stock.” — BM 





Lynn Sells Interest in Oklahoma Firm 

Walter Lynn, co-owner and manager of the Brown Print- 
ing Co., office supply and printing business in Henryetta, 
Okla., has sold his interest to Frank Crawford, new manager 
of the firm. The other co-owner is Ellis Taylor—EEG 
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to carry the N 7 GEN Tolex story to a million more 
office chair customers 





DEALERS! 








PROFIT BY THIS C'S why 
DEMAND-BUILDING “ Wise by ‘ 
NATIONAL PROMOTION: Mig NSigs °Ss me, 
© 
Irs O Crey 
With 





Vin 
Ls i Nygen Tole. - “Phoigr. 
Advang ital Se S all op, — y 
IDENTIFY IT— Pye Plus ia Param 
Manufacturers using NYGEN 9 can, nan: be Cas a oe 
Tolex will provide you tiona; °° Tole  juge . Main 
with free hang tags. : P clots, 


=. 


MERCHANDISE IT— 


Use show room cards 
now available from 
Textileather or 
manufacturers 

to tie in with this 
advertising. 


=. 


DEMONSTRATE IT— 


Get samples 

and show the 
Nygen fabric 
backing that 
provides balanced 
stretch, balanced 
strength, for 
smoother tailoring, 
greater wear. 
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, , 
‘ OFFICE TOOLS : 
’ , 
, . 
: te A COMPLETE LINE ¢ 
‘THE FINEST IN TIME SAVING STEEL OFFICE SPECIALTIES { 
. . , 

. Clears The Desk For Action! ’ 
. . 
h N ; 
r wit ew , 
; “G@LETTER SORTER Siotted shelves 
, ’ 
, NO CORNER POSTS TO DODGE! + 
S Sorts, Classifies, Distributes the ; 
’ papers of daily work. Sloping Trays »¢ 
: Catch and Hold the papers. ; 
. GREEN——-GRAY——BROWN : 
¢ | NO. 202 LETTER SIZE, 2 tray incl. base $4.00 | 4 
, NO. 203 LETTER SIZE, 3 tray incl. -base »» $9.25 ‘ 
, NO. 204 LETTER SIZE, 4 tray incl. base $6.50 ‘ 
s NO. 205 LETTER SIZE, 5 tray incl. base $7.50 , 
, , 
, ‘ 
4 Daily Business Sorter! é 
, ’ 
s SORTING TRAY , 
, é 
: Active papers can be re- : 
s ferred to instantly .. . open ’ 
g like a book. When used with y 
g A-Z index, folders or tab y 
¢ guides the corrugations in 5 
p the bottom prevent slipping. y 
: OLIVE GREEN : 
‘ NO. 115 LETTER SIZE without index .. -$4.00 r 
‘ NO. 116 LEGAL SIZE without index . $5.00 s 
’ * 
, s 
é STATIONERY ‘ 
s SEPARATOR , 
‘ . 
4 Fits into standard typewriter , 
§ desk drawers without papers : 
® catching when drawer is é 
§ used. 3 inches high, 4 Letter size and 1 half ‘ 
§ size trays. Holds sheets. 87/,” x 18” x 3” . 
; Electrically welded one piece. NOT ADJUSTABLE! 
, s 
, NO. 310 LETTER SIZE with 5 divisions—Wt. 4 Ibs. $4.50 | ' 
, # 
7 s 
' 

} CASHIER’S PAD RACK y 
’ ’ 
: Every business has various pads, bank : 
r checks, receipts, contracts, partial 4 
s payments, delivery and service forms. 4 
r This rack holds each, easy to reach. 4 
rl Saves space and confusion. All one 4 
’ piece welded steel. Hollow space in- ¢ 
4 side. 4‘ 
‘ ‘ 
No. 566 Six Pocket 8’x7¥2"x4” .. $4.00 : 
‘ No. 568 Eight Pocket 8”x9%/2"x5¥/2"” $5.00 yg 
r No. 570 Ten Pocket 8”x91/2"x65e” $7.50 r 
, 7 
‘ PIGEON HOLE FILE é 
Keeps letters, pads and forms : 
‘ separated wherever they are 4 
‘ used . .. Shipping Room, Stock ‘ 
‘ Room or Office. Pockets 1” r 
‘ . apart. Letter size 82 x 11%, 4g 
‘ —_— — Welded. Ready to use. r 
: SPEEDS UP BUSINESS ROUTINE ’ 
y NO. 106 LETTER SIZE with 6 divisions—wt. 7 Ibs. ..$ 7.50 | § 
r NO. 107 LETTER SIZE with 12 divisions—Wt. 10 Ibs. ..$15.00 ‘ 
, ‘ 
s ‘ 
y CORRESPONDENCE y 
; SEPARATOR | 
‘ Keeps letters, price lists, foldéts<or ‘# 
! catalogs separated for quick, ‘easy : 
‘ reference. Not adjustable. Special «g 
‘ sizes made to order. Distance be- # 
: tween uprights 134". Label slot each : 
, side. 7 
a 6 
: NO. 105 LETTER SIZE with 5 divisions—Wt. 6 Ibs $6.00 | : 
’ , 
‘ - 
, ORDER TODAY! , 
, , 


*=="1 CURRIER MANUFACTURING CO. [****- 


2448 W. LARPENTEUR AVE., ST. PAUL 8, MINN. 











Dates to Remember 


1957 CONVENTIONS 


September 28-October 2. National Stationery & Office Equip- 
ment Ass’n. Conrad Hilton Hotel, Chicago. Paul E. Burbank, 
executive vice-president, 740 Investment Bldg., Washington 5, 
Ene. 

October 26-29, First Annual Eastern Commercial Stationery 
Show, New York Trade Show Building, 500 Eighth Ave., New 
York City. Stationers Association of New York—Metropolitan 
Travelers Club. 

October 28-November 1. National Business Show. New York 
Coliseum, New York City. 

October 28, 29, 30 — Minneapolis-St. Paul Chapter of NOMA 
seminar and office equipment show, Hotel Leamington, Min- 
neapolis. 





WHOLESALE STATIONERS ASSOCIATION 
Regional Conferences 


Eastern—Shawnee-on-Delaware, Pa., October 19. 
Southeastern—Dinkler Plaza Hotel, Atlanta, Ga., No- 
vember 11. 


1958 CONVENTIONS 
March 2-5—Annual convention and International Merchandis- 
ing Exhibit of Wholesale Stationers Association, Hotel New 
Yorker and New York Trade Show Building, New York City. 
March 28-31. National Office Furniture Association exhibit 
and convention, Bellevue-Stratford Hotel and Convention Hall, 
Philadelphia, Pa. 
May 25-28. Stationery & Office Equipment Guild of Canada, 
Inc., exhibit and convention, Royal York Hotel and Queen 
Elizabeth Building, Toronto, Canada. 
June 29-July 2. National Office Machine Dealers association 
exhibit and convention, Schroeder Hotel, Milwaukee, Wis. 


Regional Dates 





Region 
5 The Greenbrier, White Sulphur 
Springs, W. Va. March 21, 22 » 
4 Peabody Hotel, Memphis, Tenn. April 18, 19 ry 
9 Jung Hotel, New Orleans, La. April 10, 11 
14 Hotel Westward Ho, Phoenix, Ariz. May 2, 3 
11 Sun Valley, Idaho May 8, 9 
12 Hotel Ahwahnee, Yosemite, Calif. May 12, 13 
10 Cosmopolitan Hotel, Denver, Colo. May 16, 17 EVE 
8 Western Hills Lodge, Sequoyah State 
Park, Wagoner, Okla. May 22, 23 
6 Nippersink Manor, Genoa City, Wis. May 26, 27 
7 Hotel Leamington, Minneapolis, Minn. June 2, 3 
3 Cavalier Hotel, Virginia Beach, Va. June 9, 10 
2 Schroon Manor, Schroon Lake, N.Y. June 13, 14 
13 Grossinger Country Club, 
Grossinger, N.Y. June 16, 17 
1 Equinox House, Manchester, Vt. June 23, 24 
Olivetti Presents New Colors 
In Portables for Gift Season 
Olivetti portable typewriters in beautiful colors and in time — 
for Christmas selling have just been introduced by the Olivetti 3g 
Corp. of America. ome 
The Lettera 22 lightweight portable now is offered in blue ~— 
and green as well as in the distinctive Olivetti gray. The larger = 
portable or semi-standard typewriter, the Studio 44, is available 
in blue, and of course the gray which has been ‘popular for 
many years. 
Prices remain unchanged for both the new colors and the 
gray on both machines. 
The addition of color to these Olivetti machines is expected 
to give great impetus to sales both for gifts and for personal 
use, judging by initial reaction. JP 
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3rd District Notes 





One of the highlights of the Third Regional meeting in 
Atlantic City was the presentation of certificates and very ele- 
gant pins to members of the Penn-Mar-Va Travelers Club 
who have been in the club 25 years or more. There were 
26 members in all and they are very proud of this honor. Jack 
Pinkerton of Hoskins in Philadelphia and his committee were 
responsible for this most honorable award. 

e 

Executive officers elected in the Penn-Mar-Va Travelers 
Club were, Edward F. St. George, president; Robert L. John- 
son, first vice-president; Perley A. Covey, second vice-presi- 
dent; Joseph W. McCormick Jr., secretary; Rose Cushman, 
treasurer. 

2 

Plans for the coming year include a number of sales rallies, 
one of which was held on September 18. This rally was one 
of the most successful we have had in this area. The Philadel- 
phia Stationers Association will hold their 52nd Annual 
Banquet on Thursday evening, November 21, at the Palumbo 
Supper Club in Philadelphia. An outstanding program is 
planned for the evening and we expect a fine turnout. 





Prepare History of The Eaton Paper Corp. 

An attractive history of The Eaton Paper Corp. and its 
antecedent companies has been prepared, covering the period 
from 1784 to the present day. 

In the foreword of the book dedicated to Arthur Watson 
Eaton (1852-1934), William H. Eaton declares he was mo- 
tivated in its preparation because he felt “that a family his- 
tory would not only parallel the history of the paper industry 
itself, but would delineate an interesting story of the sound 
development and growth of The Eaton Paper Corp. as well.” 

The wealth of data was turned over to Penrose Scull for 
final authorship. 
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The fascinating story unfolds of the establishment of the 
first American paper mills and how the dreams and vision 
of the men who brought The Eaton Paper Corp. to its present 
position of leadership in the industry have been fulfilled. 





Typewriter Firm Established in Elmira 

Gregory T. McGraw announced he has formed the McGraw 
Typewriter Corp. at 530 N. Main St., Elmira, N.Y., and is 
assuming the Royal typewriter distributorship in the Elmira 
and Corning area. 

Mr. McGraw has been affiliated with the Elmira Office 
Equipment Co. Inc. since 1949. 

In 1947 he entered field service work for the Hazelton Office 
Equipment Co. of Elmira. 

Since 1949 he has been engaged in the sales and service of 
office machines with the Elmira Office Equipment Co.—GET 





Seen During Convention in Groton... 





(eZ 7 
During the recent District 1 NSOEA convention in Groton, 
Conn., The General Fireproofing Co. was host to this luncheon 
group. Reading clockwise from J. E. Feeley (in white suit) of 
Springfield Office Supply Co., Springfield, Mass., are: Bob 
Deibel, GF district manager; Mrs. Feeley; Charles Weitzman 
and Mrs. & Mr. Kenneth Conklin, all of Springfield Office 
Supply Co.; Mrs. & Mr. Donald Gray, Acme Visible Records, 
Inc., and Mrs. Deibel. 


LEEDALL Products Mia Ce., Inc. 
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Fastest-Selling Binders 

Just two simple steps and 
you’re on the way to year- 

; *’round sales and profits: 

wes 

wee: ONE—stock Duo-Tang 

t) of loose-leaf covers. 

Bob TWO—display them. 

coal These popular covers are so 

ne distinctive that they virtually 

_ sell themselves. You can’t top 
them for appearance. They 
have the feel that instantly 
says ‘“‘quality.’’ And custom- 





ers appreciate the conven- 
ience and serviceability of the 
Duo-Tang built-in fasteners. 








Duo-Tang covers come in a 
wide range of colors and ma- 
terials to satisfy any demand, 
from the simplest brief to the 
finest presentation. Act now to 
get your share of steady profits. 








The original loose-leaf cover 
with built-in fasteners. 
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Ask for sample of this Duo-Tang 
**Package’’ low-cost printed 
cover service now available 


from Ellingsworth. Our 25th Anniversary eee 1932-1957 





* 
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You can 
SEE 
where you're going.. 


Dealers can see increased plus profits 
far in advance! They find it easy to 
sell the best shelf filing design made, 
with superior construction, fewer parts, 
lower installation cost and higher dealer 
profit! 


With OPEN SHELF FILING »y 


ESTEY filing holds twice the records in 
the same floor space . . . meaning tre- 
mendous saving of valuable floor area 
for your customers! 


WRITE for the new detailed brochure 
on Estey Open Shelf Filing . . . Dept. O. 
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4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2835, Greensboro, N.C. 





“When it rains it pours”... “after the famine comes the 
time of plenty” . .. “too much or too little” . . . “too hot 
or too cold” .. . are expressions we hear every day and when 


it comes to the boys sending in items for this column all of 
the above apply. ‘For the past two or three months all I’ve 
done is beg and plead so this month they all came through. 
A couple of new, ones are included, too. Many thanks right 
from the beginning, boys. You don’t know how much easier 
this job is when there is plenty to write about so for Pete’s 
sake don’t take it in spurts—let’s do it every month. 
e 

Wills Book Store, Greensboro, is now in the new branch 
store in the Friendly Shopping Center and from all indications 
it is going to be a huge success right from the starting gun, 
which was August |. The entire Center opened with a gala 
array of publicity, events, prizes and Wills was smack in the 
middle of things. Mr. & Mrs. Howard Kiser, the proud own- 
ers, told me that more than 5,000 people registered during the 
three days of opening festivities so it looks as if we have 
another Cameron Village right here in Greensboro. 

© 

Elliott’s Office Supply, Aiken, S.C., has just finished adding 
on another 1,000 sq. feet of floor space to the store and a 
large warehouse at the rear so that is just another in the long 


string of progressive moves by one of the most progressive 


firms in the South. 
° 
Clarence Ford has sold out his interest in Barnwell Office 
Supply Co., Barnwell, S.C., to Miss Ethel Ashley. Clarence, 
you will recall, had what was thought to be a heart attack 
a few months back but I am glad to report that it now devel- 
ops he didn’t have one after all, but his trouble was due to a 
shortage of sugar in the blood or something. 
* 
Athens Press, Athens, Tenn., is a new dealer in office sup- 
plies and is skippered by C. H. Dance. 
° 
Courts Printing & Office Supply. 227 E. Main St., Union, 
S.C., is also a new dealer in office supplies, W. H. Whitehead, 
owner. Bill is to be commended by an advertising stunt he 
pulled right smack at the beginning of operations. He has 
rented a booth at the County Fair in September and will 
show office supplies and equipment along with his printing 
stuff. 
« 


Still another newcomer to the office supply field is C. 
Edmund Gann, located at 2112 Green St., Columbia, S.C. 
Edmund recently acquired warehouse space directly across the 
street so the operation must now be in high gear. 

Gave you some of the details last month on the new loca- 
tion of W. A. Seybt & Co., Greenville, S.C. Now here is the 
exact address which I didn’t have at that time—211-213 East 
Washington St. This makes it four of the six firms in Green- 
ville operating on Washington St. Boy!!! how the travelers 
love a set-up like that. Mary Seybt, Jim’s wife, is now with the 
firm and, being as attractive as the new store itself, gives the 
new job still another boost. Hows that operation doin’, Pop?? 

° 

Don’t have any of the pertinent details on this one right 
now but will give you the bare essentials. Harper Bros., Green- 
ville, S.C., is building a huge new warehouse to be completed 
this year. Understand the buying operation will be located 
there, so be on the lookout for details. 

° 

Here’s a “sleeper”, evidently, because I’m just now hear- 
ing about it. The C. H. Office Supply, 237 Maxwell Ave., 
Greenwood, S.C., opened in February of this year and wishes 
to have all the travelers and manufacturers put the firm on 
their preferred lists. Grady P. Burke is manager. O.K. Grady 
—better stay away from the front door for a while, for the 
rush will soon be on. 

Here’s a “dilly” down Tampa way. Office Equipment Co. 
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TRADE MARK 


For Easy Vision with 
“FIGURAMIC LEGIBILITY” 





Figures STAND OUT 
with pencil, ink or ball point 





e New “Easy Vision” gives greater figure accuracy. 


e New, warm color combination ends glare ... makes farms inviting 


and easier to work on. 


e New paper made by Hammermill Paper Company to|the specifi- 


cations of National Blank Book Company. =e 


* ; 
Mode in u.s.a. 


NATIONAL BLANK BOOK COMPANY 


‘Turn page land see how 20/20 
Buff pays off for you! ~-——> 
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has just completed 
self service 


a huge remodeling job, complete with 
modern decor and lighting. What 
a bit unusual is that the employees them- 
selves did the job with the designing being turned out by 
the furniture department’s talented “Rod” Rodriques. The 
completed deal turned out to be one of the most attrac- 
tive in the area and very functional. 

Taff Office Equipment Co., Greenville, N.C., has just 
opened a branch store in Washington, N.C., at 109 Market 
St. Although the new deal will concentrate on business ma- 
chines a complete line of supplies and some equipment will 
be carried. The manager is Bill Renn. Cliff Taff has done 
wonders with the store in Greenville during the past year 
so the new branch store is just another sign of a progressive 
dealer an the march. 


doo-dads, 


makes this job 


* 

[he Office Supply Store, Ahoskie, N.C., has moved down 
the street about a block to 331 E. Main St. It has two full 
floors against one at the old location but I'll be dadburned if 
both floors ain’t already full to the rafters. 

« 

Now here’s one I really love to talk about. Deah ole B.S., 
Bainbridge-Southern, Inc., to you uninitiated, is at this time 
putting the finishing touches to the new addition, all 12,000 
feet of it. We, and I do mean WE, have bought the build- 
ing we have occupied for the past five years, the building 
facing the street, Bay St. that is, and the vacant block in 
the rear. The office is now downstairs, at the front, and 
air-conditioned for your visiting comfort. A modern dis- 
play room is in the making too so the next time you call 
on us you won't have to turn sideways to get past the freight 
going out. The welcome mat is out so—y’all come to 280 E. 
Bay St 

e 

July and August have both turned out to be very sad 
months for us in that we have lost five of “our boys” to the 
grim reaper 

Jesse Gardner, for many years buyer at Columbia Office 
Supply Company, died on Sunday, July 28. 

Henry Harper, founder of Harper Bros., Greenville, S.C., 
died on July 31 in Anderson after a heart attack. Henry 
would have been 67 on August 7. 

Earl Scott, for many years outside salesman for Office 
Supply & Equipment Co., Knoxville, Tenn., died on July 19. 

Warren A. Heath, 85, founder of Florida Office Supply 
Co. of Winter Haven, Fla., died of cancer on August 2. 

J. H. Lever, for 15 years manager of the Book Store, 
Clemson College, died of a heart attack on July 10. 

e 

Ed Boulos, Office Equipment Co., Jacksonville, Fla., was 
laid low recently with what was at first thought to be a 
heart attack but later turned out to be a small clot. Any- 
way it had Ed flat on his back for 21 days but I’m glad to 
say he is coming along fine now. 

* 

Still no definite word about Clay Tousey, R. E. Wilker- 
son’s, Jacksonville, who suffered a severe heart attack last 
month so we'll just have to accept no news as good news. 

. 

Grady Browning, office planning specialist with Fulgum’s, 
Tampa, Fla., is convalescing from an operation at his home. 
Everything came out fine so Grady was expected to be back 
at the drawing board soon. 

. 

Bill Ennis, for several years Art Metal’s man in Florida, 
decided the road was not for him and is now George (good 
ole George) Martin’s office planning and lay-out specialist, 
some times known as engineer. Draw ’em good now Bill. 

. 

How many of you saw “Skiddy Skidmore’s picture in 
the Charlotte paper recently?? Whooee — he done it 
again. Done what again?? Nothin much except win the 
Charlotte News Hole-In-One tournament with a shot just 11 
inches from the cup. Of course that ain’t anything spe- 
cial for Skid as he has won several tournaments in and around 
Charlotte, the more recent one being the 1956 Carolina club 
championship. So that is just a warning to any of you who, not 
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the CASE 


for Bigger Sales 
is made by... 








THE ‘NEW CONCEPT’ DESIGN 
GROUP 1000 SERIES 
SECTIONAL CASES 








We proudly present a masterpiece in the fine art 
of cabinet-making...truly worthy of HALE’S fifty 
year heritage for making “the best in wood.” 
Magnificently conceived by award-winning Indus- 
trial Designer, Ken White, the “NEW CONCEPT” 
DESIGN GROUP — 1000 Series fills the need for 
sectional cases flexible enough to serve the 
“modern-minded” interior in a multiple of ways. 


With the many models available, various combinations of vertical and horizontal 
groupings are limited only by the imagination. All cases are of genuine walnut with 
colored interiors. Bottom sections are available with glass or wood doors. Write today 
for the “NEW CONCEPT” Design group HALE Catalog! 


HALE 


INDUSTRIES, 1 


Division of F. E. Hake MFG. CO. 


Herkimer, New York j 


1907-1957 
GOLDEN 
ANNIVERSARY 

YEAR 





Be Sure to see 

HALE MFG. CO. 

in Room 548A 
at the NSOEA SHOW 
IN CHICAGO FROM 
SEPT. 28 THRU OCT. 2 @ 
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Profitable CAS E. 


histories 
Start with... 























For over 50 years, distinguished offices and home studies have relied on Hale for the 
finest wood sectional and solid end cases. Hale’s fame is three-fold—skill in crafts- 
manship, beauty of design, dependability and flexibility in use. A wide range of styles 
and models covers every need, be the decor traditional or contemporary. 

THE CONVENTIONAL DESIGN Case No. 817 A modern version of the popular receding 
door bookcase. Two, three and four section units add a smart decorative note to any 
office. Sections may be added as needed, always perfectly matched. Receding doors 
are dustproof, non-binding, noiseless. In rift oak, genuine walnut, imitation walnut 
or imitation mahogany. The “800 Line” of Hale Sectionals will inter-member with 
GLOBE-WERNICKE units of the same style, stock numbers and finishes 

Write today for catalogs on our Traditional and New Concept Design Line. 
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knowing any better, take Skid on for a golf match. The “five- 

foot, five-inch toy bull dog”, as the paper dubbed him, would 

most likely wind up with your shirt. Anyhoo—nice going 

Skiddy. We knowed you could do it. Skid, just for you new- 

comers, is a partner in Modern Office Supply Co., Charlotte. 
e 

Another top-flight golfer in our midst, although not directly 
attached to our gang, it that of Tommy Bumbarger, middle 
son of the Bumbargers of Hickory, who recently won the 
club championship of Catawba Country Club. I understand 
this is the third time he has done same so there is another 
party you had better leave alone insofar as the golf course 
is concerned 

. 

If you had been in Red Hoyle’s place on August | you 
would have sworn he had just had his first youngun. Actually, 
it really was his first gal baby and Kathy Lynn had Red so 
far up in the clouds I’m not sure he’s down yet. Red has 
three boys, 17, 13 and 10, so you can imagine how the little 
girl is gonna get a first-class spoiling around that household. 
Christine, the mama, is mighty proud too. 

* 

You already know Dave Curtis, Jr., over at Alamance 
Stationery Co. in Burlington, N.C., and Dave Jr., I, too, but 
did you know there is now a Dave Jr. III? Sho is. He came 
along May 19 and Dave and Frances do say this one is the 
“caboose”. Incidentally, you will get still another “lift” when 
you make your next call on the above mentioned Daves. The 
store has just received a new coat of paint, some new cases 
and a complete rearranging job. The net result is very pleas- 
ing indeed. 

The Mangums, “Chief” to you, over in Williamston, N.C. 
have a new addition too — lil steno name of Karen Lee 
came along July 21. Funny thing about that 21. Their young- 
est boy’s birthday is October 21, Chief's is the 9th and his 
wife’s the 12th and the two of them make 21. Maybe you 
ought to get on that “21” program Chief. 

Heard that Jake Hearn had to undergo a minor operation 
recently but that everything is “Jake” now. 

Neal Cadeau, skipper of The Stationery Store, Rockingham, 
N.C., and his wife are just back from an air tour of England, 
France, Germany and Italy and glowing with how nice it 
was but how much better the U. S. of A. is. 

John Proctor, prop of Proctor’s Office Supply, Wash- 
ington, N.C., and former mayor, is losing his only chick, 
Betty Hunt, on August 24 due to the persistent urging of a 
young ministerial student name of Howard Cutler. John 
says he ain’t losing a daughter but just gaining a preacher. 
Happy landings, kids. 

« 

Hear where Joe Ellis, formerly with Associated Stationers, 
out of Columbus, Ga., has joined the sales force of Print-O- 
Matic Corp. 

© 

Office Supply Center, 1531 Hendry Street, Ft. Myers, Fla., 
now has two new skippers in Lee Nathurst and Bill Ed- 
munds. Hugh Nathurst has been in poor health for some 
time and as both Lee and Bill are just out of the Army he 
is turning over the reins to the younguns. 

. 

[The Douglas Parkers, Parkers Book Store, Fort Myers, 
Fla., have just announced their “first”, a girl born in April. 
* 

Dick Taylor, recent representative for Waterman Pen 
Company, is now “head man” as far as office supplies go 
with Williams Printing Co., Spartanburg, S.C. Just couldn't 

stay away from that area, eh? 
7 

A. D. Howland has recently been appointed as adminis- 
trative assistant to Caldwell Harper at Harper Bros., Green- 
ville, S.C. 

ra 

Dave Harmon, editor of the Laurens Advertiser, is now 
doing the buying for the Advertiser Printing Co., Laurens, 
t,o 

. 
Tommy Charlton, for 24 years a valued employee of Of- 
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accepted by the trade as the finest of its 
kind in Cashiers’ Equipment... 


A distinguished pracuct of 


NU-CRAFT 


The Under Counter Wood Cash Drawer, with 
removable Metal Money Tray 
and Lock-on Lid. 











Visit... 
Booths No. 339 
and 340 


NOESA 


Made of a beautiful grained 
HARD ROCK MAPLE lumber 
core. Free moving drawer for 
easy opening and closing. 
Equipped with a high grade 
lock — keyed differently — 
with a sturdy matching handle. All wood thoroughly seasoned 
end kiln-dried. Overall dimensions: 17” wide, 14” deep, 51/4” 
high. Removable Money Tray with Lock-on Lid contains: 

Five Coin Compartments-2%/," x 35/4" x 17/," 

Four Bill Compartments-2%/," x 7%" x 17/,” 

One Check Compartment-23/," x 73/g" x 17/,” 
PLUS EXTRA STORAGE COMPARTMENT, under cash tray . 
14340 x 11%" x 1”. 
Available in a natural lacquered grain finish. BANDS AVAILABLE 
FOR UNDER OR TOP COUNTER MOUNTING. Extra cash tray in- 
serts available where more than one cashier uses the same 
drawer. 


Send for ALL NEW 1958 Catalog 


all items illustrated and priced with complete informa- 
tion of material, sixe, etc., featuring over 150 items. 








Write for details on our complete line of cash drawers. 
NU-CRAFT’s year around Bank and Office Equipment 
MEAN EXTRA PROFITS TO YOU! 


. PROS ETS Se 
“Always Something New" 







321-327 CLARKSON AVE. 
BROOKYLN 26, NEW YORK 
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fice Equipment Co., Tampa, Fla., has severed that con- 
nection and is now with Hook & Holtsinger as buyer. 
« 

Dave Barr, a 10-year man with Office Equipment Co., 
Tampa, is taking over the buying duties relinquished by 
Tommy. 

a 

It was nice to see where Red Long’s son, Charles M. Jr., 
is now with his dad at Long Office Supply, Miami, as a 
vice-president and especially nice to see an old friend’s name 
with “Executive vice-president & purchasing agent” after 
Leonard M. Gregory. A job well done always gets results— 
congratulations Len. 

* 

Got a place to eat but this thing has already took up most 
of the night so will carry it over to next month. In the mean- 
time—many thanks to Inky, Johnny, Joe Maura and Joe 
Shanks and the newcomer—but good—Bill Keenan for their 
marvelous help. How about making this kind of co-operation 
a regular monthly deal fellers?? Bye now— 


Sunstrand Keyboard Suggested for 
Use on ‘Telephone of Tomorrow’ 

When Erik A. Ohlsson, president of Facit, Inc., attended 
a business show, he saw a model of the push-button “Tele- 
phone of Tomorrow” displayed by the Bell Telephone Labora- 
tories, Inc. 

As can be seen, the telephone uses a keyboard instead of the 
round dial now on all equipment. 

Mr. Ohlsson approved of the keyboard idea, but he wrote a 
letter to the telephone manufacturers suggesting one change. 





Tomorrow's Telephone . . . as shown by Bell Telephone Lab- 
oratories, features a keyboard instead of a dial. Facit’s presi- 
dent suggests this keyboard be changed to fit the Sundstrand 
system. 


He suggested the use of the Sundstrand keyboard which, on 
a 10-key adding machine or the printing calculator, has the 
numbers reading 7-8-9 across the top, 4-5-6 across the center, 
1-2-3 across the bottom, with 0 the operator bar below that. 

The telephone company’s projected keyboard had the 1-2-3 
line at the top. 

Mr. Ohlsson offered his suggestion on the basis of the now 
millions of users of the Sundstrand keyboard who might be- 
come confused when the telephone keyboard is marketed. He 
pointed out that as much or more than 70% of the adding 
machines now in use are of the 10-key variety, and that both 
American and European products use the Sundstrand method. 

OFFICE APPLIANCES wonders if others in the industry 
have anything to add to Mr. Ohlsson’s suggestion, or if they 
are in agreement. 





Liverpool Firm Issues New Catalog 

D. Matthews & Son, Ltd., of Liverpool, England, issued a 
comprehensive new catalog recently which replaces the one 
published just three months before. New designs are featured 
in the catalog and new prices listed. 
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THIS 
METHOD 
BRINGS 
SALES 

& PROFITS 
ON 
STAPLING 
EQUIPMENT 


ACE STANDARD NO. 102 












ACE PILOT NO. 402 


ACELINER NO. 502 





ACE STAPLES 


Each time over the territory, instruct your 
salesmen to carry different models of ACE 
Stapling Equipment. Let buyers SEE and 
FEEL and USE these rugged star per- 
formers. Most salesmen find this sequence 
works best: 


First trip . . ACELINER; ACE STAPLE RE- 
MOVER; ACELINER STAPLES 


Second trip.. ACE PILOT; ACE STAPLE 
REMOVER; PILOT STAPLES 


Third trip .. ACE CLIPPER; ACE SCOUT; 
ACE STAPLE REMOVER; ACE CLIPPER 
STAPLES. (This trip, concentrate upon 
Florists, Dry Cleaners, Grocers, and 
other stores. Sell the Clipper Stapling 
Pliers for wrapping and bagging and the 
Scout for office use.) 


Long experience with thousands of highly 
successful dealers proves that THIS is the 
ONE best way to sell more Stapling Equip- 
ment with greater profit for yourself and 
greater satisfaction for your customers. 


SOLD THROUGH DEALERS EXCLUSIVELY 


ACE CLIPPER NO. 702 


ACE SCOUT NO. 202 





ACE FASTENER CORPORATION 3415 NORTH ASHLAND AVENUE «© CHICAGO 
IN CANADA: CANADIAN STAPLES LTD., 6705 UPPER LACHINE ROAD, MONTREAL 28 * 258 WALLACE AVE., TORONTO 
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if it’s living you want most 





have a checkup yearly 


Many cancers can be cured if 

detected in time. That’s why 

it’s important for you to have 

a thorough checkup, including 
a chest x-ray for men and 
a pelvic examination for 
women, each and every 
year...no matter how 
well you may feel. 


AMERICAN CANCER SOCIETY 
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5th District Notes 


PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohio 





West Virginia office equipment dealers have scheduled the 
last meeting of the year for Saturday, October 26, at The 
Ruffner Hotel in Charleston, W. Va. 
Petticoat Chief Ellen May announces 
that the featured speaker will be George 
W. McKinney, assistant vice-president 
of the Federal Reserve Bank of Rich- 
mond, Va. In addition to the regular 
program, the annual election of officers 
will be held. 

* 

The annual Detroit stationers’ sum- 
mer golf party was the usual howling 
success at Glen Oaks Country Club in 
Detroit on July 24. The attendance was in excess of 200. A 
buffet style dinner was held, after which there was dancing to 
the music of Les Shaw and his band. Another orchid to The 
Motor City Travelers Club, who really do things up brown. 

ns 

The Indianapolis Travelers Club held its outing at Nobles- 
ville Golf Club in Noblesville, Ind. The shindig was unique 
in that it was a family deal — men, women and children. 
From the apparent success of the venture, it appears that this 
will be held on an annual basis. 

2 

The Pounsford Stationery Co., Cincinnati, Ohio, held its 
eighth annual employee basket picnic at Oak Ridge Lodge in 
Mt. Airy Forest on August 18. 

@ 

Tom Lawrence, Tom Lawrence Office Supplies, Ferndale, 
Mich., announces the opening of another store on September 
3. It will be known as The Card Rack, Inc., at 22037 Michigan 
Ave. in Dearborn, Mich. This store will feature greeting cards, 
stationery and giftware. 





e 

Yakes Office Supply Co., Grand Rapids, Mich., has closed 
the downtown store and will operate out of the store and 
warehouse at 449 Bridge St., N.W. in that city. 

a 

Bea and Ed Nelson, Oxley Typewriter & Office Supply Co., 
announce that they have moved to new and spacious quarters 
at 126-128 East Wayne St. in Fort Wayne, Ind. A formal 
grand opening and open house will be held on October 19. 

. 

The W. E. Turley Co., Detroit, Michigan, recently moved 
into new and modern quarters on the first floor of the Curtis 
Bldg. Formal opening is scheduled for sometime in September. 

* 
WEDDING BELLS: 

Joe Miney, perennial bachelor, and furniture buyer at Serv- 
ice Office Supply Co., Detroit, took the leap on August 17. 
He was wed to the lovely May Ajynie of that city ..... 
Rhoda Ellen Bigelman will be married on November 17 to 
Jim Prenzlauer. Rhoda is the lovely daughter of Leo Bigel- 
man, Modern Offiice Supply Co., Detroit. Jim has been learn- 
ing the office supply trade there for the past six months. 
CONGRATULATIONS! 

2 

George Reed and Robert Stewart have purchased Consoli- 
dated Printers & Stationers, Middletown, Ohio, from Charles 
Harmon. Mr. Reed was vice-president of Foster Bodman Co., 
stationers in Akron, Ohio. Mr. Stewart was comptroller of 
Ohio Injector Co., of Wadsworth, Ohio. 

® 

John Geese, for many years with Eriksen’s, Inc., of Colum- 
bus, Ohio, has gone into business for himself at John W. 
Geese, Inc., at 3293 North High St. in that city. Corinne 
Hendricks, also a veteran of Eriksen’s, is associated with Mr. 
Geese in this enterprise. 

* 

Richard Bradbury, formerly with Ruby Office Supply Co., 

Detroit, has started his own business, Grand River Office 
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Now, long respected M&V carbons, inked 
ribbons, and supplies, as well as Burroughs 
sought-after adding machines and cash 
registers, are both available fro.n the same 
dealer representatives! 

Even if you’re in a position to carry only 
one of these fine lines, you can still take 
advantage of the terrific sales support this 
new combination offers. 

For you this means hard-hitting support 
in either or both profit-proved lines. 
You'll be backed by intensified direct- 
mail, point-of-sale, and national and trade 
advertising. And, merchandising help is 
yours from specially trained representatives. 
Ask the man who calls on you. He may 


=. @. OU. Bee 


CONVENTION, 


New lineup wins every time! 


previouslv have offered M&V products, or 
Burroughs adding machines and cash reg- 
isters. He can now explain all the advan- 
tages you'll receive from this new pairing. 
Add M&V products or Burroughs adding 
machines and cash registers, or both to 
the lines you offer your customers. These 
are respected and aggressively promoted 
products distributed by Burroughs Division, 
Dealer Sales Department, Burroughs 
Corporation, Detroit 32, Michigan. 








BOOTH NO. 146-46 
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purtt-IN SALES APPEAL 


CONSOLETT’s safety, utility and conveni- 
ence features are sure to produce customer 
inquiry. Rugged, stable construction safe- 
guards costly typewriters, calculators and 
other equipment. Large casters make it port- 
able . . . rolls easily, anchors at a toe-touch. 


Its modern, eye-pleasing design matches 
modern office decor. 








MATCHING 
CABINET 


Keeps machines 
and supplies 
handy anywhere 
in the office. A 
safe, compact, 
versatile work 
unit for dupli- 
cators, photo 
copiers, postage 
meters and similar 





equipment. 

Smooth, all-steel 

construction. 
Dealerships Roomy 28” x 
Available 19” top. 





STOLPER STEEL PRODUCTS CORP. 








STOLPER STEEL PRODUCTS CORP. 
340 Pilgrim Road, Menomonee Falls, Wisconsin 


Send me Consolett prices and literature. 


IED - cxtopithesescsttnsiqes Reabbahsiobliavinesscovsa cusveatebeeedssatseiussphabiighits 
City ...... paiiches ee State 
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Equipment and Supply Co., at 26514 Grand River Ave. in 
that city. The welcome mat is out for all travelers. 


ry 
SIR STORK KEEPS FLYING: 
Mal and Bill Kelly, Jr., Office Equipment Co., Inc., Louisville, 
Ky., were blessed with a new daughter, Elizabeth on July 8 
ne ae Deloris and Jack Brown, General Printing & Office 
Supply Co., Pontiac, Mich., came up with their fifth child, a 
girl, Sherry, on August 18. CONGRATULATIONS! 

* 


Frank Cocco, Johnson Chair Co., has moved into his new 
home at 16853 Log Cabin in Detroit. 
* 
Popular Bob Lamson is back in the territory traveling again 
for Yawman and Erbe Mfg. Co. He will cover Michigan and 


Wisconsin ..... Michael Boorn, formerly with Central Of- 
fice Supply Co., Detroit, is now representing Wilson Jones 
Company in the Detroit areaa..... Ray Foran is now the 


consumer representative in the Detroit area for Joseph Dixon 
Crucible Co. 

. 
CONGRATULATIONS to Louberts Stationers of Dayton, 
Ohio on their third anniversary in August. 

. 
Dan Campbell is the new assistant sales manager at Central 
Office Supply Co., in Detroit. 

* 

Miss Mickey Booden has been appointed store manager of 
Dykema Office Supply Co., Kalamazoo, Mich. She is the 
oldest employee in point of service — has been with the firm 
12 years. Miss Booden is a very active Gray Lady — she 
works at the Kalamazoo State Mental Hospital and with the 
Red Cross Bloodmobile. An orchid to this wonderful gal. 


* 
The Milo Bairs, Office Supply & Equipment Co., South 
Bend, Ind., are on the way to the west coast again — this 


time the occasion is their son’s wedding. They also have a 
married daughter living there. 

Hewitt Colvin and Tom Griley are new outside salesmen 
for Central Office Supply Co. in Louisville. This firm is now 
under the ownership of Julian Crutcher and H. W. (Butch) 
Dabney ..... Byron Smith, formerly with R. P. Lewis Co., 
Jackson, Mich., is now associated with Ball Office Supply Co. 
of that city. 


. 
HURRY UP AND GET WELL DEPARTMENT: 

We are all happy to hear that H. Y. (Mike) Aylwin, F. S. 
Webster Co., is coming right along after his recent carving at 
University Hospital in Columbus, Ohio ..... Charlie Bailey, 
Bailey Office Supply Co., South Bend, Indiana, is back at the 
old salt mines after six weeks absence. Mr. Bailey underwent 
eye sculpture for a cataract ..... Art Scheffers, [hling Bros. 
Everard Co., Kalamazoo, Mich., recently fell from a ladder 
and fractured his heel. He is recuperating at home, working 


via the telephone route..... George Herndon, Globe Office 
Equipment Co., Cincinnati, Ohio, is back to work after suf- 
fering a heart attack ..... R. E. (Bob) Beekman, All-Steel 


Equipment Co., is bouncing right back after his second heart 
attack. Our best wishes for rapid recoveries. 

4 
DEATHS: 
Paul A. Willenborg, secretary of Willenborg Stationery & 
Printing Co., Cincinnati, Ohio, died of leukemia on August 
24. He was 49 ..... Mrs. Joseph Schwaegerle, wife of the 
assistant advertising manager of The Globe-Wernicke Co. .... 
The Donohoe brothers, J. A. Kindel Co., Cincinnati, lost their 
mother in August..... 
VACATIONISTS! 

The Robert Riehls, Columbus Blank Book Co., Columbus, 
Ohio, off on a jaunt to Spain..... The C,. Walter Harris’ 
down in Mexico. He is buyer at Campbell Printing, Inc., In- 
dianapolis, Indiana ..... The Larry Nestors, Nestors, De- 
troit, enjoying the Hawaiian Islands .... . The Harry Mar- 
shalls kept cool by touring the Alcan Highway up to Alaska. 
He is purchasing director of Lynn B. Emery Co., Detroit..... 
Hugh Vail, Parker Pen Co., took his family on a trip through 
the Smoky Mountains. 
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1747-4 the manufacturer's key to office appliance Security 


1970 








1974 Metal drawer lock 4153 Metal door ACE 7-pin tumbler 
: eae lock 

7002 sn re combination lock 3466 Sliding door lock %"" travel 

~~ in 180° turn 

1968 & 1970 Metal or wood drawer 75.10 Locking cabinet or locker 

locks handles and plain handles 

1747 Lid lock (75-50), individually or in 
: sets 

1747-4 Strike fer chove lock 76-10 “T” type locking handles and 

5001 & 5002 Filing cabinet locks plain handles (76-50) as 


2221 Metal door cam lock above 


The equipment you manufacture is only as tamper-proof as 
the locks you install. Make security one of the key points of 
your line by installing Chicago Locks. No obligation for engi- 
neering cooperation. Write for our complete catalog. 


CHICAGO LOCK CO. 


2016 N. Racine Avenue « Chicago 14, Illinois 
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And because they are precision made to 


last—selling them builds long-lasting good will. 


BANKER’S SHEARS @ EDITOR’S SHEARS @ UTILITY SHEARS 
always better to sell the best. 


Clauss Shears are made by craftsmen to be used by 


craftsmen. 


built specifically to meet the requirements of the Stationer 


ONLY. ee the 


one source 
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NEW YORK OFFICE—1107 BROADWAY 


OHIO 


FREMONT, 


CLAUSS CUTLERY CO., 


HOT HAMMER-FORGED 








6th District Notes 


c. Oo. SCHLAVER, correspondent 
Office Appliances 
600 W. Jackson Bivd., Chicago 6, Ill. 





(Walter Lennartson Pinch Hitting) 

The Westring Invitational golf tournament is always a 
pleasant affair. Once again, on August 1 this year, Host May- 
nard Westring, Mid-City Stationers, Rockford, Ill., was suc- 
cessful in providing good (hot) weather in addition to the ex- 
cellent facilities of the Forest Hills Country Club golf course 





3 : ‘>, ie : 
Fun at Rockford... 
1. Maynard and Vivian Westring, Mid-City Stationers, Rock- 

ford, Ill., with gift received as a gesture of appreciation for 
the 13 years they have been host and hostess at the annual 
golf outing at the Rockford Country Club 

2. Seated: Mrs. Maynard Westring, Mrs. John Madalla, Mrs. 
Ray Achtner, and Mrs. Arthur Finger. Standing: Mrs. Ray 
Eichenlaub, Mrs. Clarence Clemen, and Mrs. Norman Han- 
son. 

3. Seated: Clarence Clemen, G. J. Aigner Co.; Ray Eichenlaub, 
Service Steel Products Corp.; Robert (Sleepy) Kane, mfrs. 
rep. Standing: Tom Gillice, Rockwell-Barnes Co.; Art 
Finger, S. J. Olsen Co., Milwaukee, Wis.; Ray Achtner, 
Office Stationery & Equipment Co.; John Madalla, guest; 
Joe Kobek, mfrs. rep.; Norm Hanson, National Blank Book 
Co., Maynard Westring, Mid-City Stationers, Rockford, Ill. 


and clubhouse. After puttering around the course a few of the 
younger golfers joined Ray J. Eichenlaub, Service Steel Prod- 
ucts Corp.*in' the swimming pool. Summoning up their few 
remaining ounces of energy, the weary golfers joined the ladies 
at dinner. 

Because this year’s event marked the 13th consecutive year 
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Curtis-Young Corporation : 





TY 1) ie 
< (TWO FINE FIRMS Unps 
U.S. Carbon & Ribbon Mfg-€o,, Inc. 


MANUFACTURERS, Spectahzing in 











e CARBON PAPERS. e SPIRIT CARBONS 
+ PRINTED MASTER SETS 
oe 
© INKED RIBBONS AND MASTER UNITS 


OF EVERY DESCRIPTION 
e CARBON PAPER RIBBONS  ° DUPLICATING SUPPLIES 


e CARBON COPY SETS e COPYHOLDERS 
AND RELATED PRODUCTS 


A factory with 63 years of successful manufacturing experience and an 
outstandingly energetic and imaginative marketing organization have been 


combined to create a new concept in products and services. 


You will find us ambitious for perfection of product and anxious to 
serve, with one of the most modern manufacturing and service organiza- 


tions in the industry—one of the few remaining institutions of its kind. 


We invite your inquiries and believe we can provide one of the most 


unusual resources for our products in America. 


Curtis-Young Corporation 
CURTIS-YOUNG NlOWEST 18thSTREET NEW YORK11,N.Y. OR-egon 5-3636 


U.S. Carbon & Ribbon Mfg. Co.,Inc. 


621 CHERRY STREET PHILADELPHIA 6,PA,. WArInvt 2-1416 


















OR BIGGER SA A Quality Line — 
OR BIGGER PRO Sensibly Priced! 





Artistic 


PRODUCTS 






















LINOLEUM DESK PADS 








DESK BLOTTER PADS 
LEATHER DESK SETS 
WOOD DESK TRAYS 


WOOD COSTUMERS 





WOOD WASTE BASKETS 

ALUMINUM COSTUMERS 

ALUM.WARDROBE RACKS 
MASONITE CHAIR MATS 

CARD INDEX BOXES 

CLIP AND ARCH BOARDS 


OFFICE SPECIALTIES 








Write for our 
NEW 24 page 
illustrated Catalog 























4: 
MAMMFAGTURES  SPELALTIS ni STATIONERY < FFE ERO TRACES 
133rd STREET. NEW YORK 54, N.Y 


ESTABLISHED 1920 
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that members of the Great Lakes Travelers Club and Chicago 
dealers have been invited by Maynard Westring to play golf 


at beautiful Forest Hills, it seemed appropriate to express 
appreciation in a special way. An attractive chafing dish set 
was presented to Mr. and Mrs. Westring. GLTC President 
Clarence Clemen, G. J. Aigner Co., made the presentation. 
« 
Another summer golf assembly involving members of GLTC 
was the annual July tournament which has been held in 


August for the past several years. This year the date was 


| The Winners and the Committee . 


1. Bob Grecco, Reyburn Mfg. Co., low gross man, and Bob 
Gullett, Chicago Stationers, low net scorer. 


| 2. Seated: Ray Eichenlaub, Service Steel Products Corp.; Bill 


| 


Silberstorf, G. J. Aigner Co., golf chairman; C. W. Clemen, 
G. J. Aigner Co., GLTC president; Ed Deacon, Chicago Desk 
Pad Co., golf co-chairman. Standing: Bob Kane, mfrs. rep.; 
Gordon Kickels, Smead Mfg. Co.; Tom Mahoney, Jos. Dixon 
Crucible Co 


August 15 and the scene was the Cog Hill Country Club. 
| Golf chairman Bill Silberstorf, G. J. Aigner Co., was fortunate 


|in having as a member of his committee, Water Commissioner 
Clarence Schlaver of Mount Prospect (also managing editor of 
| OFFICE APPLIANCES) who arranged for rain to fall every- 
| where in the Chicago area except on the fairways and greens 
| of Cog Hill. 





Other members of the committee who contributed to the 
success of the tournament were Co-chairman Ed Deacon, 
Chicago Desk Pad Co.; Gordon Kickels, Smead Mfg. Co.; 
Bob Kane, Columbia Steel Equipment Co.; Tom Mahoney, 
Jos. Dixon Crucible Co.; Ray Eichenlaub, Service Steel Prod- 
ucts Corp., and Tom Gillice, Rockwell-Barnes Co. 

The 61 golfers were joined by 21 dinner only guests, mak- 
ing the total attending the banquet 80. (No, it’s not poor 
arithmetic. Two golfers left before dinner.) GLTC President 
Clarence Clemen, G. J. Aigner Co., welcomed the group and, 
after a few announcements, presented John Gilbert, one of the 
founding members of GLTC, who completed 50 years with 
OFFICE APPLIANCES on August 7. John received a stand- 
ing ovation. 

Chairman Silberstorf took over and announced that the low 
gross winner of the day was Bob Grecco, Reyburn Mfg. Co., 
who scored a five over par 77. Low net, figured on the Peoria 
System, went to Bob Gullett, Chicago Stationers, Inc., Chicago, 
with a 63. As there were enough prizes so that nearly every- 
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Build sales with an attractive 
AMERICAN BANKER display! 


There is no doubt that the most successful furniture sales tool of successful 


dealers is attractive display. That’s why we suggest you arrange an American 


Banker display. Arouse customer desire. Put temptation where it can’t be resisted. 


The American Banker family, because of its broad sales appeal, makes an 
extremely productive display. These fast-selling chairs offer high-style, 
comfort and rugged service life . . . all at an amazingly low price. 
Don’t let inexperience hold you back! The Marble Design Center is ready 
to help you create just such an attractive, sales-making display area .. . 
wy will help you get the most out of your space and budget limitations. 
For complete American Banker or Design Center information, see your 


Marble representative, or write The B. L. Marble Chair Company, 
Bedford, Ohio. 
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The World's Largest 
Selection of 
Fine Office Seating 


Contemporary 
Modern 
Traditional 


Designed with Ageless Form 
and Enduring Substance 












THE B.L 


Marble 
CHAIR COMPANY 
Bes'ora, Onie 


oO 





207 


ry, 
SWIFT 


ADDING MACHINES 


Surveys show that 
4 times as many 
customers can—and 
ill buy a SWIFT 
because 
ONLY SWIFT offers 
these 4 Great 
Features at 





PORTABILITY \ } 
weighs only 61 Ibs. Less 
than any other machine 


ng MEF 
Bye 4, 


ADDING > @~ 0 ny a 
DIALS / 


for continuous totals 


SHORT EAN yr 


STROKE for high speed, 
one-hand operation 


3{3}9] 9] 9] 3]9)9]3) 
GREATER a 


CAPACITY 9 column addi- 
tion and multiplication 


fa SWIFT BUSINESS MACHINES CORP. 





SWIFT has 12 other features 
usually found only in expen- 


sive machines. Every SWIFT 





machine is guaranteed. Fill 
out coupon below for com- 


plete profit-making story. 





No obligation. 


-— = = ee ee ee ee ew ee ee ee es oe oe oe ol 


os | 
y 1 
i Great Barrington, Mass. Dept.G \ 
, , ‘ I 
Send free information about Swift Adding Machine. \ 
. ee I 
, , 
1 COMPANY... i 
, 1 
DDRESS........... 
ae ' 
a 


———e ee oe oe +. 
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body got one, Bill Silberstorf’s voice got quite a workout. 
With the help of a public address system he managed to last 
until the prizes were gone. 
° 

Horder’s Inc. had its 24th annual employee golf tournament 
at the Mohawk Country Club in Bensenville, Ill. on August 
24. A group of 66 golfers, including employees and manu- 
facturers’ salesmen, showed up to tackle the course. 





Committee Members . . . responsible for the fine day of play 
included Bernie Miller, Carl Schulz, Fred Bringardner, and 
Ted Niezgoda 





Golf Winners . . . were, left to right, Bob Krumwiede, with an 
82; E. T. Watts, with 155 (high score); and Silvio Moscardini, 
high for Horder employees with an 85 


In the final counting, Bob Krumwiede, Elmer Krumwiede 
Associates, took first honors with an 82. The Horder employee 
with the best score was Silvio Moscardini, manager of the 
main Jackson Blvd. store in Chicago, who took 85 strokes to 
complete 18 holes. A special prize (a croquet set) went to 
Comptroller E. T. Watts of Horders. He spent a good deal of 
time out on the course and came home with 155 strokes, a 
day’s work well done. 

2 

At last there is a bowler in the Kickels family, friends of 
Gordon (Smead) Kickels may be unkind enough to remark. 

Son John was wed to Marguerite Bowler on Saturday, 
August 24 

rs 

The GLTC Kickoff Luncheon on Friday noon before open- 
ing of the NSOEA convention will have a number of new fea- 
tures, announce Charles (OA) Gilbert, chairman and Norbert 
(Sanford) Burgess, co-chairman. 

This will be a he-man’s luncheon of corned beef and 
cabbage or swordfish. Master of ceremonies will be that Fifth 
District suave orator, Bill Gregory of Detroit. There will be 
prizes for governor and traveler’s club president of district 
having the best attendance. And the door prize will be a 
transistor clock radio. These prizes are furnished by NSOEA. 

Doors open at 12 for luncheon at 12:30 and the affair will 
close promptly at 2 P.M. 
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INCREASE YOUR BUSINESS CASE SALES 50%! 


Choose DOPP — The Most Cornplete Line On The Market 
And Get This Tested DOPP Display Rack 
That Really Moves Merchandise! 


What do you look for in a business case line? If 
you want the largest selection—fullest mark-up 
—finest quality in the leather goods field, then 
DOPP is your answer. All DOPP cases are pre- 
sold the year around in the nation’s leading 
National Magazines. 


Nationally Advertised .. . 


In TIME, ESQUIRE, 
NEW YORKER, HOLIDAY, 


COSMOPOLITAN 
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And nothing sells business cases like this DOPP 
display rack that’s piling up sales records from 
coast to coast—turns your stock over faster—fits 
in the smallest possible floor space. Write for full 
details today. 


CHARLES DOPPELT & CO., INC. 
2024 S. WABASH AVE. . CHICAGO 16, ILL. 


Showrooms: New York—389 Fifth Ave. 
Los Angeles—712 S. Olive St. 
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As Advertised in The Saturday Evening Post 





14 Victor Champions 
for your customers 
to choose from! 


NEW! ELECTRIC MODELS! 
NEW! DIRECT SUBTRACTION! 
HAND ADDERS! 








Full keyboard and 10-key 
keyboard models available in 
electric or hand-operated units 


Now, there are 14 Champion models in the new 
expanded line — hand-operated or electric Champion 
Executives featuring direct subtraction — Champion 
Super Adders in attractive metal cases. Money- 
making discounts and great sales versatility give 
you a better profit opportunity with the Victor 
Champion line. Mail the coupon below for illustrated 
brochure. 


Low-cost cash registers 
—two models available. 
These top sellers offer your 
customer many extra fea- 
tures found only on higher 
priced registers. Be sure 
you get the Victor plan 
outlining the complete 
Champion line. 





Victor Adding Machine Co., Chicago 18, Ill. 
Victor-McCaskey Limited, Galt, Ontario 
Manufacturers of Business Machines, Cash Registers, Business and 
Industrial Systems, Electronic Equipment, Electri-Cars. 


———-— Tear out this coupon and mail today! ————— 




















a | 
! Victor Adding Machine Co, 

| 3900 N. Rockwell St., Chicago 18, Ill. | 
| Please send me the new brochure outlining complete selling plans for the new, 
| expanded Champion line. 
| Name - social | 
] Company a a ; 
Address —$<—<————_ | 
| City Zone___ State__ —0A-1057 | 
_——— ror ——— 
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7th District Notes 


CHARLIE CORDRAY, correspondent 
914 W. 801, St., Bloomington, Minn. 





Dear Travelers: 


SORRY TO HEAR that Wilbur Perski of Ridley’s Office 
Equipment in Moorhead has had a slight heart attack and is 
in Veterans’ Hospital. Lots of get-well wishes from all of us, 
Wilbur. 


Bob Eastman of Haroldson’s Office Supply in Valley City, 
N. D., has taken his son to the hospital in Bismarck. A speedy 
recovery wish from us all, Bob. 

© 

AFTER THOUGHTS—Ray Goosen of Wilson Jones, who 
did a beautiful job as photographer for the Des Moines con- 
vention, still has pictures if you want them. Write to Ray at 
5726 Sheridan Ave. S., Minneapolis. 

° 

HELLO FROM CALIFORNIA—We received greetings 
from our former friends of the Middle West, Pete Masterson 
of Acco Fastener and George Lazier of Smead Mfg. Co., both 
now acclimated to California climate. Do you suppose they 
miss our winters? 


° 
HAPPENINGS—Jerry Otteson is now buyer at the Pierce 
Co. in Fargo, N. D. . . . George Celusta of A. & E. Supply 


Co. in Duluth, Minn. resigned and is now selling insurance, 
. . . Herb Munson of A. & E. Supply Co. in Duluth is now 
with John Latta Co. in Cedar Falls, lowa. . . . George Rebholz 
of Northern States Envelope Co., St. Paul, Minn., has resigned 
and taken a position with IBM. 

e 

NEW STORE—Schaub’s Office Supply has moved to larger 
quarters. The new address is 835 2nd Ave. S., Minneapolis. 

* 

MOVING TO MINNEAPOLIS—Bob Price is taking over 
the territory with Brown Morse which was formerly traveled 
by Jack Haglund. Jack, as you know, is with Brown Morse in 
Chicago. Bob is coming from Chicago with his bride. 


. 
MAILMEN ON A HIKE—Some of these Northwest Travel- 
ers are not Satisfied with traveling all year ‘round — in 


vacation time they have got to do some more traveling. Ray 

Hammond just returned from Hawaii. We should have a re- 

port from him, however his only comment is, “With all this 

heat in the Middle West I should have stayed on the island?” 
. 

Jack Guntrum just returned from a California vacation. 
How about putting us hep with the details. 

6 

Oh yes, almost forgot, Bud Caruso, president of the North- 
west Travelers, also made a trip to California. The envelope 
business must be good. 

* 

JUST MET for the first time William Harlon of Associated 

Stationers Supply Co. He is fairly new around here. 
@ 

Louis Gellerman, former salesman on the highways, is now 

managing West St. Paul Printing & Stationery, Inc. 
@ 

REGIONETTES—The Regionettes’ officers held a_pre- 
planning meeting to discuss plans for the coming year and to 
appoint committees. They met at Larry Goodhand’s home on 
Gull Lake, Brainerd, Minn. Those in attendance were Mrs. 
Bruce Blackbourn, Mrs. Del Demming and Mrs. Howard 
Schaub. Business was combined with a little fun and the 
husbands got in a little fishing and swimming, so stated Tess 
Goodhand, president and hostess. 

© 
DID YOU KNOW? The Hechts of Iowa Falls are the 
busiest people I have ever seen. Not only do they run a sta- 
tionery store and printing plant but also are commercial flower 
| growers and have their own catalogs. They receive orders on 
| gladiolas from all over the United States. 
ae 
| NEWS FROM ST. PAUL—For the first time in the history 
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You can guarantee your customers 


increased typing efficiency with 
EATON’S CORRASABLE BOND 


EATON’S COR-RA-SA-BLE is more than just another 
fine quality bond paper. It is the means to a w hole new 
program of typing efficiency for your customers. Because 
Corrasable is the unique Berkshire Typewriter Paper 
that erases without a trace, with a mere flick of a pencil 
eraser—eliminates costly re-typing, insures faultless 





100-Sheet Packets of Corrasable are the introductory 
items that lead to ream sales. In all four weights. 


. 


results. There is no substitute for Eaton’s Corrasable. 
Once a firm or individual has tried this extraordinary 
paper, your repeat business is assured. The first step, 
of course, is to stock Corrasable Bond, demonstrate 
Corrasable and be ready for the demand. Newspaper 
advertising mats, radio script supplied free on request. 
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500-Sheet Ream Boxes of Corrasable Bond av ailable in ry 
9, 13, 16 and 20-lb. weights. ig 


There is a Berkshire Typewriter Paper for Every Business Requirement 


Eaton’s Berkshire Parchment Bond—for the best letterheads 
and all permanent documents. 

Eaton’s Berkshire Linen Bond—where permanency is wanted 
but the highest vrade is not essential. 

Eaton’s Berkshire Bond—quality with economy. Very popular, 
espec ially for legal work. 

Eaton’s Diamond White Bond—whitest white typewriter paper 
ever made: for letterheads and all business and professional work, 


Also Manifold Papers + Duplicate Copy Papers + 


Eaton’s Souvenir Bond—for all work where great permanency 
and toughness is not needed. 

Eaton’s Eminence Bond—the leader among the low-priced 
typewriter papers where quality appearance is desired. 

Eaton’s Cascade Bond (Wove)—Eaton’s Gloria Linen (Laid) 

very satisfactory for work where low price is essential. 

Eaton’s Stalwart Bond—suitable for many uses requiring large 
volume, at a minimum cost. 


Manuscript Covers + Air Mail Specialties + Envelopes 


VRPEREWRITER 


BERKSHIRE TYPEWRITER 


EATON PAPER CORPORATION jj, 
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oStill selling ) 
like hotcakes! 


YW UUL YG 


oday, with office management seeking 

more efficient working conditions, it’s 
easy to sell Kil-Klatter, the typewriter pad 
that reduces racket to a whisper. 
Kil-Klatter’s sales aid program will get your sales 


cookin’ immediately. Counter cards, colorful envelope 
stuffers, newspaper mats and catalog cuts all tie in 


with your own sales pro- 


motion program. 





Once offices use Kil-Klatter 
pads, they re-order for 
their new typewriters. They 
like Kil-Klatter’s shock ab- 
sorbing, sound deadening 
features. They like the way 
it holds machines from slip- 
ping. 


Made from nationally famous 


OZITE ... all-hair felt 


@ Order yourself a stack of profits today 
by sending for a supply of Kil-Klatter pads 
and sales aids. They'll sell like hot-cakes 
for you, too. 


IL-KLATTER 


i i i i i ai i a 


THE SCIENTIFIC TYPEWRITER PAD 


AMERICAN HAIR & FELT COMPANY 


Merchandise Mart °* 





Chicago 54, Illinois 











of St. Paul, 


the office furniture dealers will combine their 
talents to present an exciting display showing the latest in a 
complete modern company. This show will be entitled, “Better 


Offices for St. Paul.” It will give you a chance to see first 
hand the latest in color, design and function. The dealers 
participating are Curtis 1000, Farnham’s of St. Paul, Leslie 
Schuldt, McClain & Hedman, St. Paul Book & Stationery and 
Sperry’s Office Furniture. 

The originator of this idea is Bob Jerue of McClain & Hed- 
man. The exhibit will be held from Monday, October 14, 
through Friday, October 18, 1957. The doors will be open 
from 11:00 A.M. to 2:00 P.M. — the location Bremer Arcade, 
7th & Robert St., St. Paul, Minn. Northern States Power will 
show modern office lighting and Northwestern Bell Telephone 
Co., the latest methods of communication. There will be an 
exhibit of new office machines. Preview showings are planned 
for the secretaries of St. Paul, Business Womens Association 
and for the architects. Bob Jerue, chairman, and Leslie 
Schuldt, secretary of the committee, said they intend to have 
the Governor and Mayor present to cut the ribbon. 

. 

SORRY TO HEAR—I know that all of the Northwest trav- 
elers and dealers extend their deepest sympathy to Earl Hyde 
of Hyde Typewriter Co., Fairmont, Minn., on the passing 
away of Mrs. Hyde. 

© 

BUSY GUY—Earl Collins, secretary of the N. W. Travel- 
ers Club and also director of the Midwest Travelers, en- 
joyed golfing at the Midwest’s tournament in Kansas City, 

e 

Don’t forget Northwest Travelers meeting last Saturday in 
the month, White House Cafe, Minneapolis — time 12:00 
noon. 


Louisville, Ky. Firm Names New Officers 
During Its Golden Jubilee Year 

The Office Equipment Co. of Louisville, Ky., now in its 
Golden Jubilee year, has named new officers. These men are in 
charge of the main office and store at 117-125 S. Fourth St. 
Louisville, and branch stores at Owensboro, Ky. and Lexing- 
ton, Ky. 


~ 
a * 


a 
E. J. LeBlanc 








A. C. Gorman 


A. F. O'Daly 


William P. Kelly, Sr., who has been president for many 
years, is now chairman of the board. 

The new president is Edward J. LeBlanc, who served for 
many years as executive vice-president. New executive vice- 
president is Albert C. Gorman, formerly secretary. 

Other officers are: 

Albert F. O'Daly, re-elected treasurer; William P. Kelly, Jr., 
elected secretary; John Robert Burke, vice-president and store 
manager; Gilbert Hartlage, vice-president in charge of furni- 
ture department; Leslie Key, vice-president and manager of 
branch store in Lexington. 
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SEE FRITZ-CROSS CHAIRS at the NSOEA 


SHOW — and you'll want to show them in your 
own store. You'll be seeing . . . and showing... 
obvious quality — the finest in every feature .. . 
in casters, frames finishes, upholstery, mechanisms, 


colors, craftsmanship! 
All across the country, FRITZ-CROSS has been 
known for over thirty years for quality seating 

. sound design, skilled assembly, sensible pric- | 


ing! Right now, new models and new ideas make 
today's FRITZ-CROSS line more complete and 


more competitive than ever. 


See for yourself at the show . .. or in our catalog 
... or by talking to an F-C man... or, better 
still, by putting them on your floor! 


Fritz-Cross quality not only shows — it lasts! Fritz-Cross 
engineers know what the challenge of constant, rugged use does to a 
chair. F-C builds chairs that can take it! When your customer buys a 
Fritz-Cross chair he buys years of quality service. 


“WIN A 
FREE 
F-C CHAIR! 


REGISTER AT BOOTHS 
343W or 344W 
AT THE NSOEA 
CONVENTION 
IN CHICAGO 


FRITZ-CROSS COMPANY 


300 E. Fourth Street 
St. Paul 1, Minnesota 
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OA REPRINTS 


The following reprints are available at $.25 each: 


15—Electric Typewriter Rental Plans and Office Machine Leas- 
ing Opportunities. 

16—Olfice Furniture Nears §1 Billion Status. A special analysis 
of census data by OA's earch Bureau 


17—Booming Potential in Furnishing New Office Buildings. 


Study by Ken White Associate of new office market and 
how it should be sold 


3—Dealers Are in the “Packaged’’ Office Business. A spe 





research project determining the extent to which 
are furnishing des‘gning and decorating services 

4—Developing a Sales Seneperent Program. Four down-to- 
earth articles on sales management 


5—How to Select an Office — Salesman. Outstanding 


material on the selection and training of both inside and 
outside salesmen 

6—Tested Sales Training Ideas. An excellent booklet to check 
your own sales development program 

7—Incentives for Office Equipment Salesmen. Several studies 


lecmen 
esme 


of special incentives that make sal 


The following are available at $.15 each: 


13—Basic Color Guide. For dealers and salesmen selling the 
complete office interiors 


1—School Equipment and Supplies. Four excellent case his- 


tories showing how to penetrate this big market 
2—Self-Selection. Three approaches to the problem of dis 
playing merchandise for visual! selling 


14—Discount Selling Spreads Its Tentacles. 


The following booklets are available at §.50 


18—Today’s Best Buy—Office Machines. An e 
by OA’s Research Bureau comparing the 
creases in general consumer n 
in office machine prices. Ex 





9—How to Develop Creative — Habits. A twenty-four 
page booklet reprinting twelve xcellent special articles 
. all of which your salesmen should study carefully 


The following booklets are available at $1.50 each: 


10—The Ad-Viser. A handsome 72 page, illustrated booklet 
containing the most comprehensive information on adver- 
tising and promotion written tor office supply, machine 
and furniture dealers P prepared for FFICE APPLI 
ANCES readers by Irving Settel, widely known authority 


on retail advertising. 
1l—The Salt Lick. A compilation of 


practical essays written for 
salesman, L. R. Addington 
Construction Company 


but intensely 
a successtul 
of rt Metal 





Special prices are available upon request for quantity orders. 


Circle the number of the reprint and enclose this coupon with 
the exact amount in coins. stamps or check. 











Service Bureau, OFFICE APPLIANCES 
600 W. Jackson Blvd., Chicago 6, Illinois 


Enclosed please find $————— to cover the cost of the 
booklets circled below: 


1 2 3 4a 5 6 7 9 10 
11 12 13 14 15 16 17 18 


Position 

Firm 

Address 

City ..... Zone State 

O Check here for quantity prices on items circled. 
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8th District Notes 
IZZY VODA, correspondent 


2001 S. Hanley Rd., St. Lovis 17, Me, 


Clint Cooper, my able reporter, and Dave Neuhaus, pho- 
tographer, were on the scene to record the annual Midwest 
Travelers Club and 8th District golf party held in Kansas City, 
Mo. August 9. 

his party, held at Hillcrest Country Club, had the largesg 
attendance of its history. Al Perry, Federal Stationery Co,, 
president of Midwest Travelers Club, selected Jack Lang, All. 
Steel Equipment Co., as his general chairman for the party, 
an excellent choice. 





1. Poker, as usual, seems to be the theme at this table. Left 
to right: unidentified, sorry; Dale Marshall, Bates Mfg. Co.; 
Earl Collins, Rockwell Barnes Co.; Pat Richards, Columbia 
Ribbon & Carbon, and Clint Cooper, Esterbrook Pen Co. 

2. Posing as thriving Kansas ranchers are Glen Evans, Co- 
lumbia Ribbon & Carbon Co., secretary of Midwest Travel- 
ers Club; Lou Wingert, mfrs. rep.; Bill Cromwell, Eaton 
Paper Corp., and Al Perry. Federal Stationery Co., presi- 
dent of Midwest Travelers Club. 

3. Full concentration in a game called ‘‘lag for the line’’ can 
be seen in the faces of Bill Burt, mfrs. rep.; Ray Edelstein, 
mfrs. rep.; Al Perry, Federal Stationery Co.; Ted Scharn- 
_ mfrs. rep., and Ray Coudray, Sturgis Posture Chair 

Oo. 


Jack and his committee introduced the idea of giving every- 
body the same style straw hat and $25 in fake paper money. 
rhe dealer or traveler who won the most fake money through 
his gambling skill was awarded valuable prizes. 

e 

Jack A. Lang, district manager, All-Steel Equipment Co. 
Inc., whose territory comprises Kansas, Nebraska and eastern 
Missouri, informs me that he is now associated with Robert F. 
Stewart, formerly with Fremont Office Equipment Co., Fre 
mont, Neb. These two fine men will work together to expand 
and completely cover for All-Steel the above territory. Best 
of luck to you both! 

« 
We are a little late reporting this, but do want to say that on 
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together. Coldest has been ¢ calles 
half a century. Consult your 







/ or write us direct for free Catalog Number 5 
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HOODED-TYPE 


CASTERS 


by National Lock 





for wood and metal applications 


A distinctive note of quality for your 
office chairs. Double-race ball bear- 
ings provide free-swiveling action. 
Choice of Rubber or Phenolic wheels 
molded of the finest materials for 


+ 





long-term service. Complete line in- 
cludes casters, sockets, leg equalizers, 
furniture glides. Samples on request. 


. all from ] source 


QUALITY HARDWARE .. 


Locks * Drawer Pulls ° 
Label Holders °* 


Casters ° Hinges 


Latches ° Screws ° Bolts 


If you are an original equipment manufacturer or 


jobber, write us. If you are a dealer, see your jobber 








LOCK COMPAN 
5 + Industrial Hardware Divi 





May 1 of this year L. E. Scott, known affectionately to his 
friends as “Scotty” of Scotts Office Supply, Bartlesville, Okla, 
was elected city commissioner of Bartlesville for a two-year 
term. Congratulations Scotty, we know the affairs of the city 
will be in good hands and we are proud that our industry has 
such a man as you in it! 

* 

George Constantine, president of Palace Office Supply Com. 
pany of Tulsa, Okla., announces the sale of the present build 
ing at 611 South Boston Ave., the leasing of a new downtown 
building at 116 W. Sth St., and the erection of a new printing 
plant in conjunction with the suburban store and warehouse in 
the Sheridan industrial district. New modern equipment wil] 
accompany the major move. Palace, one of the oldest firms 
of its kind in the Southwest, was started in 1909 by the late 
James Constantine, father of George. 

. 

Al Perry, president of Midwest Travelers, and Lou Blair, 
governor of 8th District NSOEA, will announce the appoint. 
ment of their committees for the 1958 regional meeting in the 
next issue. Both men are working hard to make this the best 
meeting ever! 

e 

Governor Lou Blair and Al Perry will have a joint meeting 
and get-together during the NSOEA convention in Chicago, 
This meeting will be held on Monday, September 30, im- 
mediately after the last afternoon business session. Place of 
meeting will be announced at the convention. Everyone in the 
8th District is asked to be present. 

* 

Dick Breidert, formerly stationery purchasing agent for the 
International Shoe Co. and Lessard Printing Co., has recently 
associated himself with the Leewood Co., 1427 Locust St., St. 
Louis, Mo. Dick’s background in the stationery industry has 
been in the purchasing and the sales of office equipment and 
supplies. 

“LET’S GO WESTERN” 
WESTERN HILLS IN ’58 
MAY 22 - 23 





Four-Point Plan Guides 
Colorado Dealer’s Promotion 

A simple four-point credo which guides the make-up of ail 
advertising and promotional programs is symbolized on the 
desk of George Mason, head of Outwest Printing & Stationery 
Co. in Colorado Springs, Colo. 

The four points, in short, terse sentences, are engraved into 
a block of blue plastic, set so that the message is equally visible 
to Mason and callers in his executive office. 

Used as a yardstick against which every promotional pro- 
gram is planned, the four points are: 

1. “Is it the truth?” 

2. “Is it fair to all concerned?” 

3. “Will it build good will and better friendship?” 
4. “Will it be beneficial to all concerned?” 

Simply reviewing each step of a potential newspaper, win- 
dow, radio, or television advertising program against these 
points is an automatic safeguard, even during the busiest of 
selling seasons, reports the Colorado stationer. Unless the 
program planned comes out favorably in comparison with all 
four points, it goes in the wastebasket. 

Strict adherence to these simple rules has several times 
brought approval of Outwest Printing & Stationery Co.’s ad- 
vertising methods from manufacturers selling the entire nation, 
and likewise has insured that the promotional program 
which does receive sponsorship will produce far greater re 
sults per dollar invested.—RAL 
Royal McBee Increases Typewriter Prices 

Royal McBee increased prices on its Royal standard and 
portable typewriters on September 1, according to an am- 
nouncement by H. C. Davis, vice-president in charge of mar- 
keting. “Continuing increased costs help make the price in- 
crease of from 5.7% to 5.9% mandatory,” Mr. Davis stated. 

At the same time, Mr. Davis announced that a new model 
11-inch carriage electric typewriter is being added to the line 
at prices slightly lower than those quoted for other current 
models. 
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Gu couldnt Chrow your butt 


in a teller place! 


Ask any dead butt . . . a VALCO Sand Urn is 
a beautiful place to die! They‘re attractively 







designed and built to last forever. Each one is 
sturdily constructed of beautiful spun alumi- 
num ... the magic metal that’s easy to keep 
sparkling clean. The name VALCO on guest 
accessories is proof of superiority throughout 
the nation. Business men who want the best 
buy VALCO! 





Y ue 
_ tlt Abe 


4 VALCO acassomes 
| 
| 
~ 
~~ 
- 
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AVAILABLE 
AT NO COST 


Write today for the com- 
plete folder that contains 
all specifications and price 
data of the complete VALCO 
line. It’s designed to fit a 
standard file and includes 
separate reproductions of 


each item. 







LIFETIME 


OFFICE ACCESSORIES 


VALCO COMPANY e 1311 ANN AVE. e ST. LOUIS 4, MO. 
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A Fast-Moving, Self-Service 
Impulse Item by 


The Akay Memo-Master sells fast 
...on sight. A continuous paper 
rollkeeps 3,150sq. inches of rolled 
writing room right at your finger- 
tips. Scieatifically designed in a 
break-resistant plastic holder. Fea- 
tures improved paper grip, pencil, 





FOR LONG OF 







s, snoat mimes | nHencil holder, holes for hanging, 
and no-slip rubber feet. Available 
SPACE FOR 5 ‘ 
) Serr ta black, gray, walnut, ivory, tur- 
IMPRINT > 4 


quoise, pink, yellow and red— 
with or without imprint. Attrac- 
tively display-boxed for self-serv- 
ice merchandising! Priced to retail 











without imprint at 98c 


also makes the HOLD-A-BCOK 





Hold-A-Book is ideal for holding books, catalogs, and other 
papers at the proper angle for easy reading. Made of sturdy 
wire and break-resistant plastic in black, ivory, blue, yellow, 
turquoise, pink, walnut and red. Attractively display-packed— 
terrific as a gift or self-service, impulse-sales item! Retail 98c. 
CORPORATION 


Division of Hauser Products, Inc. 
4034 N. Kolmar Ave., Chicago 41, Ill. 





r~ Just CLIP AND MAIL TO] — oe ee , 
AKAY CORPORATION, Dept. OA-10 | 

| 4034 North Kolmar Avenue, Chicago 41, Illinois | 
J wncncaeeee doz. Memo-Masters to retail at 98c¢ each | 
| (Packed 4 doz. to ctn. Wt. 31 Ibs. Specify color) | 
ee _..doz. Hold-A-Books to retail at 98c¢ each | 
| (Packed 4 doz. to ctn. Wt. 15 Ibs. Specify color) | 
| Se eee 
| | 
EES ee ee ' 
| 


Pa Oils... RE a ee Se 
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llth District Notes i 


KENNETH SUTHERLAND, correspondes 
8036 S.W. 9th Ave., Portland 1, Ore 


On August 8, the Oregon Trail Travelers held a quarterly 
meeting at the Stewart Hotel, Seattle, Wash. A pleasant cogk. 
tail hour was enjoyed by the group followed by dinner ang 
business meeting. 

President, Gerry Whitcomb announced the newly electej 
officers from our recent mail ballot. Hal Sullivan was electej 
the new second vice-president and Ed McCarthy, Secretary, 

Dick Vaughan announced the new roster is coming along 
fine and is ready to print except for some members who hay 
been extremely slow in returning their photographs. 

It was agreed that as soon as the ring binders were avajl. 
able they would go to press and the rosters would be ready fo, 
distribution. 

President Gerry Whitcomb then appointed a committee tg 
submit information and to obtain a suggested identificatiog 
badge, properly inscribed, to identify O.T.T. members at af 
quarterly meetings as well as the NSOEA convention. 

Members of the committee are William (Bill)) Gagnon, Ff, 
R. (Russ) Stephens, and Ken Sutherland. This information 5 
to be presented at the next quarterly meeting which will lk 
held December 9 in Portland, Ore. 

The meeting was adjourned to the Dick Vaughan residence 
and continued in a very pleasant manner until the wee smal 
hours. 

« 

Folks enjoying vacations from the northwest during Augud 
were the Dave Hailey’s, Ephrata, Wash., on a trip to Minne 
sota in a nice new car. The Dale Ireland’s, of Ellensburg, va 
cationing on Whidbey Island, Wash. Mrs. Dave Snyder and 
daughter Muriel going to California to visit relatives befor 
Muriel moves with her husband to Casablanca, Morocco wher 
he will serve at the Air Force base there. Lew Hilton’s of 
Seattle enjoying several days in the Pasco xrea. Les Fertig’ 
also of Seattle, motoring to Montana for several days. 

* 

Northwest Wholesale Stationers held their annual dinner 
meeting and election of new officers on August 16 at the Ben 
son Hotel in Portland. Mac Smith was elected president, John 
Craig (the mayor of The Dalles, Ore.), vice-president and 
Bob Flynn, secretary-treasurer for 1957-58. Francis Fowlkes 
general manager, reported their firm had a most successful 
year. 

« 

On August 9, the Greater Seattle Stationers held its annual 
golf tournament, combined with a dinner-dance program, 
Bob Gibbs, ist It. governor, Region 11, did an outstanding 
job of arranging this annual event. Over 80 guests enjoyed 
the evening’s program. 

e 

Charlie Rawlings, Rawlings Stationery, Albany, Ore. is ccr 
tinuing to improve and is enjoying his cottage, recently pur 
chased, on the Alsea River. 

rs 

This is the final column for your correspondent. I hope you 
have enjoyed the small bits of news I have been able to send 
your way during the past year, I have thoroughly enjoyed the 
task and do wish to thank the many O.T.T. members who have 
passed this information on to me. Hal Sullivan, your new set 
ond vice-president, will now assume the responsibility for 
this column as one of his duties for 1957-58. 





Non-Refiecting Glass Enhances Paintings 

The attractive newly-decorated Sherman Art Gallery located 
in Chicago’s Loop added something new to the art exhibit it 
August. 

The viewing of the collection of famous water color scené 
by the late artist Roy E. Wilhelm was enhanced by the use @ 
rru-Site, a new, non-reflecting picture glass, a product of Dear 
born Glass Co., Bedford Park, III. 

Visitors praised the almost invisible, non-glare, non-reflecting 
glass in retaining the natural beauty of these masterpieces @ 
art. 
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Available in pencil striped hand-rubbed walnut 





Modular units designed for maxi- 
mum flexibility. Suitable for luxuri- 
ous executive settings or efficient 
general office adaptations. Com- 
plete lines in other contemporary 


and traditional designs. 





THE JASPER DESK COMPANY, JASPER, INDIANA 
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bought! A Sturdier Hanging Folder 
The Tab is on with a 
Click in a Flick. 
It slides to any 


position and stays 
there until changed. 


. TIC TAB 
with the NEW PLAS 
that SNAPS ON 


(PATENT PENDING) 
With their usual quality checks, a large company tested 
VERTIFLEX Plus with a similar product. D/SCLOSURES: 
VERTIFLEX Plus uses heavier paper; is stronger in tear 
strength; index tab fits snugly on metal edge but can be 
shifted by sliding; cut-out on end of hanger is curved and 
adaptable to various hangers with slight variations in spac- 
ing; metal hanger fits around top edge of folder to ward off 
wear on top edge. RESULT—a better folder—and a sale to 
this company which protects their customers with QUALITY! 


CHECK THESE FEATURES THAT FAVOR PROFITS 


The patented transparent plastic tabs are angled for instant no- 
squint visibility; easy to attach (you can hear it click!); easy to 
move to any position (stays put); easy to remove (just slide off!). 


a/ 
a/ 





Permanently attached aluminum rail on 

both sides eliminates torn or frayed edges. 

Heavy-duty, Kraft-base folder stock in 

easy-on-the-eyes, gray-green color. 

1A Instantly adaptable to any filing system— 
cabinet, desk or portable. 

a/ Available in letter or legal size, clear or 
amber plastic tabs, with folders scored 
for regular or extra-capacity expansion. 


They add up to 20% faster filing .. . and Repeat Sales 








Ask about “VERTIFLEX Plus’’ ADAPTER FRAMES! Sturdy 
steel, yet inexpensive, so your customers can put “VERTIFLEX 
Plus” Hanging Folders to work immediately right in their 
present filing system! 

. 


——\ SEE and HEAR Them at the Show 


a Come, look and listen to the VERTIFLEX Plus click as 


the index tab snaps on! At HOSPITALITY ROOM (No. 
634) Conrad Hilton Hotel, Chicago, the NS&OEA Show, 
September 28 — October 2 


ADVANCE INDUSTRIES 
3947 W. Fifth Ave., Chicago 24, Ill. 


IF you can't come 






to the Appliance . ‘ 
oe weer oe Please rush BUYER'S SAMPLE of “’VERTIFLEX Plus” 
Se ‘haae a | Hanging Folder with patented plastic click-on tab! 
0 “ . ' 

yourself! t Also send literature and prices 

9S | Buyer's Name a - 
Manufacturers’ i P 
Representatives i Firm Name — a a i 
Some choice ter- 
ritory still avail qt Address. es Pe, eee 
able. Write for 
intriguing propo- i City —_ a a es 


sition! 


ADVANCE INDUSTRIES 








3947 W. FIFTH AVENUE 
CHICAGO 24, ILLINOIS 
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Sunny Side of the 
Golden State Travelers 





by George Ff 
7819 Anise Aye, 


Los Angeles, 45, 


Roy Nelson (Zellerbach Paper Co.) spent the month of 
July on his vacation. Stuck close to home with a short jaunj 
to Las Vegas thrown in. 

. 


The monthly business meeting at the Roger Young Aud 
torium was held on Monday, July 29. Fourteen members were 
present to carry on. Those present were, President Wal 
Waldvogel (National Blank Book Co.), 2nd Veep Willis Clark 
(mfrs. rep.), 3rd Veep Jim Montgomery (mfrs. rep.), Secre 
tary Bob Lauterjung (Quality Park Env. Co.), Treasurer Stey 
Anderson (Joseph Dixon Crucible Co.), Ernie Daniells (Venus 
Pen & Pencil Corp.), Tom Daniels (All Steel Equip. Co.), Ted 
Caldwell (National Blank Book Co.), George Frey (Charlie 
R. Barry Co.), Harry Fuller, Ralph Maneval (A. W. Faber 
Castell Pencil Co. Inc.), John Radovich (Eversharp, Inc), 
Harry Yerg (Hadley Co. Div. of Todd) and last but not least 
Ben Vorwick (Blaisdell Pencil Co.). 

« 


Stew Anderson gave a report on our current finances. Hany 
Yerg was voted in as a member of the Golden State Traveler 
Club. Welcome aboard, Harry. 

Jim Montgomery gave a report on the coming golf tourna 
ment, open to the ladies, and dinner dance which was to b 
held at the Palos Verdes Country Club on Aug. 30. After Jims 
report, a vote was taken to buy some prizes, said vote carrying 
unanimously. 

© 

Jack Gregory (Gregory Printing & Stationery Co.) in Culver 
City spent an uncomfortable week in the Culver City hospital 
recovering from an operation. He is back on the job again and 
none the worse for his experience. 

. 


Al Lane (W. H. Harper Co.) calling on the trade like sixty 
and finding business good. 
* 


The NOFA convention and show to be held at the Beverly 
Hilton Hotel Oct. 31, Nov. 1 and 2. 
© 


Stan Breton (Charles R. Barry Co.) spent his vacation tak 
ing it easy around home. 
2 


The Swan Stationery Store in South Pasadena has been 
completely remodeled and redecorated. 


R. A. Thomas, secretary of the Stationers Association of 
Southern California has resigned. 
© 


The death of Charlie Evans on August 3 was a great blow 
to the Golden State Travelers. Charlie was one of the oldest 
members of the club and one of the most active. Whenever 
help was needed, the committee chairman had only to ask 
Charlie for a little help, and Charlie would pitch in. He 
helped out on many of our golf tournaments, seeing that the 
golfers got away on time. At business meetings, it was always 
Charlie that moved the meeting be closed. This time, the meet 
ing was closed on Charlie, leaving a grieving family ané 
hundreds of friends. 

I first met Charlie while working in Frisco and always 
looked forward to his visits to the Forty Niner luncheons. He 
was always friendly and ready to help anybody out. 

Charlie was not only a good friend to many, but a good 
salesman. Being a chemist made Charlie particularly helpful to 
the trade when they had questions about special formulas, ete. 
He will be missed by many people. May he rest in peace. 
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FREE-STANDING STEEL 


OFFICE PARTITIONS 


PARTITIONERS are the “prestige” space dividers pur- 
chasing agents prefer for impressive office layouts. 


Show your customers the exclusive features that only 
PARTITIONER offers . . . rapid assembly or expansion, 
top grade construction, excellent sound absorbing qualities, 
low cost! 44 sizes ... 4 heights and 11 widths, prompt ship- 
ment from warehouse stock eliminates inventory. 


New dealers aids: Portable “miniature office” kit enables 
your salesmen to make a hard-hitting presentation right in 
your customer’s office! He can make an “on-the-spot” selec- 
tion of the modern colors, type of glass, pegboard, chalkboard, 
corkboard, masonite or acoustical panel. Envelope stuffers 
and mat ads available for your promotional activities. 


Write today for complete literature ! 


MARNAY SALES DIVISION 


ROCKAWAY METAL PRODUCTS CORP. 
1270 Broadway, New York 1, N.Y. 







help your 
customers 
DIVIDE 
r=Tale 
Ore) Sle lei as: 
the small 

J eF- Tor 





SEE US AT BOOTH 338W —— NSOEA CONVENTION 
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| Don’t do it the hard way 
» -do it the PRONTO way! 


LOCATE YOUR RECORDS EASILY—No more fussing 
and fuming. With Pronto files your records are 
as active as your regular files. 


BEAUTIFUL APPEARANCE—Finish in attractive 
olive green to match your regular office files. 


STURDY CONSTRUCTION—Built of 275 |b. tested 
© corrugated fibre board... reinforced with steel 
=, on the shell and the four corners of the drawers 
as well. 
SAVE FLOOR SPACE—Prontos are constructed to 
interlock into solid units and stack as high as 
the ceiling. 


PRONTO 
STORAGE FILES © 


Legal Size $4.55 


i eae 






Letter Size $3.70 


Prices slightly higher 
in Texas, Colorado, 
West of the Rockies and 


outside the U.S.A. Check Size $2.50 


PRONTO FILE CORPORATION 
415 MADISON AVENUE, NEW YORK 17, N. Y. 


222 





Canadian News 


ele 


Our Industry Across the Border 
By Special Correspondence 

The first Canadian-made Sensimatic typewriter accounting 
machine recently came off the production line of the Windsor, 
Ont. plant of Burroughs Corp. Plant manager Frank J. Gij 
termed it one of the most complicated business machines pro- 
duced by the Canadian company. It has some 10,000 parts 
most of them smaller than a 10-cent piece. A full-keyboard 
electric typewriter has been integrated with a high speed ac. 
cumulating register automatic accounting machine, permitting 
complete descriptive accounting on one unit. Volume produc. 
tion of the machine is expected shortly from the Windsor plant 
which supplies all of Canada. 

e 

Why proper environment and pleasant working conditions 
are vital needs in the business world today was outlined by 
Charles Mellon, sales manager, Brantford, Ont., branch of 
Hay Stationery Ltd., before a local fraternal group. He de. 
tailed the growth of his firm from a one-man business to its 
present staff of 140 employees, and revealed the importance of 
employee morale in a company’s expansion endeavors. Good 
working conditions, he said, reduced fatigue, absenteeism and 
tension-induced error, thus actually increasing output. 

° 

E. J. Wright Utilities, Ltd., Seaforth, Ont., a Canadian firm 
widely known in the stationery and office supply trade as a 
result of the high quality steel store equipment it has imported 
from the U.S. for a number of years, has now commenced 
manufacturing operations in Canada. Established in 1865, the 
firm has an extensive engineering background and years of 
merchandising experience. For the self-serve dealer, the com- 
pany designs equipment with emphasis on proper display clas- 
sification, sales motivation of allied items, profit producing 
traffic control. E. J. Wright is president; J. G. C. Wright and 
C. W. E. Wright, vice-presidents. 

* 

More than 15,000 square feet of extensions to the Eagle 
Pencil Co. of Canada, Ltd. plant at Drummondville, Que, 
have recently been completed. One new building of steel and 
concrete construction houses new departments for the manv 
facture in Canada of a number of products previously im- 
ported from the U.S. The Canadian plant was established in 
1930. An international organization, Eagle Pencil Co. is more 
than 100 years old. 

* 

James V. Carmichael, President, Scripto, International, 
Atlanta, Ga., announced the appointment of Donald R. Beny 
as president of Scripto of Canada, Ltd., Toronto. Mr. Berry 
is a native of Rome, Ga. He served with distinction in the U.S. 
Navy during World War II, receiving an honorable discharge 
in 1945 as a lieutenant. He joined Scripto the following year 
as a member of the engineering department, and in April, 
1951, came to Canada to establish a subsidiary there. He was 
elected vice-president of Scripto of Canada, Ltd. in 1954. The 
Canadian operation consists of a new plant in the Toronto 
suburb of Scarboro. 

3 

Walter Wilkinson has been named general sales manager of 
Autographic Business Forms Ltd., Montreal, by Moire V. 
Wills, general manager. Mr. Wilkinson has been associated 
with Autographic since 1947. He will now direct the sale of 
the firm’s line of business forms and allied products across 
Canada. 

* 

A new one-story plant in the Toronto suburb of Scarboro 
will shortly be constructed for Toronto Envelope Co., Ltd 
The company has long been located in a downtown Toronto 
area and is one of many in the industry escaping to the sub 
urbs from the city’s congested areas. 

* 

Moore Business Forms, Ltd., Toronto, is celebrating the 
75th anniversary in business this year. This company reversed 
usual procedure by starting in Canada and developing sub 
sidiary companies in the U.S. 

. 
The opening of a new factory branch office in St. John’s 
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Expertly Engineered by 
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now includes 14 models 
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NSOEA Exhibit, Booth No. 27-28. 





No. 717 No. 722 
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IMMEDIATE DELIVERY GUARANTEED 
Write for NEW Catalog Available SOON 
Representatives: several territories open 
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Newfoundland, has been announced by Theo. L. Fox, vice. 
president and general manager of Victor-McCaskey, Ltd., Galt, 
Ont., subsidiary of Victor Adding Machine Co., Chicago, 
D. R. Thistle, Jr. has been appointed branch manager at St. 
John’s, with William C. Carberry as service manager and 
Ernest F. Kelly, office manager. Mr. Thistle brings many years 
experience as a sales representative of the firm to his new post, 
Mr. Fox said. 
e 

William G. Maund, 42, assistant treasurer of Canada Car. 
bon & Ribbon Co. Ltd., Toronto, died suddenly recently, from 
a heart attack. He served for four years with the Royal Cana- 
dian Air Force as a flight control officer. For several years he 
was an accountant in a Belleville, Ont. hospital, prior to join- 
ing Canada Carbon & Ribbon Co. seven years ago. 

© 

New president of Brown Brothers, Ltd., Toronto, manv- 
facturers and wholesalers of trade products, is Alfred W, 
Daley. He was formerly vice-president and assistant general 
manager. He succeeds the late John H. Chipman. Mr. Daley, 
who started with the company back in 1906 as a $2.50 weekly 
office boy, climbed the ladder steadily to his latest appoint- 
ment. He has been actively associated with the sales end of the 
company’s business since 1912. 

e 

Bill Hart has been named sales manager of the office furni- 
ture and supplies division of Robert Duncan & Co., Ltd, 
Hamilton, Ont. 

e 

When the Stationers’ Association of Winnipeg held their 
annual golf tournament, Ron Hughesman of the Esdale Sta- 
tionery & Printing Co. won the Savoy trophy as low net 
winner. Taking the low gross Luckett trophy was James A, 
Murphy of Willson Stationery Co., Ltd. He has won. the 
trophy four consecutive years, last year gaining permanent 
possession of the original trophy. 

. 

Birth Notices: A daughter, Danielle, to Mr. & Mrs. Jean 
Ayotte, of P. V. Ayotte Ltd., Three Rivers, Que. This gives 
the Ayottes a quartet of two daughters, two sons. Birth of a 
daughter to Mr. & Mrs. Archie Brown, makes Norman Brown 
of Dominion Blank Book Co., Ltd., Toronto, a grandfather for 
the first time. 

« 

Marriages: Hubert Solis, son of Marcel Solis of Emile Solis 
& Fils Enr., St. Hyacinthe, Que., to Lise Chartier. In Montreal, 
James M. Dawson, son of Mr. & Mrs. Fabian Dawson of 
Dawson Bros. Ltd., to Joyce Elaine McQuilkin. 

@ 


Envelope Makers Institute of Canada, Toronto, is a recently- 
formed trade group. Member companies include Barber-Ellis 
of Canada, Ltd.; Bouvier Envelopes Ltd.; Canada Envelope 
Co.; Capital Envelopes Ltd.; Davis & Henderson Ltd.; W. V. 
Dawson Ltd.; Dominion Blank Book Co. Ltd.; Dominion En- 
velope Co. Ltd.; Gave Envelope Division of W. J. Gage & Co. 
Ltd.; Globe Envelopes Ltd.; Montreal Envelope Co. Ltd.; C. 
H. Munn Co. Ltd.; National Paper Goods Ltd.; Toronto En- 
velope Co. Ltd., and Winnipeg Envelopes Ltd. To publicize 
current trends in the manufacture of such products, it is re- 
leasing a series of news bulletins to trade and business con- 
sumers. 

ry 


A membership promotion drive is currently underway by the 
Stationery & Office Equipment Guild Club of Toronto — a 
group devoted to young members of the industry in the 
Toronto area. New season’s activities will include a number of 
visits to production centers of interest and meetings addressed 
by experts in the merchandising and sales fields. Terry Birrell 
of Walter Dickinson & Co., Ltd. is new term president of the 
group. 

. 

Packaging industries and services in Canada are valued at 
$800 million a year, a market in which many leading firms in 
the stationery manufacturing industry direct considerable sales 
activity. In six years the Canadian National Packaging Ex- 
position has become the largest single trade exhibition i 
Canada. Nov. 5 — 7 this year, some 176 exhibitors will oc- 
cupy 60,000 square feet of floor space in the Automotive 
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building of Exhibition Park, Toronto. Displays from Canada 
and the United States will stand beside those from a number 
of other countries, including Great Britain, France, Italy, 
Germany and Scandinavia. 

+ 

R. L. Crain Ltd., Ottawa, Ont. has opened a new branch 
office at Fort William, Ont., reports C. E. Spence, sales man- 
ager. Heading the Lakehead operation will be J. Walter 
Campbell who has had extensive experience in the business 
forms and systems field with the company in Winnipeg, Man. 

° 

Sponsored by Quebec Stationers’ Association, the French- 
Canadian trade’s “social event of the year,” the annual Oyster 
Party will be held November 5 in Quebec City. The affair 
normally attracts about 200 trade personalities from Ontario, 
Quebec and the Maritime Provinces, as well as a number of 
U.S. travelers. 

e 

Canadian economic planners are predicting another business 
boom for Canada starting about 1960. The reasoning is based 
on that nation’s tremendous birth rate during and after World 
War II. Between 1960 and 1970, an estimated three million 
Canadians will reach their 18th birthday and become con- 
sumers and wage earners in their own right. During the follow- 
ing years, 160,000 couples per year will be marrying and set- 
ting up new homes and families. This tremendous new Cana- 
dian market is being considered vital in the long range 
planning of many companies in the stationery and office equip- 
ment industry in U.S., as well as Canada. 

* 

The Welland, Ont. firm of Davis Stationery Co. Ltd., in 
business there for over 30 years, is now operating under the 
banner of the Hay Stationery Ltd., whose headquarters are 
in London, Ont. Since 1937, the Davis Co. had been owned 
and operated by A. C. Teachout and his sister, Muriel Teach- 
out. Both continue their association with the new Hay Sta- 
tionery Co. branch. 

s 

W. G. Woolcox was recently appointed sales manager for 
Sellotape (Canada) Ltd., Toronto. Joining the firm’s sales staff 
in Western Ontario is A. Stewart Glover. 

a 

General Binding Corp. (Canada) Ltd., and GBC Sales & 
Service, Ltd. are now located in their new head office premises 
at 355 King St. W. in downtown Toronto. Increased space 
accommodates an expanded sales force and better showrooms. 

e 

Smith-Corona (Canada), Ltd., Scarboro, Ont., recently 
opened a new sales office in the mid-Toronto area to facilitate 
local sales operations. 

© 

Curtis Products, Ltd., Cobourg, Ont., recently held a series 
of dealer sales clinics to keep dealer customers abreast of cur- 
rent product developments by the company. At one recent 
session, more than 70 office furniture salesmen from all over 
southern Ontario were given an opportunity to refresh their 
sales tactics about how posture seating is designed, made and 
sold. 





Erlenwein Opens Own Firm in Columbus, Ohio 

Francis G. Erlenwein has opened the Modern Office Equip- 
ment Co. with offices and warehouse at 119 E. Goodale, 
Columbus 8, Ohio. Currently, he is handling the All-Steel 
Equipment and Victor lines and expects to add wood lines 
and equipment lines following attendance at the NSOEA 
convention. 

Mr. Erlenwein was born and raised in Columbus and spent 
22 years with F. & R. Lazarus & Co., largest department 
store in central Ohio. While with this firm he held a number 
of positions including those of salesman, adjustment manager, 
assistant research director, purchasing agent and assistant to 
the general superintendent. 

These positions caused him to pursue outside study in in- 
terior decoration, systems and procedures, thereby acquiring 
a knowledge which he expects to prove of assistance to cus- 
tomers of his new firm. 
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OS SD ee yeaa S & S Supply Co., 3635 South 16th Street 
CALIFORNIA 
los Angeles 18... ..sceces Fabric Leather Corporation, 1139 Santee Street 
Lindsey & Hall, 1038 South Hope Street 
San Francisco 9.............5covel & Sons Company, 1133 Post Street 
COLORADO 
ee bere A. G. Seaver, 5850 Wadsworth Boulevard 
CONNECTICUT 
Merttord §.....0.6. New England Upholstery Supply, 38-40 Albany Avenue 
DISTRICT OF COLUMBIA 
Washington, D. C........ C. E. Briddell Co., Inc., 3746 Tenth Street, N.W, 
FLORIDA 
Jacksonville. .Wright's Supply Company, 816 Ocean Street, P. O. Box 2296 
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ORE ree ee Eee Gulf Fabrics, Inc., 107 E. Fortune Street 
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Indianapolis.......... Lichter Rubber Products Co., 1200 W. 28th Street 
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Louisville 2............Herman A. Schildt Company, 323 E. Market Street @ 
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eee eee So. cach deans Tupper Supply Inc., 2117 North Street 
New Orleans 19. Tupper Supply, Inc., 2234 Tulane Avenue, P. O. Box 13113 
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Boston 14....American Textile Company of N. E., Inc., 32-34 Canal Street 
MICHIGAN 
ae Foam Rubber Products Co., 5301 Grand River 
Grand Rapids 3 Upholstery Supply Co. of Grand Rapids, 325 Fuller Ave., N.E 
MISSISSIPPI 
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NEW YORK 
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NORTH CAROLINA Restadcs 
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OHIO 
Cincinnati 2..... Harry F. Niehaus & Company, 125 W. Central Parkway | 
Cleveland 15......The Ingraham Supply Company, 575 Broadway Avenue n 
OKLAHOMA 
Tulsa 8.....Oklahoma Upholstery Supply, Whittier Station, P. O. Box 3185 
OREGON 
Portland 14. ..McDonald & Company, Inc., 935 S. E. Hawthorne Boulevard 
PENNSYLVANIA 
Philadelphia 6........... Maen Line Majestic Fabrics, 217 Chestnut Street 
Pittsburgh 22..........Peiger & McCaw Company, 101-103 Market Street Lor 
ee Poets M. H. Smith Company, Inc., 260 S. Main Street 
TENNESSEE | 
Memphis 2...... Southern Textile & Supply Co., 287 S. Bellevue Boulevard pi 
| ere Wynn & Graff Company, 402 Woodland Street 
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OS ere A. F. Schmalzried & Company, 2650 Main Street itv n ¢ 
Fort Worth..........- Reese B. Davis & Company, 316-320 S. Lake Street fearden 
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Lloyd M. Powell... 
president of Dicta- 
phone Corp., is prob- 
ably in touch with 
more top executives 
than any other man 
in America. How do 
executives think? 
What are their needs 
and preferences! It is 
Mr. Powell's job to 
know! Here, he 
shares his  observa- 
tions as to the char- 
acteristics of the per- 
son who rises to the 
heights of manage- 
ment 


You... Executive 


Calibre? 


by LLOYD M. POWELL 
president, 
Dictaphone Corp. 


e America needs new executives. Business is growing at 
a tremendous rate. In 1900 the horseless carriage was a 
novelty. Today there are 40,000,000 cars on the road. In 
1900 there were fewer than 2,000,000 telephones in use. 
Today there are more than 52,000,000—and more than 
2,000,000 new phones are installed each year. 

As the size of factories and offices grows by leaps and 
bounds, the need for executives to manage these enterprises 
becomes more urgent—and more rewarding. 

As someone faced with the task of selecting junior and 
senior executives almost daily, I can tell you that executives 
aren’t “born.” They’re not “made” either. Rather, most execu- 
tives I know are self-made. Whether they're foremen or de- 
partment managers—whether they wear a fine suit and tie 
or sturdy work clothes—the one thing they have in common 
is a set of executive characteristics. 


Chance To Test Yourself 

Below, I have listed in question form the characteristics | 
consider most important. You can test yourself by answering 
each question truthfully, scoring ten points for each “yes” 
and five points for each “half-yes.” Then, see the scoring 
table at the very end. 

Do you really know your job? You can progress to a 
better one only after you are proficient at the job you have 
right now, for past performance is what any potential execu- 
tive is judged by. To do a good job, you must not only know 
how to do it, but why your job is important. The sudden 
illness of a file clerk or assistant can create a bottleneck that 
affects a company’s entire operation. Knowing how your job 
contributes to the company’s success will make the job seem 
more worthwhile, and help you do it better. 

Do you look for better methods? One of the most impor- 
tant functions of an executive—whether he is in charge of 
one person or 1,000—is to figure out more efficient ways of 
doing things. Do you look for ideas that will save the com- 
pany money, help produce a better product, or speed pro- 
duction? Good ideas are the foundation of progress, and by 
creating good ideas you demonstrate executive ability. 


Must Accept Responsibility 

Do you seek out responsibility? The main responsibility of 
any company executive is to help the company make a profit- 
through-service. Sometimes, accepting that responsibility may 
not be pleasant. But an executive must accept it to be worth 
his salt. He must be willing to supervise others—teach them, 
correct them, help them do their work better or more easily. 
To be successful, an executive must have the courage to do 
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EXECUTIVE POSTURE CHAIRS 


with a style to please every customer 


You can be sure of pleasing every customer . 


with a big 


complete selection of executive posture 
chairs like this. There's a style and pattern to meet 
the discriminating taste and preference of every one 


or your p ros pt cts 


JOHNSON gives you the smartest styling . . . the 
most comfort the biggest selection .... and the 
greatest value . . in business chairs that you can 


find anywhere. 


It'll pay you to get the complete facts on JOHNSON 
BUSINESS CHAIRS. It’s a line you'll be proud to 


have 


DEALERS: T na y } the complete jJeta t the 








1868, 


JOHNSON 
Business Chairs 


\ Since 


JOHNSON CHAIR COMPANY 


~/ 7109 Merchandise Mart Chicago 54, Illinois 
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@ No protruding handle ... fingertip action 
door latch. 

@ Modern recessed louvers. 
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what he knows is right—whether his decision proves popular 
or not. 

Are you willing to put in that extra lick? Any football 
player can tell you: It’s that extra bit of energy—that extra 
ounce of “drive”’—that often means the difference between a 
touchdown worth six points and a “near-touchdown” worth 
nothing. The man or woman who slows up the moment he 
gets a little tired . . . who grabs a break at every opportunity 

. who is completely satisfied when he has done the mini- 
mum job possible—such a person is not executive timber. But 
if you look around for something more to do when your im- 
mediate assignment is fulfilled, if you stay with a job when 
others would let down, you’re the kind of person who is like- 
ly to go places. The word: “guts.” 

Are you willing to learn? If there is anyone who knows 
“all about” anything, I would certainly like to meet him. 
When someone says he knows “all about” something, he’s 
saying that he has nothing more to learn. But a potential 
executive must always learn. He must read books and trade 
magazines, talk with his superiors, take courses—to learn! Ex- 
ample: Dictaphone Corporation is making a new camera- 
sized, battery-operated, portable recording machine, called 
“the Dictet,” that records a full hour of communication while 
traveling. Some executives need such a recorder; others don’t; 
but all executives should know about it—and about the host 
of other time-saving equipment available. 


Salesmanship Needed 


Are you a salesman? I don’t mean to ask if you go out and 
sell goods for your company; you can increase sales by 
creating good will toward the company. Do you “talk up” 
the company when you are among friends? Or do you join 
the habitual gripers who are always at odds with their asso- 
ciates—and themselves? A good executive is constructive, 
optimistic, and seeks to spread good feeling and enthusiasm. 
This positive approach counts for a lot; for to succeed you 
must, in the long run, be able to lead and not to have to 
drive. 

Does the clock sneak up on you? The one who makes 
progress on his job is the one who becomes absorbed in it. 
A good way to test yourself is to see whether the clock seems 
to stand still near closing time, or whether you are surprised 
at the end of the day at how time has flown by. If your job 
doesn’t interest you, talk it over with your superior. Maybe 
there’s another job you’d enjoy more and which you could 
do better. 

Do you accept criticism graciously? We all learn a lot by 
trial and error. You can progress more rapidly if you accept 
the suggestions and criticisms of others who know more than 
you do. No need to be touchy if your work is criticized. Wel- 
come all the suggestions you can get—and offer counter- 
proposals if you think you know a better way. But when the 
discussion is over, do it the way the boss wants it done. He 
probably has reasons—and besides: he foots the bill! 

Are you ready to compete? Right now you are competing 
— with everyone who would like the same job you are after. 
To get ahead, you must be better than your competitors— 
more alert, more productive, more interested in advancement. 
The best way to see if you're getting ahead is to keep a 
record of your performance. No matter what your job is, 
keep some sort of record for a month or a week and check 
your performance—evaluating quality as well as quantity— 
as with a golf score. 


Goals Are Essential 


After a time, you will find yourself setting goals, competing 
with yourself to achieve those goals. Once you learn this 
business of setting a goal—then meeting it—you will have 
developed an important executive quality, because you can 
then help others do the same thing. 

Do you share your knowledge? The old idea that you 
should keep to yourself information you've learned about the 
job is not a very sound one. Everyone respects brains, and 
management knows that someone who offers suggestions to 
help fellow employees is a mighty good man to have in a 
key job. The desire and ability to teach others is one of the 
hallmarks of an executive. 

““ 95 to 100—You are executive caliber. This is not to say 
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MAKERS OF THE WORLD FAMOUS 
PATENTED “STA-CLEAN METALLIC 
| PROTECTIVE-COATED MASTER UNITS 


U.S. PAT 2.671.734 





Quality is in many ways like an exotic spice. 
Never seen, but you can always tell it’s there. 


Here at ROSE, Quality is our most important 


| | ingredient. 


An integral part of our recipe for MANY years. 


SPECIALIZING IN MASTER UNITS 
SPIRIT & HECTOGRAPH CARBON PAPERS 


o 
SUPPLIERS TO DUPLICATING SPECIALISTS EVERYWHERE 


ss Yin RIBBON AND CARBON MBG. CO., INC. 
, : GENERAL OFFICES AND FACTORY 
| HARRISON, NEW JERSEY U.S.A. 
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SELL YOUR SHARE 


isfer time means volume sales of transfer 
jealers always recommend and sell DOLIN 
the most c:« mplete lime available 
There's a DOLIN engineered file for your 
yuirement. 45 stock sizes in 3 different lines 
ediate delivery. There's no handling —no stock 
We'll drop ship for you at no extra charge 


bels. See your customers today! 


OLIN * 
steel transfer files 








COMPLETE 
LINES 


49 
STOCK 
SIZES 


"G300"'s 


WITH 
NYLON GLIDES 


"R400"'s 
WITH BALL-BEARING ROLLERS 


FRONT OFFICE LOOK "'500"'s 
WITH EASY ACTION ROLLERS 


"A SIZE TO FIT 
EVERY RECORD" 


COMPLETE INFORMATION AVAILABLE 


+ PRICED TO MEET YOUR 
DIRECT SELLING COMPETITION! 


es an bee juipped for the 
N MOBILE STORAGE SYSTEM 
sddition of 30-70% MORE 


sdding floor space. Inquire 


EPO LEINE METAL PRODUCTS, Inc. 


315-17 LEXINGTON AVE., BROOKLYN 16, N. Y. 
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that you can just sit back and think of how to spend 
all the money you will earn. Hard work and a con- 
tinuous search for ideas are still necessary. But invest 
the time and effort and you will almost certainly ar- 
rive, for you “have it.” 


85 to 90—You're very close. I know plenty of board 
members and major department managers who have 
risen to the top from where you stand right now, but 
it takes real diligence. 


75 to 80—You can make it if you are willing to apply 
yourself to improving in the areas where you now lose 
points. 


65 to 70—Are you willing to fight? I don’t mean fight 
others, for that’s relatively easy. If you aspile to an 
executive position, you must fight yourself—force your- 
self to overcome the traits that now hold you back. 


Below 65—For you, to “get there” will take more sus- 
tained effort and concentration than you have probably 
ever exerted. You have to set your mind on improve- 
ment, then keep it there—for years. But don’t let any- 
one tell you that a rise to the top from your position 
is impossible. Take it from me, because 30 years ago 
I was in your boat. 


NOTE: If improvement is your goal, why not save this quiz, 
then test yourself again in six months? A comparison of re- 
sults will tell you whether—and how much—you will have 
improved 


Brand Names Foundation Announces 
‘‘Brand Name Retailer’’ Competitien 

Office equipment and stationery dealers with an outstanding 
program of brand advertising, promotion and sales training 
for manufacturers’ advertised brand names are invited to enter 
the 10th annual competition for the “Oscar” of retailing, the 
Brand Name Retailer-of-the-Year Award, it was announced by 
Henry E. Abt, president of Brand Names Foundation, Inc. 

In his statement, Mr. Abt pointed out that some of the pro- 
cedures for 1957 will differ from those followed in past years. 
Stores may now make known their candidacy by filling out a 
simple entry form. There is no entry fee, and the dealer is not 
initially required to submit samples. Dealers who enter will 
receive continuing information for the balance of the year 
about all phases of the Foundation’s nationwide promotional 
work. 

Late this year, each store will be requested to send in a 
“formal” report on its 1957 brand advertising and promotion. 
These reports will form the basis for the selection of “finalists” 
who then make up full presentations to be. reviewed by the 
judges. 

These presentations include samples such as tear sheets of 
brand ads, radio and TV scripts, photographs of window and 
in-store displays, sales training bulletins and other evidence of 
their brand name activities in 1957. 

They are judged by a panel composed of the first-place win- 
ners in each category of the prior year’s competition. The 
1956 winner in the office equipment and stationery store cate- 
gory, Norman J. Landry, vice-president, Standard Printing Co., 
Inc., Alexandria, La., will serve as a judge for the new compe- 
tition. 





Ken White Associates Open New Center 

Ken White Associates, industrial designers, recently moved 
into a new design production center thereby tripling the firm’s 
studio and office space. The new center, located at 11 Madi- 
son Ave., Westwood, N.J., incorporates all production facili- 
ties including drafting, interior planning, product development, 
engineering, graphics, packaging, model shop and testing divi- 
sion. 

An expanded executive office center will continue to func- 
tion at the firm’s former address, 7 James St., Westwood, N.J. 
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THIS IS THE MARK OF QUALITY PARK 


Truly a mark of QUALITY . . . Three-way Quality that had its 
beginning with the founding of Quality Park Envelope Company 
back in 1919—(1) Quality Products, (2) Quality Packaging, and 
(3) Quality Service to dealers throughout the country. 


For customer satisfaction and profitable repeat business, feature 
Quality Park products from the Land of Lakes and Pines. . . over 
400 sizes, stocks, styles and weights of envelopes to meet all 
envelope needs for ALL your customers. 





Sold through Dealers Only 
QUALITY PARK ENVELOPE CoO. 


General Office and Factory, 2520 Como Ave., St. Paul 8, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
West Coast Office and Warehouse, 837 Traction Ave., Los Angeles 13, Calif. 
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SELL Pub STEEL 


STORAGE CABINETS 


@ Yes, here’s every feature you need for 
easier selling, for building customer 
satisfaction ...smart, modern design with 
a full flush base that eliminates dust 
collection under the cabinet ...with a 
tough, baked-on enamel finish in grey or 
green ...with electrically welded 
construction that will take 

more than average abuse. 


NEW CATALOG 
WRITE FOR YOUR COPY 










A 72 SL—Sliding Door Cabinet, 72” 
high, 36” wide, 18” deep, shelves ad- 
justable every two inches. The doors 
slide smoothly, easily on ball bearings 
— help the unit fit into tight spaces. 
Also available in 42” counter height 
and 30” desk height. 


<@ 72 0S —72” high, 36” wide, 18” 
deep, with shelves adjustable every 
two inches. Equipped with 3-way lock- 
ing device. Other models available in 
52” file height, 42” counter height and 
30” desk height. 


NSOEA CONVENTION BOOTH 306 


R STEEL PRODUCTS, INC. 
‘Tith Street, Brooklyn 11 N.Y. © Stagg 2-1492 
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Inobile. 
o orice SUPPLY 
YO sto G # 


New Concept . . . of service is offered by “branch on wheels” 
of J. Herrschaft-Office Supply, Inc., Hicksville, N. Y. From 
left are driver-salesman M. Kiepek, W. Gardner and J. Herr- 
schaft, president. 


Office Supply Store ‘‘Takes to Road’’ 

Business firms, governmental units and other office supply 
users on Long Island are being treated to a new service by the 
Mobile Branch of J. Herrschaft-Office Supply, Inc., Hicksville, 
N.Y. 

The “store on wheels” is a replica of the main store, offering 
more than 2,000 of the most popular office supply items on a 
cash or charge basis. Customers are serviced regularly every 
two weeks. 

Lines carried include those with brand names such as 
Oxford Filing Supplies, Columbia Ribbon & Carbon and Bor- 
rum & Pease. 

Customers’ enthusidsm is reported high because the Mobile 
provides a regular on-the-spot source of office supplies without 
their having to lift a pencil or dial a telephone. Errors are 
reduced because the purchaser sees the merchandise he is 
buying. 





Business Forms Institute 
Holds Session at the Greenbrier 

The annual fall outing meeting of the Business, Forms In- 
stitute was held September 16-18, at The Greenbrier, White 
Sulphur Springs, W. Va., with R. S. Daugherty presiding as 
president. He is president of the Shelby Salesbook Company, 
Shelby, Ohio. 

Nearly every member company sent representatives to the 
three-day combination business and pleasure gathering, with 
several non-member concerns also in attendance. Four direc- 
tors were elected, reports of committees made, and a review- 
discussion made of contemplated projects. 

William C. Lamprechter, first vice-president of the BFI, and 
Joseph Steir, president of Alfred Allen Watts Co. as an In- 
stitute member, described what they saw and heard at the In- 
ternational Exhibition of Printing Industries and Allied Trades, 
known as GRAPHIC 57, which they both attended this sum- 
mer at Lauzanne, Switzerland. Mr. Lamprechter is vice-presi- 
dent and general manager of the Stephen Greene Co. 

Edwin B. George, Director of Economics for Dun & Brad- 
street, Inc., of New York, was the principal speaker at the 
BFI meeting. Mr. George covered the “business outlook” in 
terms of taxes, defense spending, current political issues, mone- 
tary policies and other factors helping to govern the U. S. 
economy. 





Appoint Waterman General Manager 


Bernard Rieser has been appointed general sales manager of 
Waterman Pen Co. He was formerly with Remington Rand. 
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Your smartest move! 


There are more dollars for you in every Seal-O-Matic sale . . . lower 
inventory cost . . . higher per unit profit . . . no dead-end models, no 
obsolete shelf-sitters, but a streamlined quality selection of fast-moving 
Autematic and Manual Tape Dispensers and Moisteners. Backed by an 
aggressive advertising campaign and merchandising program. Write 
for details on Sales Promotion and cooperative Direct Mail campaigns. 
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WALTERS 60 Automatic 
4 ; SURWAY Envelope and 
FLASH Dispenser $18.95 retail Label Seltener 


Brush Sealer Push down handle, dispense 4 $3 50 ail 
7.) 50 t il 1°’ wide gummed tape in ad ! ° ret 
° rerai lengths 2” to 7%, Lifetime blad 1Y%” pure bristle brush, ideal for 
For tape up to 112” wide; removable Rustproof, unbreakable. Removat labels, stamps, envelopes, etc. Heavy 
aluminum water box, easily cleaned or water box. Pure bristle brust Han non-tip, rust proof, all metal body, 


filled. End-to-end moistening. Control _ mertone gray plated brass top, rubber feet. 
guides offer smooth non-clog operation. CHROME TOP MODEL *19.95 JEWEL 3” brush model... $4.25 retail 



















SENIOR 3” 
Automatic 
Dispenser 









NS 
LA * 549.95 \e 
| retail % 


CELLO Definite Length micits sini tainiab esa 











Dispenser *12.98 retaii lengths 24,” to 36”, widths 11%4” to 
For cellophane or pressure sensitivd 3”. Visual ae scale, aaa UTILITY Sealer 
, i Seed hi stainless steel , Pressure weight : 
ee e reee stop meet on 2 bristle brushes assures even wet- 58.50 retail 






anism measures and ejects lengths ad- 


justable up te 4” each press ting. Side bottle maintains water level 


Tape Slitter—splits tape in half length- in removable tank. Fully enclosed body. 
wise, ejects 2 equal pieces each press HEAVY DUTY No. 55—for reinforced 
$1.00 extro [RC sees $55.95 retail 
















LEWIS TRIGGER- ACTION SAFETY KNIFE 


Only knife with aute- 





finished, rustproof, un- 
$] 50 breakable. 5 FREE blades. 
4 Individually boxed, 12 


LIGHTNING Brush Sealer only *2.10 retail LEWIS UTILITY KNIFE 


$10.85 retail > oniageih only 7 5* retail 
Heavy duty 3” pull sealer. Pure bristle Rustproof, ers 
brush, 4 sets of rollers, plus subway aor ri oy nd 





















feed assure easiest flow of any pull melded to 
— ee Removable aluminum my peas n Squeaks 
blades. 
ORDER NOW ... or write for further details and discounts! (Prices slightly higher West of Rockies) 


eal- -matic 


Our 22nd Year DISPENSER CORPORATION 
Formerly Lipton Manufacturing Co. Dept. OP-10, 169 Murray Street, Newark 5, N. J. 
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ULTISTAMP 
“It Prints Anywhere” 





PRINTS DIRECT 
ON CARTONS 





ADDRESSES 
SHIPPING TAGS 





PRINTS LABELS 
. . POSTCARDS 





LOT 
LABELLING 


with “Form-Cut”’ 
Stencils 
Quick! 
Accurate! 
Easy! 


Just type, write, trace or draw on inexpensive stencil . . 
snap it on duplicator and print—like using a rubber 
stamp. New FORM-CUT® stencil has facsimile of your 
label or shipping form die-impressed into the stencil for 
printing directly on boxes, cartons, packages. At your 
Office or Shipping Room Supply Dealer. Write for litera- 
ture and Free Sample FORM-CUT Stencil and Print. 
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ULTISTAMP 


NORFOLK, VIRGIW A 








Over 3) Years 


MASI ACTURED OMT BY THE MUL TEST AMP CO 
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Attendance Reaches Record of 2,500 
At Luggage and Leather Goods Show 


The annual five-day national show conducted by the Lug- 
gage & Leather Goods Manufacturers of America, Inc., was 
held July 28 to August 1 in the New York Trade Show Build- 
ing. Attendance this year exceeded that of past years. with 
registration figures reaching a record total of some 2,500 
stores. 

An optimistic trend on the part of visiting buyers was re- 
flected in a substantial volume of orders placed at the show 
according to exhibiting manufacturers. 

Some 130 exhibitors occupied 196 rooms located on four 
entire floors of the New York Trade Show Building from the 
third to the sixth floor. 

A special feature of the show this year was a series of nine 
retail window display units shown in the lobby of the build- 
ing and on each floor. These displays were sponsored by the 
Luggage & Leather Goods Institute and were an extension of 
the retail relations program. They were prepared for the In- 
stitute by Lester Gaba, display consultant and columnist for 
Women’s Wear Daily. One portrayed the “Executive” 
theme while the other was dedicated to the “Career Girl”. 
Dealers were shown how to duplicate these displays in their 
own store for traffic-stopping results. 

While most of the exhibitors featured their newest styles, 
colorings and materials in luggage, trunks and personal leather 
goods, several manufacturers displayed brief cases and bags, 
billfolds, wallets and other leather items logically included 
in the stocks of stationers and office equipment and supply 
dealers. 

Arrangements have been made to hold the National Show 
at the Trade Show Building during approximately the same 
week for the next five years. In addition, regional shows will 
be held from time to time. The next regional show will be 
held in Chicago February 16 to 20, at the Palmer House. 





Vacation Trip Offered by Clary 


A mid-winter vacation at Nassau in the Bahamas and at 
Miami Beach, Fla., will be the grand prize for the winning 
Clary Corp. dealer and his wife in the company’s current con- 
test. 

The contest, based on percentages of sales quota achieved 
during the five-month period from August 1 to December 31, 
will include Clary dealers throughout the United States. Addi- 
tional grand prizes will be awarded to runners-up, and three 
monthly prizes will be given in each of the company’s six 
dealer districts, according to W. S. Watkins, manager of 
wholesale sales. 

The grand prize winner and his wife will spend three all- 
expense-paid days at Miami Beach and two at Nassau in the 
Bahamas. 





Kistler’s Publishes Monthly Newspaper 


“An everyday business asset of tremendous importance,” is 
the way Earle Kistler, head of W. H. Kistler & Co., Denver, 
Colo., describes the firm’s monthly newspaper, “Kistler Kom- 
ments.” 

A well-illustrated, lithograph newspaper which averages 12 
pages, the Kistler newspaper combines the usual mixture of 
features, photographs, news items, and announcements. 

However, instead of operating as merely an exchange of 
social news, such as is often the case, Mr. Kistler simply set it 
up to serve as an effective means of posting every employee in 
every department with the problems and background of other 
departments. 

The veteran Colorado office supply and furniture dealer 
looks upon a “complete understanding of the firm as a whole,” 
as a vital necessity. All too often, he points out, a customer 
asking directions from a salesperson in one department re- 
ceives only confusing, vague, or misleading replies—simply 
because the person questioned is not well acquainted with the 
concern, but is usually unwilling to confess the point—RAL 
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khiterator 100 


Automatic roller release * An 
weight paper to post card stock 
Automatic brush inking...$149.50 
Tax and counter extra 


Liberator 75 


Automatic feed * Hand brush 
inking * Post card to legal size 
$99.50 Tax and counter extra 


Speed -O-Catinel 


Duplicator base and handy util- 
ity cabinet. Top provides over 
5 sq. ft. of working surface . . . 
$77.50 


+—-—--------- 


Pies ba 
«te 










Bulletins, office forms, direct mail, 
house organs, catalogs . . . there is 
no limit to the versatility of precision- 





Pee built Speed-0-Print stencil duplicators. 
Sa Anyone can produce sharp, clear, PefLuxe Scopre 
4 professional-quality copies—from ten 
1 to ten thousand, and in color, if tenia s snp 
a. 4 ; ; ar or nana work on 
ee desired—quickly and economically. danaile. . ties Lberator 3 


any position . . . $49.50 
oa Electric operation 

| ? ' —— —_ 2 pan 

i SUM AUC M AMM coves pe hour Autos 


: SPEED THE WORK ... CUT COSTS $999.50 Tax and counter 





+ Simplicity of operation, dependable 
: performance, sturdy construction, 
long life .. . these are some of the 
extra-value factors that have made 
% Speed-0-Print known the world over 
. as “The World’s Finest Duplicators 
at the World's Lowest Prices.” 





Send today for 
ILLUSTRATED CATALOG 
describing the complete Speed-0-Print 

line of stencil duplicators 
and accessories. 





Fite Cabinet 
Saestmodates 400 sten- 
cils or! offset plates. Max- 


imum protection, easy 
storage . . . $49.50 


biterator 200 


5000 copies per hour * Hairline 
registration * Perfect for multi- 
ple color work . . . $199.50 Tax 
and counter extra 


-—————~~~--~~~+- 





“y -) 1 ao te Pa 1-11 bamotel-1-lel-) Galel* 


1801 W Larchmont Ave 


| 
in Canada |  SPEED-O-PRINT (CANADA) LTD. 


Feature-packed Post Card-Menu | 641 CRAIG ST WEST 
Duplicator . « + $4450 plus tax | MONTREAL, QUE., CANADA 
' 
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NOW Better Than Ever! 


The New 
Ingleole DEPENDABLE 


— As » 6 = _ Cah se ee 





Desk Fountain Pen Set 
Comfortable writing efficiency at a low price. 
New smart design fashioned from lustrous 
black plastic. Fast-filling, double action 
barrel keeps pen always ready for use. 
Unique, attractively designed, weighted 
base. T'redin screw-in feed and point 
makes points instantly replaceable. 
Lists at only $3.55 with stainless steel 
point — $3.95 with 
alloy-tipped point. 





DE-200 
DESK SET 





For Public Use... 
Chained to Stop Thett 


Has all the top features of the DEPEND- 
ABLE set above plus a 24-inch bead 
chain attaching the penholder to the 
base, thus guarding against willful or 
thoughtless appropriation of the pen. 
It's the ideal writing equipment for 
insurance and other financial insti- 
tutions. Extensively used in hotels, 
motels, government offices, other 
public places. Simple, effective 
adhesive backing firmly 
holds base to desk 
or counter. Just 
$3.80 list price 
for stainless steel 
tipped point — 
$4.20 with alloy- 
tipped point. 
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DE-1000 
PUBLIC DESK SET 


TREDIN Dadévidual PEN POINTS 


FOR EVERY WRITING REQUIREMENT 


AEAAE NEE 


c7 3° ALLOY-TIPPED $ .75 





STAINLESS STEEL 


INTRODUCTORY OFFER! Order three (3) either DE-200 or DE-1000 sets and 
receive 300 FREE circulars (with your imprint) — carrying charges prepaid. 


huglisck. 


“OFFICE ESSENTIALS OF DISTINCTION" 
You are cordially invited to visit our Booth No. 85 
at the National Stationery and Office Equipment 
Show. Sept. 28 thru Oct. 2 — Conrad Hilton Hotel 


307 SENGBUSCH BUILDING 
MILWAUKEE 3, WISCONSIN 
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Apsco Products Mark 50th Year 
At Rockford, Ill, in 1907, Apsco produced for sale its 
first automatic pencil sharpener. This 3-blade unit sharpened 
wood-cased pencils leaving untouched the edge of Dad’s razor, 
or Mom’s kitchen knife. 
In the intervening years, millions of Apsco pencil sharp- 
eners have been sold for commercial, school, and home use, 
Vastly different in appearance, of course, and improved in 
performance, today’s Apsco pencil sharpener models are not 
only the most efficient, but the most beautiful top-of-the-desk 
units ever created. 
In commenting on the pioneer manufacturer’s 50th year, 
A. D. Farrell, vice-president in charge of sales of Apsco 
Products, issued this statement: 
“We're proud, extremely proud, of the fact that we have 
served the stationery industry for over a half-century. Because 
we feel that ours is the basis of all business. But our most 
important contribution to the industry has been, not the end- 
less program of product improvement which has made Apsco 
pencil sharpeners, staplers and punches the most efficient 
units on the market today, but our endless research that has 
done so much to bring these units into their proper perspective 
from the consumer’s viewpoint. 
“Apsco has done much to take the pencil sharpener out of 
the ‘taken-for-granted’ category. We have made it something 
more than a piece of equipment that’s fastened onto a wall 
and accepted as part of the scenery to be used when needed, 
for as long as it will hold up. 
“As a result of our efforts, today’s purchasing agent knows 
that pencil sharpeners, too, can add or detract from his labor 
and costs picture. Our consistent educational campaigns, both 
to commercial and school system buyers, have spotlighted 
the importance of such factors as the correct pencil sharpener 
for a specific purpose; and the necessity for adequate installa- 
tions in effecting genuine savings in time and money. 
“Constant investments in manufacturing space and equip- 
ment, together with never-ending research and experimenta- 
tion in the development of new products have expressed our 
faith in the American economy far more adequately than any 
anniversary statements.” 





Tabat Joins Linotype Firm 

E. L. Tabat, formerly executive vice-president and director 
of Old Town Corp., has been appointed general sales man- 
ager of Mergenthaler Linotype Co., Brooklyn, N.Y. 

Mr. Tabat, prior to his Old Town position, was general 
sales manager of A. B. Dick Co. 





Observe Kardex Golden Anniversary .. . 


Remington Rand Di- 
vision of Sperry Rand 
Corp. is celebrating 
the golden  anniver- 
sary of Kardex by in- 
troducing the new 
Kardex Aristocrat 
record-keeping syS- 
tem model with an 
over-all $100,000 
national advertising 
campaign kicked off 
during September. 
The new Kardex her 
pictured is being dit 
played in the wit 
dows of some 200 
branch and district 
offices. 
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ail ean Bia: A A >) These are WATSON Stock Lines: 
san 23 eit haa > 400 Line — "High Line” of document 
n any le ae +s files and roller shelf cases. 
7134" high — with Com- 
"q panion Units 3434" high. 
800 Line Horizontal Units — for 
rector stacking — maximum flexi- 
—_ : bility — all styles. 
eneral | 3200 Line Counter Height Units — 
4174" high with recessed 
a toe space, continuous Lino- 
leum Tops, custom built and 
Slip-on Counter Fronts. 
4100 Line Vertical Units — all styles 
of standard units in 517" 
d Di > height — also 2 drawer desk 
Rand height units. 
rating When you sell this seal - 
aniver- y 5100 Line 5 drawer cap and letter 
wee cases. 
new 
— Optional Inserts available for 3200, 4100 and 5100 Lines. 
sy>" 
th @Y For information on any or all of these lines, write Dept. O 
10,000 . | ' pr. 
na you sell Quality! 
ed off d 
ber. | 
ben | A WATSON dealer has access to Watson Engineering 
19 ved Service, — which will design units, or complete installations 
» 200 4 for unusual or special record. filing conditions 


district a 
\ 
WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York 
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IT FITS ALL TYPES OF BUSINESSES! 


Dome is your best money maker because: 
¢ You make the same giant profit on each 
sale . . . original and repeat . . . you sell a 
complete book each time . . . NO REFILLS. 


¢ Reduces your inventory investment. 


¢ Takes less than a foot of counter space... 
dynamically packaged in a compact self-selling 
display unit. 


¢ Helps you sell through cooperative advertis- 
ing and FREE dealer aids, advertising mats and 
point of purchase displays. 


e It has a big consumer demand. 









By Popular Demand... ; 





Now Ready!!! 














DOME 
IMPROVED 


DOME SHORT-CUT | PAYROLL BOOK 
PAYROLL BOOK For the Employer of 25 or less. 


$49.00 
RETAILS FOR 3 Has new and Exclusive features. 
















50 
ORDER THROUGH $49. 
YOUR WHOLESALER RETAILS FOR 2 


DOME PUBLISHING CO., INC. 


THE DOME BUILDING, 357-361 CANAL ST. * PROVIDENCE 3 R. I. 
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Autopoint Holds ‘Operation Redemption’ 





An enthusiastic crowd participates in Autopoint Co.’s ‘‘Oper- 
ation Redemption’’ designed to introduce Autopoint 3X ball- 
point pen to the Midwest. Empty Autopoint pens of this model 
were distributed for redemption for a 3X pen filled with ink. 


Penco Metal Products in New Plant 

The Penco Metal Products division of Alan Wood Steel Co. 
has commenced the manufacture of steel storage equipment 
at its new $2,500,000 facility in Oaks, Pa. at the northern 
edge of America’s industrial Delaware Valley. 

Located on a 45-acre tract of land adjacent to the Schuyl- 
kill River, Penco’s single-level, white concrete and light blue 
corrugated steel building was designed and built by Robert 
E. Lamb & Son, Inc., Philadelphia engineering firm. Air-con- 
ditioned throughout, the plant contains 156,000 sq. ft. of floor 
area, more than three times that of Penco’s former plant in 
Philadelphia, 25 miles to the south. 

A 90-ft. wide fabrication area, running the entire 700-foot 
length of the main building, provides straight-line, integrated 
production of Penco steel lockers, shelving, cabinets and simi- 
lar specialty. 


Scratch Pads Sell Well by the Pound... 





Instead of pricing scratch pads of various sizes individually, 
Earl Dossett, retail sales manager of Kistler’s, Denver, Colo., 
simply piles up an elaborate display on a card table and offers 
them ‘‘priced by the pound.’’ The store’s experience has been 
that customers who ordinarily would buy only one or two 
scratch pads at a specific price for the pad will usually buy 
several on the per-pound price.—RAL 
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Expect to find in the Alma Director Series unparal- 





| leled warmth and friendliness obtained only in the i 
use of cherry and walnut. Designed to express the 
current contemporary without sacrifice of dignity and 


function. Here the modern lightness in appearance is 








n 
supported by extremely sturdy construction. The Di- 
|- 
le rector Series will satisfy the most discriminating ex- 
rt . 7 
n- the Director SETIES ecutive who treasures stability and prestige but yearns 
or 
= (SEQUENCE NO. 2) for contemporary decor. A beautiful new catalog is 
ot . . 
od yours for the asking. 
Li- 
¢ ALMA DESK COMPANY 
Manufacturers of Distinctive Wood Office Furniture 
High Point, N.C. 
Rooms 304A. 505A & 307/ he NSO NEW ITEM & NEW ACCESSORY 
r ention ee SoS mA j IDEAS in The Alma Trend Program — 
the single source service for complete 
office interiors 
: 
ly 
lo 
ers 
jen No. 1986TD or 1986TDWA 
wo : 
UY 
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ANOTHER 


Taylor 


FIRST... 








ee a SORRY Ro, 
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WITHOUT ARMS 





LINE 


design by Leon Gordon Miller 







2 The line: 
Arm side chair 
» Armless side chair 
Swivel arm chair 
$ : All three types available in all wood, 
upholstered seat, upholstered back, 
or any combination of these. 
Genuine handcrafted wainut. 
Displayed for the first time in the 
op Taylor exhibit at N.S. 0. E. A. 


Space 550A. 


Bs 


C Lor cxare COMPANY * Bedford, Ohio 
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Age Bias in Industry 


by MILTON STONE 


past president, 
Metropolitan 
Travelers Club 

of New York City 





@ In the March issue of The National Stationer there ap- 
peared an article which mentioned policies of one of our 
larger stationery manufacturers in hiring sales personnel. It 
read in part “We are partial to a candidate between the ages 
of 27 and 35.” 

This article was brought to the attention of the Metropolitan 
Travelers Club, and it led to a rather full discussion of the 
subject of employment of salesmen of more mature years— 
or the problem of age bias in industry. 

The many debates these days revolve, for the most part, 
around specifications of “under 40” or “under 45.” Now age 
is a relative thing. Let me illustrate with a story. Justice 
Oliver Wendell Holmes was a close friend of Justice Louis 
Brandeis and they were accustomed to taking almost daily 
walks together. Justice Holmes had reached the age of 92. 
One day, during one of their strolls, a delightful damsel 
passed them. Justice Holmes followed her with his eyes as 
she minced down the street, then looked up to Judge Brandeis 
and said, “Oh, what I wouldn’t give to be 70 again.” 


"40"" Means Old to Some 

Evidently, 70 meant “youth” to the venerabie gentleman, 
while 40 has begun to mean “age” to many amongst us. 

A man on the wrong side of the entirely arbitrary, some- 
what senseless 40-year age barrier separating employable’s 
from those considered “too old” to hire today finds himself 
in a serious predicament indeed. With 20 to 30 years of 
useful service left in him, he finds himself tossed into the 
discard. 

One of the most serious deterrents to hiring men over 40 
exists in the pension and retirement plans of many firms. To 
hire a man over 40, the company may have to pay twice as 
much in premiums as for a man in his 30’s. Many older men 
offer to waive pension rights or to pay the additional pre- 
miums themselves, but so mechanized have we become that 
often the human, humane considerations are pushed aside 
in favor of such answers as “that would be against company 
policy” or “it would mess up the bookkeeping.” 

To make this problem a bit clearer, let me cite a typical 
case as set forth in an article by Ronald Schiller: 


“One morning forty-seven-year-old Harry Davis boarded his 
usual commuter train. There was nothing in his appearance 
that set him apart from other commuters in the train. With 
his conservative clothes and brief case, he looked like any 
other middle-aged businessman on his way to work. 


Age Presented Barrier 


“But Harry Davis was a man in desperate trouble. After 
twenty-three years with the same firm, he had lost his 
$11,000 job as office manager when the company was merged 
with a larger concern. And despite a year of heroic effort, 


he had been unable to find another position—because of 
his age. 
“When the train reached the city, Harry strode down the 


station platform—but instead of boarding a bus or taxi to 
his office, as did the other passengers, he went into the wait- 
ing room. This was the worst moment of the day for him, 
when that feeling of despair and panic invariably assailed 
him. He waited for it to subside, then made telephone calls 




















Living-room beauty comes to the office... 





with hard-wearing 


A VAC O PRODUCT 
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Nvio Saran 


THE 100% NYLON-AND-SARAN FABRIC 


Cleanable as Plastic — yet Soft as Wool 


NYLO-SARAN is virtually stain-proof — even ink washes right 
out with soap and a damp sponge. Yet NYLO-SARAN has the 
look and feel of richest, softest wool. 


Breathable as Fabric 


Woven like cloth, NYLO-SARAN gives year-round comfort .. . 
it's cool in summer, warm in winter. 


Highly Durable 
NYLO-SARAN combines the strength and abrasion-resistance of 
Nylon and Saran. Colors are locked-in and are highly fade re- 
sistant. It is moth and vermin-proof. 


Flame-Resistant and Mildew-Proof 


NYLO-SARAN passes the fire laws of all states . . . it will not 
support combustion. Unaffected by salt air . . . mildew-proof. 


SPECIFY regular-grade and ALL-SPUN NYLO-SARAN for all types 
of office and institutional furniture. Samples available. 


VIRGINIA FIBRE CORP. 


GENERAL OFFICES: 625 Ward St., High Point. N.C. 
New York Office: 388 Broadway 
FACTORY: Petersburg, Va. 
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WILSON MEMINDEX 


Reminder Items 


us ro ed and improved 
since 1902 





Now well into its fifth decade, this famous line is constantly 
improved in convenience, appearance, value. Thousands of 
active people re-purchase year after year. For your share of 
this profitable repeat business, place your order now! 


MEMINDE ey 
The automatic — pepe 
tomatic seller. 8. . soe 
Now features a moder ae 
desk tray in the higher-P 

ceils. Order today! 


x—Abso 








odern memo- 


DAYDEX—The ™ lendor thot 


appointment ce 
keeps a 
pointmen $s 
plastic ners, 
ake this pop 
Recently re-styled- 
fillable. 


lar everywhere: 
$3.75. Re- 











DAYDEX MODEL er. 
saned, features © page-< 
pone ent week always 
le plastic arrow in- 
_ Inexpensive, re- 
fillable—the perfect gift. $2.50 
! 


PLANNING GUIDE—Contin ae . 
its steadily increasing — 
sorta Scientifically -— - 
on s for daily and weekly : 
~ n of activities ™o - 
e seller.-- plenty © 
toot $4.45. ¥P- 


ganizatio 
this a sur 
refill business, 





All are advertised in leading magazines and newspapers 
from coast to coast. Free sales aids available. Complete 
information, including all prices and discounts, on request. 


ost Geet a Write Dept. VV-7 


WILSON MEMINDEX CoO. 
Established in 1902 


{TER STREET * ROCHESTER 21,N. Y 








to the three employment agencies where he had applications 
on file. He got the usual answers: ‘Nothing interesting for you 
today, Mr. Davis.’ Next he sat down on a bench and opened 
his paper to the employment section (he didn’t like to read 
it on the train where friends might see him) and carefully 
scanned the long columns, skipping those ads which specified 
‘under 40° or ‘under 45,’ circling others which required per- 
sonal letters. Most of the rest of the day he spent sitting 
in Offices waiting to be interviewed by personnel managers, 
most of them younger than he, who had answered his letters 
regarding. previous ads. A big problem to a man in Harry’s 
position is to maintain morale. A dozen times a day Harry 
reminded himself, “You’re in fine health; you’re in the prime 
of life; you’ve had valuable business experience. You may 
land the very next job you apply for. Just keep plugging!’ 
“But these self-administered pep talks cannot stay Harry’s 
rapidly deteriorating financial condition. Like many white- 
collar workers, he had never been able to save much money. 
There was a family to raise—two sons—and his position in 
the company had required that he maintain a good standard 
of living. For many years he had earned barely enough to 
meet expenses. His firm had given him two months’ severance 
pay when they discharged him, and state unemployment com- 
pensation had helped while it lasted. But outside of a little 
money in the bank, his only assets were a three-year-old car, 
some life insurance, and a $16,000 house on which there re- 
mained a $10,000 mortgage.” 





A Waste of Manpower 

And so it goes. Most of us here have a good measure of 
security on our livelihoods but the welfare of all of us is 
tied up in cutting down this cruel waste of healthy, capable 
men. Today 47 million are middle-aged; by 1975 there will 
be 64 million, or half of the adult population. 

Secretary of Labor James Mitchell has warned that the 
growing number of middle-aged unemployed could become 
“the most potent group this country has ever known, and 
force some kind of public program for its own survival”— 
and presumably this would be through political action. 


The Metropolitan Travelers Club has decided to go on rec- 
ord with a definite stand on this issue. We believe in the em- 
ployability of the healthy middle-aged man. In many respects 
he is more qualified than a younger man, and we take the 
stand that the many reasons given for refusing to hire older 
workers are raw fallacies. 

The National Association of Manufacturers surveyed 
3,313,000 employees to learn that only 7% of the older work- 
ers could not match younger people in work output while 
93% were superior or at least the equal of younger workers. 
A more detailed study by the University of Illinois revealed 
that rates of absenteeism, lateness, and turnover of employees 
are actually lower. And, on the other hand, loyalty, responsi- 
bility, and morale are greater. The study also shows they are 
less prone to accidents and the quality of their work is 
superior. A member of our Club was good enough to send 
me an article taken from the New York Times of May 26, 
1957 which states: 

“The eight reasons given by employers for not hiring work- 
ers over 45 years old ‘are myths that have little basis in 
fact,” according to the May issue of the ‘Industrial Bulletin.’ 
It is the official publication of the State Labor Department.” 


Some Firms are Changing 

As to the silly reasoning regarding pension and retirement 
plans, we of the Metropolitan Travelers Club believe it is 
sounder good fellowship and good business to adjust plans to 
humans rather than try to squeeze humans into plans. 

Many firms, I am glad to say, are changing their attitudes 
toward older workers to their advantage. In Jersey an elec- 
tronics concern, desperate for executive help, violated its em- 
ployment age policy by hiring two men in their 50’s. It turned 
out so well that five more were hired. “From now on older 
men get preference here,” the young president of the com- 
pany now says. 

And here are reports from two of our own Metropolitan 
Travelers. 
“After 24 years with the————Corp., and their successor 
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NEW Large Capacity | 
_ SLIDE LOCK RING BINDERS 






Never any need for pressure on rings. 


. _ ee” “<r 
"a a i aa Aa 








These new large capacity Slide Lock Ring Binders 
demonstrate once again Boorum & Pease leadership in 
record-keeping forms and devices. No doubt about it, 
they’re the finest! Boorum & Pease products have been 
not only the standard of quality, but the standard 

of comparison for more than a century. 

Contact your B & P Representative 
now — he’ll be glad to show 

you these new Slide Lock . 
Ring Binders and other 


fine B & P products. 








1. Easy to open 2. Easy to 
— single lever close 








hd A positive 4. Will not 
lock jar open record-keeping forms and devices. 


Over a century of leadership in 


General Offices: 84 Hudson Ave., Brooklyn 1, N. Y. « Boston 10: 
Boorum & Pease 80 Summer Street + St. Louis 2: 155 So. 8th Street + Chicago 7: 310 W. 
| Polk Street « New York City Salesroom: 349 Broadway, New York 13 
Chicago Salesroom: 1519 Merchandise Mart Plaza, Chicago 54. 
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PROFIT 


with the worlds most 


COMPLETE 


line of wood and metal base 


CUTTING BOARDS 


example: 
SAFEST CUTTING BOARD 
EVER DESIGNED... 


PREMIER 
ACE 
ALL-METAL 
CUTTING 
BOARD 





The new Premier Automatic Guard Rail feature affords complete 
protection against accidents—making the Ace All-Metal Cutting 
Board the safest for use in classrooms and school offices. Other 
features include automatic paper clamping device to keep mate- 
rial in position for accurate cutting . . . Hollow ground, self 
sharpening steel blade . . . permanently, accurately scored half- 
inch squares . . . rugged, all-metal construction for years of out- 
standing service. 


See display at N.S.0.E.A. show — Room 647 


For Complete In- 


formation, Name 


PHOTO 
MATERIALS 
co 


of Nearest Dealer 
Write — 





Chicago 12, Illinois 





2100 W. Fulton Ave. 
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, at the age of 47 years, I was hired by the 
Company. At first they thought I was too old. However, at 
the end of my first year I received a watch as a reward for 
selling the greatest amount of certain lines. This was in 
competition with 40 salesmen throughout the United States.” 


The other member writes: 


“My company, the—————Company, employs many sales- 
men over 65. Our president awards a gold watch to the out- 
standing salesman each year. During the past three years, 
two of these awards went to men over 60 years of age.” 


Government Helping 


Not only have many firms begun to re-examine their hir- 
ing policy. The Federal Government abolished age restric- 
tions on Federal jobs two years ago; and Colorado, Louisiana, 
Massachusetts, Pennsylvania, and Rhode Island have legislated 
against age discrimination. Moreover, government employ- 
ment offiices in New York State and Canada have increased 
such job placements by as much as 400%. 

The Metropolitan Travelers Club believes that all states 
should adopt similar laws. We also believe it is simply a mat- 
ter of educating industry that it is to its economic self-interest 
to hire older workers; to teach the fact that older workers 
earn every dollar paid them. We also oppose the argument 
that older people are “too set in their ways,” less adaptable, 
harder to train. The best answer I have found to this com- 
plaint has been written by Dr. Margaret Mead, a life-long 
scholar in the study of societies, one of the world’s great so- 
ciologists. She states in an article that appeared in May, 1957 
entitled “Adults Can Change Their Habits:” 


“Let us have a look at how much individuals in a society 
like our own do change, have changed, without being given 
any credit for it. While we have discussed the rigidity of old- 
er people—the stiffness of their tongues struggling with a new 
language, the clumsiness of their fingers or muscles coping 
with new machinery—actually each change in our dramatically 
changing history has been accomplished not by children— 
who learn so easily—but by adults who are supposed to learn 
with such difficulty. 


“Adults drove the first automobiles, typed on the first type- 
writers, piloted the first airplanes, operated the first radar 
sets, vacuumed with the first vacuum cleaners, and beat eggs 
with the first electric mixers. Adults learned to live in a shrink- 
ing world, to pay attention to countries not in their geography 
books, to move from the provincialism of grudging a quart of 
milk to a Hottentot, to backing foreign aid for half the world. 
The older they are, the more people have had to change; so 
the oldest of us have moved from a horse and buggy or a 
carriage and pair, from candles and kerosene through gas to 
electricity, from the Morse code through wireless and radio 
to the ability to read the highly coded pictures which appear 
on a television screen. 


Here's Game To Try 


“In fact it would be a good parlor game for families with 
teen-agers who complain about the inability of their elders to 
keep up with the times, to sit down and make lists of just how 
much each group—children, parents, and grandparents—has 
been asked to keep up with. The grandparents would win 
hands down. The teen-agers might find that actually they 
were the most rigid of the three. 


“Looking at the people about us—the old lady who grew up 
in a household with servants but who now can put together 
such a charming meal with frozen foods, or the woman who 
has simply moved, not knowing she was changing, through a 
changing world—it is possible to distinguish extremes of 
change. 

“The most significant elements in fostering the ability to 
change seem to be the belief that one can change; and then 
the recognition that one has changed and will do so again. 
The most paralyzing element is a belief that old or middle- 
aged or even young people can not do something new.” 


What are some of these qualities the older worker has ac- 
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pearance Always Counts 


Whether you're typing business letters on land, sea or even 
in the air (yes, Virginia, there are flying carpets), the impres- 
sion they create has to be the right one. That's why discern- 
ing secretaries everywhere depend upon Columbia Ribbons 
and Carbons to give that special note of correctness to their 
office correspondence. Columbia Ribbon and Carbon Man- 
ufacturing Co., Inc., Glen Cove, N. Y. 


e 
RIBBONS AND CARBONS 


CLASSIC + SILK GAUZE +*+ MARATHON + COMMANDER 
PINNACLE . RAINBOW ° DH&D . TITAN 


This advertisement also appearing in the October, 1957 issue of OFFICE MANAGEMENT 
and the November, 1957 issue of PURCHASING. 
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Handy for many practical uses, PRESTO Loose Leaf Rings 
i are fast-selling and profitable repeat items the year 
‘round. They’re precision-made for easy opening and 
4 closing. Bright nickel-piated steel—built to withstand 
1 ehuse. Available in 8 sizes, as well as handy self-selling 
| display box assortment. Write for literature. 
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ACCESSORIES Binder pn - Prong Paper @ Loose Leaf 
Sections @ Screw Posts @ Fasteners Rings 


CHARLES LEONARD, INC. 


79-11 COOPER AVENUE - GLENDALE 27, N. Y. 














SELLS LIKE MAGIC! | 


perficial experience of callow youth. For as Mark Twain 
said: 


“One should get out of an experience only the wisdom that 
lies therein—and stop there, lest we be like the cat that sits 
on the hot stove lid. She will never sit on a hot stove lid 
again—that is well, but also she will never sit on a cold one 
either.” 


Acquires Resourcefulness 


The older man has acquired this fine sense of discrimina- 
tion in experience. 

Also he has acquired resourcefulness, such as is exemplified 
in the true story of the salesman who was anxious to sell a 
large national concern. He gave his card to the office boy and 
had the shock of seeing, through the partly opened door, 
that the purchasing agent had torn it up. When the boy re- 
turned to say that his boss was not interested, the salesman 
asked for his card. The young man, taken aback, returned 
to the purchasing agent and repeated the salesman’s request. 
Returning, he told him that his boss had said he had thrown 
away the card and the boy handed the salesman a nickel in 
compensation. Whereupon the salesman opened his card case 
for the second time, took another card from it, handed it 
to the boy, and said “kindly give this card to your boss and 
tell him I am selling them two for a nickel this week.” Need- 
less to say—and, I repeat, this is a true story—the salesman 
gained access to the elusive purchasing agent, who later be- 
came a solid customer. 





And with the years, a man acquires a measure of wisdom. 
As a quick example under this category I might cite the 
seasoned salesman who ascribed his success to the first seven 
words he uttered when a woman opened the door of her 
home, which were: “Miss, may I speak to your mother.” 

As I see it, every human accomplishment, every human 
relationship, every form of human growth, takes time. It takes 
time to acquire the stature and character of a man; to be- 




















because they’re All Steel... by Steel Parts 


All Purpose, All Stee! Waste Baskets 


Perfect for Office, Home, Store, School, 
Hotel and Hospital! 


Designed with a Purpose . . . 


The Deluxe “Executive” rare 


Pennant Business Machine 


Stands 


To protect the 





mv 


This heavy gauge, all steel Waste 
Basket is recognized as the “Standard 
of the Industry’. Features Rubber 
bumpers on all corners and welded panel 
construction. Rubber tips are SEPA- 
RATELY welded in steel legs to elim- 


Lorge copacity, mini- 
mum floor space. 
12 1/2412 1/2 x 15 
high. 


The Deluxe ‘Oblong’ 


Incorporates all the same construction 
features of the ‘Executive’ basket but 
is designed especially for limited floor 
space areas. Size 9 1/2x 13 1/2 x 12 3/4 
high. 

Both the Executive’ and the ‘Oblong’ ore avail 
able in all desired and matching office and 
commercial colors. Grained finishes include 
Walnut, Mahogany and Ook. 


Be Sure and See Us at the 





N.S.0.E. A. Convention 


Sept. 28—Oct. 2, 1957 


Pick up our new catalogs at Booths 319-20 
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t in Expensive Office Machines. 
(ilustrat. model 540.) 


Pennant stands practically eliminate the pos- 
sibility of tipping because they have been 
‘counter balance engineered’. Adjustable cups 
and channels make each Pennant Stand ad- 
aptable for use with practically all makes and 
models of different office machines. 


Heavy caster housing protects the operator 
and provides the firm anchorage that pre- 
vents movement and tipping ... . and every 
Pennant Stand is GUARANTEED VIBRA- 
TION-FREE. 

There is a Pennant Stand for every business 
machine application. 






Write for FREE 16 Page Color Catalog 


A Pennant 
‘Exclusive’ 
... TIP-TOE Raising and Lowering. 


For fast portability and equally fast firm 
immobility. 


STEEL- PARTS MANUFACTURING CORPORATION 


A Division of Blackstone Manufacturing Co., Inc. 
4630 W. Harrison Street * Chicago 44, Illinois 
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A New Swing-Arm Pedestal Model 


Now Dazor gives you a matched set of lamps that you can recom- 
mend for any fine office. The arms of the Desk and Pedestal Models 
swing completely around, permitting the user to place the light in the 
preferred position. The arm can be raised or lowered on the pedestal 
of the floor lamp. All three in this group combine indirect lighting 
with high style. And they'll all sell for the swing to Dazor is on. 


Air-Cooled for Comfort and Safety 


Another feature of the new Dazors is the Air-Cooled Reflector—safe 
and comfortable to touch even after long use. There’s no risk to the 
user while changing the position of the light source. Full informa- 
tion on the lamps is available from your Authorized Dazor Dis- 
tributor. If you need his name, write to Dazor Manufacturing Corp., 
4481-99 Duncan Avenue, St. Louis 10, Missouri. In Canada address 
Amalgamated Electric Corporation Ltd., Toronto 6, Ontario. 


ONLY QUALITY FIXTURES COME FROM 
THE MAKERS OF 


FLUORESCENT and INCANDESCENT 


OA—10/57 


The swing is to 


DAZOR Swing-Arm 


Lamps... 
Matched for styling 


Priced to sell 


The distinctive styling of Pedestal Model 
1086 shown at left adds a note of good taste 
to the executive office or reception room. 
Like its decorative companion, Desk Model 
1056, above, it provides soft indirect lighting. 





Simplicity of design and restful lighting are 
characteristics of this Dazor Model 1055. 


The standard finish of all three lamps is 
frost-green baked enamel over bonderizing, 
combined with brass; optional colors: frost- 
tan, statuary-bronze, gray or ebony over bond- 
erizing, combined with brass. 
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Send OA Home, too 





At your store... A MUST! 
At your home... 


A GREAT CONVENIENCE! 


Your copy of Orrice Ap- 
PLIANCES is an essential part 
of your store or office opera- 
tion, and must be kept there 
handy for quick, easy ref- 


erence. 
However, since your busi- 
ness rates number one in 


your reading interest, read- 
ing OFrFrice APPLIANCES at 
home can be enjoyable, and, 
of course profitable. 





The answer: A second subscription to OA, deliv- 
ered to your home at the cost of only 25c a month. 


Why not fill out the blank below, 


Fill 

tear it out and mail it to us. Enclose 

your check, or we'll bill you later Out 
— and in appreciation of your the 
prompt response, we'll immediately Blank 
send you a copy of OA’s special re- 

print booklet, “How to Develop Below 
Creative Selling Habits”. Like OA, Mail 
it will make good reading at home, Today 


too. . o- 





Yes! Send OA Home, too. Send the free booklet 
“How to Develop Creative Selling Habits’’ 
C] $3 enclosed C] Bill me 
Name a —— 
Home Address _ < 
es Sea F: Zone _ 
State ‘. wre 
Firm Name ____ 


Type Of Business _ 


Position __ a 
MAIL TO: 
OFFICE APPLIANCES 
600 West Jackson Bivd., Chicago 6, Illinois 
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come a better man takes more time. To become a salesman 
takes time; to become a better salesman takes more time. And 
so it goes. Plainly, therefore, the mature man has lived the 
requisite time to become a better man no matter what his 
field of endeavor. 

So we, the Metropolitan Travelers Club, in taking this stand, 
want to urge the implementation of President Eisenhower's 
words when he said, “We cannot afford to squander our man- 
power through a prejudice which obscures the values of ma- 
turity, responsibility, and constancy found in older workers.” 
And, to take our final words from the NAM report—“Ac- 
tually, older workers are the cream of the crop.” 





Mayline Co. Holds Annual Picnic 


The annual picnic of the Mayline Co. was held at Ever- 
green Park in Sheboygan, Wis. on Saturday, August 3, with 
more than 100 employees and members of their families par- 
ticipating. Throughout the afternoon employees enjoyed the 
various contests provided by the games’ committee. 

Winners of the various contests were: baseball rolling, Mrs. 
Al Wagner; plate throw, Judy Schmiedlin; Turkish Hookah, 
Harold Mais; balloon swat, Tony Urbas, Ray Schmiedlin and 
Glen Schmolze; autograph game, Judy Schmiedlin; and guess- 
ing game, Bill Thiel. 

In other events the winners were Al Maas, Victor J. 
Kritske, Dorothy Neerhof, Mrs. Albert Graefe, Edna Daigle, 
Janice Wier, Jerry Cernickly, Mrs. Chris Rusch, John Wilke 
and Harold Reichert. 

Games for the children were supervised by Donald Dietz. 
Ernest Kaufmann superintended frying on the outdoor grill. 

Members of the various committees included Harold H. 
Mais, Leo Ebben, Henry Ruehr, R. Hoerig, Irwin R. Boss- 
hardt, Victor Kritske, Paul Schroeder, George Wangemann, 
Al Maas, Jerry Breitzman, Carl Krueger, Ray Zelle, Fred 
Westphal, George Benke, Mary Ragaisis, Janet Breitzman 
and Mary Leskovec. 


aE - a ———______________- 
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| PENGUIN « custom-built} 
si Refrigerated Furniture 











Newest bar sensation in cabinets 

* 10 fit modern, traditional and contemporary 
decor. One side contains a specially 
designed refrigerated unit, the other 
serves as a liquor and glassware 
storage compartment. 


Illustrated brochure 


mailed upon request. 





Dealer Territories Still Available. 


Springer Industries inc. 


Ange aah Ave. L. 1. City 3, N. Y. 
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Ever Ready’s 
New Package f tiirceate .rtinats 






















left to chance. Your cus- 
tomers get exactly what they 
wont without time-consumin 
descriptions of style, size an 
drilling. 






Better display — the new Ever 
Ready refill package adds greoter 
sales impact to counter, window 
or island display. 















Reduces spoilage — the cause of 
costly spoilage (when refills must 
be replaced after cartons have 
been opened to show the con- 
tents to the customer) has been 


eliminated Everything is now in 
clear view 














Self-service—meets the challenge 


of modern merchandising. Pro- 
vides you with a selling method 
: customers like and are accus- 
tomed to. And relieves the pres- 
sure on regular and part-time 
employees during the seasonal 
selling peak. 















time with refill customers. Take 
only long enough to ring up the 
sale 


Saves time — clerks can handle 
3 more sales per hour. Spend less 





Stimulates “impulse” buying — 
30% of ALL retail sales are made 
on impulse. Self-service packag- 


ing gives you a new selling tool 
to increase sales. 





Old-fashioned, “blind” packaging is a 

thing of the past. You no longer have to guess what your 
customers are trying to describe when they want 

a new Ever Ready refill for their desk calendars. Now 
the page style, size and drilling are in FULL VIEW. The 


1958 Edition of Ever Ready’s complete line of 





A compl “Calendar Department” to on 
. calendar sal be f 
refills are packaged in Mylar. CO Se ee 


SGT hs 
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BRAND 
No. 1900 
4-C 
$13.25 


Retail en 


Enamel finish 

Top sizes 16” x 18” — leaves 8” x 16” 

All welded construction 

3” casters — free rolling 

2 locking casters 

Stained masonite tops — scratch proof surface 
Shipped set up 

Ideal stand for rental purpose 


~ 


Write for complete details 


h. a. STEGER CO. 


308 SOUTH FOURTH ST. ST. LOUIS 2, MO. 
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Tiernan's Opens Remodeled 
Store in Pomona 


by J. Edw: Tufft 


e THE TIERNAN OFFICE Supply Co., a firm that has 
served Pomona, Calif., for more than a quarter of a century, 
had a formal opening at its new business home recently. 

[he new store, with 7,700 square feet of floor space, faces 
on two streets. This offers ample glass space which can be 
seen from two directions. Oa Third Street there are two door- 
Ways Opening into the display area. At the right are stationery 
supplies, in the center are the typewriters and calculating ma- 
chines, and at the left and across the front are examples of 
the steel and wood office furniture. 





Exterior . . . of Tiernan Office Supply in Pomona, Calif. 


At the rear are offices, the service department, and stock- 
room. All fixtures are new, with fluorescent lighting, asphalt 
flooring, and acoustical ceiling installed. 

Tiernan in Pomona employs fifteen people—five salesmen, 
two clerks, two office workers, three mechanics, a floor sales- 
man, a stock clerk, and a delivery driver. The longest term 











LOUIS MELIND 


COMPANY 


DALLAS 
714 WN, St. Paul Street 


CHICAGO 
3524 N. Clark Street 


LOS ANGELES 
5254 Alhambra Ave 


in the box so strong you can stand on it! 


Complete stocks 
in all branches 
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He likes Utility 


Both like BraceSib Sich Lohse 


HUNTINGTON furniture is designed to create an atmos- 
phere of prestige and quiet elegance for the office. 
Superb, tailored appearance and maximum utility are 
perfectly blended for those who still prefer a combi- 
nation of both. The cases featured above are just one 
example of numerous office arrangements which may be 
obtained from the versatile, modular units. Skilled 
craftsmanship with high-quality hardwoods makes for 
enduring wear and low-cost maintenance. 
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SHOWROOMS: 


Chicago - New York 
Miami - Huntington 


wee es 


He likes Design 


HUNTINGTON CHAIR CORPORATION 


Huntington, West Virginia 

















For complete information about Hunting- 

ton furniture, attach this cow to _ 
n r 
irginia. 


letterhead and mail to: Hun 
Corporation, Huntington, West 


weereees: 
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ee 
SMOKING ACCESSORY 


HEADQUARTERS 
A Real Beauty! 


Ideal for Every Office! 


“SPIN-TOP” 


moker No. 190 


Automatic—NO SMOKE—NO 
ODOR. Knurled lace design on base 
and head. Ideal for offices, lounges, 
etc. In Goldtone or Silvertone. 
Height 26"—Base 8". Also available 
in Polished Chrome (Specify 


+190X). 


=>, 













VISIT US AT 
BOOTH NO. 336 W. 
NSOEA EXHIBIT 


Nic. 
Dept. OX-2 


111 Pioneer St., Brooklyn 31, N. Y. 
Send for free Illustrated Catalog of entire line 


tn ti etn ti i et i i en a 
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employee is Ted Blysma, floor salesman, who joined the com- 
pany in 1947, Others on the inside force are Mildred Nichol- 
son and Micki Sapp. The outside sales force consists of Obert 
H. Foss, Michael J. Lawless, Neil B. Gordon, Carl Anderson, 
and Dale T. Burrell. Working in the office are Joan A. Conk, 
office manager and accountant, and Virginia Weis, bookkeeper. 
Service department employees are Russell A. Young, Freder- 
ick S. Robertson, and Howard R. Stanton. The receiving clerk 
is Norman J. Baeskens, while handling deliveries is George 
K. Riggle. 

The first Tiernan store was opened in Riverside in 1912 by 
the late R. A. Tiernan who was active in the typewriter busi- 
ness for about half a century. That original store is still oper- 
ated by one of the three Tiernan brothers, Harold A. Tiernan. 

In 1916 R. A. Tiernan opened a store in Santa Ana, a busi- 
ness that now employs 50 people. He and a third brother, 
Richard T. Tiernan, bought out the O. A. Burtner Typewriter 
Company in Pomona in 1925. This firm is now operated by 
three partners, Jack Basenfelder, who joined the firm in 1933; 
Frank Robertson, who joined in 1944; and Richard E. Tiernan, 
Jr. 

The chief owner of the company today, brother of the 
founder, has had a unique career. Richard E. Tiernan was 
born in Galveston, Texas, in 1880. He worked on the cotton 
exchange there for some years before moving to California. 
In California he worked for the Southern Pacific Railroad and 
had his office on Oakland Pier for nine years before trans- 
ferring to the Los Angeles office. He joined his brother, R. A. 
Tiernan, in the purchase of the small typewriter shop in 
Pomona, mentioned above. He makes the simple statement 
that the business prospered simply because customers were 
treated as they wished to be treated. 

Mr. Tiernan says he expects a business increase of from 
20 to 25% in the new location. He himself retired from active 
business last July but still drops in frequently to see that every- 
thing is running smoothly. Among his outside activities are 
his work with the Elks Club, of which he has been a mem- 
ber for 30 years; the Kiwanis, of which he has been a mem- 
ber for twenty-nine years; the Knights of Columbus, and the 
Chamber of Commerce. 
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Puzzled on how to turn shoppers into customers? .. . 


modern steelcrait... 






© 10 Roller bearing heavy duty FULL SUSPENSION cradle 
® Full 26” filing space in every drawer 

® Symphonic, lusterous, permanent finishes of olive 
green or modern grey 

Rugged construction with multiple reinforced uprights 
Beautifully designed with solid aluminum hardware 
Positive follower block . . 
Made of heavy gauge steel for lifetime service 
Available with thumb latch upon request 

All models available in letter or legal sizes and with 
plunger locks 


+ easy to operate 


Then feature MODERN STEELCRAFT—the profit mak- 


ing line. Made by a company specializing in files for over half a century. Built with features that clinch sales 


and priced to give your customers maximum value . 





modern steelcraft inc. 
2973 Cropsey Ave.- B’klyn.14,NLY. 










... THE PRESTIGE LINE 
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. Not to mention maximum profit for you. 


Write for catalogue showing our full line of easy 
selling, high profit office furniture. 
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secretarial 


posture chair 
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‘ e 6 e e ® 6 FEATURES GALORE THE GALS WILL ADORE 
ee @ 
e P id ‘ ° e ¢ Full 2-inch thick bonded foam latex seat « Spring 
eeee steel back post « Foam padded back 
eee 
e@eee rest ¢ 3-way back adjustment « Smartly styled square 
P ° e e ° ° e tubular steel base « Rugged 134” top-bearing 
P ° ‘ e - e x casters ¢ Shipped KD « Seat measures full 17” wide 
3 * : + . . x 14” deep, backrest 132” wide x 92” high 
eee e PLUS... CONVENIENT HAND-WHEEL HEIGHT 
teeta a ADJUSTMENT 
°* @e8 ®@ 
eee 
e* @¢? @ FINISH—Oven-baked enamel in metallic gray, 
ee @ °®6 . 
. a a mist green, tan 
. e in © ‘ © Z UPHOLSTERY—U.S. Elastic Naughahyde in 
eee yew green, ginger brown, gray, oxblood, 
e* @@ - * black, flame, ceruleun, sandalwood, parchment. 
ee 
®* @ e8 ®@ 
ee °*® 
e®eee 
eee 
” e ° e s ‘6 “ No. 40 Secretarial Posture Chair WRITE TODAY for coteing aint 
ee @e °*@ 
ee ee REPRESENTATIVES: SEVERAL TERRITORIES OPEN extra generous discount schedule 
+ 
@® 1 No. 30 Side Chair $24.95 list | No. 20 Arm Chair $34.95 list | No. 60 Side Revolving Chair No. 10 Arm Revolving Chair 
* ‘ $56.95 list $59.95 list 
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oe SsS& SEATING CO. 
° e * 911 Walnut Street, Philadelphia 7, F 
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AVENE —=az-z ———|_ | Horder’s, inc., Features New Autopoint Pen . 


For A Good Buy 


In 
Metal Plan Files 
See MAYLINE! 


Mayline plan files are high in value, yet low in price. You 





ey 
} Se &- 








get sturdy, well constructed st cabinet leep yomy 
drawers with ball bearing rollers, hinged dust cover in every 


drawer, man size drawer pulls, and qood size card holders 








Standard finish is hammertone ara 





3 Dealers, be sure you have literature illustrating these files = 
= Ask for folders S-20 and S-5 = 
< z 

= ™ | Full window lays on the new Aut nt 3X iIIpoint pen 

a have been f tured in eight of the Ch r tore t ‘order S, 

hae| nce. The er displays show a laras ving rr tilled 

May Ne | with 3 er moting the idea that e Autopoint xX ball- 

Hand point pen barre full of ink. Disp ters a ens cre 

ittractive ngoed around the t re 
Symboil of Superiority — 


DeJur-Amsco Opens Western Facilities 


MAYLINE CO. [The opening in Los Angeles of new general offices and 






warehousing facilities to cover 11 Western states has been an- 

INC. nounced by the DeJur-Amsco Corp. The new West Coast 

: | headquarters at 11650 West Olympic Blvd., will have ex- 
Se panded facilities to handle sales, service, parts and warehous- 
_sS—~ Se | 625 No. Commerce St. ing for all DeJur divisions: photographi uSINess equipment, 


—— — 


SY 






Sheboygan, Wisconsin electronic and industrial. 
The new general offices, under the director of West Coast 


Sales Managers John Morris for photographic and office 
MAYLINE equipment and William Stone for industrial electronic com- 














ponents, have just been officially opened 


Are you getting ALL the BENEFITS of this 


PROTECTED oose war une? 


higher profits 
FAULTLESS products are sold only through a quota of selected 
retail dealers. No jobbers . no discount houses . no direct 
consumer sales. You order right from the factory sell at 
higher profit percentag: 














steady repeat sales 
A limited number of dealers within specified territories assures 
volume repeat business. Satisfied FAULTLESS customers come 


back to you time and again. 


secure Juture 
No cut-price competitors sell FAULTLESS products. No dealer 
can order through jobbers and sell your customers. The volume 
you build is protected. You're one of a chosen few, with a top- 


quality line whose manufacturer is dedicated to your best in- 
terests 

less competition 
The fine quality, superb craftsmanship and clusive features 
of FAULTLESS products assure greater acceptance and con- 
stant demand. These selling points plus a better distribution 
policy keep competition at a minimum for FAULTLESS dealers. 


No other loos« eaf line offers the qua projlt and pro- 
tection that FAULTLESS gives its dealers. If you'd like 
to know whether there’s a FAULTLESS dealership avail- 
able in your vicinity, let us hear from you 


STATIONERS LOOSE LEAF CO. 
Milwaukee 1, 246 E. Chicago St. © New York 3, 114-116 E. 13th St. 
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Forward - looking buyers 
look for these! 













More and more, your customers are look- 
ing for smart office furniture, a mirror 
to their ability, a compliment to their 
customers. Here are some of the 
style-leaders, designed by Olga 

Lee, that MONARCH has ready 


for you, now! 


No. F-3-C-1-C 


Chair and Table Combination 
(of the Multiple Seating group) 


No. W-60 Settee in 48” and 60” widths 





No. 8102-SW — Swivel Base 
Upholstered Arm Chair 
(also available as 





No. C-678 Sofa 
(foam filled seat, back, arms) 





pull-up chair) Send NOW for latest 
catalog and price list 


MONARCH 


*\ FURNITURE COMPANY wc 
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No. 585-RC Cocktail Table HIOM NOR c LINA 
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MAYLINE 


For A Good Buy 


Metal Plan Files 
See MAYLINE! 








Standard finish is hammertone gray. 


Ask for folders S-20 and S-5. 


MAYLINE 


MAYLINE 
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Mayline plan files are high in value, yet low in price. You 
get sturdy, well constructed steel cabinets, deep, roomy 
drawers with ball bearing rollers, hinged dust cover in every 
drawer, man size drawer pulls, and good size card holders. 


Dealers, be sure you have literature illustrating these files. 





Horder’s, inc., Features New Autopoint Pen... 











INIIAVW 


Full window displays on the new Autopoint 3X ballpoint pen 
| have been featured in eight of the Chicago stores of Horder’s, 
| Inc. The Horder displays show.a large revolving barrel, filled 

with 3X pens, promoting the idea that the Autopoint 3X ball- 
| point pen barrel is full of ink. Displays, posters and pens are 





attractively arranged around the barrel 
Symbol of Superiority — 
| DeJur-Amsco Opens Western Facilities 

MAYLINE CO. The opening in Los Angeles of new general offices and 

warehousing facilities to cover 11 Western states has been an- 

INC. nounced by the DeJur-Amsco Corp. The new West Coast 
625 No. Commerce St. 
Sheboygan, Wisconsin 





headquarters at 11650 West Olympic Blvd., will have ex- 
panded facilities to handle sales, service, parts and warehous- 
ing for all DeJur divisions: photographic, business equipment, 
electronic and industrial. 

The new general offices, under the director of West Coast 
Sales Managers John Morris for photographic and office 








equipment and William Stone for industrial electronic com- 
ponents, have just been officially opened. 


Are you getting ALL the BENEFITS of this 


PROTECTED soose war une? 


higher profits 
FAULTLESS products are sold only through a quota of selected 
retail dealers. No jobbers . .. no discount houses... no direct 
consumer sales. You order right from the factory ... sell at 
higher profit percentage. 


steady repeat sales 
A limited number of dealers within specified territories assures 
volume repeat business. Satisfied FAULTLESS customers come 
back to you time and again. 


secure future 
No cut-price competitors sell FAULTLESS products. No dealer 
can order through jobbers and sell your customers. The volume 
you build is protected. You’re one of a chosen few, with a top- 
quality line whose manufacturer is dedicated to your best in- 
terests. 


less competition 


The fine quality, superb craftsmanship and exclusive features 
of FAULTLESS products assure greater acceptance and con- 
stant demand. These selling points plus a better distribution 
policy keep competition at a minimum for FAULTLESS dealers. 


No other loose leaf line offers the quality, profit and pro- 
tection that FAULTLESS gives its dealers. If you'd like 
to know whether there’s a FAULTLESS dealership avail- 
able in your vicinity, let us hear from you. 

STATIONERS LOOSE LEAF CO. 
Milwaukee 1, 246 E. Chicago St. © New York 3, 114-116 E. 13th St. 
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Forward - looking buyers 
look for these! 


More and more, your customers are look- 














ing for smart office furniture, a mirror 
to their ability, a compliment to their 
customers. Here are some of the 
style-leaders, designed by Olga 

Lee, that MONARCH has ready 


for you, now! 


No. F-3-C-I-C 





Chair and Table Combination 
(of the Multiple Seating group) 


No. W-60 Settee in 48” and 60” widths 








No. 8102-SW — Swivel Base 

Upholstered Arm Chair 

(also available as 

pull-up chair) Send NOW for latest 
catalog and price list 


MONARCH 


*\ FURNITURE COMPANY we. 






No. C-678 Sofa 
(foam filled seat, back, arms) 


No. 585-RC Cocktail Table HIGH POINT, NORTH CAROLINA 
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ATTENTION 


OFFICE SUPPLY DEALERS 













These Michaels products are always in demand, and 
it’s profitable business, too. 

Cast Bronze and Aluminum desk and door plates; 
name plates and plaques of every description; metal 
letters; ““Time-Tight™ display cases in many styles, 
standard units or custom-built. 

All Michaels products are well-known for their 
exceptionally high quality. Write for literature, and put 
yourself in a position to get your share of this profit- 
able business. 





NCE MICHAELS 


IDENT 


a 





THE MICHAELS ART BRONZE CO.., Inc, 
P.O. Box 668-OA Covington, Kentucky 


A Worthy Prize 


by FRED SMART 


secretary-manager, 
Stationery & Office 
Equipment Guild of 
Canada, Inc. (Address 
delivered at Region 

3 NSOEA meeting in 
Atlantic City) 


@ The prizes in life, as a rule, go to people who can be clas- 
sified in about five different categories. First, prizes go to those 
who invent a better way of doing something old, or who in- 
vent something new that makes the old unnecessary. Secondly, 
prizes go to those people who are scholars and who decipher 
inscriptions or solve equations. In the third place, prizes go 
to those who are responsible for improving production, or 
streamlining manufacture, or increasing distribution. 

Then there are those who win a race or a contest, and they 
are awarded a prize. And there are those who reach the very 
peak of some chosen field—such as, entertainment; they get 
a prize. BUT—there is still another type of prize—a very 
different type. I refer to ENTERPRISE! 

One needs only to look around in the productive society 
in which we find ourselves today, to realize that the standards 
under which we live — that the fine conditions surrounding 
us — have been built — and I use that word advisedly — 
built by imaginative, hard-hitting, and hard-working men and 
women of enterprise. To be enterprising means to be adven- 
turous and energetic! To be enterprising means getting things 
done! And people who get things done are usually preferred 
either by business or society over those who are not thus 
classified. 

Enterprise is a positive, dynamic faith in the possibility of 


Bulman 
COSTS LESS... 


DOES MORE! 


. . . because of Bulman’s vast 
volume and experience .. . 


No tricks to this statement! In spite 
of higher quality, Bulman equipment costs 
less because of high volume on modernized 
production lines. It also earns more profit 


for you because it’s engineered to display 


For a 312% SALES INCREASE more different kinds of merchandise more 


effectively than any other equipment. 


Average national sales increase in Bulman 7 : 
equipped stores proves Bulman does more Features like the Variable Pitch shelf that 


.— — a 


Grand Rapids 2, Michigan 


adjusts without brackets, tools or bolts 


is just one of many Bulman exclusives 


what Bulman can do for you! 


> za THE Bulman CORPORATION that pays off at the cash register. See 
GRAND RAPIDS ! 


World leaders in self-selection merchandising 
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saves half the time 


...boss saves all the 


Wraltonals De luxe adding machine... 


Live Keyboard’ with keytouch adjustable to each operator! 


Perea qa2e2ee2 ee 2 @@22228 


Saves up to 50% hand motion—and 
effort! Never before have so many time- 
and-effort-saving features been placed 
on an adding machine. 

Every key operates the motor—so 
you can now forget the motor bar. No 
more back-and-forth hand motion from 
keys to motor bar. 

Keys are instantly adjustable to each 
operator’s touch! No wonder operators 
are so enthusiastic about it. They do 
their work faster with up to 50% less 
effort. The new National not only has 


new operating advantages, but also has 
new quietness and new beauty! 
“Live” Keyboard with Adjustable 
Keytouch plus 8 other time-savin 
features combined only on the National 
Adding Machine: Automatic Clear 
Signal ... Subtractions in red... Auto- 
matic Credit Balance in red. . . Auto- 
matic space-up of tape when total 
prints... Large Answer Dials... Easy- 
touch Key Action . . . Full-Visible Key- 
board with Automatic Ciphers... 
Rugged-Duty Construction. 


THE NATIONAL CASH REGISTER COMPANY, varron 9, on1o 
989 OFFICES IN 94 COUNTRIES 
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A National Adding Machine pays 
for itself with the time-and-effort 
it saves, then continues savings as 
yearly profit. One hour a day saved 
with this new National will, in the 
average office, repay 100% a year 
on the investment. Contact Day- 
ton Office, Adding Machine Divi- 
sion, now, for information about 
the complete adding machine line 
dealerships still available. 
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ONLY CLEANSER THAT improving things or conditions — a faith in one’s ability to do 


a good job. Enterprise does not consist entirely of big things! 


4 ? ye It is enterprise when a _ do-it-yourself fan makes his 
Pes Bh = first piece of furniture, even if it is only a footstool made from 
eee 7 a butter tub. It is enterprise when a school girl makes and 


a 


> w sells cookies in order to buy Christmas presents for her family, 
kK STAINS Ihe enterprising person is one who dares to try untried 
= ways. He must be presumed to have qualities of some sort 
not usually found in others. He is a leader. He has something 
FROM LINOLEUM he) DESKS | within him that seeks expression. He keeps himself prepared 
| to meet the unexpected by and through originality or through 
his own ingenuity. Enterprise — the striving for superiority — 

has been behind every human contribution to our culture. 
zs Most of us have within us some stirrings toward improve- 
‘ a .irTee % 4 ment of our own conditions — toward improvement of under- 
i» et mption standing toward greater knowledge — toward having more 
aad of material things. To be really effective, our hopes and’ our 
expectations should have an objective that is clearly defined, at 
af least in our own mind. Having an objective and a positive will 
LINOLEUM CLEANSER to reach it enables us to apply ourselves toward its attain- 


ment 
FAST! SIMPLE! EASY TO USE! 
Take Others Upward 


GUARANTEED NOT TO SCRATCH And here is a very comforting thought; enterprise need not 
ae et 1S WOT CAUSTIC — y/ | be a quest that is undertaken aloné! The enterprising person 
menor HARM YOUR HANDS. may be one who leads and guides and co-ordinates; and, as he 
me - § he , climbs to high places, he takes others along with him, and they 
EXTRA z ; EXTRA share in the benefits of his leadership 
SERVICE! : SALES! So the real purpose of my message is that I may leave with 


you some thoughts and ideas that will agitate you into a deter- 

. mination to do more and to do it better than ever before in 

RETAILS AT 98c FOR 12 OZ. CAN; $1.98 FOR 36 02. CAN whatever phase of this great industry your job — your work or 
Call or Write today for trade discounts your vocation — your calling, if you will, has placed you. And 

whether you have found yourself in the stationery and office 

IRVAL ASSOCIATES equipment business either by accident, by design, or by in- 
56 READE ST.. NEW YORK 7,WY. - Barclay 1-8482 heritance, you certanly need not be ashamed of it nor apolo- 


getic for it 
Exclusive distributorships available The stationery and office equipment business is a good, 


" DESIGNED TO BE BETTER 


= belolobh’\dalolat 


NO. 850 DRAFTING TABLE 
FOR THE FIRST TIME AT POPULAR PRICES 


«see practical table designed for multi-unit stallations: 


I 
$ 
sz 


| 
| 


* 


WOOD SPECIALTIES, INC. 71-08 80th Street, Glendale 27 
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* tie 


answer to 
modern 
busin ¢ss 
meeds 


# 


The Leopold Document Line offers the 


businessman everything he wants in a desk... 


Leopold prize-winning functional design... 


timeless beauty . . . practical convenience .. . 


ene easy-to-sell Documen { complete individuality of warm, natural woods. 
Line Offer the prestige line that’s preferred 


by top executives—the Leopold Document 


Line. Write for brochure. 


abe 


TH 


Member: Wood Office Furn 





EOO/e7/ comrany 


BURLINGTON, IOWA 
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speeds efficiency—ups morale 


BOSTON CHAMPION 


PORTABLE PENCIL SHARPENER 


now in decorative green, blue, sand-tone, and 
gray colors 
e sharpen pencils at desk—fast—no 
more sharpener searches 
@ saves much more in time and effici- 
ency than actual cost in brief period 
@ a low-cost quality item that helps 
desk workers feel more important 
Send for free comprehensive report on sharp- 
eners, Booklet P. 


C. HOWARD 


HUNT 


PEN CO., Camden 1, N.J. 














clean, essential industry. Now, I don’t mean to imply that 
everybody in it is lily white! Not quite everybody. But I do 
mean that you can hold your head up high when you mention 
your connection with this trade. And I cannot help but feel 
that one of our biggest responsibilities is the seeking out of 
young people who will view this industry as offering definite 
opportunity! 

But what is an opportunity? The dictionary explains it as 
“a favorable juncture of circumstances.” 

No one can deny that opportunity offers itself to people 
according to their ability, their knowledge, and their will to 
work. Opportunities are not found in one particular industry 
as against another industry; they are found WITHIN people. 
People themselves determine the number and the kind of op- 
portunities they will grasp. Some waste time waiting for the 
big opportunity to turn up. Others prepare for the big oppor- 
tunity by taking advantage of the little ones that appear 
before them. 

“It isn’t enough to know an opportunity when you see it. 
You must be prepared to grasp it and make it yours.” The 
man who doesn’t have the initiative and the energy to act on 
an opportunity won’t get very far even if he sees a dozen of 
them. 


Industry Opens Gates 


The frontier of achievement in business, in the professions, 
in industry, or in public service is closed to those who are 
lazy, or afraid, or unimaginative. Initiative is required! Initia- 
tive is the power of originating something. It is the ability to 
think and to start and to do new things — even to break with 
the pattern of the past if necessary. 

Imagination is needed! To one who is completely self- 
absorbed, vision is impossible. We need to look outward — to 
look ahead. We need to try to picture our job or our business 
as it might be in some other environment of place or time. 
Imagination enables one to see WHAT SOME ONE ELSE 
DOES NOT SEE. 

Then, as and when an imaginative plan has been formed, 


FILING SYSTEMS! 





HEDGES BOX FILES 


long on service @ 
low on price @ 


All files are equipped with strong 
suitcase locks, leather pull on back. 
Hinges reinforced with strong 
cloth tape. Best sellers from 

coast to coast for more than 

a quarter of a century! 


HEDGES AGATE CARD TRAYS 


new and improved e 
sturdy and smart e 


Steel bottom is formed from 

rustproof electrolytic tin plate, 
eye-appealing! One piece followblock 
has no welded parts to break loose. 
Tray is made of heavy caliber 
cardboard with reinforced corners, 
pull holder on front. 


write today for catalog and prices 

















Hod es MANUFACTURING COMPANY 
c 2931 WENTWORTH AVENUE e CHICAGO 16, ILLINOIS 
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in more ways than one 


BROWNE-MORSE 


has the 


EDGE! 


GOLDENAIRE MODERN-EDGE 
DESKS FOR ’58 





True! In more ways than one, BROWNE-MORSE does 


have the edge in 1958! 


America’s foremost manufacturer of quality office 
furniture proudly presents the golden-anniversary 
GOLDENAIRE modern-edge Desk, truly years ahead 
in both styling and functional design. 


The difference is the edge, the modern-edge, fea- 
turing anodized aluminum trim, hardened for a life- 
time of beauty and mar-free use. Desks are space- 
saving because they fit snugly against walls and other 
office furniture. And with the modern-edge, more of 
the desk top area is valuable work space. 


Important, too, is the modern-edge design which 
assures that the GOLDENAIRE will fit handsomely 
into the styling of your present office furniture. 


BROWNE-MORSE is proud to feature many more 
exclusive advantages in celebrating its fiftieth year of 
production. You'll be proud to make Browne-Morse 
Furniture a working part of your office. 


tops for manent“ 










‘ 


CHECK THESE BONUS ADVANTAGES 


@ Wear-proof, burn-proof, ink-proof, chip- 
resistant tops of PLASTITE e Full length 
drawer supports e Sound insulated e 
Durable construction e@ Adjustable aluminum 
legs @ Baked-on colors 


Manufacturers of fine Desks, Chairs, 
Tables and File Cabinets 











- orse 
COMPARY 
MUSKEGON, MICHIGAN 














MUSKEGON, MICHIGAN 
Be sure and visit the Browne-Morse exhibit at the NSOEA 
Convention, Conrad Hilton Hotel, Room 610, 611. 
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one should call upon enthusiasm. Enthusiasm is one of the 
most dynamic of human qualities. IT CREATES OPPOR- 
rUNITIES. As a matter of fact, nothing great has ever been 
achieved without well-directed enthusiasm 
; The man of enterprise does not depend upon the help or 

Rings up a sale every time a cus- patronage of others. He trusts his own judgment. He doesn’t 

tomer says “variable number- lose momentum, waiting for someone to tell him what course 

ing.”’ Prints or skips any number to follow. 

as many times as desired in a He has the courage to make up his own mind and to risk 

progressive series. Sells itself as making mistakes in order to get things done; and I, for one, 

soon as you demonstrate it! would far rather be criticized for making a mistake while do- 
ing something than for making THE GREAT MISTAKE of 
doing nothing 


No Place for Timidity 

Courage is of the essence of enterprise. Anything that 
moves adds to the risk of running into danger. Only the inert 
escape! And they accomplish nothing! 

Those who are timid find almost everything impossible! 
They are more inclined to follow circumstances, than they are 
to create or command them. 

Ihe enterprising person has both energy and persistency. He 
decides upon a course, and gets things under way without 
delay. Hesitation is almost fatal to enterprise! You have heard 
it said that, “He who hesitates is lost”! I like to think the 
other way; “Everything comes to him who hustles while he 
waits.” 

A man doesn’t have to be a genius to accomplish great 
things. If he has ambition, if he has enough initiative to start 
doing something about it, and if he has the energy to apply 
himself industriously, he’ll get somewhere in any worth-while 
task he undertakes. As the president of one of our Canadian 


| companies said recently, “Willingness to work is an important 
& C0., Incorporated | ingredient in the recipe for success. There must also be a 
216 Nichols Ave | willingness to devote extra time to study. If a person will look 
| for opportunity to progress, security will result as a natural 
Brooklyn 8, N.Y | by-product of this attitude.” 
: And I would like to say that the greater danger for most of 


e CHICAGO « SAN FRANCISCO e MONTREAL 


a 


ma | ® 
Write for Selector Catalog and Dealer Discounts 


us is not that our aim is too high and we miss it, but that it is 
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SPECIAL 
PREVIEW AT 
THE SHOW 








Here's why you should see— 


Room 361, N.S.O.E.A. Show, Conrad Hilton 
Chicago, Sept. 28 —Oct. 2 


MULTI-PAGE 
CONSUMER CAMPAIGN 


Your customers can’t miss seeing 
large-space hard-sell Stenorette ads in 
America’s mightiest magazines: 





FULL-COLOR INSERTS HIT 
YOUR PRIME PROSPECTS 


Eye-catching inserts dominate the trade 
press—pin-point your top prospects. 

Coupon will bring bushels of ‘‘hot’”’ replies 
from your area asking for nearest distributor 
—that’s you! Inserts will appear in: 


BONUS COOPERATIVE 
ADVERTISING PROGRAM 


Special ad mats available. Extra co-op bonus 
beyond already liberal basis makes this 

the best cooperative deal in the office 
equipment industry. 








LONG ISLAND CITY « 
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CHICAGO «© LOS ANGELES * TORONTO, CANADA 











DEALER LISTINGS 


Prominent dealer listings (by state ang city) 
are an integral part of Stenorette's 

big national consumer ads. They'll send 
every potential customer in your 

trading area hurrying to your store. 

Your store name and phone number will 
appear in these magazines: 


BIG NEW STORE DISPLAYS 


Newly designed, sales-making displays 

to be available as window pieces or for use 
at local shows. Plus, reprints of ads 
mounted on easeled magazine counter cards 
and a continuing supply of new display ideas. 


REPLY-O-LETTER PROGRAM 


Pre-tested direct mail sales program 
directed at the groups with the highest 
potential: business executives, professional 
men, doctors. Replies come right back 

to the dealer. 


Surprising new Stenorette line 
expansion for extra profits! 


Territories Still Available for the Most Valuable 
Franchise in the Business Equipment Field! 


progress in 


Grond 
cane 
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$ Pp A C f . $ A Vv f K ° 9 Eb C e A « T y PE too low and we reach it! Therefore, let’s be more enterprising? 


here are enough people around whose exclusive mission in 
FINEST QUALITY —— BEAUTIFUL life seems to be extinguishing the fires of enthusiasm we try to 
kindle. 
woopD OFFICE FURNITURE Of course, common sense and calmness are very necessary, 
They are necessary in order to keep us within the bounds of 
our own capacities. That will avert frustration. 

None of us wants the experience of the man who invents 
a universal solvent and who is then faced with the gigantic 
problem of inventing a container to hold it. 

And let us just consider the-matter of time. I heard a young 
man refer to another young man of his acquaintance in this 
way: “That fellow budgets his time!” At first, I didn’t get the 
significance of the comment at all. Then, it came to me that if 
meant he allotted his time to his various duties in orderly 
fashion. For instance, he rises early every day and studies be- 
fore doing anything else. (He is ahead of me by at least two 
hours a day.) Then other things fit into their places in orderly 
fashion. 


Time Is of the Essence 


This matter of time is most :mportant. Indeed, there can be 
no maximum achievement without a deep sense of the value 
of time. Time is one of the very few things we have that is our 
own, and with which we can do just as we please. We 





WORDEN Company offers the office equipment dealer a com very 

plete line of wood desks, table hairs, leather upholstered can waste it; and time wasted can never be regained. We can 
chairs and suites all manufactured with good quality as a use time. We can conserve it. But we can’t save it! That is, 
standard. We invite you to investigate the many advantages of we can’t store it up for future use. We can use it, however, to 
selling Worden products. A complete catalog will be furnished store up other things that can be used in the future. 

—— There are many cases recorded where men and women have 


succeeded in their efforts and have proved the power of self 
help, of patient purpose and steadfast enterprise. For instance, 
a man who was a musician, when a baby arrived in his home, 


WO RDEN company started thinking about building a crib. He ended up making @ 


complete nursery unit. Now he draws a royalty on every unit 


the 


HOLLAND MICHIGAN that is sold in five countries. 
He then invented another gadget that sells for $1.00. He 









> 


Free Nferchandheer 


COMPLETE CASTER INVENTORY FOR SMALL INVESTMENT 
















Get your self-serving, self-selling, attractive, 3-color counter 
merchandiser™ containing 
12 sets for wood chairs 
4 sets for tubular chairs 
2 sets for G.F. Chairs 
6 sets of glides 
6 sets of rubber cushions 


MIRACLE-MARKED LISTS $78.00 
ep 425) Attractive Discounts 
* Counter space only 14” 


Stocked Merchandiser 
only 34 Ibs. 


Box tells chair brand that caster fits. 





FREE GIFT 
Bring this ad to room 635A 
National Stationery Show, 
Conrad Hilton Hotel, Chicago 
—September 28-October 2. 









ee. 
GUARANTEED TO SELL OR YOUR MONEY REFUNDED 


MASTER MANUFACTURING COMPANY «+ 9200 Inman Avenue « Cleveland 5, Ohio ORDER #78.00 


Write for our catalog MERCHANDISER TODAY! 
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REPUBLIC 


STEEL 
TRANSFER CASES 





Here's a full 25% inches 
of clear filing space. 






These drawers open 
easily. No binding. 











There is no satisfactory 
substitute for the REPUBLIC 
reinforced channel frame 
construction. 












Protect records against 
moisture, fire, vermin. 


a4 make transfer time... profits time! 
AY i Sethe ih 

y Transfer time is your opportunity to make big- 
volume sales fast! Businessmen everywhere are 
looking for safe, compact, easy-to-use storage for 
inactive records. And Republic Steel Transfer 


Cases solve storage problems—year after year. 










3 
REPUBLIC cases lock both na 
vertically and horizontally, gi 


assuring rigid stacking. 4 9 
Y 


Heavy-channel frame, reinforced drawer heads, 
and all-welded steel construction make Republic 
Steel Transfer Cases extra strong, extra rigid, extra 
durable. These high-stacking space-savers allow 
a full 25% inches of clear filing space. 





How’s this for space- 
saving high stacking? 
Make transfer time extra-profits time. Stock, 
display, sell Republic Steel Transfer Cases in sizes 

3 ee 
S <p for ledger sheets, legal forms, letters, invoices, 
\ » checks, and tabulating cards. For complete infor- 

mation, send coupon or write, today. 


REPUBLIC STEEL CORPORATION 
BERGER DIVISION 
DEPT. C-4621 

1058 BELDEN AVENUE « CANTON 5, OHIO 


REPUBLIC STEEL 
BERGER DIVISION 


CANTON 6&6, OHIO 


Yes, I am interested in Republic Transfer Cases. Please send addi- 
tional information. 


Name Pn 





Firm EE AT oe ee ASA 





Address 





ee ee ee 
- 
. 
er 
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collects 5c on each one of an estimated three million sales. 


POSTO & Hard work, thrift, foresight — these are necessary adjuncts 
= for the man of enterprise. Of course, there is always some 
d i| degree of uncertainty about human projects. But the man of 
spee Ss up mal —e enterprise will banish from his mind the idea of chance or 
routine in the office luck. He will accept every opportunity. however small, to 
move toward his objective. 

Quite possibly there are other attributes that we could 
mention in dealing with this matter of enterprise. But the main 


a proven ; ; ; : 
point I am trying to make is this: the person who wishes to 
tested... achieve in coming years needs virtues that are perhaps old. 
fashioned, but which are BASIC — study, application, initia- 
electric tive, diligence, determination, perseverance, courage, self-re- 


liance, honesty, and a PURPOSE in life. 

Experience is useful only if you have the capacity to learn 
from it and to apply the lesson to the constructive benefit of 
yourself and the business. Experience is NOT wisdom — but 
it is material “for thinking with.” It is always prompting the 
alert man to probe ahead. Learning is the most pleasant of all 
experiences, not only for philosophers and professors, but for 
the rest of mankind as well. Man is the only animal that ever 
combined curiosity with experience and made the combination 
pay dividends. Therefore, if we gather together our experi- 





LETTER 
OPENER 


priced within reach $QQ50 


of even small offices 











plus Fed. Excise Tax 


. i ences of the past, — weld them together by our own straight 
© COMPACT — Occupies only 6"x8" of desk top space thinking — activate our experience by our ambition to suc- 
© SAVES MONEY e SIMPLE TO ceed — we will realize that “What we are to be, we are now 
e SAVES TIME OPERATE becoming.” 

@ ELIMINATES STRAIN e NO WASTE STRIPS We certinly need to impress that thought upon the minds 
e PAYS FOR ITSELF e GUARANTEED FOR of the young people with whom we associate. We shouid also 
e NO SORTING ONE YEAR try to impress young people with the great need for avoiding 


the dangerous opinion that they know enough. 

To the person headed for success, experience achieved by 
industry and perfected by time is a positive benefit, and the 
wise person will always be studying the job ahead so as to be 


GENERAL STATIONERS SUPPLY CO. ged pt seem ae show ability. The ques- 


1020 S. Wabash Ave Chicago 5 Ill tion is — “Are you ready for a more important job?” 





Be sure to see POSTO-E — on 
display at NSOEA Booth 369-70 




















SOFA 1075 





NO. 450 AC 


CRAFISMANSHIP 


Styled for perfect harmony with modern decor. Fashioned 
for luxurious wear. Customed for lasting comfort and 
pleasure. Priced for every buyers purse. These are the 
factors which make BRIGHT creations a joy and satis- 


Exemplified 


by faction to every one who buys. In a large selection of 

genuine leather and Elastic Naugahyde and a wide range 

BRIGHT of styles you will find just what you want for every 
customer. 






WRITE FOR THE BRIGHT CATALOG TODAY! 
545 W. 34th ST. NEW YORK 1, N.Y. 





NO. 90 EXECUTIVE 


MANUFACTURERS OF Wsdared. h Ky oe J, POSTURE cHaiR 
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This is the way your 
automatic office begins 





... with the fully automatic Friden Calculator—the 

one and only Thinking Machine of American Business 
—taking over everyday statistical work for payroll, 
invoicing, inventory, sales analysis, all the figuring you do! 


You move your business deep into the new automatic figuring era 
the day you buy a Friden Calculator. It performs more steps in 
figure-work without operator decisions than any other calculating 
machine . . . delivers near instantaneous answers at the touch of a 
key ... is the essential programmer in many IDP systems. Watch 
the Friden Calculator go to work on your toughest figuring routines. 
See the time savings it brings. Many models, all simple to operate. 
Call your nearby Friden Man. 


brings you an automatic office 


Commercial Controls Corporation, Rochester, N.Y., Subsidiery 





—— ©Friden Calculating Machine Co., Inc., San Leandro, California — sales, instruction, service throughout U.S. and world, 
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‘Gan This NEW Cram | nerd Furniture sn in Match Firm Office . . . 


GYRO-ACTION 
12-INCH GLOBE 


PPD PD PPP 
LLL LLL DDD DODD 





® Three National 
Conventions 


® Dealer Acceptance 





A beautifully colored 
up-to-date map. Die 
cast unbreakable fork 
and movable meridian 
with base untarnish- % 
abie brass finish. . 


BIG VALUE 






@ $12 95 A new office furnished by Buxton & Skinner, St. Louis, Mo.,, 
- for the Universal Match Co. of that city features a Jens Risom 
© Design, Inc., Special Group 8 desk executed in a birch finish 

and C140 cane-back chairs also in birch 





Send for New 
Globe Cat. No. 67 






Remington Shuts Plant in Oslo 

Remington Rand Corp. has stopped typewriter manufacture 
in Oslo, Norway, because of difficulties with the export division 
of the Norwegian Department of Commerce, Director C. H, 
Blauenfeldt of the Norwegian subsidiary in Oslo, announced 





recently 
rhe free-listing of office machines by the Norwegian govern- 
ment was given as the reason. 


POPOL . 
ONO OOOO OOOO AGO 


‘ww 


sm ak elo mw or -i-we - 


NO. 870 DRAFTING TABLE 


Superbly designed steel base drafting table 
silt with the meticulous craftsmanship 
r which ANCO has long been noted: 1. Fingertip tilt 
istment to full vertical with ANCO’s exclusive 
er control. 2. Large print drawer—full width 
Instrument Compartment trough full width 
rint drawer). 3. Supply drawer. 4. File drawer 
ated is available as optional accessory 
5. Table height-adjustable from 37” to 40” 
6. ntemporary decorator styled heavy gauge 
teel base with rounded corners, attractive 
immertone gray baked- enamel finish. 7. Non-slip 
rubber strip on large foot-rest. 8. Different-sized 
nay be interchanged on same base 


ites from 


RIT 
e i, ANCO WOOD SPECIALTIES, INC. 
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NASCON DATED RECORD BOOKS @ 2e2cjchceeice ee 





Ask for 1 


or ‘mn \ — n . ase 
LN >/ A GIPANICG ~ 
mil m j 
4 in\ 0) OS Day-At-A-Glance. Each page covers a full 13- 
o hour da, of quarter-hourly appointments, Cur- 
appointment lefeye) 4 rent and following months’ calendars always in 
full view. Desk size (8 x 474") from $2.50 in 
~ AUGUST ga 1058 simulated leather to $6.25 in genuine leather. 


aapmeristeeems ” . “ 
. eis a ee ; + SER 


2 





MONTH 
AT-A 
GLANCE 








Week-At-A-Glance. Shows full week of engage- 
ments, current and following months’ calendars 
on double page spread. Indexed address section, 
3-year calendars. Desk size (8" x 47%") $1.40 
retail in simulated leather to $6.25 in genuine 
leather. Also Jr. Pocket size (644 x 344") 
$1.40 to $6.00. 


CTT HR SRE. 4° oie. a ae “sa es 





DAY - AT-A- GLANCE 


WEEK - AT - A - GLANCE 
in desk and pocket sizes 











eAToN's 








always a good gift 4 


for your Own use- “ATAGLANCE: 











Month-At-A-Glance. Each two-page spread 
allows for full month of daily notations, includes 


$1.70 retail in simulated leather to $6.50 in fine 
genuine leather. 


Now is the time that dated record books are most saleable and their 
promotion most profitable! Put Nascon appointment books in your 


customers’ minds, in your customers’ hands before the end of the year! 


Use this Nascon display to feature your best-selling Nascon items. § 
lt points up their unique advantages at-a-glance... highlights the 
convenient arrangement of the pages (Wire-O bound to lie flat), 


attracts gift business and sells replacements for new-year use. 





¢ 
Ask for this FREE point-of-sales display (N P10) when you order 
these popular dated Nascon At-A-Glance items. 4 Days-At-A-Glance. Day and date, generous 
) notation space. Half of Sunday page is unlined 
) memo section. Wire-O bound to lie flat (8” x 474”). 


Cushion edge, simulated leather, $1.85 retail. 











EATON’S NASCON AT-A-GLANCE PRODUCTS 


Manufactured by Nascon Products Division * EATON PAPER CORPORATION, PITTSFIELD, MASSACHUSETTS 


wg. Be 
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wd A SMART MOVE 









SMOOTH 
PERFORMANCE 











CUSTOMER 
SATISFACTION 


Fe 





NATIONALLY 
ADVERTISED 


Send for catalog 


Dver 35 Stapling Products 


WE eaiy parrnaet La.. fac. 
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THE UNITED WAY 


Moves Up in Rogersnap Firm of Dallas 


Will Rogers has moved from the presidency to chairman- 
ship of the board of Rogersnap Business Forms, Inc., Dallas, 
Tex. His place as president has been taken by Earl D. Doxsee. 
—JHR 





Name Official of Chattanooga Firm 

Woods White, president of The Office Equipment Co., 801- 
803 Broad St., Chattanooga, Tenn., has announced the ap- 
pointment of Robert E. Knight as vice-president and sales 
manager of the firm.—EEG 
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EASTERN COMMERCIAL STATIONERY SHOW 
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500 8th Avenue, New York City 
(Between 35th & 36th Streets) 
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Before it’s too late... 
plan for 1958 
SELL STARK CALENDARS NOW 






* EASY TO READ 
* EASY TO USE 


STARK.... 


a quality line of stands and pads featuring all popular 
styles and sizes. Calendar pads are lithographed on high- 
grade bond paper of UNMATCHED WHITENESS with 
the date in red and the monthly calendar in black. Fast 
2-color lithograph printing enables us to give you the 
best in quality and prompt service. 


write or phone for complete details 
“IN CALENDARS THE QUALITY MARK IS STARK” 


STARK CALENDARS éxcorporated 





100-112 BISSELL ST. ° 





PHONE $5: + JOLIET, ILL. 





New Dimensions in 


Wholesaling 


(Address delivered by Mortimer H. Chute, president of Whole- 
sale Stationers Association and president of Bainbridge, Kimp- 
ton & Haupt, Inc., at the NSOEA meetings of Region 2, Lake 
George, N.Y., June 14, and Region 3, Atlantic City, N. J., 
July 2.) 

The stationery industry as a whole is an unusual business 
with unusual obligations and opportunities. Like other indus- 
tries, we seek profits and believe profits are proper objectives. 
We seek to give work to many people. We seek to play our 
part in the affairs of our government in peace and in war. Like 
other industries, we are a part of the world. But we are dif- 
ferent. We are a part of all other industries! 

There is no business and no activity that does not need us, 
We are not a business that deals in commodities alone. The 
time may have been when the stationer sold pens, ledgers, and 
writing paper — and that was it. Today we cross the border- 
line between trade and profession. 

We are advisers to the active people of the world. Not just 
to make a sale and thus a profit, but to sell the right thing 
and profit from the service rendered has become our aim. Not 
tradesmen only, but creative elements in our American 
econemy. 

In considering “New Dimensions in Wholesaling,” I want 
to emphasize the importance of distribution itself, to recount 
some points in the history of wholesaling, and touch on whole- 
saling as a part of our present economy. I shall comment on 
wholesaling as it is today in our own Office supply industry 
and as it affects manufacturer and retailer. I shall also deal 
with the future of wholesaling as it ties in with “new dimen- 
sions” in merchandising. 

THE IMPORTANCE OF DISTRIBUTION 

Only recently we have seen that distribution is the key to 
our present era. Invention and production were long the main- 
stay of business. They will always be important. But we now 








FOR THE LATEST IN MODULAR DESIGN 
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Your Keenest Date... THE OLD TOWN TWINS! 


Really special. Unbelievably profitable. Definitely “Quality”. Old Town Twins just natur- 


ally SELL TOGETHER. produce the very finest originals and copies. 


NYLON+AF Ribbons 


The strength-sheerness and super-wear of Nylon 
combined with the controlled re-inking proper- 
ties of the special AF fibres. Nylon + AF turns 
out the most beautiful originals! Costs slightly 
more initially, far less in the end and pro- 


duces the finest impressions ever! 


TRADE UP, MULTIPLY PROFITS, WITH NYLON + AF and DAWN. One sells the 
other. Sell BOTH AT THE SAME TIME. High profit on each. Super profit, selling 
them together! Definitely for your finest trade plus countless prospects you easily can 


sell on the prestige-quality writing of Nylon + AF and Dawn. Write us for full informa- 


tion. GO TO TOWN WITH OLD TOWN! 


750 Pacific 
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OLD TOWN CORPORATION 
Established I917 


Street 


W orld’s Foremost Maker of Carbons, Ribbons, Duplicators 
and Duplicator Supplies 















Daun" Carbon Paper 


NON-SMUDGE. NON-CURL. Exclusive new 
Dawn ink formula produces “perfect-clear” 
copies. And secretaries love Dawn because it’s 
so “clean-handling”. Handles flat, rolls through 
the machine flat, without wrinkling or creasing. 
PRODUCES BEAUTIFULLY SHARP, PER- 
MANENTLY FADE-PROOF COPIES. 


Brooklyn 38, N.Y. 





discover that while it is fine to own a factory, it is just as im- 


~ACCOUNTANT-CHIEF ? as portant to own a market. Without goods, no distribution. 


SPECIALIZED FOR Without distribution, no value in the goods. 


Not only must we invent and produce, but we must get 
commodities to those who want them or can be shown they 
need them; this is becoming the great objective. All of us — 
manufacturers, retailers, and wholesalers — are participants 
in the adventure of distribution. 

On May 2, a lecture on “Channels of Marketing” was given 
by Thomas J. Kehane, vice president in charge of marketing 
of Worthington Corporation. It was a part of the 1957 Turck 
Lecture Series on Distribution and Marketing sponsored by the 
Marketing Committee of The National Association of Manu- 
facturers and Yale University. In the course of the lecture, 

| Mr. Kehane said: “The importance of Distribution and Mar- 
| Keting to the economy is indicated by the greatly increased 
| and governmental attention devoted to the subject. 
“As a Chamber of Commerce pamphlet, ‘The Value Added 
ast? | by Distribution,’ says: ‘Distribution is productive. It adds value 
Now you can easily fill those ae | to goods by getting them to the consumer when and where he 
otherwise hard to fill specialized orders. | wants them. That value ... can and should be measured. ’” 
@ Smith Projecting Signals can be printed to order for any Your director of sales and your salesmen can be as creative 
business or profession; more than 23 permanent captions for as an inventor of machines. To serve buyers that are known 
accountants, for example; up to 200 captions for lawyers. is to take part in distribution. Those men who discover and 





@ Sturdily constructed Smith Projecting Signals last a life- | serve outlets that have not been known are creators of busi- 
time; therefore, overall cost is low despite custom printing. | mess. They are builders of America and builders of their own 
@ Available in '4," to 2" widths. Stocked in 12 plain colors, industry. 
or printed alphabets, numbers, states, days of the week, 
and months. A GLIMPSE OF HISTORY 


Colorful, beautiful counter displays available for Dealers, oe ee holesal - 
Oi ctntiien titeomation on the conatele As a part of distribution, wholesaling in general deserves 
Set prem 3 P | a word of historical comment. Wholesaling is not new. As 


Smith line by writing 
long as there has been trade, there has been wholesaling. Long 


before the Christian Era, wholesaling was associated with 
CHARLES tl SMITH, INC. caravans. Over poor roads, across deserts, over rugged moun- 
EXETER, NEBRASKA tain passes, poured the commerce of the centuries. 


For more than 50 years, a complete line of time-saving The only means of transportation was through the use of 
beasts of burden or human portage. Hence only small articles 
— such as precious stones, gold, silver, copper, tin, spices, 


UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 
1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 






















signals and indexes 











able where quiet operation is desired. 


Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S. A. 


Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 
(Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
240 Fleet St. East, Toronto 2B, Ont. 
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Congratulations...to the 





J. C. Bair, Robert Beatty, Hiram Gates, Ray Greenstreet, Don Gregory, 
Maverick-Clarke Co. H. S. Crocker Stationers, Skagseth Stat. Co. Schooley, Inc. Grimes-Strssforth Stat. 
Austin, Texas Fresno, Calif. Miami, Fla. Kansas City, Mo. Los Angeles, Calif. 


1957 regional prize winners of 





Jack Kendrick, A. L. King, |. Frank Lees, Mr. Ober, W. P. Perry, 
Kendrick-Bellamy Co. Ward’s Stationery Media Office Sup. Co. Stationer’s Inc. Perry’s Office Sup. 
Denver, Colo. Boston, Mass. Media, Pa. Indianapolis, Ind. Syracuse, N. Y. 


Awards for Merchandising Achievement 





(Photo not available) 
Chester Roslaniec, John Tuttle, L. H. Wittgen, Bradley & Scoville Co. 
Bixby Office Sup. Co. Lowman & Hanford Stores Smith & Butterfield Co. New Haven, Conn, 


Grand Rapids, Mich. Seattle, Wash. Evansville, Indiana 


Sponsored by the makers of 


SCOTCH Cellophane Tape 


BRAND 


We are proud to have the opportunity to recognize the 
outstanding merchandising skill of these American sta- 


tioners, and we look forward to more highly successful 





““SCOTCH”’ Brand Tape promotions in the future. 


Minnesota Mining and Manufacturing Company 


{ The term “‘Scotcn” and the plaid design are registered trademarks of Minnesota Mining and Manufacturing Co., St. Paul 6, Minn. Export Sales Office: 
99 Park Ave., New York 16, N.Y. In Canada: P.O. Box 757, London, Ontario 
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gums, fabrics, wool, silks, skins, furs, salt — were transported. 
Traffic in human slaves was large. The slaves did not need to 
be transported. Under whip and lash they moved under their 
own power. Commercial stationery and office supplies did not 
figure in that trade. 

Under Greek supremacy, wholesaling flourished in imports, 
exports, and internal trade. In Rome, business did not do so 
well; and after Rome’s decline, wholesaling suffered an eclipse 
of centuries. 

In the United States, wholesaling started when European 
monarchs made grants to merchant companies to colonize the 
New World. Until the war of 1812, there was little manu- 
facturing in the United States. For many years thereafter 
imports from England and the European continent constituted 
the major part of manufactured products. Many wholesalers 
got their start on imported merchandise. 


Introduced Selling Method 


In this connection, it might be of passing interest to know 
that in 1845 an exclusive wholesale stationery house, operated 
by L. I. Cohen, an importing stationer, was called upon by one 
Richard Bainbridge who came to New York that year. Mr. 
Bainbridge introduced to the Cohen wholesale firm the English 
and Continental method of traveling with samples. In their 
book on wholesaling, Beckman and Engle recounted this fact 
and stated that the new method of selling proved very suc- 
cessful. 

(Of special interest to me personally in the Bainbridge inci- 
dent is the fact that it was that same year, 1845, that the firm 
which later expanded into my own present company was 
founded by Richard Bainbridge and three brothers who ar- 
rived from England in 1845.) 

As American production increased, the function of whole- 
salers was not too apparent. There were many retailers over 
the years who became critical of the wholesaler. He was not 
needed; to them he seemed to be only a “middle-man” getting 
his bite of the profit, a bite he didn’t earn. 

Prior to, during and immediately after World War I, the 








| eal for “space engineering 


This newest interpretation of the moderate- 
ly-priced, dignified Fleet Line group makes 
it possible for you to combine pieces in hun- 
dreds of combinations for maximum ultiliza- 
tion of space. 
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Frankly... York Transfer Files 
are my most profitable line! 
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2000 Mulberry Rd., S. E. ° 


Another York dealer is telling his story. Like 
dealers from coast to coast, he has discovered 
that York Steel Transfer Files spell profit. Mar- 
gin is tops... turnover rapid. Stocking can be 
kept to a minimum because immediate deliver- 
ies are available on all popular sizes. 


York files are unsurpassed for sturdiness, dura- 
bility and ease of operation. They can be stacked 
ceiling high. They lock automatically against 





YORK SAFE & LOCK 


Canton 2, Ohio 


“tipping”. These features, plus astonishingly low 
prices, attract over-the-counter sales as well as 
volume buyers. 


Actually York Steel Transfer Files often cost 
less than cardboard ... yet save up to 50% in 
space! When you can offer your customers such 
orderly ... as well as economical filing facilities 
... it’s no wonder that York files are the most 
profitable line for dealers. 


York Safe & Lock 
2000 Mulberry Rd., S. E. 
Canton 2, io 


(CD Please send literature and prices on York Steel Transfer 


Files and on the following items in the York line: 
(C) Stoc-Rite Wardrobe and Supply Cabinets 

C) Money Chests (0 ledger Tray Safes 

C) Fire-Resistive Safes (CD Insulated Files 

() Fire-Resistive Vault Doors 

() Steel Shelving and Lockers 
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STEEL SHELVING and SHOP EQUIPMENT 
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th PLUMUCSAry 
Celebrating a quarter century 


VISIT US at the N.S.0.E.A. Show 
Booth No. 303W 


NEIMAN STEEL EQUIPMENT CO., INC. 


BALFOUR & VENANGO STS. PHILA. 34, PA. 
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COLORFUL! | | 
Write today to 
Dept. OA for folder 
2323 ELLIS AVENUE, ST. PAUL 14, MINNESOTA 


wholesaler was very active. Substantial orders were placed 
with him; his service was extensive. 

Over a long period there was confusion in the public mind 
and in the courts about wholesaling. It had been generally 
thought that if you bought in a large quantity, you were a 
wholesaler. But on March 13, 1923 the United States Court of 
Appeals, in the case of Mennen Company vs. The Federal 
[rade Commission, ruled that “it is not the character of his 
buying but the character of his selling that marks a man as a 
wholesaler.” Yet, so far was this point missed that in the early 
stages of the second World War government departments 
were ruling to the contrary. 


New Wholesaler Function 
foday, wholesaling has assumed a very prominent place in 
our economy. The trend, especially in certain fields, gives a 
large function to the wholesaler. Trends don’t just happen. 
There is a reason behind every trend. In the fields of drugs, 
groceries, hardware, dry goods, and sundries retailers could 
not render their present-day service without wholesale support. 
The United States Chamber of Commerce, with many gov- 
ernment departments, has long recognized the significance of 
wholesaling. University bureaus of research, schools of busi- 
ness, such foundations as Brookings Institution, The National 
Bureau of Economic Research, and The Twentieth Century 
Fund have made extensive studies in the field of wholesaling. 
In an article in the “New York Times” a year or so ago, 
Mr. Henry Matter, then executive vice-president of the Whole- 
sale Dry Goods Institute, was quoted as saying that depart- 
ment stores and manufacturers are turning more and more 
to wholesalers to bring down their operating expenses and 
increase turnover. “Manufacturers are more favorably dis- 
posed to wholesalers,” said Mr. Matter, “because they cannot 
afford the luxury of selling to retailers.” 

It would be misleading to draw analogies too freely from 
one field and apply them to another, but the fact is that where 
economies and advantages appear in one place they have 
basic importance. Law does not change its face with every 
shift in circumstance. 

In the June issue of “Nation’s Business” is an article on 


Stands... 


FOR EVERY OFFICE REQUIREMENT 
IN EXCITING DECORATOR COLORS 









Known for top quality throughout the nation 
_.. KOL office stands come in new Decorator 
Colors to coordinate your office furniture. 
Every KOL stand is of all-welded steel con- 
struction with exclusive ‘NOISESTOPPERS’ for 
office quiet. No braces to catch dust or nylons! 
Choose from Forest Green, Mist Green, Desert 
Tan, Mahogany Brown or Hammergrain Grey 
baked-enamel finishes. 
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KOLATED COPY SETS 


®@ No glue, no perforations, 
no sticking in files! 


@ Easy to erase, easy to separate! 
@ Increase efficiency 20%! 


@ Sharp, uniform copies from 
superior papers and clean carbons! 
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WHAT OF THE 
Recently, I walked through our warehouse and office to 
make some notes on what the wholesaler really does con- 
tribute to the industry picture. I might get some new inspira- 
tion. I made no notes and I got no new inspiration except as 
every day brings its new outlook on a field that never wears 


“Changing Channels of 
graphs of this article appear these words: 
reading the wholesaler out of the picture,’ 
says Charles Smith, of McKinsey and Company, Management 
Consultants, ‘But you just can’t read out the good ones.’ 

“What is most important, if the wholesaler takes an interest 
in helping his accounts benefit from modern merchandising 
methods, he can strengthen his position and increase the profits 
and longevity of the smaller independent retail operator. 

“There are enough successful examples where this has been 
done to demonstrate that the independent retailer can usually 
maintain a profitable position in the new distribution picture. 
And where the small retailer does this, he will usually become 
a larger independent retailer, taking advantage of the new 
shopping traffic, capitalizing on efficiency, 
lowering the cost of volume sales — and otherwise following 
the new pattern of distribution. 

“The new approach for the wholesaler, retailer, and manu- 
facturer is to move with the tide in the changing pattern of 
distribution. It is increasingly evident that the success of any 
product will depend on the extent to which this product has 
effective retail distribution.” 


SERVICE WHOLESALER? 


for his customers — 


Distribution.” In the closing para- 
“*For years, every- 


— I know now — that a wholesaler is not a 
warehouse. He has a warehouse, but he is more than that. 
He is not a bookkeeping system. He has one, but it does not 
define the wholesaler. He is not a traffic manager, saving 
save dollars — 
there is more to him than that. He is not an order-taker, 
automatically booking orders for merchandise that everybody 
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Simply pull peg 
from rubber post. 


Holds contents se- Rollafax economy type covers have set 
curely. a new high standard of value in the in- 
dustry. 


PRINTERS: It’s the answer to your loose 
leaf cover problems. 


ROLLAFAX, the only economy type cover that per- 

mits easy hand lettering on cover backbone for in- 
Faas dividual use. Ideal for project folders, inventory forms, 
en for small catalog preservation and reference. 
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AVAILABLE IN ASSEMBLED OR KIT FORM. 
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“Makes Dictation Easy as Talking 
to an Old Friend” 


All controls are in the 
palm of your hand... 
with UNIMATIC 


REMOTE CONTROL 
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Dictate 
e Listen 
Unlimited Review 


e Erase unwanted words 


°e Mark end of letter... 
electronically 


e Use same machine for 
dictation, transcription 


Lifetime belt—never wears out 


Try it FREE in your office 


Through electronic magic the portable Comptometer 
COMMANDER puts perfect letters on your desk in half the time, 
because it automatically erases unwanted words and phrases 
as you redictate your message. You hand your secretary 
perfect dictation every time. Yet, dictation is as easy as 
talking to an old friend because ALL controls are in the palm 
of your hand. 


The same machine serves as a transcriber...it's as easy to 
transcribe as to listen, because, with perfect dictation, 








eee ae 
NEW Customatic COMPTOMETER — Comptometer COMPTOGRAPH “220M” OES ED. 
World’s fastest way to figure . . . now — with new multiplication key — more aderaee 
faster than ever. Try it FREE on your own features than any other 10-key listing ee ee ee ; ee 
vo. en Co machine. Try it FREE. Use coupon. City ---..- Zone... State 
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there's no need for time-wasting, error-breeding pre-editing. 


Best of all, the Comptometer COMMANDER actually pays for 
itself over and over. The mailable Lifetime guaranteed Erase- 
O-Matic belt wipes clean, electronically, in a second, ready 
for re-use thousands of times. No recurring cost for belts, 
discs, or cylinders. 


Learn how easy dictation can be—how anyone can turn out a 
far greater volume of perfect letters easier, faster! Want 
proof? Mail the coupon! 
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Comptometer Corporation 
1700 N. Marshfield Ave. Chicago 22, Ill. 
In Canada: Canadian Comptometer, Ltd. 

501 Yonge Street, Toronto 5, Canada 

(1) Arrange free office trial for me on: 
(0 Send me literature on: 

(1) Comptometer Commander 

(} Comptometer Adding-Caiculating Machine 
[] Comptometer Comptograph “220M” 


Ey SR ee ee 


283 








> ind) 


a 


ee 
“2. #@ e 






@q i EVERYBODY ' 
LIKES J 
>s. QUALITY, .- 


v 


in typewriters, adding 
machines, calculators. 
Opportunity for sta- 
tioners to add typewrit- 
ers, calculators, adding 
machines to their present 
» lines for greater profits 
and enter into the big- 
gest growing market. 
Write for special deal- 
ers’ price lists to Dept. O. 


6 






QUALITY 


OFFICE EQUIPMENT 
CORP. 


166 W. 23rd Street 
New York 11, N.Y. 





> 


Phones: CHelsea 3-1903-4-5 “Quality Sets the Pace” 













Aa TTS 


all-in-one copy sheet 
and disposable carbon 










econom 





sean 


ALIGN the letterhead SEPARATE carbon THROW AWAY CAR- 








and “‘ITS’’ together after typing by pull- BONS 
at top ing them out at bot- 

tom holding the clean 

tab 


284 


will order out of necessity. He accepts orders, but he is more 
than that. 

Ihe wholesaler is a man with a function that steadily moves 
into new dimensions and broader horizons. The service whole- 
saler can be defined by describing his relationship to the 
manufacturer and to the retail stationer. 

THE WHOLESALER AND THE MANUFACTURER 

A manufacturer may face the question, “Shall I use the 
wholesaler?” Or, “Does Retailer ‘A’ belong in the group that 
i can serve better than the wholesaler can; or is ‘A’ one who 
the wholesaler can serve best?” What gives the answer? Just 
one thing. We are in business for profit. Long range profit — 
not temporary gains. There are other satisfactions, but profits 
stand at the center. Otherwise we should be charitable insti- 
tutions instead of business men. 

Most manufacturers are fair. Most will reach sound answers 
on the known facts. If new light is thrown, the perspective 
changes; and the change will be reflected in the decisions. 

Quoting again from the Turck Lecture of May 2: “To the 
manufacturer, the choice of effective channels of distribution 
can mean the difference between success and failure. 

“Ours is an economy of mass production, mass distribution, 
and mass consumption. More people have more purchasing 
power than ever before and more disposable income to buy 
more goods. The manufacturer is, therefore, faced with in- 
tensified competition from other producers, and consumer 
buying is increasingly selective. 

“The steps the producer takes to move his goods into the 
hands of the ultimate consumer deserve to be studied as care- 
fully as his methods of manufacture or any of the other con- 
siderations important to the operation of the total business. 

“The choice of a channei of distribution for any manufac- 
turer, large or small, will depend largely on two considera- 
tions — potential volume of sales and the cost of obtaining 
this volume. The most effective channel is not necessarily the 
one which gives the manufacturer the greatest possible volume 
(which might result in an unprofitably high cost-per-sale) or 
the lowest possible cost-per-sale (which might be made at the 
expense of a reasonable volume of sales), but the one which 








EXTRA PROFITS FOR YOU! 


“ITS’’—the modern way to make 
carbon copies of correspondence 





Your office customers will buy “ITS” because 
© Save up to 50% in typing time! 
e Costs actually 20% less than buying copy paper and 
carbons separately! 
e CLEAN! Fingers never touch carbon! 
e Every copy equally legible! 
Write to factory for full details and samples 


Visit our booth (332W) at 
the NSOEA Convention— 
free samples and fuil de- 
tails on how you can in- 
crease profits with “ITS” 


Another quality product from 


Nashua, New Hampshire 
Bettendorf, lowa 





OA-—10/57 








nore 


OvVeS 
ole 


the 


R 
the 
that 
who 
Just 
[ 
onts 
nsti 


vers 
‘tive 
ons. 

the 
tion 


ion, 
sing 
buy 
in 
mer 


the 
are- 
on- 
>. 
fac- 
Ta 
ing 
the 
ime 
or 
the 
ich 












You're looking 
at a wide-open 


Opportunity 
to make quick, profitable 
sales to small businesses 


Protectall low-cost money safe sells fast to stores, 
restaurants, drive-ins, motels, gas stations! 


Just think how many small businesses there 
are within a block from you. At least a dozen 
or more of them probably need a good money 
safe right now . . . and you can be the one 
to sell it to them! 


Just show them this sturdy Protectall Imperial 
Money Safe. Show ’em all the quality features. 
Tell ’em how it qualifies for low class “E”’ 
insurance rates. Then show ’em the low, low 
price tag . . . and just like that, you’re going 
to be selling safes. 


Matter of fact, the more safes you push in the 
complete Protectall line . . . record safes, 
money safes, wall safes . . . the more profits 
you’re going to be banking. 


Like to know more? Write today for complete 


Protectall Imperial Model 1217-V fits into floor or concrete block. 10” Protectall catalog and full information on the 


high, 10” wide, 11” deep, overall. Door case-hardened steel 144” low-cost Imperial Money Safe. 
minimum thickness, body 1” open-hearth steel, all joints electri- 
cally welded. Three-tumbler Protectall combination lock control- 


ling three 5<” locking bolts. Bears Safe Manufacturers Association 
label. Underwriters’ Laboratories, Inc. approved relocking device. 


Qualifies for low class “‘E” insurance rates. eS ee 


Convince Yourself... 


Stop in at Booth #152 at the N.S.O.E.A. Conven- 
tion, September 28—October 2, and see all of 
the fast-selling features of the Protectoll 
Imperial Money Safe. 


‘4 Protectall Safes 


mat DEPARTMENT926-J, HAMILTON, OHIO 
Division of the MOSLER SAFE Company 
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ROWLES announces... 


NEW ALUMINUM FRAMED 


WALL HANGING CHALKBOARDS 
AND BULLETIN BOARDS 
WILL BE SHOWN AT... 





Sell Rowles framed boards . . . the latest in con- 
temporary styling! Frames are made of one-piece 
extruded aluminum formed around board. Extruded 
aluminum chalk troughs come with all chalkboards. 
Chalkboards are in See-GREEN; cork bulletin boards 
in tan. Hangers furnished with all boards. 


GET THE FACTS AT THE SHOW— 
OR WRITE FOR DEALER CATALOG. 


E.W.A.ROWLES CoO. 


MANUFACTURERS OF SCHOOL EQUIPMENT 
116 N. Hickory St. / Arlington Heights, Ill. 





neat — convenient — easy to use AND ALWAYS IN DEMAND! 


tik-tack 
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Dealers and representatives — 
Send for prices, literature and 
packing information TODAY! 


most successfully combines volume and cost, allowing the 
manufacturer the maximum amount of profit.” 

Be assured that I, as a wholesaler, am not critical at all of 
the fine commercial and personal contact between manufac- 
turer and retailer. That contact is needed. It is beneficial. If 
I can throw a little new light on the manufacturer’s problem, 
[ shall be glad. If “new dimensions” prove to be little more 
than extensions of old dimensions long understood, no harm 
will be done. 

I do not belittle the vital work of the manufacturer’s sales 
representatives. They are vital links in distribution. | would 
add to the value and the opportunity of the man who serves 
manufacturer, retailer, and, is many cases, the wholesaler. 
My point is evidenced in the co-operation many sales repre- 
sentatives of the manufacturer give the wholesaler in turning 
over leads and orders to the wholesaler, in working with the 
wholesaler’s salesmen and in many other ways. 


Warehouse Necessary 

Without attempting to cover fully the service of the whole- 
saler to the manufacturer, let me touch on a few points: The 
service wholesaler has a warehouse. It should be sizable, 
well organized. This warehouse can relieve the manufacturer 
of the cost and burden of maintaining his own warehouses in 
various sections of the country. In shipping substantial quan- 
tities to the wholesaler, he saves on packing, shipping, billing, 
and accounting. 

[The wholesaler, keeping the retailer’s inventory balanced 
— not too much of anything to become obsolete — not too 
little of anything to hinder sales and service — protects the 
manufacturer from returned merchandise, complaints, heavy 
correspondence. 

Generally speaking, the wholesaler can give the manufac- 
turer more complete sales coverage than the manufacturer 
can gain for himself and at less cost. The wholesaler can in- 
troduce and promote the sale of new items rapidly. 

The service wholesaler assumes the credit risk for many 
retailers, saving the manufacturer time, labor, and expense. 
He places one order for re-packing and re-shipping to many 











miracle dises 


TAKE THE PLACE OF TACKS, TAPE AND GLUE. 
Stik-tacks are adhesive on both sides— 

stick to any surface including glass, wood 

and metal. .. .cannot harm displayed material, 
walls or background. .. .they’re completely out of 






sight when in use — may be easily removed and used 
Ss Py > 


over and over again. Stik-tacks sell steadily 

every month of the year — are in constant de- 

mand for office, home, school and industrial 
use. Keep them on display. 


THEY’LL SELL ON SIGHT. 


Retail — folder of 82 dises 25¢ 








| THOMPSON-WINCHESTER CO., INC. 
890 Commonwesaith Avenue, Boston, Mass. 

Please send Stik-tack prices and packing infor- 

{ mation. 

ROME GE tv ccecctesccccsenseuececcese een 

Se: ED a weecwccscccontensesvdbesesant os 

; fas vegese es é6 Cee e 6s os 

Ce Ste edness cevecenesect¥eccdst¥een 

Dealer Representative 
OA-10/57 








| of 
[ac- 
. If 
em, 
ore 
irm 


ales 
uld 
ves 
ler. 
re 

ing 
the 


ary 
yle 
he 
dle, 
rer 
in 
an 
ng, 


oo 
the 
ivy 


rer 
in- 
ny 


se. 
ny 


ve 











. It’s one of the “pencil puzzlers” in the new Linton Pencil 
Puzzler national ad campaign, now being exposed to 19,500,000 
readers of LOOK Magazine not once, not twice, but /7 times! 
These ads are pulling thousands of requests for the free Linton 
Pencil Puzzler booklet-—(we'll be glad to send you one, too)— 
and making additional millions conscious of the Linton name 
and Linton quality. 

Ask us also for catalog and information about free direct mail plan to help 
you sell more Linton pencils. Linton Pencil Company, Lewisburg, Tenn. 


jifting pencil Tro 
or retracing 





the ods appearing in Look. Shown here in greotly reduced size. 
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TOP SELLERS ... REPEAT SELLERS... 
THAT PROVE THERE’S A DIFFERENCE 
IN PENCILS. IT WILL PAY YOU 

TO PUSH LINTON BONDED PENCILS. 






LINTON enon 
A write- oe 
ay 






LINTON “Consolidated” 
he World's 
finest pencil 
10¢ 


SEE US IN CHICAGO—BOOTH 207 
NSOEA Convention, Conrad Hilton Hotel 
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retailers. He carries the task of correspondence and credit 


responsibility. 
The wholesaler is not in competition with the manufacturer 
— far from it. He is a fellow-distributor — maintaining the 


manufacturer’s position in the field. It is to his own advantage 
to do this. He does not tear down. He builds up. 

A member of one of the major committees of the Whole- 

sale Stationers’ Association recently said in unswer to a re- 
quest for an opinion: “A basic comment is tha: it is better 
for a retailer to buy small quantities, even at a slightly higher 
price, and sell these quantities more often, rather than buy 
direct to obtain a nominal discount but be faced with the 
carrying of a larger stock for a considerable length of time. 
We've found that in about 90% of assignments on our ac- 
counts (or failures) they usually begin because of the fact 
that the retailer has too much unsalable merchandise und can- 
not get money from the bank with which to pay his current 
accounts . . .” (Perhaps the manufacturer has overloaded the 
retailer without intending to do so and the retailer has fallen 
for the comparatively small price difference. In any case, the 
manufacturer does not lose if the wholesaler is “holding the 
bag.”) 
a Let me not side-step one important point. There are certain 
ifr triht: highly specialized commodities requiring technical and spe- 
|-+] ete i ; Sconce cialized background to properly introduce them. Certainly, at 
aecry ee the outset at least, such commodities can best be shown by 
fh. Dm the trained representative of the manufacturer; and lines more 
suited for direct sales to the retailer. 

SOME SERVICES OF WHOLESALER TO RETAILER 

The wholesaler, first of all, makes possible definite savings 
to the retailer in time and money through one shipment in- 
stead of many — with substantial savings in transportation 
cost, one billing, one payment, one bookkeeping entry and 
establishing one central point for correspondence. 









A BUSINESSLIKE 
APPROACH TO YOUR 
MARKING PROBLEMS! 


The dealer ‘‘Wants and 
Gets a Greater Profit 
Yield”, with the Finest 
Products made today! 


“THE CROWN LINE!” 









Crown Daters guaranteed 
to outlast competitively 
priced stamps in today’s 
market. Write for 
information and full 














; / : : x —— 
particulars. LS The cost of making many small shipments is far greater 
Be than the cost of one substantial shipment of the same mer- 
R. A. STEWART AND COMPANY, INC. as | chandise. Avoid the excessive minimum freight charge of 
SO Guane Street ¢ New Vork 7, New Vork - = which we are all painfully aware. 
ss” a Pat Sess Sometimes, the retail stationer, aware of these savings, is 








~~ Visit us at the National Business Show Exhibit, Booth No. 223-BC 


The Amazing Vanguard Magnetic 
+. ali sound Leller Wriler WITH EXCLUSIVE 


DUPLICATE COPY 
FEATURE 











Used and Acclaimed 
in Over 3 + Countries 


as the World’s Finest 


Dictation-Transcription Instrument 





Exclusive Distributor Franchises 
are now available in certain 


areas of the eastern United States. 


A co 


in Dictation 
VANGUARD BUSINESS MACHINES D/V/S5/0N 
wi QLKON RESLABCH CORPORATION 








1350 SVLVAN AVENUE -- ENGLEWOOD CLIFFS -°N-ds- 
LOWELL 7-2770 





4Q2/Q-830 FItTH AVENUWE-N-Y- 
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Whatever line of are you ready to fill the 
conventional 
NEW NEEDS 


duplicating products 
you now handle of today’s customers? 


Revolutionary changes and improvements in typewriters and 
duplicating machines now call for the carbon, ribbon and duplicating 





supplies that provide reliably good results with these mew machines. 


To meet more fully all of today’s requirements Allied research 


has developed a whole new concept in specialized products. 


Take, for instance, one example: 


a new process in stencils 


“Easy Read" is the nickname of 
our new Flagship stencil. It was 
earned by its unlimited visibility! 
Our new processed coating is so 
perfectly balanced in sensitivity 
for use on electric, standard and 
noiseless typewriters that even 
non-experts turn out uniformly 
fine impressions on every kind of 
stencil machine. It is available in 
standard colors—with or without 
film. 


Compare the cut-out and stretch- 
resistant, long run performance 
of the Flagship stencil and you too 
will standardize on Flagship as 
your finest stencil. 


Let the Allied man* show you one 
or more of these newest develop- 
ments, which you can add to your 
current line, to fill the needs of 
your most important customers 
today — and you'll begin to get 
acquainted with the value of an 
Allied franchise. 


among the 
world’s finest 
duplicating products: 


Flagship patented metallic 
back carbon paper 


Flagship carbon paper ribbons 





Offset ribbons 
Srp tate * P.S. Or we'll be glad to send you details by mail. Just write to Dept. B4. 
Addressograph ribbons 


Tre > izi= a 
Hotel Register carbons 


Artist transfer carbons 





School packs 


=" AL. LV EE DD carson ano nispon manuracturing corPoretion 


Spirit carbons General Offices and Factory: 165 Duane Street, New York 13, N. Y. 
Western Office and Warehouse: 3425 So. Main, Los Angeles 7, Calif. 


See us at NSOEA Convention, Booth 132, Conrad Hilton, Chicago, Ill. 


Stencils 
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misled by manufacturers’ quantity discounts. He overlooks 


two facts: 

1. The discount for quantity may lead to other costs and 
losses through carrying excess stocks; 

2. On many lines, the qualified service wholesaler sells at the 
manufacturers’ prices — where he doesn’t, the difference 
is slight. 

it sping fi 
m its 7 
itse 


warehousing of merchandise. The retailer saves space. He 
keeps his inventory in balanced condition through small but 
frequent orders. He increases turnover. He makes greater 
profits on money invested. He frees capital for other uses. 

The wholesaler renders a buying service for the retailer, 
allowing him to give more attention to sales. He helps the 
retailer improve his own service to his customers — no oOver- 
loading — fewer shorts or back orders. 


Simplifies Credit Problems 

The wholesaler simplifies the retailer’s credit problems by 
reducing credit applications to a single application. He can 
often provide immediate delivery on lines otherwise difficult 
to get in a hurry. During World War II, there were many 
examples of this. The wholesaler holds himself ready for an 
emergency service with a minimum of delay and a minimum 
of correspondence. 

The wholesaler provides a source of trade information 
(often a single central source) — one catalog, one price list 
— instead of many. He passes along local sales leads. He 
introduces new items that lead to profit and new business. 
ie Through a well trained sales staff, the wholesaler passes 

» along trade information and business helps, sales ideas, sales 
arguments, promotion plans. The wholesaler’s salesmen are 
prepared to conduct sales meetings for retail salesmen. 

In summary, the three most vital advantages to the retailer 
in his relations with the wholesaler are: 1. By consolidating 
purchases with the service wholesaler, the retailer will save 
transportation costs; he will also reduce operating and labor 
costs. He will eliminate the excessive minimum freight charges. 

2. In buying regularly from his service wholesaler, the 


(i Among things the wholesaler does for the retailer is the 


No. 5115 

floor stand. 
Walnut & White 
with Satin Brass. 
Other attractive 
styles available! 





BEST SELLING 


SMOKER 
BRINGS PROFITS! 


Easy sales come fast when customers see Whirl-O-Matic’s whirl- 
away action. Press knob — ashes spin into inner container. 
Release knob — odors, ashes, butts are sealed in! 


WRITE FOR BROCHURE ON FULL LINE TODAY! 
WHIRL-O-MATIC INC., 1270 Broadway, New York 1, N.Y. 


Here's a Desk Line 
That's Truly Different 


The unit at right illustrates 
the modern fresh appear- 
ance of the H-O-N Desk 
Line. Tops are finest quality 
plastic, stain and mar re- 
sistant. Legs are artfully 
formed of solid steel. Pedes- 
tal drawers move quietly on 
nylon rollers. Good con- 
struction and skilled work- 
manship are apparent in 
every part. Write to H-O-N 
Co., Muscatine, lowa, for 
descriptive folder and 
prices. 























Model 54214-CD 


Your choice of 36 models — one to fit every requirement 











two in 29". Center drawers 


10" 


ANNIVERSARY 





Now you can choose an 











H-O-'N 


OFFICE EQUIPMENT 






THE H-O-N CO. MUSCATINE, IA. 
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H-O-N Desk to fit your re- 
quirements exactly. For the 
H-O-N line consists of 36 
models: single or double, 
left or right pedestals; four 
top sizes; various drawer ar- 
rangements. Fourteen mod- 
els in 26!/," height; twenty- 


and skirts optional on single 
pedestal models. Here in- 
deed the purchaser can 
equip an entire office with 
uniformity in design and ap- 
pearance while securing a 
great variation in dimen- 
sions and arrangement. 
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offices by GENERAL 


ELIMINATE OFFICE CROWDING 

These new office dividers help you ultilize 
space better . . . providing attractive pri- 
vate or sem-private offices for each mem- 
ber of your staff. Not cramped cubicles, but 


bright attractive offices. 


INCREASE PRODUCTIVITY 

Equipped with the new exclusive SOUND 
TRAP BAFFLE. General's Office Dividers 
trap noise, office clatter, and interruptions 


. the ultimate in automation. 


@ EXCLUSIVE SOUND TRAP BAFFLE 


FLEXIBLE 
General's Office Dividers are available in 
11 widths and 3 heights. 


ATTRACTIVE 

General's Office Dividers do not shut out 
light, heat or air conditioning. Available 
in 3 eye-appealing baked-on colors creat- 
ing more attractive surroundings. 


EASY TO INSTALL 

No special skills or tools required. Installa- 
tion can be made quickly and easily . . . in 
a minimum of time without disrupting 
the office. 


captures sound, reduces office noise and guards against interrupting clatter. Honey 
comb sound reflection keeps noise inside itself until it has diminished in intensity. 


@ PERMA-LOCKING MECHANISM 


guarantees dividers stay locked and rigid permanently. Combined with the Sound 
Trap Baffle, it insures stability and rigidity never before possible in office dividers. 


SEND FOR FREE 
Colorful Booklet that 
shows how to increase your 
office efficiency. 
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GENERAL STEEL PRODUCTS CORP. 


FLUSHING 52, N. Y. 

















retailer is able to carry a balanced inventory, to reduce the 
number of short items and render a more prompt and effi- 
cient service to his customers, leading to ever increasing sales, 

3. Buying from his service wholesaler and maintaining a 
complete inventory, properly balanced, enables the retailer to 
reduce his capital investment, providing more money for other 


purposes. 
I have sought to indicate that the service wholesaler wields, 
, THE FRENCH DEPUTIES ROARED | not a two-edged sword cutting both ways, but a two-way 


service, with definite benefits to the manufacturer and equally 
definite benefits to the retailer. The essence of the wholesaler’s 
work is co-operation. 


As the Bill to allow women to 


Tolima ode) tnt] onic] ame Mice) | MeellMelale! 
rola - Mil -111) 1-1 ame o}(-1elel-1e kama =a'2-1a Zelal) 
knows there is only a tiny differ “NEW DIMENSIONS IN WHOLESALING” 
ence between man and woman!’ At the forty-first convention of the Wholesale Stationers’ 
Association which was held in March, the theme of the 
. a | meeting was this: “Toward New Dimensions in Merchandisin 
NOW! You Will Also Cry: Through Your Wholesaler.” The theme was interesting a 


~ V | VA LA D | F F E R A N C E ! : a the convention the best we have had. It had a forward look. 





There was the spirit of change, of advance, of progress. What 
is past may have been good, but there are better things ahead. 
3/,”” I have tried today to outline briefly the function of service 
the 0 d Style Ve wholesaling. But new dimensions hint a larger outlook, broad- 

. . er horizons, things not yet quite attained. Have we reached 
Index Tabbing with U our goal? Certainly not. 


—— 1/3” Typerite INDEX TABBING! As was stated at the national convention in March, it was 





one hundred years ago, in 1857, when the Clerk of the United 



































































The Difference is Only 1/24” States Patent Office resigned his job. There was no future in 
# 4" %" The Thickness of a Thin Dime! it. Nothing more could be invented. We had reached the peak 

; 2 BUT YOU SAVE 56°, TYPING TIME of achievement. Only a dull, level plain lay before us. 
3 4 &F FREE! I have no fear in discussing things ahead. You are members 
. a - ; f the National Stationery and Office Equipment Association 
MPAR = Bee SAE 
- tng ra rer Coffee And Doughnuts! You are not afraid of the future. You have been living in it 
how the differance is room 5017 N.5S.0.E.A. and on it. You have watched your association grow and you 
hardly noticeable. SHOW have grown with it. You have caught new ideas and you have 
You're Invited! used them. You have seen horizons that once seemed fixed 

of EE — move away from you. You helped to push them out. 
44-16 23rd St., L. 1. City 1, N. Y. New dimensions? I think experience and observation justify 
INDEXES 426 S. Clinton St., Chicogo 7, Ill. the prediction of an enlarged responsibility and opportunity 
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Such a Garrage! 


OF STIMULATING SALES MESSAGES 


ox Ideal System. 


“Do-it Yourself " 


ASSURED OF sai RMA laid ebiag SIMPLIFIED BOOKKEEPING AND TAX RECORD BOOKS TO 






YOU BEEN 










EVERY BUSINESS, PROFESSION, HOME, FARM AND RANCH 


SELLING 


























= ae Ls sean l Stationers everywhere will welcome the announcement that for 
SO MANY sabaiahn aiealn: tak aide enaiinn ahaa the first time in Ideal history, powerful sales campaigns, de- 
the user how —with simple, easy to} ) signed to stimulate sales throughout the year, will be directed 

IDEAL SYSTE follow examples and explanations of > + é ARR 
proper entries. 4 to all potential Ideal users. Such a barrage of concerted effort is 
. —— agi aimed to produce a volume of Ideal sales never before attained. 

SIMPLIFIED S| Gee ae 

BOOKKEEPING AND a : Retail Prices: $3.00, $4.50, $6.50 and $9.50 complete, including sheets 








TAX RECORD BOOKS 


for one year or more. Budget Books and Daily Records, 75¢, $1.50, $2.50. 





Each ideal System was designed by a pmocsd Giants s.O.2. Your Stax 
i tt sovermment expert and meets 
Free Displays Model +3 rnmen 
on 311 Federal, State and Tax Law require- immediate Delivery from Los Angeles or New York and Wholesale 


for your counter—larger 


displays available. Stationers throughout the United States, Hawaii and Alaska. 


See complete ideal line at N.S.0.E.A. Convcntion. Booth 50, Conrad Hilton 


ments. Requires no bookkeeping expe- 
ence and can be started at any time 
providing year-round sales. 





The latest Catalog of Ideal Systems, together with a circular of free 
The 10) 7.08 SYSTEM (ompany Sales Helps, will be sent to you upon receipt of this coupon attached 
prpreeie Over 30 years Notion-wide Service to your ard or letterhead. You will receive the above by return mail 
and marke 
346 SO. FLOWER ST.. LOS ANGELES 17, CALIF. 6 CHURCH ST... NEW YORK 6. N Y oN 


292 OA-—10/57 





23h & See SS | ae ee eT ee a ie YC a oe eh aa ee SS a ey ae) eS Re 





>e the 
d effi- 
Sales, 
ung a 
ler to 
other 


vields, 
O-Way 
qually 


saler’s 


oners’ 
f the 
dising 
wg — 
look. 
What 
head. 
ervice 
road- 
ached 


t Was 
Jnited 
ire in 
peak 


mbers 
ation, 
in it 
1 you 
have 
fixed 


ustify 
unity 





TO 
NCH 


t for 

de- 
acted 
yt is 
ined 


heets 
2.50 


ilton 


/57 











_— — 
- —— 
--elassic 
—SEhitnuacaee 


hen _—— 








a fresh- 


—— 


ot te - 











Every line of this Classic Modern grouping says 
New!” “Fresh!” a modern 
symphony of clean, restrained lines and gentle 


‘Functional !”’ 


curves 


This is the group that will catch the eye of the 
forward-looking executive —- who's turned his 
back on the old, staid way of doing business and 
is charting new courses to still bigger achieve- 


ments 


m od ern 


| from-the-drawing-board look ; 
_for the FORWARD-LOOKING EXECUTIVE 





He likes uncluttered thinking and an uncluttered 
office. But he wants his office surroundings to be 


as fresh and modern as his own way of living. 


In short, he is your prime prospect for Classic 
Modern. Pick any one of these dynamic executives 
you know and invite him to a special showing. 


He'll prove our point. 


(rite For CATALOG OF CLASSIC MODERN & 
ENTIRE MODERN & TRADITIONAL LINE 


JASPER, INDIANA 
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—JASPER OUFFILE FURNITURE CO. 


REPRESENTATIVES 


Marion V. Follin — 7 N. Monroe, Hinsdale, Ilinois 
J. A. Wallace, Jr. — 213 Samaritan, Ashland, Ohio 


T, Ryce — P. O. Box 277, Park, Fla. 
J. Jensen — 1326 Aspen Court, Longmont, Colorade 


ROOR 


-o 


James H. Davison — 23 Kent Place, Menlo Park, Calif. 


L. H. McDaniel — 1414 W. Tucker St., Fort Worth, Tex. 
Fred P. Brouwer — 741 Laurel Street, Longmeadow, Mass. 
R. Baker — 4025 Fairview Ave., Downers Grove, Ill. 





. C. Maynard — 7649 Tomahawk Rd., Overland Park, Kans. 
. E. Lipscomb — 124 Dixon Avenue, Birmingham 9, Ala. 

. H. Barnes — 130 W. 42nd St., Rm. 810, New York City 
Richard Selby, 367 North Townview Circle, Mansfield, Ohio 
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Why do SMOKADORS continue to 
OUTSELL all in their price class? 
Have you any on display today? 

Cannot Tip Over & Spill 
No Odor. 






23" high. 


Smoketight. 
Easy to Clean. 





Pictures & Prices of 101 
Products mailed on request 





SMOKADOR MFG. CO., INC., Bloomfield, N. J. 


| for the service wholesaler, a potential rather than a present 
attainment. The potential lies in the ability of the wholesaler 
to enlarge his service so that both manufacturer and retailer 
will, because of the wholesaler, go further toward their own 
objectives. The saying still stands that he profits most who 
serves best. 

New dimensions in wholesaling? Yes, new dimensions for 
all of us, new dimensions in distribution, the distribution which 
stands for prosperity and business progress. If distribution is 
the key to our present industrial era, we all have a great stake 
in it. 

In thinking of the manufacturer, the retailer, and the whole- 
saler, I think of our planetary system with its planets revolving 
around a central sun. The planets and the sun move together 
at a speed faster than the fastest airplane toward a point in 
the skies so distant we cannot see it. So, the various segments 
of our indusry move forward together toward an objective we 
cannot see but which we know is there. 

New dimensions? They are inevitable. May 
vision and the will to take advantage of them! 


we have the 





New Name for Ajax Time Stamp Co., Inc. 

Ajax Business Machines, Inc., is the new name of Ajax 
Time Stamp Co., Inc. The manufacturing firm for automatic 
numbering and date machines and time stamps also has a new 
address, 112 Magnolia St., New Cassel, Long Island, N.Y., in 
stead of 368 Broadway, New York City. 





Clary Gets New Offices in Oakland 

The Oakland, Calif., sales branch of the Clary Corp. is 
occupying new offices at 5701 Telegraph Ave., W. L. Long, 
manager, announced. It formerly was located at 534 20th 
St., Oakland. 





Florida Firm Occupies Larger Store 
Smith Office Supply, Inc., is now occupying a new and 
larger store at 115 S. 20th Ave., Hollywood, Fla. Formal 








opening was held July 26 and 27. 








for 
SYSTEMat 


profits 
feature America’s outstanding 


Space Saving Filing System 





“THE SYSTEM THAT 


MAKES SHELF FILING PRACTICAL!” 


WRITE for Catalog & Full Details of the 


Visi-Shelf Dealer Promotion! 


VISI-SHELF FILE, Inc. 225 


See us In booth No. 639 at the NSOEA Convention 
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A Complete Line! 


Units from 7 to 10 openings — 
WITH DOORS — and without! 


Correspondence and Legal Sizes. 


Nationally Advertised 
on the Pages of 
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Two tray sizes, but fits almost any ledger sheet. Both 
trays handle 9” to 12” heights. No. 1 covers sheet sizes 


from 53," to 8 15/16” wide; No. 2 tray covers sheet 
sizes from 93/," to 12” in width. A simple adjustment of 
the side arms and the PRESTO TRAY adjusts to sheet 
size desired. Only two tray sizes to stock. Both handle 
1,240 ledger sheets with A-Z index; both also handle 
850 ledger cards with statements and A-Z index. 





vive Increased Deal- .....Fewer Sizes to 


er Profits 


ee Fit Almost All 
Ledger Sheet Sizes 


re Lower Unit 





POST MASTER 
* Short depth, with four widths 


* Non-slip Tray Base, serrated to pre- 
vent cards slipping 


* Four sizes ....up to 18” wide 


Front and back tilt plates are secured to the base 
by heavy duty hinges. Lifting handles are com- 
bined with a locking device to secure the cards. 


Liberty. 


distributor . . 











. . the exclusive 
presents 


* Hinged and angled tilt plates can be locked 
in vertical position 


* Adjustable, spring-loaded side arms, push 
down easily for posting operation 


* Durable steel construction with chrome and 
aluminum accessories 


* Handles fitted to tilt plates for easy carrying 


* Strong, quick roller-bearing mechanism com- 
presses cards just right 






OVERALL MEASUREMENTS 


Maximum sheet height: 10” 
Tray full open: 14” 
Sheet Widths: 12”, 14”, 16” and 18” 
Will handle 500/600 ledger cards in- 
cluding A-Z index. 


NOW AVAILABLE IN ALL 48 STATES! 


Liberty now makes these two great additions to Machine Ac- 
counting available to the 48 states for the first time. Superior 
construction, higher profits for the dealer and lower cost to 
the buyer add up to 3 good reasons you'll want to see this 
great new line . . . from LIBERTY. 














KKKKKS 
wa Wty, A Division 
<f OFFICE ~ of 
x 4 * The 

STECK 

5, Libe rty: zs 

EQUIPMENT P.O. Box 16 

_ * ® gat on 

See eT SS ts Texas 


et N.S.O.E.A. Convention, Room 645-A, Conrad 
See You Hilton. 


OA-10/57 


We want dealers and manufacturers representatives 
for all parts of the U.S.A. 


* Write, Wire, Phone . . . TODAY! * GR 7-4411 
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FILING CABINETS 
BOOKCASES 


SECTIONAL BOOKCASES 


ROLLER FILES 
TELEPHONE CABINETS 
SPECIALTY CABINETS 
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SELL THE Best -SELL MOORE 


: : 
Makers of famous MOORE Picture Hangers & Push-Pins 


MOORE PUSH-PIN CO. Since /900 


URABLE STEEL OFFICE EQUIPMENT 
IMPROVED LINE - FIRST IN THE LOW PRICED FIELD 


PRIME STEEL © ELECTRICALLY WELDED * NYLON ROLLERS * COMPRESSOR FOLLOW BLOCKS 
ALUMINUM PULLS ¢ PERMANIZED BAKED ENAMEL FINISH 


EXECUTIVE STEEL DESKS 
& SECTIONAL DESKS 














WRITE FOR ILLUSTRATED CATALOG #7 40AND DEALER PRICE LIST. 


TL: METAL PRODUCTS co. 


38-42 REVIEW AVE., LONG ISLAND CITY 1, N.Y. - RA 9-3580 a 


Ground Broken for Borroughs Addition 

George Bennet, president of Borroughs Mfg. Co., has an- 
nounced an expansion program for the company. 

Ground has been broken for a new brick and glass addition 
to the Borroughs plant. This space will increase Borroughs’ 
space about 15% and manufacturing capacity from 20 to 
25%. 

New equipment will be installed where required. A re- 
arrangement of part of the present plant will provide greater 
efficiency in meeting the demand for Borroughs products, 
which include automotive binds, steel shelving, steel office 
furniture and contrast work. The project is expected to be 
completed in November. 





Monroe Names Five to Executive Posts 

Monroe Calculating Machine Co., Inc., has appointed five 
men to executive posts in its expanding accounting machine 
sales operation 

New accounting machine sales managers in branch offices 
of the company’s nationwide field organization are Wilfred 
D. Blood in Paterson, N.J.; Robert W. Bonynge, New York 
uptown; James J. Long, the Bronx, and Richard W. Crawford, 
Syracuse, N.Y. 





Cel-U-Dex Corp. Moves to New Windsor, N.Y. 





on (Map Companies do- EXCLUSIV -LY) The Cel-U-Dex Corp. now is located in its own building 


in New Windsor, N.Y. 


~MOORE METLHEDS ARE The machinery removed from the old plant in Brooklyn 


has been overhauled and augmented by new and unique equip- 


mg Nationally Advertised ment for manufacturing and packaging, making faster pro- 


duction schedules possible. 








Mohawk Tablet Opens Denver Branch 
Mohawk Tablet Co., has opened a new Denver branch 
sales office and warehouse. The Denver branch serves dealers 


EELADELPHIA 44, PA. in the Rocky Mountain area with a complete stock of com- 


petitively price converted papers. 

























=—*) FAST SELLING! 
| cm SPACE SAVER! 
| MODERN ISLAND BASE 
ba SALESMAN’S DESK 


Linoleum top (40”x2542”) 
— Desert sage, 





5 #93PS wy q mist green, grey 
NEW! PRICED TO SELL! 
EXECUTIVE CONFERENCE DESK TOP VALUE! \- 
Linoleum top (60”x30”) TOP SELLER! | 


Desert sage, mist green, grey 





EXECUTIVE DESK | 


Linoleum top (50”’x24”) » 
Desert sage, ; 
mist green, grey ore a | 











TERRIFIC BUY! 
MODERN SALES DESK 
OVERHANG TOP 


Linoleum top (53”x2542”) 
Desert sage, mist green, grey 
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Now...two of the biggest writing values in 
Wearever history — the revolutionary all new 
Wearever Ink Cartridge Pen and the amazing new 
Marlboro Top-Action Ball Pen with the “year- 






complete 
with 
6 refills 


@ Silvery all 
metal cap 


@ Colorful plastic 
barrels in choice 
of colors 


@ Choice of point 
styles 





NEW! WEAREVER #2000 SELF-SERVICE MERCHANDISER — a com- 
plete writing instrument department in less than a square foot 
of counter space. It’s free... with your order for the merchan- 
dise it displays. Order today! 


Advertised in LIFE - LOOK + POST 


Other Wearever ball pens, fountain pens and 
mechanical pencils priced from 25c to $1.95 


DAVID KAHN, INC., North Bergen, New Jersey 





Two Great New Profit-Makers 


from WEAREVER 





World’s Largest Pen Manufacturer - Established 1896 


round’”® ink cartridge. Be first to feature and 
display these exciting new additions to America’s 
fastest -selling line of writing instruments. 
Enjoy year-round profits...order Wearever today! 


+o 





“year-'round" 
ink supply 
@ Clear-view plastic 


cartridge shows 
ink level. 


@ Long-lasting, 
Hardaloy®, no-skip 
tip for longer, 
smoother writing. 


VISIT : 
WEAREVER 


NATIONAL STATIONERS ASSOCIATION 
CONRAD HILTON HOTEL 


September 28 to October 2 
Booth #110 
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“We sold one customer ten 
MARSH 77 pens the other day and she 
said it was the result of your ad in a 
national magazine.” 


(Connecticut dealer) 


No. 5 of a series. 


Steel in the 
Modern Office 


by HENRY D. KAWESCH 


Assistant to the 
President, Art Stee! Co., Inc., 
New York City 


(An address delivered at the National Office Furniture Asso- 
ciation Metropolitan Area Conference in New York City, May 
18, 1957) 

In addressing this auspicious audience — the country’s 
leading office equipment dealers — one can almost read their 
thoughts — and those thoughts are — the dealer and retailer 
have a very heavy bag of trouble. 

How aptly that suggests the story when one of your most 
eminent, successful office equipment merchants, having been 
called to his glory in heaven, was asked by St. Peter what he 
wanted most — more than anything else. 

The dealer said, 











Writes, Draws, Paints, 
Ink is self-contained, 
instant drying, water- 
proof and smearproof. Ten ink colors avail- 


able. GUARANTEED LEAKPROOF 


Dealers: Write for booklet “How to Boost Your Sales 
with The MARSH 77 PEN.” 









MARSH COMPANY, 83 MARSH BLDG., BELLEVILLE, ILL., U. S. 


“I want a lighter bag of troubles, of course.” 
St. Peter said, 
“Fine, fine, my good and loyal office equipment dealer. 
In heaven, everything is arranged. We want you to be happy 
and enjoy your stay here in heaven. We have a special 
filing room for the bags of troubles of the office equipment 
dealers, and, of course, right next door is the filing room 
for the bags of troubles of office equipment manufacturers.” 
St. Peter, in his usual beaming way, said, 
“You go right in, go through either room, and pick out — 
if you will — a lighter bag than yours. It’s yours because 
we want you to be happy in heaven.” 
Needless to say, gentlemen, you must know the answer. 
The old, well-worn shoulders took the harness of his own 
individual bag of trouble. He did not want to borrow anyone 
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Glympia. Plus Feature Aids! 


OLYMPIA offers MORE. Every worthwhile 
feature for perfect typing is incorporated 
in its precision construction. Judge and test 
these PLUS FEATURES found on OLYMPIA 


Interchangeable carriages See these outstanding 
Automatic paper injector Typewriters at the Na- 
Automatic tabulator clearance tional Business Show 
Correcting space bar New York Coliseum 
Plastic alignment guides Section 110 
Paper support and page end in- October 28-November 1 
dicator oo RO Rs 


Vertical half spacing 


OLYMPIA writes best of all .... 
because it’s built best of all 


DIVISION 
INTER-CONTINENTAL TRADING CORP. 90 West St., New York 6, N.Y. 
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Sheaffer Wins the Pennant 


in the Profit League! 
> 


NSOEA 
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Visit us at 
Booth 109—Conrad Hilton Hotel 
Chicago, Illinois 


Sept. 28-Oct. 2 


New Cartridge Pens 
$5.00 and $8.75 
Desk set, $4.95 











it’s the complete line that touches all 
the bases in every price class! 


Season after season, Sheaffer far out- 
classes all competitors in bringing home 
profits to the complete line dealer. 

As they say in baseball circles, it figures. 
For no other line of writing instruments 
covers all your customer needs the way 
Sheaffer does. And certainly no other line 


is as consistently and powerfully pre-sold 
in every price range as Sheaffer's. 

Why not go all the way with the pennant 
winner? It’s just as easy to stock Sheaffer's 
complete line from top to bottom. And 
you'll find it a lot more profitable season 
after season ... after season! 


SHEAFFER'S 


White Dot Snorkel Pens + Desk Sets » Cartridge Pens * Ballpoints + Pencils 


W. A. SHEAFFER PEN CO., FORT MADISON, IA., U. S. A. © IN CANADA: GODERICH, ONT. ¢ IN AUSTRALIA: MELBOURNE « IN GREAT BRITAIN: LONDON 
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SEE . . . The Most Complete 
Profit - Making Line of 
OFFICE SUPPLIES & EQUIPMENT 


DOUGLAS HOMS CO. 


ROOM 656-A 
NSOEA CONVENTION 


Conrad Hilton Hotel — Chicago 
Sept. 28 to Oct. 2, 1957 


HOMS M.-! Dial-A-Phrase Stamps 

HOMS M.-2 Dial-A-Phrase Date Stamps 

HOMS Automatic Numbering & Dating Machines 
HOMS Scales for Office & Shipping Room 

HOMS Self-Inking Rubber Line Daters & Numberers 
HOMS Die Plate Daters 

HOMS Hand Stapling Machines 

HOMS Pencil Sharpeners 

and Other Office Items 


Write for Complete Details 


DOUGLAS HOMS COMPANY 


326 Jackson Street San Francisco I1, Calif. 


* 


else’s. His old bag of trouble was much lighter than the others. 

And if I may be permitted one small observation, it is going 
to take both of us — manufacturer and dealer — to tote that 
old bag of business troubles. 

I have been assigned the general broad subject of “Steel in 
the Modern Office.” To floor you with statistics, charts, prog- 
nostications, and all the heavy weight of opinions, would leave 
all of us somnivolents. Were I to devote myself to specifics, I 
would be accused of having avoided and omitted so many 
phases of steel application in the modern office, that my repu- 
tation may be tarnished. 

Our office equipment industry must take a critical look at 
itself, in relationship to the broader aspect of business and our 
national economy. 


Have Right to Be Proud 


As businessmen, we have every right to be proud of our 
profession of commerce. Office equipment is a segment — 
important though small — of the big broader picture of com- 
merce. Without commerce, there could be no civilization, and 
without civilization, there could be no culture. This is basic 
and axiomatic. 

Thus, as businessmen, we may recall the words in the Bible, 
wherein it was said: 

“__. merchants were princes, 

And the honourable of the earth” 

(Isaiah, 23rd Chapter, V. 2-8) 
or, possibly, in the more quaint language of “Lex Mercatoria” 
(1400 A. D.), it was said: 

“The maintenance of traffic and commerce is so pleasant, 

amiable and acceptable to all princes and potentates that 

kings have been and at this day are of the societie of mer- 
chants. 

Questionless, therefore, the state of a merchant is of a 

great dignitie and to be cherished.” 

Thus, as merchants, we are inheritors of a grand tradition, 
and as office equipment dealers, the possessors of the highest 
ideals of our craft. 

The National Office Furniture Association — NOFA to 


$$$ 








STORAGE CABINET 
No. 3678-S 


with adjustable shelves, finished 
in baked-on olive green or office- 
gray enamels with lock in handle, 
insulated doors. Shipped one per 
carton, K.D. 
36” W x 18” x 78"H 
Weight 150 lbs. 
MANY OTHER SIZES OF 

CABINETS AND SHELVING 


Corner Posts, 11 Gauge or 13 
Gauge 7'3” high... 8’ 
9’3” high punched on 1” centers. 
Finished in Baked-on olive green 
or office gray enamel. 





” high... 


THREE TOP SPECIALTIES 
of Superb Quality 
STEEL SHELVING 


Standard Or Government Specifica- 
tions: All Standard Sizes. 





TYPEWRITER TABLE 


Size 2614"H x 16”D x 22”W and 34’°W 
overall with shelf extended. Finished in 
baked-on office gray or olive green enamels. 
2° rubber casters. Shipped K. D. one per 


carton. Weight 30 Ib. 
List Price $15.00 


MIDWEST 
METAL MANUFACTURING COMPANY 
1818-24 North 18th. St., St. Louis 6, Mo. 
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Plasteco Chair Mats 


are crystal-clear— = «CU 
floor’s beauty shows thru - ~ 


“a a” cede wh 
bfrwwm.. 1 5" 95 
9 


“32 tes 
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Photo courtesy of Plastics Applicators, Inc., Houston, Texas 


6 reasons why it pays you best 
to stock Plasteco Chair Mats 


the original plexiglas’ office mats 


T. M. Reg. Rohm & Haas, Co. 


A BETTER MAT Unlike other mats, Plasteco chair mats are 
precision-cut by machine; no wavy edges. Edges rounded on both 
sides of mat, making it reversible. Crystal-clear Plexiglas lets 


carpet or flooring show through, blends with any decor. 


ATTRACTIVELY PRICED 
highest and higher than the cheapest, yet Plasteco outsells all 


Plasteco is priced lower than the 
other brands because it packs the greatest value. 


ATTRACTIVE DEALER INCENTIVES 
discount, yet retails for dollars less than the highest priced chair 


- Plasteco carries top deale 


mat. Each dealer gets free an ample supply of sales literature, 


and miniature mats for each dealer salesman. 


DEALER PROTECTION 
established office supply stores and office furniture dealers. 


Plasteco Mats are sold only through 


FULL RANGE OF STYLES AND SIZES -—— Four standard styles to 
choose from. No extra charge for altering standard dimensions. 


OA-10/57 





FAST DELIVERY Orders promptly filled from our large stocks. 
Shipments anywhere in the United States. GO PLASTECO! — 
YOUR BEST BET IN CHAIR MATS. Manufactured by Plasteco, 


Inc., Houston, Texas. 


Some territories still open to qualified representatives. 





NATIONAL SALES AGENTS 

Exclusive Sales Agents, P.O. Box 787, Baton Rouge, La. 
Piease send more information to: 

NAME 

FIRM NAME 
ADDRESS 
CITY . 


ZONE ....... STATE 
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| HIGGINS 
> ACETATE BLACK 


for plastic film and 
water-repellent 
drafting surfaces 


HIGGINS 
SUPER BLACK 


for artwork with 
brush and pen 


OLD for you by an urgent and increasing demand 
ere is an ink of Higgins quality for every graphic need. 
} in on the customer satisfaction and 

easing repeat sales assured by Higgins tradition of quality. 


Serving the trade since 1880 


lm INK CO., INC., 271 Ninth St., Brooklyn 15, N.Y. 














everyone — is an expression of our industry ideals and obliga- 
tions, and insofar as high industry principles are upheld by 
individual action in our industry, and through industry action 
as expressed in NOFA and other related trade organizations, 
so do we fulfill this tradition. 

It may be of dubious comfort, but the businessman of 1500, 


and every year thereafter, had about the same trouble we 
have today. 
Then — as now — all business was and is based on the 


three cardinal principles of: 

1. The sacredness of obligation. 

2. The integrity of the transaction. 

3. The liberty of conduct. 

As business men, we may proudly proclaim that in the final 
analysis, we are the defenders of the democratic way of life. 

To proceed to our subject, let us accept the fact that steel 
office equipment is a segment or a part of the entire office 
equipment business picture. Thus, in the discussion of our 
specific inquiry, it would seem that observations made in gen- 
eral terms would apply to the many other phases of office 
equipment not included within steel office equipment. It is 
not meant to exaggerate out of proportion to its importance 
steel office equipment, or to minimize unduly other office 
equipment. 

It has been said that we cannot, at times, see the forest for 
the trees. But if we could acquire an historical objective sense, 
it is felt that we would note that offices and our industry are 
going through the throes of four great revolutionary trends, 
three which are immediate, and the fourth controversial but 
an attempt to lift the veil of the future. 

The three immediate great revolutionary trends, in order of 
their importance, are: 

1. Modularity in steel office furniture. 

2. Format of standard steel office furniture. 

3. Color finish of steel office equipment. 

The fourth — covering the future — will be mentioned 
later. It is that novel — it will answer all doubts. 

In discussing modularity, it is nice historically to see back- 
ground. The modular desk is essentially a right-handed or a 











NOW-FOLD-O-MATIC ; 


has the “CONVENIENCE of a CONVEYANCE”! 


with new ) 
ADJUSTABLE CONVEYOR / 
AND STACKER 


NEW DESK MODEL FH-5C ma 


FOLD-O-MATIC 


100% Fully Automatic 


ELECTRIC FOLDING MACHINE 


Ogee 





Automatically Folds 120 Sheets per 
Minute (all popular folds) . CON- 
VEYS and STACKS Folded Pieces! 

new CONVEYOR ATTACHMENT takes folded 
pieces out of machine with positive precision, 
regardless of type or size of fold. Easily set 
to exact width of folded piece .. . “Stop” 
Wheels prevent jamming. 

mew DEEPER STACKING TRAY holds 
quantity of neatly stacked sheets. 


gardiess of price! 
EXTRA! 


larger 


PRINT-O-MATIC CoO., INC. 


Chicago 6 


724 W Washington Blvd. ad 






new “SNAP-IN” CONSTRUCTION of conveyor 
and tray permits compact storage. 

plus ALL THE OTHER EXCLUSIVE EXTRAS that 
make FOLD-O-MATIC — now more than ever 
the world’s finest office folding machine, re- 


Increased-power universal motor. All 
moving parts of hardened steel, 
cating Oilite and ball bearings. 
power mechanism eliminates gears. 


WITH CONVEYOR BELT 
RECEIVING TRAY 


, i 





LIST $] og Plus F.E.T. 


Also manufacturers of famous Card Size 
Duplicator, Diagraphy Duplicating Com- 
pound, Print-O-Matic Stencil Duplicators 
(6-A Electric, 5-A Manual). Plus new con- 
vention surprises. 

SEE THIS ASTONISHING LOW- 

COST Automatic "MIRACLE" 

with self-lubri- 

New feed and 


BOOTHS 69 and 330 
Conrad Hilton Hotel NSOEA 
Convention 

Illin o is 
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new modular office group by IMPERIAL 


hh 
i 


an inspired design 











with modern, functional styling 






Volée—genuine walnut in charcoal-brown Chartone or soft, glowing 
Mellotone—complimented with legs of extruded aluminum. 






New H-construction principle... 
highlights projected styling. The new 
“H" shape in the girder-type legs of 
aluminum and walnut panel out- 
lines—coupled with contrasting 
colors of rich walnut and decorative 
aluminum—provides the distinctive 
touch that makes Volée a desk that's 
truly unique. 








Free flowing, long low lines—VOLEE 
—a lasting inspiration of the grace 
and beauty of a bird in flight. 





a =f 


See the Volée 

















Efficient, too. No wasted motion 
with maximum functional utility. 
Volée is designed and built for living 
ease in the modern office—and 
pleasingly styled to match every 
decor. Modular means flexibility in 
the office—designed to get the most 


utility from any office space. EVANSVILLE 7, INDIANA 






Grouping at the 
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NSOEA Conven- 








tion in Chicago. 





Conrad Hilton, 
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THE NEW improved 


COPY-RIGHT Copyholder 


for over 30 
years the 
“*mostwanted"™ 
copyholder... 
now manufac- 
tured by Curtis- 
Young Corpo- 
ration. 















Knee-Action 

: — holds any weight 
copy securely- 
ned-Page 

f on finished pages 
e Fastens Firmly to any 


| quickly ond easily ‘ a ches 


 (G0)P? ILD ate en 


‘Typewriter, 

















YOUNG GORPORATION 
Duplicating Supplies — Carbons — Ribbons 
t* New York 11, N. Y.* Cable: CURTYOUNG 









Your sales will grow 
Auto‘MATIC’ally with 


“MATIC” 


POSTING EQUIPMENT 


See the complete line of 
“MATIC” Posting Equipment 
designed and built to meet the 
SPECIFIC REQUIREMENTS 
of your customers. The auto- 
“MATIC” features, attractive 
appearance and rugged con- 
struction of “MATIC” Posting 
Equipment insures customer sat- 
isfaction which means increased 
sales for you as well as continued 
repeat business. P.E.C. also offers 
a complete line of indexes to fit 
all trays. 


ard 


For complete and more detailed 
information on “'MATIC”’ Posting 
equipment, write today for our 
free catalog. 
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TILT-O-MATIC 


Five sizes for all stand 
register and sales 
forms. 


em, 


i1-|, MEAD-LEE Associates 
‘assocarts] SOLE DISTRIBUTORS FOR 
POSTING EQUIPMENT Coyoorttion 


left-handed desk. We sometimes think of this as a new ap- 
proach. 

St. Jerome, in 1400, used a modular or right angle desk. 
The legend of picking a thorn out of a lion’s paw is precious, 
but as hard-headed businessmen, if we look at this desk, we 
see exactly what we in modern industry are trying to ac- 
complish by modular desks. So much time has intervened 
since then until now, that we may have forgotten the origin 

but the fact is that there has been, over the years past, a 
wastage of working area on desks. 

As business streamlines itslef, and as (I suppose) it becomes 
more critical and extensive, and as working conditions in the 
office require comfort, relaxation and ease of operation, so, 
too, will there be an ever-expanding field for steel modular 
furniture in the office, with the one thought that the ingenuity 
of the designers of equipment in our industry, is without limit, 
and as new trends develop within the area of modular furni- 
ture, so will manufacturers respond to those requirements. 


Steel Modular Furniture Here 


Steel modular furniture is here, with examples being posed 
every day, of greater extension of use, application and justi- 
fication. If there may be said to be any one item of great 
success in the industry, we can be all in agreement with the 
fact that steel modular furniture is that item. If we were to 
look back 10 years or so, or five years or so, I think we would 
find that any self-respecting manufacturer would not have 
risked being caught with steel modular furniture. The con- 
verse is true today — no self-respecting manufacturer would 
be caught without a steel modular furniture line. 

The second great revolutionary trend in our industry is 
format of desks. The old square, or oblong, or too deep desk 
top is out — except in Federal Government specifications which 
are usually 25 years behind the times. 

The use of different shaped tops, materials and contrasts 
present a challenge. The alert office equipment dealer has al- 
most a silver-platter aaalieieepiect to share in a greater volume 


DUO - MATIC 





P 

OSTING PORTA- MATIC 

TRAYS AND Trays available in 12”, 

STANDS 14%”, 18”, and 233%” 
: lengths and ten widths 
Tray models for from 5” to 17”. Light 

sheet sizes from 7” x 11” weight. Portable. 

to 12” x 12”. Stands 


available in: skeleton, 
fully enclosed or with 
Filing Drawer 


ERR 70 


HAND! - MATIC 


Ideal housing for writ- 
ing board and machine 
accounting records re- 
quiring small Capacity ing board and machine 
containers. Capacity y accounting records re 
in 7 sheet sizes 614” x quiring small capacity. 
7. @ tr he iz. 2 Fight sizes 

capacity in 11” x 11” 

and 12” x 12” 





V-MATIC Tray 


Ideal housing for writ- 


1026 NIAGARA ST. 
BUFFALO 13, N.Y. 





OA-—10/57 






















REZ PRY MEA pS OO RAEINE TAR TRY & 


Te 
- 


ary 
ves 





+ bt. ‘flee eA 


Now make big copies...18°x 14° down to 3°x5"...at 120 a minute... 


ON CARD OR PAPER...IN 1 TO 5S COLORS AT ONCE...OF ANYTHING YOU TYPE, WRITE, DRAW 


OR TRACE ON A DITTO MASTER...NO INKING...NO STENCIL...NO MAT...NO MAKEREADY 


300 and more per master...in 1 to 5 colors at once. 
Balanced, shockless mechanism...fingertip regis- 
tration control...full ream feed...super speed and 


The colorfully styled new Ditto D-70 duplicator comes 
in a choice of three color combinations: Sand grey, 
sand grey and brown, sand grey and green. 


The quickest, easiest, lowest-cost, most satisfactory 
way of all to make copies up to full 18” x 14”, on card or 
paper. Just clip-in the master, touch-a-button, and 
out fly bright, crisp copies...at 2 per second, 


accuracy...no inky preparation, no waste motions, 
makes an expert of every user. What a help today 
when workers need speed and ease, and business 
needs snappy copies quickly! 


D-70 FREE IN YOUR OFFICE! 


FUREEGE 1 Ventins. etetcmeencnstesonceseen il 


Write—or ask your 
Ditto Representa- 

tive—for handsome | 
free booklet de- 
scribing time-and- 


See this new Ditto TRY DITTO 


machine at the New York Business Show 
and at the N.S.O.£.A. Show in Chicago. : DITTO, inc. 6836 N. McCormick Rd., Chicago 45, Ill, | 
in Canada: Ditto of Canada, Ltd., Toronto, Ontario 
Ditto (Britain) Ltd., 126-128 New Kings Road, Fulham, London, S. W. 6, England 
|} Please send me FREE Ditto D-70 booklet. 
Arrange a FREE Ditto demonstration for me. 


i Name, Title 
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SL | \\See — The new Ditto D-70—a 
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build for 
AUTOMATIC 
RE-ORDERS7? 


A lot of your items are one-time sales. But if 
your customers are using a system, reorders 






ACCO system of filing. You sell a 
group of related items—Acco Fas- 
teners, Accobind Folders, Accopress 
Binders, Acco Punches—and repeat 
orders come in regularly, in quantity, 
without further effort. 












Acco is advertising nationally to help you 
sell the Acco system and Acco products. 
Show your customers Acco’s advantages and 
you'll get better volume, better turnover, 
better profits! 


ACCO PRODUCTS 


A Division of NATSER Corporation 
OGDENSBURG, NEW YORK 
In Canada: 
Acco Canadian Co., Ltd. 
Toronto 














become automatic. That’s the beauty of the “% 





or area of business, with the exercise of innate ability. 

This phase is divided into two areas. Within standard equip- 
ment, the steel desk manufacturers are going in for executive 
top desks, rounded front desks and curved desk tops. We find 
that within the materials used, where linoleum is quite stand- 
ard, there has been an incursion of usage through plastic tops, 
such as Formica and Textolite. We, at Steelmaster, call our 
plastic top “Duramica.” 

One of the advantages of our NOFA trade shows is that we, 
as a part of an industry, may see trends. We share viewpoints, 
We see variations of themes in office equipment and furniture. 

The recent NOFA Show in New Orleans brought out many, 
many new applications of steel furniture in offices, modernly 
designed, happily combined with other materials, and just one 
which I wish to note is the fact that modern steel desks are 
taking that warmer, friendlier, homey feeling of a perforated 
back between the pedestals, rather than the solid steel back. 

This perforation lends itself to many forms of expression. 
Some are old, some are squares, some represent cane, some 
represent cloth, but the indicated trend of steel desks, warmed 
by a slightly different format or combination with different 
materials, discloses the alertness of our industry and the in- 
genuity of the old-line steel office manufacturers to place at 
the call of the consumer these new items in steel furniture 
in offices, which, of course, will reflect themselves in greater 
and larger sales opportunities. 

There is one phase of the industry from the steel manu- 
facturers’ viewpoint, which has come into greater application 
and greater usage, and that is that ingenious and alert office 
equipment dealers are buying steel pedestals and putting on 
their own tops of varying degrees of width, height, shape, form 
and materials, to meet general and specific space or work re- 
quirements. 

The office equipment dealer who is keenly aware of sales 
opportunities, and who knows the requirements and the fancies 
of the consumer or the office to be equipped, has taken upon 
himself what may be termed a phase of the manufacturing 
of desks — insofar as he employs, manufactures or produces 
independently a plastic desk top which is cut to the shape or 








No. 1000 
Front View 





Ts line with a few components 
up to 30 different units! 


Send initial order for this 
exceptional new item to 
be used as a floor sample 
NOW, if interested in a 
franchise. 


MAIN MFG. CO. 


233 W. Chicago Ave. 
Chicago 10, Ill. 










WANTED _ 


Select Dealers 
to handle this line on a 


Protected Franchise Basis 
Illustrated item to list at $310.00, less usual dis- 


count. Lowest price in the field. 


FEATURES — All, plastic top. 72” sliding 

can make door credenza; 60” desk top, shaped. File 
drawers on rollers, with hang-a-file unit. 
All wood finishes. 


Write for Line Drawings, Circular and 
Price List of Individual Modular Units. 





Back View 
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Selling works 
like this... 
when you get 
the kingpin! 


The Saturday Evening 


POST 


A S MAGAZINE 
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Sells the POST 
-the mass market of active influence’ 


Most retailers can name a lot of 
key customers. They're the people 
who set the living trends and buying 
habits. They influence the others 
around them. That’s why they're so 
highly prized as customers. 

National advertisers have been 
trying to woo and win these same 
people for you for years. But, until 
now, nobody knew for sure how to 
influence a large concentration of 
them in every community. 

Now, researcher Alfred Politz has 
discovered how these INFLUENTIALS 





can be reached through one maga- 
zine. His recent study shows that 
8 out of 10 of the millions of Post 





readers recommend or talk about 
things they see in the Post to other 








millions around them. 





These POST-INFLUENTIALS make up 
a huge market. There are thousands 
of them in every sales territory. 
They’re helping you sell Post-adver- 
tised products . .. by word of mouth 
and by example. Are you helping 
yourself to more profits by featuring 
the brands they’re pushing for you? 





INFLUENTIAL 
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form that the user wishes. This phase of steel furniture in 
| modern offices is a developing one. 
As steel office equipment manufacturers, we welcome the 


THE FINE LINE trend, which may be a surprising thing to say because manu- 
Ty | (eo) J 5(@ 3 SUPPLY facturers are usually hungry for sales, and resent intrusions 
eee 


in what they think are their private precincts. But this is good 
for manufacturers because of the fact that price-wise, the 
ultimate item is kept low, for otherwise, manufacturers would 
be beset with a host of other problems which they could not 
solve since their manufacturing establishments are distant 
from the exact point of usage. The dealer admirably fulfills 
his industrial function in this application — he is unquestion- 
ably a work space and office engineer. 





QUALITY and 
PERFORMANCE Decorators Welcomed 


An Integral Part of Every C-Line Product [he entry into the field of interior decorators as a part of 
Only a. Saect materials. the most care- the designing or selling team of our industry has also been 
ful construction and the most painstaking on an expanding basis. Essentially, the decorators who base 


craftsmanship are incorporated into every their operations upon steel pedestals are welcomed by manu- 
line. facturers. 
DESK PADS and Again, this may appear to be a surprising statement. Steel 


ACCESSORIES office equipment manufacturers proceed upon the theory of 


ot 4 F all mass-producing industries, that the more of the same item 

bead ape, es ; henificigs ms Rael eg which is produced, the lower the price. This is generally true. 
° com eTe ine !t I . ° — 

— P P 9 Unless there is recognition and acceptance of the fact that 


“MYLAR” and ACETATE there is this developing revolutionary trend in office equip- 
SHEET PROTECTORS ment, steel office manufacturers —- whose procedures are all 


‘ “ae mass production — would lose an area of business if they did 
— age = oo or ae > 4 not co-operate to secure a part or a basic part of this business. 
a ee a Thus, the interior decorators who come in with the basic 
Holders, etc. < A : - 
steel pedestal, upon which they build their particular version 


Wr; ; , , ‘ 

Forte lon. of the equipment, is a helpmeet to the industry. 
Wide Selection FR lied There is and must necessarily be a conflict between wood 
of Chair and Muss E office equipment and steel office equipment. The very accom- 
Stool Cushions! Catajgoted plished Wood Furniture Institute has done a magnificent public 








relations job in selling the dignity, the warmth, and the pride 
in possession of wooden furniture. We speak of this at an 


CHICAGO DESK PAD CO., Inc. | sires: inc" ie aaamene 


The steel office furniture industry, as such, does not have 


ATTENTION ‘CONVENTIONEERS 

















CONGRESS EXPRESSWAY 
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HILTON 
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ae A must on your itinerary is a 

ene visit to General Loose Leaf Bindery. 

tex 720 S. Dearborn, just a 3 minute walk 
ts, > from the Conrad Hilton Hotel. Check 
we the above map for your convenience. 


‘the new “picture 
‘window” label 
holder ring 
binders 

/being made. 


Take the elevator to the ninth floor. 


\ 


We'll be seeing you. 







This is 
another 
quality product 


with an idea by eneral loose leaf bindery co., inc. 





ATTN-MANF. REPS—Territories are still available on the Picture Window 


Label Holder ring binders. Stop in during the convention. 
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General Office Desks Posture Chairs Accessories 


ST E- = LC AS E Convertible Units 


offers you the most complete line 


ro) me dial We-34-1-) ol adlet- Mae i malieela— 


in the country 
> 


} 


o 


Executive » General Office Chairs Executive Desks 








If you are a prospective office fur- If you are a prospective Steelcase dealer, 

niture buyer, think how important think of the sales opportunities such a com- 

it will be to be able to equip each plete line presents . . . in terms of completely 

office area with distinctly different integrated installations... 

types of furniture . . . yet furniture Write Steelcase Sales Director for more in- 
which as a family, is completely correlated formation about the Steelcase Independent- 
with respect to style, design, construction Dealer method of selling. Steelcase Inc., 1491 
and harmonious Sunshine-Styled colors. Division, S., Grand Rapids, Michigan. 


I STEELCASE INC 
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Safe in Fire 





See it at the 


N.S.0.E.A. 
Convention 
Room 643 
Conrad Hilton 
Hotel 
Sept. 28-Oct. 2 { 
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MURPHY 


A SUBSIDIARY OF THE MURPHY ELEVATOR CO. 








128 £&. MAIN ST. 
LOUISVILLE 2, KY. 








<'> Thumb Tacks ‘ 7 


Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


ESTING PIN TICKET CO. INC. 
New York, N. Y. 


-. 136th Street, 
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CENTRALS BETTER BUYS! 


NEW : 


Kolled@ 


«< STEEL WASTE BASKETS 





*® Roll Edge rim 
Easy to lift! 


® Inverted bottom 
© Tapered design 


® Popular size 
and colors 









No. 9-994 


CLICKSNAP 
STEEL BOXES 


One of Central's complete line of Cash, Bond and Utility boxes. 

Ten styles— One-piece construction—Heavy gauge steel—Rounded 

corners—Hammered silver finish. 
See your Jobber or write us for complete details. 


CENTRAL can company | ! 


2415 WEST 19th STREET, CHICAGO 8. ILLINOIS be 


iil we wid 


INTERCHANGEABLE 
PLASTIC NAMEPLATES 


Beautiful, dignified, permanent, personalized, all Acme plastic name plates 
are interchangeable . . . can be changed instantly with new name inserts .. . 
make changes to suit your requirements. Illustrated are the popular models. 
All orders printed gold on black, unless otherwise specified 


No. 600, desk type, gray; 2 
No. 60!, brown, size i” 
by 6%”. 


No. 602, transpar- 
ent door style name § 50 
plate, size 2” by 
10”, name on black 

background 








No. 603, trans- ' 
parent easel $300 : 


type name plate 


for desk, size 

a 

black back- 

ground 

No. 604, desk 
style, vertical, § 00 
ean be read from 
both sides, size 
2” by 10”, black 
background 


No. 605, wall 
style name, $ 
ean be read 500 


sides, size 






2” by é 
black back- 
ground 





New name inserts can be 
ordered as required at rea- 
sonable prices. Prompt delivery . . 
today. 


ACME JOBBING CO. 


406-408 North Van Buren St. ° Green Bay, Wis. 


. order your requirements 
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an institute or a trade association, and has not presented as 
united a front as the Wood Furniture Institute 
Yet, despite this, the approaches by the decorators and the 
alert dealers, and the new materials which are being used in 
combination with steel pedestals, give to steel furniture in the 
modern office that very modern decor, approach and feeling 
which, as it is developing and has developed, has indicated a 
curtailment and/or a lessening of the sale of executive wooden 
office desks. This is not to say in any manner that wooden 
office desks are on their way out. It is to suggest that only 
in a limited area will wooden office desks in the executive 
Class maintain their equality or supremacy and then on a 
very individual basis with steel modern furniture taking 
over the entire balance of the field. Within time, gentlemen, 
it might not happen in a day or two — but the swing to steel 
desks is here, at a vastly increasing tempo. 
Color Revolution 
Che third great revolutionary trend in our industry is color. 


[here is magic to color — there is warmth to color. There is a 
field of expression in color that so beautifully fits in with our 
modern-day concept of living — of warm, comfortable, re- 


laxed living that we must accept those colors which yester- 
day would have represented a departure from the norm — 
but today are quite acceptable. Steel office equipment is an 
ideal vehicle for color magic. 

[he limitation of the subject is indicated by the fact that a 
beige desk requires so many other things to fit into the decor 
of an office, such as drapes, walls, rugs, chairs, etc. It is not 
new that desks are now coming into a holiday of color. It 
merely is that the trend is towards color in all items of office 
equipment and steel desks and steel furniture are the fol- 
low through. The versatility of steel for color application is 
unlimited. The inter-matching of colors makes steel office 
equipment more preferable than other office equipment. Note 
the tremendous campaign of four-color advertising the steel 
office furniture industry is employing. Color sells color. 

In this very broad analysis, we have tried to cover the 


PROTECTED PROFITS FOR YOU 


WITH ADVANCOS POLICY OF 
SELLING THRU DEALERS EXCLUSIVELY 





MADE IN USA. NE 











ADVANCO PRODUCTS Inc:- 


NERS cc's 2 Sree aoe 


Prat + AVANCE Poem rarte ao.ote 


76-05 Sist AVENUE ELMHURST 73.L.1.N_Y. > Telephone Hickory 6 4848 
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PAPER PUNCH 


Simplest, surest paper punch made. Punches all 
3 holes for 3-ring binder sheets at a single squeeze. 
No adjustments to make, no gauges to set, no 
places to mark. Just insert sheets and squeeze! 
Accurate and trouble-free. Weighs less than 16 
ounces; fits brief case or desk drawer. $4.00 list. 












Order from your Wholesaler 





MODEL 3...Punches 3 holes 
4%" dia., spaced 4%" on centers, 
\%" from back binding edge — 
standard spacing 11" x 814" sheets. 















NEW ENGLAND PAPER PUNCH CO. 
NATICK, MASSACHUSETTS 


WESTERN REPRESENTATIVE-HARRY HENKEL ASSOCIATES 
Western Merchandise Mart, 1355 Market St., San Francisco 





PAPER PUNCH 











SELL IT TO 


@ Purchasing Agents 
@ Salesmen 

@ Sales Engineers 

@ Estimators 

@ Merchants 


ut es 
EASY 10 SELL! ea ait 
PLACE IT ON YOUR COUNTER: TODAY! 
WRITE FOR DETAILS NOW ! 
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A proven way 
$ to accumulate 











STEES8<7R ONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 


Seal Presses * Legal Seals * Downey Change Trays 

Teller's Moisteners * Currency Racks * Manual Coin 

Counters * Packaging Trays * Linen Shipping Tags 
Steel-Strong Coin Trays & Lift Pans 












COIN WRAPPERS 
Old Style * Rainbow * Automatic * Duzitall 
Kwartet * Tubular * Gunshell 
BILL STRAPS 
Federal * Colored * Banding 
- 


Write for Information! 





HANNIBAL, MO. 





THE C. L. DOWNEY CO. 





NATIONALLY ADVERTISED 
TO GIVE YOU LIVE LEADS! 


raazray EXACLFAX 


Millions of prospects see | Made in U.S.A. 
our advertising in... Write today for 


‘ details about the 
New York Times profitable Genco 


The Journal of Commerce Rendiinn ... oF 

The Office 

Credit & Financial Management SEE US AT THE 

—s Banker BUSINESS 
ibrary Journal 

And many other trade SHOW 

publications and newspapers BOOTH #228C 


GENERAL PHOTO PRODUCTS CO., INC. 


Manufacturers of photocopy equipment & supplies 
15 Summit Avenue, Chatham, New Jersey 
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three great revolutionary trends in our industry. Modularity, 
format, color — all beautifully serve to unlimited variations 
upon themes by steel furniture. 

If our present era may be identified by just one characteriza- 
tion, we all can join in the statement that everyone is seeking 
to modernize homes, factories, schools, buildings — and, nat- 
urally, offices. Modernity is today’s watchword. 

Steel office equipment is caught in the swing. It is modern- 
izing — to be properly modern for the modern office. 

As always, the problem is the problem of selling and getting 
the sales message across. The office equipment dealer has said 

- as his first and his last immediate problem — can he sell 
it? 

[here is no easy way to sell, and the old cliche of Emerson 
that if you build a better mouse trap, the world will make a 
beaten path to your hut, even though it is in the woods, is 
not quite true. You have to tell people what you make, and 
keep telling them,‘and go out after them on a personal level. 

Salesmanship Still Problem 

Salesmanship still is the retailer’s immediate problem — 
for manufacturers are interpreting trends, are producing the 
merchandise which is salable, and from there on, the picture 
of individual sales success is dependent upon the individual. 
Manufacturers’ sales aids heip, but success is individual. The 
dealer must work at it to earn it. 

Every good business speech must predict the future. It 
would seem in very general terms that the trend we know 
today and of the future, which has been going on for the last 
three or four years — and will continue for another five years 
— is the fact that all businesses in America are seeking to 
re-finish, re-furnish and modernize their office equipment and 
procedures. It is this simple economic fact that business makes 
money today on its volume, and resultant reduction of over- 
head. The greater your volume and the lower your overhead, 
the more is your aggregate dollar profit reflected. Businesses 
— whether of a manufacturing or retailing character are 
equally bound by this general rule. It is volume of sales that 
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1957 : 





Most Important Business Show Ever! 


The 1956 National Business Show went way beyond 
anything ever held before: * Most Important in 
number of exhibits * Most Important in attendance 
* Most Important in enthusiasm. 
...and the 1957 Show promises to be still more important. 


NATIONAL BUSINESS SHOW 


All the industry exhibits—All management attends 
OCT. 28th THROUGH NOV. Ist, 1957 
New York Coliseum, Columbus Circle, New York 


Rudolph Lang, Managing Director 
33 West 42 Street, N. Y. 36, N.Y. + Pennsylvania 6-6760 
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= Ge. Atomic power in Caesar’s day? 


Certainly! 

It was there, in the ground, in the air and water. It 
always had been. There are no more “raw materials” 
today than there were when Rome ruled the world. 

The only thing new is knowledge. . . knowledge of how 
to get at and rearrange raw materials. Every invention 
of modern times was “available” to Rameses, Caesar, 
Charlemagne. 

In this sense, then, we have available today in existing 
materials the inventions that can make our lives 
longer, happier, and inconceivably easier. We need only 
knowledge to bring them into reality. 

Could there possibly be a better argument for the 
strengthening of our sources of knowledge—our colleges 
and universities? Can we possibly deny that the welfare, 
progress—indeed the very fate—of our nation depends 
on the quality of knowledge generated and transmitted 
by these institutions of higher learning? 

It is almost unbelievable that a society such as ours, 
which has profited so vastly from an accelerated accumu- 
ation of knowledge, should allow anything to threaten 
he wellsprings of our learning. 


raw 





Yet this is the case 


The crisis that confronts our colleges today threatens 
to weaken seriously their ability to produce the kind of 
graduates who can assimilate and carry forward our 
rich heritage of learning. 

The crisis is composed of several elements: a salary 
scale that is driving away from teaching the kind of 
mind most qualified to teach; overcrowded classrooms; 
and a mounting pressure for enrollment that will double 
by 1967. 

In a very real sense our personal and national progress 
depends on our colleges. They must have our aid. 

Help the colleges or universities of your choice, Help 
them plan for stronger faculties and expansion. The 
returns will be greater than you think. 





If you want to know what the college 
crisis means to you, write for a free book- 
let to: HIGHER EDUCATION, Box 36, 
Times Square Station, New York 36, 
New York. 





KEEP IT BRIGHT 











Office Appliances 





Sponsored as a public service, in cooperation with the Council for Financial Aid to Education 





OA-—10/57 


313 





STANDARD DESIGNS . . or BUILT TO ORDER 


You get quality construction at lowest cost when you specify 
ARD Showcases, either standard or custom-built fo order. 


Case shown is our No. BB-1000-G, “Full-Vue"’ glass-on- 
glass. Overall height 39”; 18-20-22-24-in. widths. Has 4” 
black recessed base. Finely crafted of selected materials. 60” 
length in 18” or 20” width, only ................ $148.00 


Also available wood framed. Write for prices on other 
sizes, styles. Usual dealer discounts. 


WE SELL THRU DEALERS ONLY. WRITE FOR ARD CATALOG 
NO. 16—77 PROFIT MAKERS FOR DEALERS 


JECL MANUFACTURING CO., INC. 


EVANSVILLE, INDIANA 





13 VINE STREET _— _ 
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No other PAPER CUTTER 


fo] mm ial Meo liil ed 


is built 





OFFICE 
DUPLICATING 
MADE EASIER... 


Perfect for mimeo, 
spirit duplicating and 
multilith departments 
in offices, industrial 
organizations, banks, 
insurance companies, 
small printers and off- 
set shops, stationers 
and photo finishers. 


to sell so iow! 










The new MICHAEL 
PaPER CUTTERS are of 
all heavy steel con- 
struction for long life. 
The lever is properly 
balanced for easy cut- 
ting. After each cut 
when lever is returned, 
it is automatically 
locked with safety 
latch. 

Tue, back gauge eas- 
ily moves forward and 
back. Cutting table has 
a permanent rule so 
that the back gauge 
can be set for any 
size. 



































Vn ean 


145 WEST 45th STREET © NEW YORK 36, N. Y. 
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results in profit, even though percentages may vary in indi- 
vidual cases. 

The modernization of offices thus can be fairly stated to 
be a continuing process phenomenon for a number of years 
to come. Obviously, therefore, steel office equipment will be 
the recipient of enlarged sales opportunities which come about 
because of this fact. 

May the fact be noted — it is so simple and so elementary 
— that we at times forget it — that is, that there is a popula- 
tion increase in our country that necessarily expands its econo- 
my. The greater the number of people, the greater the need for 
business, the greater the business activity, and, of course, the 
greater the requirements for office equipment. Without gain- 
saying percentages or figures, it is felt that at least 20% of 
all manufacturing procedures would be encompassed within 
activities in offices. At least roughly 30% of all business activ- 
ities is clerical or accomplished within offices. This is demon- 
strated by the fact that there is one clerical worker for every 
three production workers in the country. As the population 
increases, of course, we can see a plateau for sales which will 
not dip to any measurable degree. 


Home Sales Expand 
There is one area of sales opportunity which is expanding 
and will continue to expand, and that is the home-office. So 
much high-level business correspondence and work is now 
being taken home where in the leisure of quiet, the work can 
be accomplished more easily and quickly. “Fortune” maga- 
zine indicated in one of its issues that modern executives 
spend roughly 20% of their time at home,,working on their 
business problems. Obviously, a “second office” in the making 
is suggested by this fact, and the trend is one which is noted 
as a further phase of sales opportunities in office equipment. 
No self-respecting speech or talk about trends should con- 
clude without saying that which will or might occur in 1975. 
Everybody does it. Let us not be charged with our trends 
down or our trends out. 
A precious “New Yorker” article on the “Deskless Office” 
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INCREASE YOUR SALES and PROFIT! 














easy to clean 

Gleams when cleaned 
with damp cloth. Re- 
sists alcohol, ciga- 
rette burns, etc. 











extra thick 


Heavy lamination of 
wood-grain plastic 
over 5/16° Presd- 
wood. Won't slip— 
won't creep. 








Chairs glide smoothly 
over the mar-resistant 
surtace. Not slippery. 
Chip resistant. 
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LINE 
NSOEA EXHIBIT 


COMPLETE 


REYBURN 


DISPLAYED 
CONRAD HILTON HOTEL 


Co) 














literature & 
office equip- 
ment catalog 












lustrous wood-grain 


This is the sensationally beautiful 
office chair mat that matches modern 
wood grain furniture. The new trend 
in interior design makes these mats a 
must for new installations, and they 
sell on sight to users of old-type 
painted or rubber mats. Available in 
Driftwood Gray, Walnut, Mist Green, 
and Desert Tan. Gleaming plastic (lam- 
inated to extra-thick Presdwood.) This 
“Executive” mat withstood more than 
2,000,000 scuffs and abrasions in inde- 
pendent laboratory tests with little 
more than loss of surface gloss. Low 
cost, too. 


immediate sales at 100% more profit! 


— SEND COUPON TODAY ————= 





Products Co., Inc. Dep't A-4 


Interstate Metal 
INTERSTATE (Office Eeuipmont Division) 
666 Lake 5 


hore Drive, Chicago 11, ti. 


Please send me FREE literature and more information about Executive 














plastic chair mats. 
NAME 
TITLE 
COMPANY 
ADDRESS 
(city) (zone) (state) 
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Allen’s been faithful, too-.since 1920 

Our time-tested products are also faithful 
profit-producers for you—made for every 
purse and every purpose. Boxed under our 
brand name or yours. Write today or phone 
BEekman 3-2255 for prompt sample service 
and quotations on our complete line. 

















INKED RIBBONS 








ALLEN & COMPANY 


“ MANUFACTURERS 






VISION OF DIXON CARBON & RIBBON CORP. 
1-13 VANDEWATER ST, NEW YORK 38, N. Y. 


SENTRY 


invites you fo visit 


ROOM 6GI6A 
1957 NSOEA CONVENTION 


YEAR’S | FREE 


BIGGEST | SENTRY 
NEWS SAFE 


about the industry's awarded each 
only Convention day 


PROMOTIONALLY 
PRICED BE SURE 
TO REGISTER 


line of safes 











For Current Catalog and Prices, write 


JOHN D. BRUSH & CO., Inc. 


545 WEST AVE., ROCHESTER 11, N.Y. 
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mail room effictency booster 





Now the mail clerk can do more work, easier. 
ASI’s new mail room unit combines a sorting 
file and table to put everything at his fingertips. 
File has 15 shelves, each with own label holder 
and you can add extra shelves. It’s heavy 
gauge steel and is deep enough for legal forms 
and long papers. Six-foot-long steel-table offers 
plenty of room for postage meter, mail bundles 

and efficient work area. 
Let our Catalog No. 570 show you this . . . and 


the wide choice of styles and sizes in our com- 
plete sorting file line. Write Dept. OA 





ANGLE STEEL INC. 


PLAINWELL, MICHIGAN 














HANDY "GLIDEX"” 


TRADEMARK®) 571978 


TELEPHONE BRACKET 


A Stable Seller the Year *Round 








Saves desk space——swings in any direction— 
Keeps phone in easy reach yet out of way— 
The only bracket made to hold present models. 


Made of strong, durable steel, Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, etc. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 
desk papers. 

WRITE FOR ILLUSTRATED LITERATURE AND DEALER'S PRICES 


MYO, Ay 
UK NY, AX WAS, 


GLIDEX CORP. — 


4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 
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1,000 WAYS to MAKE MONEY 
with DAV-SON BULLETIN 3 


=i BS, BO ARDS ee = 


ESTMENT .-  ecsAR 
= > STOCKING NECE ve 


EVERY ONE of the more than 
1000 styles and sizes of DAV- 
SON Bulletin Boards gives you 
an opportunity to make extra 
profits—without a penny of in- 
vestment! Take the order— 
DAV-SON drop ships for you 
with your label. 





Cha on 
Bulletin Bossuett™* 


Sell the most complete line of Bul- 
letin Boards in America—made 
by the largest, most reliable man- 
ufacturer in the industry! Prac- 
tically every business in your 
area is a prospect for one or more. 


7 a= 
Bas 
— el 
Genuine 


Cork-Backed EASY TO SELL TO susiness! 


sccgn AT TPE OF 


Also manufacturers of Church Bulletin Boards, 
Flashing Safety Signs, Metal Safety Signs, etc. 


WRITE for big FREE 1957 Catalog 
A. C. DAVENPORT & SON, INC. 
Now in Our 25th Year of Quality Service 
DEPT. O.A., 311 N. DESPLAINES ST. ° CHICAGO 6, ILL. 





Chalk Boards 

















Ane you getting 
the beast? 








0 SCREWS 


Phillips & slotted 
Wood, Sheet 
metal & Machine 


We can ship from stock 
the best screws money 
can buy — and your 


money buys more. 





All heads, all types, all sizes. 


A [ L IEBMAN & SON, INC. 
YOUR HARDWARE NEEDS 
2046 McDONALD AVE., BROOKLYN 23, N.Y. 
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Your Room Space 


is 
CEILING HIGH 


when you use 


Adjusto- 
Deck 


BRACKET 
SHELVING 





Revolutionary 





New & Better 
Will carry tremendous loads 
* 








Expands storage space upward. 2-sided bracket shelving adjusts to any 
depth or width, clear to ceiling. Installs without special tools. Uprights 
take rugged hold of ceiling & floor without bolting or threading pipe. 
Costs 30% less than steel shelving. Saves on freight rates. Standard pi 
,% ety! may be bought locally to suit needs. Depths 26” to 96”. Widths 

” to 96”. 

Without shelving, ADJUSTO-DECK also makes perfect Hanging Racks. 


Write Today for Full Information 
WALTER HAERTEL CO. 


2840 FOURTH AVENUE, SOUTH 
MINNEAPOLIS 8, MINN. 














SEMCS'S 


ALL-STEEL 
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—MOWAWA Y 


Quality Papers at 
Competitive Prices! 


The Stationer’s Complete Line f 


* Scratch Pads 

* Ruled Pads 

* Legal Pads 

* Add Rolls 

* Steno Books 

* Mimeo Bond 

* Duplicator Bond 
* Typewriter Bond 
* Second Sheets 

* School Supplies 


Special Quotations on 
Board of Education 
Requirements. 

Send for Price List Today! 
MOHAWK TABLET COMPANY 
Main Office—1703 East End Ave., Chicago Heights, III. 
Branches—3200 Main Street, Dallas, Tex. 

1647 Blake St., Denver, Colo. 

















Greater Profit—Plus 


tremendous 





repeat potential 
with 


PEGBOARD ACCOUNTING SYSTEMS 


Join the hundreds of dealers who are enjoying greater 
profits plus substantial repeat business from Multi-Rite 
“write once” pegboard accounting systems. 


It’s the increasingly popular high-speed method of post- 
ing that creates multiple records with one writing while 
reducing posting time by up to two-thirds! 


You're missing plenty if you don’t have all the facts on 
the tremendous profit-making possibilities of Multi-Rite. 


Write today for complete details. Your inquiry also 
brings you the new Multi-Rite Catalog—a virtual hand- 
book on pegboard and strip accounting. 


The C. E. SHEPPARD CO. 


44-07 21st Street Long Island City 1, N.Y. 





(0 Please rush catalog and details on a Multi-Rite Dealership 
ge eae J 


| is the best ever. It is called “Executive Desklessness.” It is that 


good that I would like to read quotations from it: 

“There’s a powerful trend to executive desklessness sweep- 

ing the city. ... 

“What are the psychological implications of executive 

desklessness? .. . 

“What is a desk but a symbol of authority and success in 

the American business culture? . . 

“But the desk isn’t there simply to intimidate you, the hum- 

ble visitor or employee, but to reassure the scared great 

man, enthroned in a fortress of mahogany, pen-holders, 
leather gadgets, telephones, dictaphones, and stacks of 
papers. Getting rid of the cowards in high places. It’s also 
going to improve the physical condition of the brave men 

who remain. .. . 

Once the desk disappears from American business life, so 

will the paunch. .. . 

“One of the book publishers said that . . . he had given 

up his desk ...in order to force himself to become 

more orderly. ‘Maybe it’s a rationalization,’ he said, ‘but I 

really was the sloppiest man in the whole office, and I 

figured that if I didn’t have any desk top to scatter papers 

over, or any desk drawers to shove papers in, I'd be bound 

to be neater, and therefore more efficient’... . 

“Our last talk was with a lady psychiatrist, who told us that 

she considers executive desklessness a most encouraging 

manifestation. ‘Men who work without desks recognize the 
fact that people are their business, and not mere facts and 
figures,’ she said. ‘The papers that many big executives keep 

on their desks are often a substitute for reality.” .. . 

“The desk must go! ” 

What more can I say? 

It has been said that success corrupts, and steel office equip- 
ment manufacturers may be that successful in so completely 
taking over the field of office equipment that they may force 
the trend after 1975 of the “deskless” offices. 

If that occurs, obviously we manufacturers will all take 
long, well-earned and well-needed vacations. Until then, gentle- 
men, the best of luck to you. 
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ONLY The “Precise” ae | 


TRIMMING BOARD 





Has All These Wanted Selling Features 


@ Patented Finger Tip Controlled Paper Guide 

@ Finest Steel Blades, Carefully Ground 

® Two White Scales on Black Background 

® Only Finest Seasoned Hardwood Used 

® Every Board Completely Guaranteed 

You offer the finest in the New “Precise” Trimming 
Board. It has everything your customer should have for 
trimming, cutting paper, paper board, etc. The patented, 
adjustable paper guide locks and releases with a finger 
flick, 2 white scales on black ] 





background speed accuracy and 5 POPULAR SIZES 
measuring time. Models 5, 6 & a s—12{h"—Blede 
7 have special safety spring. No. 5—151,”"—Blade 
The “Precise” is a steady seller No. 6—18'/,"—Blade 
No. 7—241,,"—Blade 


wherever displayed. 





Prompt Delivery — Order Your Needs Today! 


AMERICAN PHOTO LABORATORIES 
2511 W. MOFFAT ST. Dept. A CHICAGO 47, ILL. 
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Three thousand four hundred and fifty advertiser, 
agency and publisher members of the Audit Bureau of 
Circulations have a voice in establishing and maintain- 
ing the standards responsible for the recognition of this 
emblem as the Hallmark of Circulation Value. It repre- 
sents the standard of value that these buyers and aes 
of advertising space have jointly established as measure- 
ment for the circulation of 
printed media. 

The basis for arriving at the 
advertising value of a publica- 
tion is the Bureau’s single defi- 
nition of net paid circulation. 
With this as the standard, the 
circulation records of A.B.C. 
publisher members are audited 
by experienced circulation audi- 
tors. As specified in the Bureau’s 
Bylaws, A.B.C. auditors have 
“access to all books and records.” 

Subscription and renewal 
orders, payments from subscrib- 
ers, paper purchases, postal 
receipts, arrears are among the 


with specialized 
advertising appeals. 





SEND THE RIGHT MESSAGE 
TO THE RIGHT PEOPLE 


Paid subscriptions and renewals, as 
defined by A.B.C. standards, indi- 
cate an audience that has responded 
to a publication’s editorial 
appeal. With the interests 
of readers thus identified, it 
becomes possible to reach 
specialized groups effectively 





ainstakingly 
ata are con- 


publisher’s circulation records that are 
checked by auditors and the resulting 
densed and published in A.B.C. Reports. 

Experienced space buyers use the audited information 
in ABC. Reports as a factual basis for their decisions 
in evaluating, comparing and selecting media. The 
FACTS in A.B.C. Reports for business publications 
include: * How much paid circulation 
¢ How much unpaid distribution ¢ 
Occupational or business breakdown 
of subscribers « Where they are located 
¢ How much subscribers pay * Whether 
or not premiums are used ¢ How many 
subscribers in arrears * What percent- 
age of subscribers renew. 

This publication is a 
member of the Audit Bureau 
of Circulations and is proud 
to display the Hallmark of 
Circulation Value as the 
emblem of our cooperation 
with advertisers. Ask for a 
copy of our A.B.C. Report 
and then study it. 
















Office Appliances 


A.8B.C. 
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From Pearl Engraving Corp., 
comes the finest, 
precision-engineered keytops. 


“Your key 
Nlustrated: 2 styles 


to better 
for all typewriters. business”. 


For free samples and brochure, 
write Pearl Engraving Corp., 
29 East 19th Street 
New York 3, N. Y. 








THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 





Ames Supply Company 


ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 

1913%2 Commerce St. 545 Mission St. 


AGENTS IN ALL PRINCIPAL CITIES 











Best dealer prices — best deliveries 

most complete range of forms, for every 
requirement. Standard stock forms, Redifixt 
or continuous forms, tabulating forms, 

W-2 and other tax forms, and of course, 
custom-printed forms for every description. 


Send samples for quotation 
Write for catalog R 


CONSOLIDATED BUSINESS SYSTEMS, INC. 


REE BArciay 73687 NEW YORK 7 N Y 


CLEANS... Typewriters, 
Billing Machi ah teaeed 


Adslencct. 





= 





. g Plates, 
Marking Devices and many 
others... 
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LITHOGRAPHED BANK FORMS 


Checks . . . Deposit Slips . . . Statements 


All bank forms custom lithographed with your imprint and 
shipped under your label. 


Sell the banks in your area. Our low prices and top quality 
work will secure this valuable repeat business for you. 


Write for complete information. 


KENNEDY PRINTING COMPANY 


P.O. Box 192 Fredonia, Kansas 
Since 1891 











My MOVE AND SHIP 


PROTECT 
YOUR PROFITS 


Avoid costly damages to 


OFFICE APPLIANCES 


that may require refinishing, re- 
shipping, time and labor expense, 
by using ELKAY Furniture Moving 
Van Pads, Straps, Hand Trucks, 
Padded Dollies, Casters, Padded 
File and Desk Covers, etc. 


Send for FREE CATALOG of over 
1000 ITEMS! 


_a\) 


ELKAY 2000015 co 


323-27 W. 16 St., N.Y. 11, N.Y. +» WAtkins 9-1148 













A Complete Line of 
OFFICE COVERS and ACCESSORIES 
ieee : fer 
- io 


Bookkeeping Machines 


Special Orders for Non- 
/ Standard Machines 


, 


Also 
Work Aprons and Carry- 
alls 





i DEALERS! Your trade mark, ad, store name, imprinted on any 

! of these items — FREE. 

Send for illustrated brochure. See Complete Line At 

Manufacturers’ Representatives BOOTH C-1A 

+ « » some territories still open. NSOEA C i 

OFFICE COVERS COMPANY abenoues 
3526 Boulevard, Jersey City 7, New Jersey 























OFFICE FURNITURE 
Reaps Kingly Profits 


In constant demand 
and fit for a king... 
attractive, smart 
Royal Office Furniture. 


Pa nm weve apatites 

C Fit D 
“eee since 7 mam 
ROYAL METAL 

MANUFACTURING CO. 


Dept. 3-K,175 N. Michigan Ave., Chicago 1, Ill. 
Dealers and Showrooms Coast to Coast 


Royal Metal Manufacti Limited, Galt, Ontario 
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CASTERS* 





-— 


FAN COVER 


Get set for big 
demand this fall! 


Keep Klean Fan Covers — rubber coated 
or Vinyl plastic. A size and model for every 
fan! Waterproof, dustproof, oilproof. Also 








seo for VOW a full line of typewriter and business 
ao giscounts» machine covers, sponge rubber pads, tool 
a kits 
n . 


KEEP KLEAN PRODUCTS CO., INC. 4077 PARK AVE., N.Y. 57, N.Y. 

















Neo only for a high- 
quality line... but also 
for those little extras and 
“breaks” that mean extra 


profit... stock WRITE. 









CARBON PAPER 
TYPEWRITER RIBBONS 


TYP-ROL Type Cleaner 
and Roll Finisher 





incorporated 420 Lexington Avenue, New York 17, N. Y. 
Factory: Bridgeport, Conn. 

















SECURITY BRAND 
Complete Line of 
DELUXE ALL LEATHER 
or CANVAS & LEATHER 


Mail Bags For Your 
Select Clientele 


WwRiT— FOR CIRCULAR 


L CAN-PROG,- 
V4 








33 € McWHLLIAMS ST 
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*U.S. Patent No. 2539108 from $8.75 in sets of 4 (Iu Canada: Shepherd Casters Canada Ltd., Terents, Ontarie) 


Your customers will like the style, 
beauty, design and mobility of 
Shepherd Casters. They roll easily over 
carpeting and protect against surface 
wear. 

Shepherd's new caster concept does 
away with conventional yoke and ex- 
posed axle. Totally enclosed, perma- 
Model 111 metal tread mently lubricated and guaranteed not 
retail priced from to clog or jam. 
$7.95 in sets of 4 Build your sales volume with the 
fast turnover of Shepherd Casters. 
Available in a variety of standard 
adapters and in three decorator fin- 
ishes: antique copper, satin chrome 
and bright brass. Write or wire, today, 
for full facts on how you can qualify 
as a franchised Shepherd Caster dealer. 


SHEPHERD CASTERS, INC. 


P.0. Box 472, Benton Harbor, Michigan 








Model 171 rubber 
tread retail priced 














BEACH'S 


‘‘Common Sense’”’ 


EXPENSE BOOKS 


SHOW them and you'll 
SELL them. Best known; 
first in customer demand 
and total sales. Shipped 
in convenient carton for 


Counter Display 


WRITE 
BEACH PUBLISHING CO. 


for Samples and Prices: 19829 W. McNichols, Detroit 19, Mich. 

















Write for Dealer 
Literature & Prices 


HARDBOARD FABRICATORS, inc 








59 BRANCH ST tours 7 MO 


a e Quality cline” 


FEATURING 
High Grade Pencils 
made by 


EBERHARD FABER 




















ROUND 

and HEXAGON 

PENCILS PRINTED in 

ONE OR TWO COLOR INKS 

also 

HEXAGON PENCILS IMPRINTED 
ANY COLOR FOIL 

Write for Price List, Samples and 
Stationers Discounts 


BALLARD PENCIL COMPANY 


— Over 40 years Specialists in Pencil Printing — 
P. O. Box B Glenwood, New Jersey 
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Chair $9304 





byrany. 


in LEATHER 
in FABRIC 


jor the Executive Suite 


Hand Fashioned by Craftsmen of Experience 
modere itely priced 


Brochure available on request 


niemann inc. 








A FINE NAME IN FURNITURE FOR OVER ONE HUNDRED YEARS 





FACTORY & SHOWROOM: 469 E. OHIO ST. AT LAKE SHORE DRIVE, CHICAGO 11 
















You can earn good 
commissions selling 
our complete line 

of passbooks, pocket 
check covers, coin 
savers, and other 
forms to financial 
institutions. 


PASS UP THOSE 
EXTRA 
COMMISSIONS 


Write for Information 








THE VERY BEST VALUE 
IN COPYHOLDERS 


STAND-B 


@ Patented Knee-Action Grippers 
Hold All Copy Securely 


a 


9°W 2 12°H 16°W «x 12°H 


WA ip ip 


f We Bth Street New York 11, N.Y : Cable 


U2 Fee YOUNG CORPORATION 
’ e u ating Supp! - Carbo Ribbons 
CURTYOUNG 





a) f VA 
Me O “yi 
SINGLE FLUID 


o 


: wk & ta 
SEM) iO» 
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ATTENTION ALL DEALERS 


You don’t need to carry inventory to sell 
your customers America’s most desired lines 
of office furniture and equipment. 

Choose from our huge inventory of new 
and used furniture. 

Bring your customers to our showrooms. 

We quote list — you get the regular 
dealer discounts. 


_ YOU BUY ONLY WHAT YOU NEED! 
OFFICE FURNITURE WHOLESALE DISTRIBUTORS 


NEW YORK 4, N. Y. MIAMI, FLORIDA LOS ANGELES, CALIF. 
74 BROAD ST. 155 W. FLAGLER ST. 618 SO. FIGUEROA ST. 











BOwling Green 9-8231 82-8484 TRinity 7004 




















66 3? 
Vow souk 


Modernize those typewriter key- 
boards with the spring-cushion type- 
writer key with the new shaped top. 


* 7 * 


ORDER TODAY! 
ADD THAT EXTRA PROFIT! 





order 


MASTER SPEED KEYS 


with the NEW LOOK specifying make and model of typewriter 


268 A Ch Street 
SPEED KEY CORPORATION 220,033" @uo ver 


WW) Sra- Pout 





cis! LEAD POINTER 


For Perfect Lead Points 


BLUNT TO HAIRLINE 
Standard Model gives you points 
up to %” long without breaking. 


Just insert lead and rotate lid. 
Preferred by DRAFTSMEN, ACCOUNTANTS, ARTISTS 


WRITE FOR LITERATURE AND DEALER PRICES 






Variable Taper Model 
iets You Dial the 
taper you want 












ORIN —-— BREET et ti em eer 


BETWEEN BAKER STREET, COLOMA, MICHIGAN 
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Superior Selling Features 


DISPLAY-SELL Stencils 


The “‘EXTRA"’ Sale That Makes The Profit Difference 
The Only “Whrite-in” Bookmark Pencil 


Eye-Catching Display 
Requires only small space. Ad- 
angle. Pilfer — 
Proof. Can be used flat in case. 








FOR COMPLETE DEALER PROGRAM 


write tHE SLENCIL CO. 


200 FEDERAL ST., ORANGE, MASS. 


Coin-thin Jewelry Quality. Won't 
& just for best 
damage book bindings. Clip clings 
firmly to thin pages. Has concealed 
erase! extra leads. Choice of six 
popular colors. Propels — Repels — 
Guaranteed mechanically perfect. 























acntagg = STORE LADDERS 


=, ROLLING LADDERS—Made from 
f : — Oak or Birch 

<1 SIDE and CEILING TYPES—with 

f — steel track for mounting on shelving, 

} filing cabinets or ceiling. 
i} A” and LIBRARY TYPES—require 
= no track and are mounted on wheels 
‘ with Automatic Safety Brakes. 





+ ty] — WELDED STEEL SAFETY LADDERS 
| —Made from 1” diameter round 
it \ = furniture tubing, with expanded 
— metal steps. Mounted on Swivel 
Lit Brake Casters. Ladder can be rolled 


you step on the ladder the rubber 
tipped legs rest on the floor and 


i prevent rolling. Made in 1 to 13 
Lge = step heights, and 4 widths. 
Send for Circulars 42-OA (Wood) & 56-OA (Steel) and Dealer Discount 
Manufactured by 


I. D. COTTERMAN “* “cuicaco“so* ““* 


1: 1: freely when no one is on it. When 
—> 











Screw- holding Driver 7 handle 
re. from *0 
0 #4” 
screws 
THE H.J.J. CO. 


268 Marlow Drive 
OAKLAND 5, CALIF. 





Varn 
CELLULO/0 PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any size; 
menu covers; factory record protectors; tag holders 

bill-fold envelopes: stamp containers, etc. Made ‘of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details, 


Markilo 
902p S. Wabash Ave. 












Chicago 5, Ill. 
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Cuts. 

Efficient on 
Textiles Film 
Plastic Rubber 


Score Cardboard 
and Corrugation 
Perforate to 





Harvey Safety Cutter- 
Perforator — BE 
Scorer LANSDALE 









Dealers invited , yt tpl St 
EXTRA PROFITS cushontes 
SCHOOLS © CHURCHES ¢ CLUBS ete 


WeE DROP SHIP DIRECT TO YOUR Cl 
NO HANDLING ON YOUR PART 


OLDING TABLES 
CHAIRS — 138 STYLES 
@ STEEL OR WOOD 
@ FOLDING 
@ NON-FOLDING 
@ TABLET ARMCHAIRS 
@ AUDITORIUM UNITS 
© FOLDING TABLES (ALL SIZES) 


Adirondack Chair Co. 


Dept. 22 — 1140 B'way, N.Y. 1, N.Y. MU 3-4834 














Handy dauber eliminates dirt like 
magic! No carbon-tetrachloride; 
non-flammable; striking displays, 
free advertising aids! 
- Order direct or from 


















THE CLAROTYPE CO., 


261 BROADWAY, NEW YORK 7. N 


323 



































































































































dominates today’s office scene 


MOMENTUM sets the pace for all day long working comfort. The executive chair and its 
coordinate, the guest chair are fine examples of Contemporary styling, 
combined with the ultimate in craftsmanship for which Gunlocke is famous. 


Deep-cushioned foam rubber seats, contour backs for restful support, 


_—, 


fine grain leathers and matchless walnut woodwork combine 


to give your office the important look of luxury. 





WAYLAND. NEW YORK 


V_H.GUNLOCKE CHAIR cOMPARY 
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Sort-O-Mat 


Direct Name 


For the next few months lights will 
be bright at @¢ Downs 


Featured at the starting gate are three filing systems 
that are raring to run in the Supplies Sweepstakes 
Contest. 

It’s easy to be a winner, and the size of your winnings 
depends on you. 











DEMONSTRATION OUTFIT 
for the Direct Name System 


Handsome carrying case helps you sell 
this system by letting the customer see 
just how it works and then sell himself. 
Available at cost. 

You can get other effective sales aids, 
too. Write us for complete details. 











Expanding 
Index 


How to get into 


the Winners Circle 


in the @¢, SUPPLIES 
SWEEPSTAKES 


CONTEST 





Here’s how it works. For each Sort-O-Mat, Direct 
Name System, or Expanding Index System you sell 
before December 31, 1957, -, gives you a sizeable 
BONUS. The more you sell, the higher your profit win- 
nings will be. 

Most businesses are approaching the transfer season 
—when their resistance to changing filing systems is 
lowest. Sell a System and you win twice: once 
in the Sweepstakes, and second in the easy profits you 
keep getting from repeat orders for supplies. 

Plan now to collect a big Sweepstakes purse. There 
are winners at every post, so start to win your share by 
really promoting Filing Systems now. 

Write for complete contest details. 


YAWMAN“> FRBE MFG.@. 


1015 JAY STREET * ROCHESTER 3, N. Y. 
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Sel only 


Sell 


yee wETER 
Dortable NODRESSER 
MODEL 100 
manvenc toate er * 
. CHICAGO 
al Ration - CHI 


poten 


e saving $10.95 


Sell @ ine ADDRESSER . - 


PORTABL 








ly efficient 


FY ORINTER $10.95 


Sell a high 
post CAR 


These two Heyer products sell extremely well all year . . . but SELL 


BEST RIGHT NOW! 

Vacations are over! Thousands of business people are returning and 
preparing for important year-end and new year business! Clubs— 
thousands of them—small, medium and large are re-grouping for a 
new club year of activities! Church groups, school groups, women’s 
groups, men’s groups all are planning a new year of events! 

They all have one problem in common. . . they all have mailing lists 
and a tremendous need for sending information to their members (or 
customers). The perfect answer is the HEYER PORTABLE PRINTER 





and PORTABLE ADDRESSER, or the combination of both in the * 
HEYER DUPLIKIT. This is the season for maximum sales. Why not Always Makes a 
profit from it! 

5 Good Impressicn 
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